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‘DOUBLED OUR LUMITE SALES” 


reports Edward B. Davis, 
Hardware Manager, Lewis 
Lumber Co., Asbury Park, N. J. 






123 SOUTH MAIN STREET - ELepmowe tas pity? | this letter! 


LAKEWOOD.” N. J ASBURY PARK. NEW JERSEY 








January 6, 1949 


ur, George H. Day II 

General Sales Manager 
Chicopee Manufacturing Corp, 
47 Worth Street 

New York 13, N. Y. 


Dear Sir: 


I just want to take a few minutes of your time to tell you what 
I think of Lumite Screen Cloth. 


When it first came out, I out in a few rolls not exvecting to do 
tuch with it, Like a lot of other veonle, I did not think Lumite 
Would do everything they said it would, 


Thad a couvle of contractors try it out, and talking to other 
customers we sold all we had and ordered more, I also took a 
sample of Lumite from one of our rolls to test it out and see if 
it would hold uv as the manufacturers claimed, Since I live 
along the sea shore it would be a good test for it, 


The sample of Lumite stood out in the weather all esnring, summer 
and fall, and neither salt air or fog had any effect on it, 


from this test the following year we more than doubled our sale of 
Lumite, and our sales are rising steadily. I believe that Lymite 
Screen Cloth will be the leading screen cloth along this sea coast 
in the next few years. 


I trust that you enjoy hearing from people who are satisfied with 
- Lumite Screen Cloth, That is why I took the liberty of writ- 
ng you, 


Wishing you a larger and more vrosperous year in Lumite. 


Yours very truly, 
LEWIS LUMBER COMPANY 


Edward B, Davis 
Héw, Mer. 


















Wooster was one of the first to pioneer in 
the use of nylon filaments for brush making. 
The present Wooster Foss-Set Nylon Brushes 
are worthy companions of Wooster Foss-Set 
Pure Bristle Brushes. Wooster continues to 
make pure bristle brushes in types and quan- 
tities permitted by current limits of imported 
bristle supplies. 


WOOSTER BRUSHES 


FoSS- “SEY 


GUARANTEED 
Fr T) amy THIn® 


IF IT’S WORTH PAINTING 





THE WOOSTER BRUSH COMPANY 
BRUSH MANUFACTURERS SINCE 


IT’S WORTH A WOOSTER BRUSH 


On the other hand Nylon Brushes are serv- 
ing the trade in ever-increasing quantities at 
a cost far below that of brushes made with 
Chinese bristle. If you haven’t recently given 
Wooster Foss-Set Nylon Brushes a trial you 


are passing up a good bet. Ask your distribu- 


tor’s salesman about Wooster Nylons. 


OOSTE 


FOSS-SET 


NYLON 


* WOOSTER - OHIO 
17851 








Changed 
and r 





Oo! 


Ca 
Cu 


th 
of 
er 
as 


Ov 
fa: 


Y/ 
Lc 


cc 


HARDWAR 


Hardware Age, 
Post Office at Pe 













Changed by releasing a catch 
and rotating the cylinder. 


PIN TUMBLER 
5591S with Springbolt 





DISC TUMBLER 
4651 with Deadbolt 


PIN TUMBLER 
5591 with Deadbolt Changed by removing a screw 
and turning the plug. 
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| 
of you triple 
- g The exclusive YALE idea helps you get _ °. DISC TUMBLER 
just as many cabinet lock sales with - 46515 with Springbolt 
—_—_ one-third the inventory cost. 
ies ae In fact, you get even more sales be- 
gee h cause the same feature is one that your 
de wit customers prefer, too. 
ly given The feature is a simple adjustment mm 
rial you that permits the lock to be used in any 
listribu- of three different positions—as a draw- 


er lock, as a right-hand cupboard lock, 
as a left-hand cupboard lock. 

Less inventory needed—faster turn- 
over. Easier for the customer—still 
faster turnover. 


Have your jobber supply you with 
YALE “3-Way” Cupboard and Drawer 
Locks. 


THE YALE & TOWNE MANUFACTURING oe fA L E iil 


COMPANY, STAMFORD, CONN., U. S. A. 


The Name Yale Helps Make the Fale 
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FREE ROPE DISPLAY 


to help you boost sales 
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Here’s an eye-catcher, in 
full colors, that’s yours 


for the asking. It’s just 





the right size—big 


enough to catch and hold 


OES 
MPI 
PAlh 


the eyes of passers-by — 
small enough to fit any 
window or counter easily. 
It’s ready now—in 
time for the rope retailing 
season. And it comes 
complete with ten copies 
of the booklet, “Useful 
Knots and How To Tie 
Them.” Return this coupon ; 
J ERRRN LE ESE) 
TF > >> > > >a aE 
ERNE SESE ¢ 


for prompt. delivery. 


























1 = PLrymourH Corpace Company a Sed, . Ee . 
Plymouth, Massachusetts ee oA RD rerrercoeece - 
I Please send me the new rope 

; display thru my jobber. 

3 My Name 

Store Name 

j - Street__ il 

1 City ' Zone State 

i : . 

y My Plymouth jobber is__ 

1 Street ee eas oe 

! City Zone State 








tHE OO Oa ee none eeeananwaw aa 





4 HARDWARE AGE, MARCH 24, 1949 








\WiTa-CAL op 


REG. U. S. PAT. OFF 


AT WAL FSH = 


ENT OR 4 REFUND 
FT ray 


*" Guaranteed by @ 
Good Housekeeping 
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PAINT Eliminates 
0B CE 


NO SEALING! 
NO PRIMING! 
NO SIZING! 


JUST OPEN THE CAN AND 
START THE FINISH COAT! 





<n OR 4 REFUND oN 


$" Guaranteed by 
Good Housekeeping 
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Here you see how the BOKER 
Florian PINKER pinks while it rolls. 
Closing handles operates gear as- 
sembly, automatically rotating cut- 
ting wheel which is held in contact 
with bottom roller. 


© PINKS WHILE IT ROLLS © LEFT OR RIGHT HAND USE 
© EASIER THAN SHEARS @ FREE-SERVICE GUARANTEE 
© NEVER NEEDS SHARPENING ®@ IMMEDIATE DELIVERY 


, a new and improved type of pinker that works 


like a charm on all types of fabric — heavy or light. Easier, faster 


and more accurate than shears. Never needs sharpening. Used 
with equal facility with either the right or the left hand. 
Patented construction. Unique in its appeal. You'll find the 
BOKER Florian PINKER a sensational business booster. 


Est. 1837 


“lhe Zuality Line Qe: 


Y For over a cee 
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These heavy-duty shears, hot forged 
from Crucible Cutlery Steel have long 
been a favorite with those who know 
and want the best. Priced right to 
make them a soundly competitive item, 
they offer the traditional BOKER 
quality and value that always creates 
fast turnover. Most popular sizes in 
the Straight Trimmers are the 6”, 7” 
and 8” —and in the Bent Trimmers, 
7” and 8”. Full Nickel Plated or Japan 
Handles. ; 





Graceful, light-weight, beautifully bal- 
anced scissors incorporating the new 
“Finger-Rest” Bow that adds to com- 
fort and appearance and makes speedy, 
accurate scissor work easier. A proven 
sales winner. Hot drop forged crucible 
cutlery steel. Highly polished Nickel 
Plated Finish. Most popular sizes: 
Sewing, 5” and 6”, Embroidery, 4”, 
5” and 6”. 


The First and Only 


mus cemianceaeed PATENTED REVERSIBLE » 
er es Fitted Bow Shears 


is your guarantee of a stand- 


ord of quality which bas A terrific “traffic stopper” and a real im- 
stood unsurpassed for over a provement in shear design. Reduces cramp 
century. —adds to comfort. REVERSIBLE —you use 


rounded blade down for long cuts, pointed 
blade down for ripping, piercing, etc. 
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BONDED HARDWOOD THAT'S 
TIMES STRONGER! 


Here’s a seat that doesn’t need selling—it 


4 tor your window or sells itself! Higgins’ Lifetime guarantee against 


e five-color Display raat folders describing splitting, cracking or breaking is only possible 
pear ck holds illustrated because the Higgins Lifetime Seat is 3 times 
—rre . . 
eget Lifetime Seats! stronger than ordinary wood seats. Multiple 
the Fi 


laminations of selected hardwood are bonded 
together with a phenolic resin marine-type glue 
that’s stronger than the wood itself—the same 
type of construction that goes into the hulls of 
famous Higgins boats! 

Gleaming white, extra-tough Higgins finish 
will retain its luster, resist staining and chip- 
ping. Solid brass hardware, extra-heavy chrome 
plated, is made to stand up under strain and 
wear. And the Higgins Lifetime Seat is easy to 
install within a few minutes on any standard 
closet bowl! 


’ . . 
>° The following guarantee is stamped on every 






FOR FURTHER tNFORMATION WRIT 


Several excellent territories still open to sales representatives now calling on retail hardware 


trade with non-competitive products. Ee CQLtaRS 





ms 
INCORPORATED 
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BATH SPRAYS 


THE G/G HOT WEATHER 
PROFIT MAKERS. 


Are 2 

© 

. + 
Lar 


“« * 
canetyet® 


SEND FOR PRICES AND DETAILS NOW! 
BE READY FOR WARM WEATHER SALES! 


Bath Sprays and Massage Shampoo Sprays are big warm 
weather money makers and to help you capture the biggest 
volume of Spray business you've ever enjoyed, Daisy has 
two new Sprays for your stores. They're attractively pack- 
aged—make eye catcher displays—are easy to handle—and 
have Daisy's No-Splash Construction. 


Look at all these features—FIVE bright attractive colors— 
Spray heads and rubber tubing same color. RUST-PROOF 
metal parts—FIT ALL Connectors—MEDIUM low prices— 
PROMPT deliveries. FAST turnover—Good PROFIT. 


Buyers—get new prices and details on Daisy Sprays at once. 
Be prepared to fill dealer orders promptly. 


SCHACHT RUBBER MFG. CO., Dept. H, Huntington, Ind. 






Wew DAI SY fase 




























































MASSAGE SHAMPOO 
SPRAYS. In red or green. Rubber 
Massage Brush Ring—'‘No Splash'’ 
solid brass, lacqyer finish heads. 





BATH SPRAYS—in red, green, 
bive, canary and white rubber. 
Colors packed seporately—doz. to 
carton. ALL-RURBER ‘‘No Splash"’ 
heads. 





The DAISY Liste is the Quality Line 
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AMAZING SELF-POLISHING SIMONIZ FOR FLOORS 


OUTSHI ES 
ALL! 















<n b, ae oy 
F Gumeiined by > 
\ Good Housekeeping 
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Greatest-of-all campaigns assures 


TNT iT Ut toh... more Blissey st 
‘VWeldi Mid teiee for you! 


Watch your Self-Polishing Simoniz profits skyrocket . . . with 
the headline of '49—OUTSHINES THEM ALL! This compelling 
story will sell and resell millions all year—through the greatest 
national advertising program ever! So capitalize on it—and 
the famous name of Simoniz—for ever-increasing profits. 
Order an ample supply of Self-Polishing Simoniz—today! 
THE SIMONIZ COMPANY, CHICAGO 16, ILLINOIS 


SELF-POLISHING SIMONIZ 


REG. U.S. PAT. OFF. 


FOR FLOORS 


FOR LINOLEUM, FINISHED WOOD, ASPHALT OR RUBBER TILE AND TERRAZZO FLOORS 
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Now...for the first time ever! 


A Modern-design hand wringer 
with real pressure-cleansing action! 














is the new “‘Lovellette’?!—an eye- —_ weighs only 7!2 pounds. Just the ticket for 


catching, modern-design hand wringer stationary tubs or the new portable washers. 


that gives you the same famous pressure 
cleansing action you get with Lovell power 
wringers. Strong steel frame and big rolls 
tell customers at a glance that the Lovell- 


ette is no toy. Yet it’s compact—only 121%” 


Never before has a hand wringer had so 
much sales appeal! See all that the Lovell- 
ette has to offer and get ready to sell your 
customers something they’ve wanted for 


a long time. See your jobber or write 


long with handle detached—and it’s light— Lovell Manufacturing Company, Erie, Pa. 


Look at all the selling features of the new Lovellette 


st 1. FITS EITHER ROUND OR SQUARE 3. PRESSURE CLEANSING TO GET 5. EASY TO STORE. The new Lovell- 
TUBS. Special clamps with a spread CLOTHES CLEANER. Forces out dirt  ette is compact, takes up very 
an 


up to 134” enable the new Lovell- particles that might otherwise dull _ little space. Only 1214” long when 


ette to fit practically any size tub. the fabri¢. crank is removed. 


2. BIG ROLLS—10” long and 134” 4. $O0-0-0-0-0 GENTLE with delicate 6. PACKAGED FOR DISPLAY in at- 
in diameter. Made of three kinds of fabrics. Full-size pressure screw adjusts tractive, sturdy carry-home box. 
special rubber—like those on other __ rolls to provide exactly the right pres- Weighs only 714 pounds so cus- 


Lovell wringers. sure. Won’t break buttons or jam zi rs. tomer can easily carry one home. 
g J ppe y ‘ 





4, 1919 HARDWARE AGE, MARCH 24, 1949 ” 








How to start eee eee 


x 
z 
= 
4 
& 


your own 





CHIMES... 





e Simple enough. 
Display and demonstrate 
Edwards Door Knocker Chimes . . 
and watch ’em move! 





Edwards Door Chimes are in a style and 
value class by themselves... Edwards, and 
ONLY Edwards does your pre-selling with 
hard-hitting national advertising to your 


best pmcemuanel . nh dhs like 4 nocturne! 





Ask your distributor about the steady 
sales many alert dealers are building on $0 
Edwards Door Chimes . . . it can make 
sweet music in your cash register! 


Non-electric door chime 
greets guests with sweet music! 
LOOK ... and you see a gleaming 


brass door knocker, designed with an eve 
te traditional charm. 


LISTEN ... and you hear a lilting. two-note 


chime tune that fairly sings weleome 


EXCLUSIVE 3-WAY 
SALES APPEAL: 


te your guests. 





1. Exclusive design! Original, modern and 


os . “ox @ Electronically tested for 
traditional creations by Lurelle Guild, 


pure, sweet tone. the Edwards’ FAIRFAX can be 
world-famous designer. put up in minutes--by anyone, No wires, no < 
fuss. Fits all doors. At leading hardware, clec- © % o 
2. Exclusive tone test! Edwards Door trical, building supply and department stores.  & . 4 


Chimes are electronically tested for tone 

purity by exclusive Sonoscope selector. dia: dhe wlchuntinite reeled 606 
° . hand-polished mirror... perfect for that last <4 

3. Exclusive last-look mirror! Only Ed- secund peck at your lipstick ...¢or tie, Mr!) 

wards conceals its chime mechanism with 

a clever, useful mirror! SEE AND HEAR CHORDETTE II... the electric doot chime 

that continues its musical announcement as long as door 





button is pressed! And you get three signals instead of nsual 
two. Each distinet, clearly recognizable. One for front door, 
a second for rear entrance--and a third for handy inside use 
such as telephone paging or maid call! 


Edwards Company, inc., Nerwatk, Conn. + In Connda Fdwards of Canada, Lid 

















Ww 


Watch for this Sales-Boosting Advertisement pe 
in the April issue of Better Homes and Gardens Louis: 
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WHEELING 


CORRUGATING COMPANY 





ANNOUNCES 
the largest consumer campaign 
in the history of the metal- 
ware industry for promotion 
of your sales of 


WHEELING WARE 


full details will be —_— to you, Mr. Dealer. 
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You can defend on 


ROYAL SEATS 
Oh 


APPEARANCE 


The lustrous finish of Johnson's Wax-O- 
Namel in white and four colors. 


UNIFORMITY 


Precision work in every step of production. 


ECONOMY 


Low initial cost—many years of service, 


GENUINE QUALITY 


Selected materials throughout. 


CONSUMER ACCEPTANCE 


Royal Seats meet the requirements for 
good looks, durability and comfort. 



















ROYAL MANUFACTURING 
COMPANY 
NEWNAN, GEORGIA 
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Himble Glass Bars .... 
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— “ 
mm 0+ 0. soe 08 Me, Bet” © . 


ae eee ed 


quality. ..class...value... 
pice? for proniT at under °/22 


x-O- 
Tue Quanity Line of big-demand, big-value items .. . made 
and guaranteed by one of the world’s foremost producers of 
precision glassware. 

ction. Full 34" thick bars . .. smooth, crystal-clear, with rounded 


ends and spun-on chrome fittings. Each bar is individually 
packaged, complete with chrome screws. 

Two sizes, 18" and 24", No. 70-C and 71-C, for resale at 
rvice, 89¢ and 98¢ respectively. Your cost is way low, allowing 
handsome profit margin. 


AND HERE’S QUALITY FOR THE “PRICE” TRADE TOO! 


DOUBLE-PURPOSE GLASS BAR, 
f C £ ee No. 62-C. Adjustable fittings allow using 
full length or with room for washcloths 
at ends. Full 24" length of ! 4:6" crystal 
glass. Substantial nickelled fittings. Your 
cost permits a retail of 45¢. 








s for 








BENT-END GLASS BARS, 

No. 18-C and 24-C, No. 18-0 and 
24-0. Sturdy, high-grade and attrac- 
tive, crystal or opal. Modern, strong 
fittings. Your cost permits a retail of 
25¢ to 39¢. 











BUTTON-END BARS, 

No. 10-C and No. 10-0. 18" towel bars, 
in either crystal or opal glass, sturdy 
metal fittings. Priced to retail at 15¢ 
and 19¢. 


A GLASS BAR FOR EVERY PURPOSE 











The towel above hangs on Kimble 
Glass Bar No. 71-C, 24" long, 


made especially for your “98¢ K 

trade.” 70-C, its companion to | M B L K. G L A S S : 

sell at 89¢, is 18" long. e- Wee? 5. Ones 
Division of Owens-Illinois Glass Company 
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To replace broken panes — 


Sell Fennvernon .... not just ‘window slass” 


\nd when you do that, you'll have satisfied customers; make more friends; increase your 
business. For “Pennvernon” is a quality product. It is sheet glass at its best. It has 
excellent visional properties. And both sides of the sheet have a brilliant surface finish 
making it possible to glaze either side out. 


Always . . . sell “Pennvernon”— not just “window glass”— to replace broken panes. You 





find it good business. 


Pennvernon Window Glass 


PAINTS - GLASS + CHEMICALS - BRUSHES -: PLASTICS 


G 


PITTSBURGH COMPAN Y 


GLASS 


PLATE 
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that boom in 
for prove Sort @,tea-la! 


Spring is gutter-up time... butter up your business with 
the rust-proof gutters that sell at about half the price 
of other no-rust materials. You'll still be boosting dollar 
volume ‘way up over ordinary rustable gutters—and 
everybody's happy! With Reynolds exclusive 
stipple-embossing, these gutters look beautiful—never 
need painting—never stain walls. Light to handle... slip-joint 
connections need no soldering...and your supplier can deliver now. 
Customers will buy right off your floor. Backed by big 
national advertising campaign... get ‘em in and watch ‘em go! 
Reynolds Metals Company, Building Products Division, Louisville 1, Ky. 
Offices in 32 principal cities 


1% REYNOLDS /i/efime ALUMINUM 


f ¢/ # Gutters and Downspouts 


UR Wig . 3 
















-ROUND, 
ee aneet Stipp re S. styig 
sti -e 
REYNOLDS and plain. Ssed 
Lifetime EE eR ee 1 
ALUMINUM | 
Rust-Proof Nails | Reynolds Metals Company 
' Building Products Div. | 
A must for all aluminum applica- 2026 South Ninth Street | 
tions and best for general use, too. Louisville 1, Ky. | 
Never rust—thus require no deep | Please send me complete information on Reynolds Life- I 
setting, puttying or painting. time Aluminum Gutters. | 
Lengths from 1” to 312”, , | 
PA 8 and 12'2 ga., %4” to 1°; heads. | aay Seemer"s wane te ; ” | 
YOU KNOW IT’S NOT | My Name Title | 
ALUMINUM | n REYNOLDS ; Address ! 
q| Lifetime ALUMINUM j; City Zone State | 
BUILDING PRODUCTS L | 
ome ee eee ee es ee eee ee ee ee ee ee ee ee ee ee ee ee ee ee ee i 
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Scientifically designed 
ct and adjustable out 
grille. 

° Dynamically be 
in impellers. | 


lanced 


silent, rubber 


4. Removable gvord 


grilles for cleaning: 


it sells FAST! 


T'S STILL A(' 
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it's SAFE...It5 PORTABLE... 


@ SILENT AN No disturbing 


D EFFICIENT. 
t air is kept 





@ THE ONLY sales maker of its kind! It’s 
more than 4 fan. Gives all the comfort of whine or sudden blasts, ye 
a fan PLUS year-around utility. Sells in motion at all levels; floor, ceiling and living 
every season. Eliminates dead inventories. level. Sales features no fan can match! 
2 COMPLETELY SAFE. There are no danger- @ BEA SUPERFAN DEALER. Superfan has 
ous fan blades to nip fingers OF tear clothing proven itself, through sales tests, to be the 
it’s FORCED AIR whether u in home, store, hospital or most unusual, most wanted new develop 
office. Wanted by parents and business ment in the counter appliance fiel 
executives alike. Investigate! Write, wire OF phone today 


for Superflame ond other 
off heaters. 
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Super, Yome 


COMPANION RANGE 
Keeps COLD Kitchens WARM! 








IT HEATS! : ‘ <_< 


IT COOKS! 





IT HEATS WATER! 


ro 









aa 


U/tra Modern Design... Beautifully Styled 
MATCHES MODERN GAS & ELECTRIC RANGES 


@ THE NEW oil burning Superflame @ SMARTLY STYLED to fit into mod- 


Companion Range replaces the ern kitchens and add to kitchen 
old untidy cook stove. Heats up appearance. Gleaming white por- 
to three rooms. Keeps cold kit- celainand enamel finish,chromium 
chens warm! trim. Meets a demand that has 
never been met b other product. 
@ WANTED BY 58% of American it etait i eae 
homes (homes without central @ NOW IS THE TIME to add Super- FIRM NAME 
heating plants). PLUS apart- flame to your line. Investigate DEALER | 
ments, trailers, cottages, cabins. the profit-potential today! STREET ADDRESS 
CITY 





BY 
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QUEEN STOVE WORKS, 


i 
Please send fu ew SUPERFLAME Companion Ronge. 


r 
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' 

y | The New SUPERFAN 
4 j 

i 

' | OR DISTRIBUTOR 
a 

5 
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Mee ee ee 





CURVED DOOR 
in high modern style 


~ 


RECESSED BASE 
permits plenty of toe room 





—| 
COOKING TOP 
equivalent of 2 extra burners 
- 
| On 
FRONT DIAL 
*HEAT CONTROL 





Combustion Burner 


i] 
& 
t 
4 
t 
a 
I 
1 
1 
' 
i 
I 
i 
1 
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INC., DEPT. H3, ALBERT LEA, MINN. 


ticulars about: 


ZONE STATE 
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Best value in their price class 
.-- big volume year-round sellers 
Your customers know and prefer Wallace 
Brothers flatware because it looks better... is 
better. These fast-moving items require little 


counter space... display them and they sell them- 
selves. Order today for bigger profits in °49. 


17 AN BI JEXPENSIVE WITHOUT 


WALLACE BROTHERS ... 


20 









#900 Pattern: Carbon steel base, 
retinned (a double coating of pure 
Malacca tin) by the famous Wallace 
hot-dip process. Fabricated of 
graded blanks for better balance. 
#826 Pattern: Carbon steel base, 
retinned (a double coating of pure 
Malacca tin) by the hot-dip process. 
A low priced yet durable line of 
spoons, forks and knives. A must on 
every Variety store counter. 

#562 Pattern: An outstanding seller. 
Attractive pattern, high quality Alle- 
gheny Nickel Chrome Stainless Steel 
that gives brighter, permanent lus- 
tre. Also available in attractive plas- 
tic “Pantry Pal.” 








Division of R. Wallace & Sons Mfg. Co. 
LINGFORD, 
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+ PLUS SALES? 
+” PLUS PROFITS? 


Mccae 


National Cutlery Week is 





May 2nd to 9th. Here is your 
chance for a special promotion 
that will build sales and profits 


on lines that should be year- 


NATIONAL , round best-sellers. EVERY- 


CUTLERY WEEK 


MAY 2 to 9, 1949 


Today American-made cut- 


lery is TOPS for quality and 


value. American steels, plas- 
tics and other materials, plus 
improved methods of manu- 
facture, have created a prod- 
uct that gives the cutlery buyer 
more for the money than ever 


Send TODAY For This FREE SALES KIT... 





ONE is a prospect for Cutlery 
— household and kitchen cut- 


lery for the women, sporting 


before. Believing that the 


, and pocket knives for the men 
American market for cutlery 





is greatly undersold, the and boys. Feature them in your 
Associated Cutlery Industries 

of America is sponsoring this displays and advertising during 
National Cutlery Week, ‘ 

backed by national publicity, this week and watch the cash 


to help build cutlery sales. : ; 
register ring. 
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3 ; To Mr. L. D. Bement, Secretary 
: , Associated Cutlery Industries of America 1 
Contains i Deerfield 10, Mass. 
— National ' Please send me a FREE Sales Kit for National \ 
sales ages streamer ° Cutlery Week. : 
Cutlery ” folder * SU9- Name iceiaiietniaani \ 
“Cutlery Facts” fold | Add 
ted radio announcements i i 
ges dvertising ; palaces ieee kiepigdaceaie 
ra " 
ee al of $500 Win- ' We handle the following brands of cutlery: 
ideas ° 1 
dow Display Contest. ' SSS 
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AMERICAN HOME and FARM JOURNAL 
Keep Pittsburgh Fence 


before your customers 
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You know that Pittsburgh Fence has always 
been a popular brand with your customers 
and we want to keep it that way. This will 
help you when we again have plenty of 
fence to sell—it will help us too. So that 
is why we keep telling your customers 


that Pittsburgh Fence is good fence. We 





want them to stay in the habit of asking 


lectrimme 
you for it. 
- pport mea’ 
lhe two advertisements you see here 
‘ 2. YY... 
will be seen by the readers of two of the 6g Hai 
tha vert 


largest National publications in their 
field. Pittsburgh Welded Steel Fabric 
is being advertised to the 2,600,000 


readers of Farm Journal. Pittsburgh 


$8,000,000 Elec 
poles messages . . 
koding magazin 
nll your own be 
for you! Cash in or 
Pivertising. It’s | 


Welded Lawn Fence advertising is rer... biggest 


bei sad by the 2,500,000 sub- 33 iz ity gisecealse> 
eing read by the su <#998 ihanaitts itt ‘fee 


unin — E eer || 






scribers to American Home. We 








hope this will help you by keeping TH aN ee Mier aalaztian 
a + bith if : aii 
ourname alive with yourcustomers. ie | Lait HHH 
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3261 Grant Building - Pittsburgh 30, Pa. 
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Electrimmer sets the pace... 
lectrimmer merchandising in quality ...in merchandising support...in volume! 
support means dollars to you! 


e Everything’s ready for the biggest season ever on Electrimmer 
big National ... America’s leading electric hedge trimmer. Everything’s ready to bring you 


| Advertising! bigger-than-ever sales . . . bigger-than-ever profits! 


8,000,000 Electrimmer big ‘ ? ‘ . . . 
edness, ...traitheee e Big Electrimmer ads are already appearing in leading magazines . 


poding magazines . . . pre- where your best customers will read them. Colorful, sales-making displays are ready 


i . 
36 alongs easescaa for your store .. . to show those customers you have Electrimmer for 
for you! Cash in on Electrimmer 

pivertising. It's bigger-than- 
fer... biggest in the field! Electrimmer ...in volume! 


them. FREE window streamers, ad mats and literature are ready . . . to help you sell 


e Does your hardware wholesaler have your 1949 
Electrimmer order now? If not... better phone or wire him today! 


} ° ‘if , 
With NUS ‘ 1949 is your Electrimmer opportunity! 
wbarden 





SKILSAW, INC. 


5033 Elston Avenue «+ Chicago 30, Ill. 
Factory Branches in Principal Cities 
In Canada: SKILTOOLS, LTD., 66 Portland St., Toronto, Ont. 


ORDER ELECTRIMMER FROM YOUR 
HARDWARE WHOLESALER 


NOW! 
FREE AD MATS! 


It's easy .. . and profitable . . . to 
feature Electrimmer in your own ads 
with FREE Electrimmer ad mats, includ- 
ing special ones for Father's Day. Ask 


DISPLAY STA NOS! your wholesaler or write to Skilsaw, Inc. 


Order 3 Electrimmers and get 
this attractive, sales-making dis- 
play free! Looks fine on counter 
or cabinet. Brings you extra sales 
and profits on Electrimmer! 








INDOW STREAMERS! 
4, 1949 J Ree 


SKIL TOOLS ARE MADE ONLY BY 





S$ ANTAY PLASTIC GARDEN HOSE for 1949 has poe 
been developed to the highest known degree of \ 
quality! Four years of progress .. of continuous research 
| and improvement . . has resulted in a proven, time-tested 
i product featured by leading jobbers from coast-to-coast. 
| SANTAY is, in fact, the ONLY Plastic Garden Hose 
i distributed exclusively by the Hardware Trade! Nationally 
1 advertised in “Better Homes and Gardens’’ SANTAY 
\ \ 1 Plastic Garden Hose sells big and profitably everywhere. 
\ "' \ Ni I Stock and display both attractive colors . . 1. Cardinal 
T \ \ . ’ Red and 2. Metallic Green .. 25 and 50 foot lengths. 
' Order now from your jobber or write us for complete 
information. Be prepared early to get the big share of 

3% 


the profitable Garden Hose business in your community 
with SANTAY ..the tough, long-lived, Garden Hose! 


$290 f.< 
Riding $ 


The Esta 
drive wk 
cuts clos 
— excel 
lawns st 
by shruk 
trees, fic 


mr 


;i 
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«| \ 
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S SANTAY CORPORATION 


352 NORTH CRAWFORD AVENUE © CHICAGO 24, ILLINOIS 


$122 
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rch 1%, hp. engine—26-inch cutting width on large scale 
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Hacobsen ' 
ESTATE 24 | ' 


1% hp. onde ’ 
24-inch cutting width 
$290 f.0.b. factory 
Riding Sulky $52.50 
The Estate 24, with 
drive wheels in rear, 
cuts close to obstacles 
— excellent for 
lawns surrounded 

by shrubbery, 

trees, flower beds. 






















LAWN QUEEN 
1% hp. engine 
20-inch cutting 
width 
$145 f.0.b. 
factory 


Pacobsen 
HAND MOWER 


18-inch cutting 
width, $33.50 
16-inch, $32.00 
o.b. factory 


BANTAM 


1 hp. engine 
18-inch cutting 
width 

$122 f.0.b. factory 
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Often a person 
choosing his first power 
mower buys one too small for his 
needs. By helping him select the proper 

size, you not only increase your own profits but 
build customer good will. 


Jacobsen offers a size range to fit your customers’ require- 
ments. Take the Lawn King for example. Powered by a 
sturdy Jacobsen 13/4, hp. engine, this rugged mower makes 
short work of large lawns — has ample reserve power for 
slopes or terraces. In addition, it can be equipped with 
a riding sulky for sustained mowing and operator comfort. 


For smaller city and suburban lawns — the mass market 
— there are the Jacobsen Lawn Queen and Bantam power 
mowers. These smooth shearing, dependable units are so 
simple to operate, youngsters handle them with ease. Noted 
for its fine quality too, is the Jacobsen all-steel hand mower. 
Precision built from the finest materials, this mower oper- 
ates with the quiet smoothness your customers demand. 


Some Jacobsen dealerships are now open; one may be in 
your territory. It will pay you to investigate the ‘profit 


possibilities in an association with this pioneer manufac- 
Write us for further 


turer of grass-cutting equipment. 
information. 





MANUFACTURING COMPANY 


Racine, Wisconsin 
SUBSIDIARIES: 


WORTHINGTON MOWER COMPANY, STROUDSBURG, PENNSYLVANIA 
JOHNSTON LAWN MOWER CORPORATION, OTTUMWA, IOWA 
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Amerock Demonstrator No. 1625 
1472" x 20"; Shipping Weight 734 Ibs. 





Now for the first time the popular Colonial ‘‘Heart’’ Pattern in Cabinet Hardware — 
with the following modern mechanical features made famous by Amerock: 
e Patented Push Button Catches e Semi-Concealed Hinges « Reversible ‘“‘HL’’ Hinges. 


For Recreation Rooms — Kitchens — Stores — Hotels — Restaurants. 


AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., DEPT. 3-MR 
Please send full details on the new Colonial “Heart” Pattern in Amerock ASK YOUR JOBBER 
Cabinet Hardware: or send for literature and details. 


PI anne nn ee SL AMERICAN CABINET 

Se eared - 7 Peay HARDWARE CORP. athuree 
ROCKFORD, ILLINOIS A 

City ila cele 


My favorite Jobber is_—_— 
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ON 
CHAIN SALES.. 


Dealers who handle the McKay line gain the 
reputation among chain users of being the supply 


source for chain for every purpose. 


And that’s good ... because this reputation means 
you’ve provided your customers with exactly the 
chain they needed . . . and satisfied customers are 
profitable business builders—not only for chain, 


but for the other lines you carry as well! 


So take a tip from the men who are profiting by 
selling the McKay line; stock up now on the McKay 
Chain you need to service your customers in the 
home, shop, farm and factory fields. For full details 
on the many types and sizes of McKay Chain avail- 
able—see your nearest McKay jobber or repre- 


sentative. Write us for his name and address. 





For more information — 
SEE YOUR JOBBER OR WRITE DIRECT 


THE C COMPANY 
PITTSBURGH 22, PA. 


TIRE CHAINS 








CHAINS 
for Every Use 
from ONE Central 
Source 





WELDING ELECTRODES .. 


440 McKAY BUILDING 


. COMMERCIAL CHAINS... 


PITTSBURGH 22, PA. 
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POPULAR DEN, 


TRADE MARK 


READY-PASTED BORDERS 
In NEW “Hi-Color” DESIGNS 


hls This completely new Hi-Color assortment of genuine Dex 
e Ready-Pasted Borders will catch even more eyes, more sales 
and greater profits than ever before! 


Colored and styled to satisfy the greatest proved custo- 
mer demands, these new Hi-Color DEX Borders—for painted 
walls and 101 other smart uses—are powerfully, automati- 
cally promoted to your customers by this attractive 3-point 
display ... 















Easy to assemble and built to last, 
this new Dex display pays for every inch of the 
minimum counter space it requires! 





At a glance, customers see 
entire display pages of smart, 
colorful Dex Borders to brighten every 
room in the house! 





Patterned after the 

most successful counter displays ever created, 
this rugged, colorful “salesman” 

attracts attention and produces sales! 


Nothing adds such instant charm and decorative “pep” to 
painted walls in kitchens, bathrooms, living and bedrooms 
as washable, fadeproof Dex Ready-Pasted Borders. Just dip 
a strip of Dex in water and apply. So quick, so easy, so satis- 
fying! And now you can offer your customers the striking 
new Hi-Color line of Dex Borders. 





YOUR PROFITS ON 
DE READY-PASTED 
BORDERS 


Start Here...Mail Now 





Steady, generous profits from a modest investment is what 
Dex new Hi-Color Borders can mean to you, too! Set this 
effective new 3-point Dex display on your counter, and start 
cashing in on the new Hi-Color Dex line! Just mail the handy 
coupon for complete details. 


DEX visti BORDERS—Just Dip in Water—AND APPLY! 





DEX, Dept. HA-349 
United Wallpaper, Inc. 
Merchandise Mart 
Chicago 54, Illinois 


I’m a jobber (J 

retailer [] interested in complete free in- 
formation on the new Hi-Color line of Dex 
Ready-Pasted Borders. 


eeeceeceeoeoeseeeananeend 


Name 

Another Product of UnfiTED WaLteaben Chicago 54, Illinois 
Street 
CS State 
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STRAIGHT TYPE 


ericutens YOUN BASEMENT 


Better designed — easier to install — better looking and safer, the new 
Brainard Brite-Lite Areawall comes in two styles and all standard sizes. 
a 








Check these Brite-Lite Features 


[a Better Design —Brite-Lite is specially jy Stronger —Brite-Lite is made of heavy 
designed to reflect a maximum of light gauge copper-alloy, rust resisting galva- 
into the basement. A bright long-lasting nized steel. New ductile steel that is 

. , ; . . strong — permanent and safe against 
mirror-like finish that requires no paint 


: freezing and thawing. 
assures brighter basements. é é 
]A Easier Installation—The wall attachment 


” safer —Brite-Lite is constructed of a flanges of Brite-Lite are flattened to as- 
sure tight anchorage. Holes are punched 


single piece of metal. No bolts, welds or : : é 

: : S : entire length of flange with top holes 
rivets to fail. And Brite-Lite rolled top elongated for bolts or lag screws .. . 
edge and special corrugations adds 

rigidity—increases durability. 





Brainard Steel-Strong fixed length posts 
TEL-O-POST is the original all-steel ad- are available in single posts or carload 
justable jack post. When adjustable jack quantities. They are easy to install... 
posts are needed... buy TEL-O-POST. fic either wood or metal beams... 
and come in a wide variety of lengths. 


eeeeeeeeeeeereereeree eee eeeeeeeeeeeeeeeeeee 


See Brite-Lite at your Building Supplies, or Hard- 


BuitoIine Propucrs Division ware Dealer. Write for literature. . 
I would like to know more about Brite-Lite . 
Areawalls. 


BRAINARD STEEL COMPANY — "22 ©.%.00 mm 09 


Name ° 


WARREN, OHIO Dept. 439 Address 
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Sell the top brands in each line...to keep sales wp, inventories 
down. Called “selective merchandising,” this policy is being adopted 
by alert retailers everywhere to increase turnover ratios. Basically, it 
works like this: In ammunition, for example, determine the brand or 
brands most popular with your customers. Then, stock the complete 
line in these brands to insure a well-balanced stock based on previous 
sales experience. 

What are the advantages of selective merchandising?) Many! By 
carrying only the brand or brands that sell best in your locality, your 
total investment in inventory can be substantially reduced. By featur- 
ing complete lines of these best brands, you can still supply customers 
with any gauge, load combination, caliber or bullet weight. And be- 
cause you have what they want, when they want it, shooters will be 
attracted to your ammunition display. 


Year after year, the popularity of Peters has mounted steadily with 
hunters and marksmen. Peters is a complete line... shot shells and rim- 
and center-fire cartridges for every purpose. Peters packs the sales power! 


P, 


PETERS packs the, power 


PETERS CARTRIDGE DIVISION—Remington Arms Company, Inc., Bridgeport 2, Conn. 
"High Velocity” is Reg. U.S. Pat. Off. by Peters Cartridge Division. 





30 


“Doc” Peters suggests: 


Fuagl to bop 


Show this advertisement to your sales trainees as part of their merchandising 
© course. Reprints of this series are available on request. 


tala 


_— 


(No. 10 in a series) 






as Y & 
a ¥% 


Sell youth . .. it’s sales insurance for the future! Boys 
15-19 are a ready market for 22 rifles and the Peters 
“High Velocity” ammunition to go with them. Treat 
youngsters right and odds are they’ll be steady custom. 
ers. One way is to encourage “Dads” to teach their 
sons how to shoot... you will enjoy their goodwill 
and added business. 








Us here! 

'e powertul new 

* High Velocity. 
t: Nw Me 


Give customers something to read .. . 
each sports season. Shooters, for example, like to keep 
“up” on guns, ammunition and other equipment. A 
direct mail campaign and store promotion on Peters 
“High Velocity” 22’s . .. timed to tie in with Peters 
national advertising in Outdoor, Farm and Boys’ maga- 
zines ...can really pack sales punch. Plan yours now. 
(Peters supplies advertising folders, dealer advertising 
aids and display cards on request.) 





just before ' 
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TO MOMARK DEALERS 












are appearing regularly in 
THE SATURDAY EVENING POST 
COUNTRY GENTLEMAN... 
AMERICAN MAGAZINE... 
LOOK ...COLLIER’S... 

and 80 other leading 
magazines and comic books 






ONE YEAR'S 
FIRE AND THEFT INSURANCE 
INCLUDED IN PURCHASE PRICE 


The new 1949 model of America’s 
fastest selling bicycle . . . the bike 
that is being featured in YOUR ads 
in The Saturday Evening Post and 
other leading magazines .. . the 
bike that has everything, and is setting 
new sales and profits records for 
Monark dealers everywhere. 


More, and more powerful, national 
advertising . . . and all of it YOURS, 
in-so-far as the people of your com- 
munity are concerned. More, and 
more effective promotions .. . to stop 
more and more people, and bring 
them into YOUR store to see, and 
to buy. 


More, and more usable sales helps 

. «+ more; and better ad mats . ... 

more, and more direct dealer tie-in 

_ ‘services . . . more of everything, to 

help YOU sell more and more Mon- 

ark bicycles, and make more and 
more money with Monark. 


4 
YY ol 


“< HERE’S HOW 


More than 126,000,000 Monark Bicycle advertisements are appear- 
ing in 85 leading magazines and comic books this year. Hundreds 
of thousands of these ads will reach the people of YOUR community. 
Every one of these ads carries the “Operator 25” message shown 
below ... and the closest Monark dealer’s NAME AND ADDRESS 
can be supplied promptly by the Western Union offices in more than 
20,000 towns and cities. As a result, every Monark ad becomes 
YOUR ad, in-so-far as people in your community are concerned. 








Fe P me € the 


Western Union by number and ask fo 


NOTE: This pion has just started, so please help us and check this 
new service by calling your local Western Union office, asking for 
“Operator 25", and requesting the name of the closest Monark 
deoler. If you are given your own name and address, you'll know 
the service is working properly. If not, ask if you are listed os a 
Monark dealer. If they say "no", and you handle Monork Bicycles, 
please advise us promptly so corrective measures can be taken. 


OPERATOR 
MONARK SILVER KING, INC. © dept. c-124, 6501 W. Grand Ave., Chicago 35, Ill. 


e 
‘ai? 
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This Season, Over 8,000,000 Readers of 


Field and Stream, Outdoor Life, True, Western Sportsman 


CED batty 


P Get set with the complete line... 
Write today you'll get more business . . . and the 
FOR FREE extensive National advertising will 
CATALOG make sales easier! My Buddy has be- 
come a standby with fishermen from 
coast to coast. Sell the My Buddy ex- 
clusive features. They're seamless... 
watertight . . . of durable, heavy gauge 
aluminum or steel construction. There's 
a place for every piece of tackle. 
There's a size and model My Buddy to 

suit every fisherman's needs. 


Carry the complete FALLS CITY line... 
the name, reputation and Nationally 
advertised superiority clinches the sale! 
Wherever anglers look for value in dur- 
able fishing equipment they turn to 
FALLS CITY. The new aluminum FALLS 
CITY Air Breather keeps bait alive for 

i days! Stock all sizes and models... 

FAT Cures) satisfy every customer! 

ik ag 69 aTHLe. 


STRATTON & TERSTEGGE CO. 


/ MANUFACTURING DIVISION 
P.O. BOX 1859 LOUISVILLE 1, KENTUCKY 


HARD WARI 
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D’S MOST COMPLETE LINE 
post Reel! 


OCEAN CITY *1600 


4 











MONTAGUE “SUNBEAM  *1SUF 


Crafted in the Montague tradition, of split-bamboo 
from imported Tonkin cane, the greatest low-priced 
fly rod ever built! Handsome brown tone finish. Has 
three joints and extra tip. Ferrules are improved, 
rolled welt, nickel-plated. Guides are Tungsten steel 
snake. Grip is shaped solid cork. 81% or 9 ft. List 
Price $12.00 


OCEAN CITY REELS 


Ocean City Mfg. Co., A & Somerset Sts., Phila. 34, Pa. 


MONTAGUE RODS 


Montague Rod & Reel Co., Montague City, Mass. 


DERS IN RODS AND REELS 
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“Best mower buy 
I've ever seen!’ 


says Dana Lundquist 


Lyndale Hardware Company 
Richfield, Minnesota 


“TORO HAS SCOOPED THE MARKET, 
in my opinion, with this new Toro Sport- 
Lawn nationally advertised to sell for only 
$99.50. It’s a typical Toro thoroughbred 
clear through, like all the Toro power 
mowers I’ve sold for years. And I know I’ll 
make a satisfied customer with every Sport- 
Lawn I sell, because Toro backs me up with 













2. ‘‘For small lawns and trimming I recom- 
mend the 17” Toro Sportsman hand mower. 
Built to championship golf course standards. 
Smooth and silent, precision engineered 
with molybdenum steel blades and bed- 
knife. S-h-e-a-r-s grass, never pulls or tears. 
Rigid construction. Tubular steel handle.” 





5. ‘“‘Here’s Toro’s champion performer for 
weeds, tall grass—the Toro Zipper sickle 
bar mower. Self propelled traction drive 
with 36-inch cutting bar. Quick starting 144 
h.p. engine. Pressed steel construction. Cuts 
close on banks, highway ditches, next to 
buildings, under fences and bushes.” 


34 





3. “For average lawns, I sell the Toro 
Homelawn. Lightweight, dependable, easy 
to operate. Cuts 21-inch swath. Voted out- 
standing for value and performance in 
independent consumer tests. Pressed steel 
construction, with cast iron side plates. 
Continental 1% h.p. engine.” 


6. “See this map? Every dot represents a 
Toro service and distribution depot where 
we dealers can get immediate help and 
needed parts. No matter where your store 
is, you know that Toro service is readily 
available to assist you and your customers. 
That’s why Toro is my line!” 


HARDWARE AGE, MARCH 24, 


a quick, convenient nearby parts and serv- 
ice set-up. Take a look at the SportLawn, 
yourself. It’s self propelled by a husky % 
h.p. Briggs & Stratton engine and V belt 
and chain drive. 5-blade 17” reel and bed- 
knife of Disston steel, ball-bearing mounted. 
Plenty of power for steep terraces, balanced 
and light weight for easy handling. And 
think of it! The SportLawn 


SELLS FOR ONLY 


50 


F.O. B. 
FACTORY 





4. “For estates I advise the ‘oro Starlawn. 
Heavy duty power mower with floating 
axle for smooth cut on uneven ground, and 
high-low cut angle adjustment. 24”, 27” and 
30” widths. Finest pressed steel construc- 
tion, simply and ruggedly built. Indepen- 
dent reel and traction controls.” 








7. America’s most complete line of power 
mowing machinery ... the new 1949 Toro 
line. Everything from lightweight hand and 
power models to the finest of heavy-duty 
equipment for golf course, park and instl- 
tutional use. Write for particulars! Toro Mfg. 
Corp., Dept. HA-3a, Minneapolis 6, Minn. 


1949 
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he biggest advertising campaign 
EVER PUT BEHIND GARDEN HOSE 


an make money for you this year and next 


= B. F. Goodrich line of 
fine garden hose— Koroseal, 
Garden Club, Maxecon, and Sig- 
nal—can speed up profitable hose 
turnover for you. Here is a complet 
line— gives you a garden hose 
department that completely takes 
care of all customers’ needs, at 
premium, standard, or competitive 


Price, with a choice of colors. 


Full-color advertisements are 
appearing this spring in Saturday 
Evening Post, Life and Better 
Homes and Gardens, and will ap- 
pear again next year. B. F. Goodrich 


is and will remain the best advertised 


garden hose line in the country. This 


advertising is appearing now in your 
neighborhood. Tie in with it to make 


money for you. 


Here's the product: 


Garden Club leads in rubber — 
Lighter than most, this BFG hose is 
strong without excessive weight or 
bulk. New full-flow coupling wastes 
no water or pressure, won't cut flow. 
Maxecon for heavy duty —A hose 
for extra-heavy service, at a premium 
price. Double-braid construction 
zives extra strength for heavy use at 
satel on golf courses, public parks. 
Signal meets a price —The economy 
hose that lets you meet competition, 
and still sell at a profit, 


TURN THE PAGE FOR THE BIG Xoroscal HOSE STORY 











GRO 





G 
GR4 


° 
B. F. f;ao0drich 2. Koroseal has color — Everybody likes the GR 


fresh bright colors of this hose—Chinese red or GRO 


emerald green. Its eye-appeal stops customers like 


a traffic light. GRO* 


3. Koroseal has improved coupling 


The hose that makes selling easier 

























— New, patented, reattachable coupling adds GRO’' 
another selling feature to this hose. If hose is acci- 
dentally damaged, the injured section can be cut GRO* 


away and the coupling reattached. 


Garden Hose 4. Koroseal is packaged for profit GRO‘ 


— You'll find Koroseal garden hose easy to display 


and sell; your customers will find it easy to carry GRO‘ 


: ; Fifty-foot lengths coiled and taped to stout card- 
HIS hose makes selling easier for you because ‘ é; 
, eevee , board make this package a bull’s-eye target of 

it makes gardening easier for your customers. : a 
Wi é proans attention. No need to wrap or tie it. 
The greatest advertising campaign ever put behind s 
‘ ‘ < Window streamers and newspaper mats tie in 


garden hose will continue this year and next, and w// ; 
; ’ with the big national magazine advertising cam- 

















sell hose for you as hundreds of dealers found last year. ; SI 
a, paign, and make it easy for you to make these big 
This year the campaign is even greater — full-color ‘- sa N 
, i 38 color ads work for you. Fair trade price—$9.85 for 
advertisements in Life, Saturday Evening Post and wey 
7 50 ft.—appears on the label. 
Better Homes and Gardens will tell home owners ‘ae Sree 
You'll find the BFG line of garden hose the 
these new advantages of Koroseal garden hose: ; See 
. : quickest way to big-volume sales at a profit. To be 
1. Koroseal is lighter, easier to use sure to get your share, order now. You can make 
—It’s easier to handle because it is lighter—'2 to | more money this year and next but get your order 
Ys less weight than other types. Women prefer this in nou. The B. F. Goodrich Company, Industrial and 
lightweight hose; small children carry it easily. General Products Division, Akron, Ohio. 
FC 
ce) 
Xoroseal Pe 
P< 


Trade Mark, Reg. 
U 





S. Pat. O1f, 





Garden tO 


B.E Goodrich 


Koroseal — Trade Mark, Reg. U. S. Pat. Off 
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e big SPRING DELIVERY ARE 


NOW BEING ACCEPTED 
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Send for Our Catalog Listing. 
> the 





FOR OVER A QUARTER CENTURY 
OUR MANAGEMENT HAS MAN- 
UFACTURED AND MERCHANDISED 
POPULAR PRICED BRUSHES 


Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET « BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 


17 East 42nd St. 122 So. Michigan Ave, Southland Hotel 527 Canal Street 
New YorR 17, N.Y. Chicago 3, Illinois Dallas 1, Texas New Orleans 16, Lovisiang 
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The well-planned kitchen 
must have plenty of cabinets 


...and of course 
chromium-plated ° 
hardware by... 


for the final beauty touch! 


First aid to good housekeeping is the convenience of having 
spacious cabinets at your finger-tips for dishes and cooking 
accessories. The modern trend for step-saving and mechanical 
appliances to make housekeeping a pleasure has placed the 
kitchen in the spotlight as one of the most important rooms in 
the home today. 


The National Cabinet Hinges illustrated are sturdily built to with- 
stand the strain of constant daily use. Pre- 
cision-built, the hinges operate friction-free, 
holding cabinet doors in perfect alignment. 











Note the wide variety of sizes and styles illustrated, designed to 
accommodate practically every type of cabinet construction. 


You can recommend and sell National 
Hardware with complete confidence. 





<=> 
































meme - - --be, 






































No. 460A—%" No. 460B—%" 


38 HARDWARE AGE, MARCH 24, 1949 








. 


HARDWAI 





etl 


ed to 


eae 





cf 
Cae 





}, 1949 












movers . . easy profits! 
he new Sheffield METAL-FIX, 
bse plastic solder that is as good 
Best. . . and better than the rest — 
igardiess of price! Test it—convince your- 
Hf that-there is none better — at any 
eature it prominently .. . and watch 


ct By The Makers Of SUPER-KROME ALUMINUM |! 


Another Prod 


For Catalog Of The 40 Sheffield Fast Sellers and Further Pas 


Shettield Aeoeze PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST H1O 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, O 
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NOW! New. Easy Way to 





make MORE PROFITS per Sale! 
~ 





PACKAGE 5 


thing! It wraps many small 














That’s the 
sales into one big one! Porter-Cable now 
offers you 3 GUILD Sander-Polisher Kits— 
ch with the rugged D-6 Disc Grinder and 
a different combirtation of pre-selected 
accessories. This means you gell 10 to 20 items 
at on instead of separately, ith less 
dling, quicker turn-over, an Larger 
Total Profit 
It means that the 3 shop kits 
hit three big kets instead of one 
Hom ers and housewives - 
hobbyists and shop craftsmen 
ainters and floor contractors 
Here’s extra business for you~ 
promoted by @ powerful sales ~_ 
campaign, outlined on next page: eins wine 
Saeed, cual 
built Sy et 






Covers 53% more 
cutting area. Outlasts -. - 









chine of its kind! 








@ Home wie — Primarily for home-users. Ft 
polishes the car, S00rk: and furniture. 3 
metalwork, utensils. wood. Sharpens 4 
knives and tools. The whole family can use - 







shop Kit—Its 16 accessories grind, sand, 
bi mix paint, cut metal 
hobbyists 

50" 


Cc 






drill, wire ush, uff, 
tle, 101 jobs! Excellent for 







mm job shope- ORI = : , | 

p '@) R yj ae * Ramee 
ER-CABLE MACHIN le aa 

3 C Oo. 1763-1 North Selin , 

a Street Syracuse, N 
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CUSTOMERS SAVE att 

1. three many-purpos¢ kit 

and easy for customers to ae “er 
they need. And purchasers . 

over buying all items separate 


14%. A strong sales argument - - - 
r! And reme 

d your market - - 
ecial groups 


customer goes fo 
Guild Kits expan 
they appeal to many sp 
of tools and supplies. 


Take Advantage of this 
BIG Sales-Building 


SPECIAL OFFER 9 


With your order for 6 Guild Kits 
you get all the striking selling aids 
shown opposite at no charge: .- . 
and you make $113.00! 





MAIL THIS COUPON TODAY! 


A Porter-Cable representative will call on you. 


_. He'll show you the complete promotion plan . . . 


and tell you about the dealership proposition for the 
full line of Guild Homecraft Tools: The 3 Kits, 
2 Guild Saws, Portable Sander, Bench Belt-Grinder, 
Hedge Shear. 


ACT NOW—Available dealerships 
being closed fast 
lanufacturers of SPEEDMATIC and GUILD Electric Tools 
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uild Power Tool Kits 
g to Sell for 3 BIG REASONS 


EY! These 
make it quick 
exactly what 
saving 
y—as much as 
one any 














E SPRING PRO- 
ads in popu- 
eatured 


2? GIANT NATIONWIDE 
TION — Hard-hitting 
alone dy to be f 


i a 
azines are now re 
poses e. Millions of people will see — 
| Post, Popular Science, 


trated, 


nationwid 
in Saturday Evening 
Popular Mechanics, 
ment Digest, 


Mechanix Illus 
LE.N., and many 





w Equip : isin 
mber—the three Ne This barrage of Guild Tool advertising 
_ because more. 1D 11 year ’round, to bring — 
—hig users continues all ¥ to your store. 
a) SMASH 
e Our Clip You IN G 
LING AID 
© & 
WVtify, Or Ss 
©olo hi e.., iz e Yo i 
Men, Vil re cup. 
" full 
Colors 
Suita pp, _ 
@ Se; = 
of 
Kis *ase) .. . " disp, hole», 
«i Scrip 
i os lar, in e 
7 eo 9° Mo strateg th Guitg 
eho wal Vantity « wing 
- ° m ea, 
“F Uses of th Siting fo mn 
* Qventiy, ; © Guitg Kits Owing _ 
OF I, me 
; @s differs {rge Mestrar r. 
F tising ne "eWspg Sales fol 
Per m ats 5 lers 
1 R °F locas 
\ ady, 






y 

: Our loca; star; 
Zz —_— ET ee — a 
PORTER-CABLE MACHINE CO. | 
1763 N. Salina St., Syracuse, N. Y. | 
Have representative call at once to show us these machines and big | 
| Spring promotion plan. | 
| am also interested in carrying the complete Guild Tool line. | 
| COMPANY... 2... cccccccccccccccccccccccessscccvccesecesecesesseesers | 
WAMBO 5 oo ccc ccccecccscccccccoccererescceseoserecsceseenveoesose | 
| 
| accep edennveKesrasenerhedenceneness saanaseayee ' 
i 56-66 6:06 5.05:450500008 0060080000008 ac ano c0ededeeesannuewe | 
all 













































Circle ® Bolts and Nuts are 
carefully inspected for size and strength. 


Their uniformity appeals to customers and 





develops profitable repeat business for dealers. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp, 
50 Church Street, New York City 





PRODUCERS OF CIRCLE @® PRODUCTS — BOLTS + NUTS «+ RIVETS AND SPECIAL FASTENERS 
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A NEW, MODERN SAW PLANT IS 


READY TO SERVE YOU 


* NEW IN EQUIPMENT.... 
BUT NEARLY A CENTURY 





















OLD IN EXPERIENCE 





Since 1852, when James Ohlen established his saw manufacturing 
plant in Columbus, Ohio, this company has been in steady operation. Our 
growth has required numerous additions, including the acquisition of 
George H. Bishop's saw manufacturing plant in Lawrencekurg, Indiana 
in 1920. 


Now, still growing, we've taken the biggest step in our history. Our 
complete operation is now housed in one big, new plant. Here, with 
practically all new equipment, and modern machinery designed specifically 
for our needs, Ohlen-Bishop is now entering a new era of more efficient 
saw production and definite improvements in quality. 


To our many dealers and customers who may not always have been 
able to obtain sufficient stocks, we can now promise complete supplies 
of our entire line. Keep this in mind when planning future sales programs. 
Put Ohlen-Bishop saws in your profit picture and grow with us as we take 
this big, new step in our manufacturing history. 








VISIT US IN OUR NEW PLANT 
OHLEN-BISHOP MFG. COMPANY 
1301 Kinnear Road, Columbus, Ohio 
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BRITE-BLADE tips for you from 722k AKL 


_ ees 





fr 


The Hardware Dealer is a busy man . . . sometimes 


too busy to even think about those two or three dozen | 


Master Brite-Blade Rules tucked under the counter. 
This situation often leads to the question from this 
dealer, “Why should | reorder Brite-Blades? I've still 
plenty on hand from the last order!” 
Let’s look in on another busy dealer. His gleaming 
stock of Brite-Blades, placed where they can be seen 
by his customer. . . invites his question and results in 


plenty of quick, profitable sales! Why? Simply because 





MASTER RULE SALESMAN 


RETAILS AT 
$175 
308W . .8& ft. 
BRITE-BLADE . . $1.90 
310W. .10 ff. 
BRITE-BLADE . .$2.25 


every single feature of famous Master Brite-Blade is 
a selling feature . . . Blade: Finest spring steel. Finish: 
Snow-white no-peel, no-chip porcelain enamel. Gradu- 
ations: Large, jet black, easy to read. And the case? 
The toughest zinc alloy, heavily coated with sparkling 
chrome ... the smoothest, best-looking rule your 
customer ever saw! And its accuracy is unsurpassed. 

Identify your name with the best in rules ... Master 
Wood and Tape Rules. Their features are your selling 
points. 





MASTER RULE MFG. CO., INC. 
201 MAIN STREET « WHITE PLAINS, N. Y. 
General Field Sales Office: 

105 W. Adams St. e Chicago 3, Ill. 
BRANCH: P. O. Box 1587 Gakland, Calif. 
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JUST HANG IT UP 
WATCH TOOL SALES SOAR! 


It’s the new Barcalo display —the last word in self-selling—ready 
RIGHT NOW to boost your tool profits. Does the TOTAL sellin 
job for you! 57 quality chrome-plated wrenches in balanced, 

ANTED assortment. Retail value of $46.50 with a profit margin 
you'll really be interested in! 


® QUICK TURNOVER! Popular prices, choice of sizes 
that go the fastest! 


® EASY SELLING! Customer gets size, price information 
quickly from the board! 


® SIMPLE TO HANDLE! No separate-package shipment 


—tools and board come to you in one compact box! Just 
hang on wall—takes little space! Only 24" wide! 


WRITE DEPT. HA for all the facts. Put this silent “star tool salesman” 


on your profit job! 


Barcalo SELL-ector 


MANUFACTURING COMPANY 
BUFFALO 4, N. Y. 
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——————— Expert craftsmen 


know this old favorite 


No. 32 is back again . . . with its fine construction, highly 
polished buffed nickel finish, and tropical hardwood sweep 
handle and head. No. 32 is the country’s standard 10-inch 
quality brace. 

You'll find all Millers Falls braces have quality features 
where they count most — steel-clad ball bearing heads... 
smooth-acting box ratchets with ring-shift control . . . ball 


bearings at every point of possible wear. 


~ Here’s what we suggest. Order a good quan- 
Se tity. Display them. Tell your customers 
about the longer life and smoother opera- 
tion they get with a Millers Falls brace. 
Just see if they don’t choose Millers Falls, 
every time! 

MILLERS FALLS COMPANY 
Greenfield, Massachusetts 


MILLERS FALLS 


"y Ns 
% 


ai 
\d 


Millers Falls Tools 
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Here’s a level your customers will be proud to own 
; and you'll be proud to sell... 


1) 


en 
ite 


lighly Ba tt , 24” length, weight 21 Ibs. 
“ 24” length, weight 21 Ibs. 

sweep a \' , 30” length, weight 26 Ibs. 
: 30” length, weight 26 Ibs. 
-inch Q 48” length, weight 42 Ibs. 





tures 
; HE new Stevens Brass-Bound is the finest _ing plus longer level life. Natural grain California 
wood level that craftsmen can make—or selected sugar pine, kiln dried, is attractive and 
_ ball money buy. . durable. ‘‘Catseye” liquid vials are dirt and grit free. 
Brass ends and edges assure 100% accurate level- Available in 24”, 30”, 48” lengths. ‘alle 
?&P-5010 
’ 
Theres a Stevens for every need of every cudtomer... 
quan- *CARPENTERS’ WOOD LEVELS 
ymers No. Length Description Shipping Weight 
‘ per Doz. 
| ‘ 212 ) yf 1 plumb —1 level 7% lbs. 
sae 218 18” 1 plumb —1 level 11 Ibs. 
race 424 24” 2 plumbs—2 levels 15 Ibs, 
: 430 30” 2 plumbs—2 levels 19 Ibs. 
Fall 624 24” 4 plumbs—2 levels 15 lbs, 
alls, 630 30” 4 plumbs—2 levels’ - 19 Ibs, 





*Also available with Brass Ends. 


*MASONS’ 
WOOD LEVELS 





No. Length Description Shipping Weight 











per Doz. <tVEp,~ 
442 42” 2 plumbs—2 levels 26 Ibs. — _~- NS 
—_ ' 48” 2 pens levels 30 _ L = . 2 = | 
2 42” 4 plumbs—2 levels 26 lbs. ince FyvetU 
648 48” 4 plumbs—2 levels 30 Ibs. EVES 


*Also available with Brass Ends, 


¥ 


Ne eee. « SILVERS LEVEL ome: dete en 


1949 HARDWARE AGE, MARCH 24, 1949 47 











A WORLD FAMOUS BRAND 


AMES 


CARBON STEEL 


Tempered 


Shovels...Spades...Scoops 


175 Years 


AMES is the oldest name in shavels, the first AMES shovels 
having been made in 1774 two years before the 
Declaration of Independence! 


For 175 years AMES, known as “the shovel that built America”, 
has been the criterion of quality. It has withstood the greatest of all tests ..... Time! 


Generation after generation of buyers have looked to AMES for top quality and design 
in shovels. But to meet the growing demand for a medium priced shovel, made to the 
same high standards of workmanship for which AMES is famous, a new brand carrying 
the magic name AMES, with a Carbon Steel blade, scientifically Tempered, has been 
created. 


This new Brand .. . AMES CARBON STEEL . . . embodying 175 years of shovel making 
experience, is available in all types of shovels, spades and scoops. It covers Lock Socket 
(Standard and Featherlite), Solid Shank, with Shock Band (Standard and Featherweight), 
Socket Shank and Hollow Back. 


So Dealers, ask your Jobber about this old and well known brand, destined to be the 
most popular and fastest selling on the market. It's AMES CARBON STEEL... . the 
brand of the Year! 


yy 


C 


aon 2 
AMES + 
¢ 1774 5 


Parkersburg, W. Va AMES BALDWIN WYOMING CO. North Easton, Mass. 
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Tlow AT A POPULAR PRICE! 
Oldest tn name... Newest tu application! 





AMES PRODUCTS 
SHOVELS ... SPADES 
SCOOPS 
C FORKS ... HOES 


- AMES ) RAKES 
ioe POST HOLE DIGGERS 


AGRICULTURAL 
C 1774 >) HANDLES 


Parkersburg, W. Va AMES BALDWIN WYOMING CO. North Easton, Oia 
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A Straight from the Shoulder Report: 


TO 32,000 HARDWARE DEALERS 


WHO STOCK & SELL 3-IN-ONE OIL! 


We are partners in a good business. 


You make a good profit on 3-IN-ONE OIL. 
Frankly, so do we. 


Most important, your customers get their 
money’s worth in 3-IN-ONE. That’s the way it 
must be if you and we are to continue in business. 


FINER QUALITY THAN EVER 


For more than half a century, 3-IN-ONE OIL 
has enjoyed a fine reputation. Over the years, 
thousands of enthusiastic users have written us 
letters of glowing praise, far exceeding any claims 


we have ever made. 


But we have refused to be smug and satisfied. 
Our technical men have continued their constant 
search for fine quality. Last year we succeeded. The 
new 3-IN-ONE, both Regular and Heavy Body, 
which you are now selling your customers is far 
superior to the old. 


WHY THEN NO PRICE INCREASE 


Of course, this new 3-IN-ONE costs us more to 
make. Ard we would be forced to raise the price 


* 
t 
6 
u 
s 
° 
a 
' 


a0 








*T. M. Reg. 
U. S. Pat. Off. 


except for one factor—we now produce it in four 
plants (East, South, Midwest and Far West) thus 
offsetting our increased manufacturing costs by 
savings in freight costs. 


So we are able to continue a tradition. In 50 
years, 3-IN-ONE OIL has never been increased in 
price! That’s something to tell your customers. 


BUILDING FOR THE FUTURE 


For the future we see more and greater uses for 
3-IN-ONE in every household. We intend to con- 
tinue making a better product, attractively pack- 
aged, reasonably priced, with a good margin of 
profit to dealers. 


And we believe in advertising. During 1949, 
more than 350 advertisements for 3-IN-ONE OIL 
will appear in a total of 35 national magazines. 
Yes, we are definitely building for today and the 
future. 


WHAT THIS MEANS TO YOU 


We sincerely believe that 3-IN-ONE OIL is an 
important item in your store—in every good hard- 
ware store. Given good shelf display, it will always 
be a consistent seller, a steady profit maker. 


Yes, we are “partners” in a good business. Let’s 
keep a good thing going. Sincerely, 


yO ae 


S. Schraffenberger, President 
Boyle-Midway Inc. 
22 E. 40th St., N. Y. 16, N. Y. 
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NO. 17WS 
MASTER WIRE 


an Bf ASSORTMENT 
F F.y a Ee Contains the most pop- 
r ular Wire Cord Sets for lamps, 
\ PL oy) Ae; 'y fans, washing machines, shop 


tools, power lawn mowers, milking 


i in machines, electric irons, vacuum 
r ; : 

an a yr. \ r.v cleaners and other appliances. 

, Also contains 6 combinations of 

3 . connectors, including open ends 

ae “aey * AS! ‘he, for replacement use; 3 spools of 


replacement wire and 2 cartons 
that will earn 
Mm, EXTRA Profits au 
more 
GILMER NO. 13W JUN- 3 %  fgeie 
for you con WHnS ASOORIUNNNT PeveURY 


Contains same selection as 
No. 17WS (above) without 
wire spools. 


(25 each) of 3-way connectors. 





A} 















ASSORTMENT 
An attractive counter mer- 
chandiser of 6 spools of pop- 


| GILMER NO. 6-S 
SPOOL WIRE 





ular wire cord, displayed at 

All Gilmer Wire Products 
are approved by Under- 
writers’ Laboratories. 


the point of sale. 


GILMER NO. 350 A compact, attractive unit 
TOWER that takes but 18” of 
ASSORTMENT counter space. Yet, from 


V-belts which it displays, you can supply practically all the 


the 35. selected Gilmer 


most popular sizes for washing machines, oil burners, power 


tools, home workshop equipment and other appliances. 


The Gilmer #350 Tower Assortment includes valuable mer- 
chandising aids at no extra cost: (1) Display stand which per- 
mits instant belt selection; (2) Gilmer Handimeter (patented) 
for quick measuring of belts; (3) Attractive window display 
card; (4) Inventory card; (5) Gilmer Belt Catalog, “America’s 


Belt Bible.” 





Cash in on the profitable V-Belt replacement business. Order a 
Gilmer #350 Assortment today, giving name of your Gilmer 


wholesaler who will bill you direct. 


BUY THROUGH GILMER HARDWARE WHOLESALERS 


L. H. GILMER COMPANY 
TACONY, PHILADELPHIA 35, PA. 
DIVISION OF UNITED STATES RUBBER COMPANY 


r 
’ 
_ 
: 
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HOUSEHOLD NECESSITIES | Ill 


AN 


INSECT-O-BLITZ 16 oz. V BIGGE 
DAY! 











 AeROSOL 


The Quality Leader because: FORMULA—The Insect-O- 4 INSECT-O-BLITZ 
Blitz formulation is Government approved. No sacrifice of ; 
vt ee quality here—full 3% DDT and 2% Pyrethrum (0.4% Pyre- 
thrins). VOLUME —Contains full 16 oz. in a rugged steel 
container. Dispensed with a sturdy, non-leaking screw-type 
valve. PRESSURE—High pressure assures a finer, com- 
pletely atomized spray. Non-Inflammable. 

Fair traded at $198 Retail $2.00 


« 


Btivitisstiid 


soame are ete 
4  — PvRETHRUM 


te 


Litiviir 














a 
= 
12 oz. Junior INSECT-O-BLITZ 
A quality 12 oz. Aerosol at a competitive price. Offered only RECOG 
2 after months of testing. FORMULA—3% DDT, 0.2% Pyre- a 
e@ thrins and 1.5% Piperonyl Butoxide, one of the newest ine 
chemicals developed for insecticides. Formula insures a INSECT-O-BLITZ 
high degree of kill. CONTAINER —A sturdy steel container sanpeipeiadedpewbtipinng MULTIP 
with an eye-catching design. Built‘to hold many times ehh sizes to 
pressure actually used—safe! VALVE—No “trick” valve ad — 
to leak. Insect-O-Blitz uses the dependable leak-proof Non- 
Corrosive aluminum screw-type valve. Non-Inflammable. 
Fair traded at $1.49 Retail $1.50 





TETCO FIRE EXTINGUISHER 


Every home needs the protection of a Tetco Fire Extin- 
3. e guisher. Sell for protection of home, garage, and car— 
triple sales! Tetco contains 16 ounces of fluid—90% carbon 
tetrachloride combined with other chemicals and charged 
with CO, gas. Sold complete with bracket for wall hanging. 
Easy to use—just pull ring. Sprays 17 feet. Hermetically 
sealed— always full, always ready. 
Fair traded at $2.48 Retail $2.50 


L —_— 

















Industrial Management Corporation offers you 





; FULL TRADE DISCOUNTS. Write TODAY for full TETCO CO. 
information and prices. We will refer your inquiry — * * 
i aur Cane teen. Ah denen Division of Industrial Management Corporation 
F.0.B. Valparaiso, Ind. or tos Angeles, California. 4585 Spring St., LOS ANGELES 13, CALIF 
° oy , ° 
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SMART RETAILERS REPORT 


The Demand is Sensational 


AND GETTING . 
BIGGER EVERY 
DAY! 












qaunt OR 4 REFUND oO 
CGraranoed by > 
— Housekeeping 
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RECOGNIZED— Wrapped in colorful cello- 
phane labels bearing the Good House- 


keeping GUARANTY SEAL. Customers know a good 


product when they see it. 
That's why they are buying 
O-CEL-O Cellulose Sponges by 
the nundreds of thousands. Because 
these sponges look better and ob- 
viously are better for all kinds of 
cleaning and polishing. Here’s the 
kind of product you’re always look- 
ing for—a product that fills a vital 
need...a product with a terrific nat- 
ural appeal...a fast moving prod- 
uct with a wide profit margin for 
year ‘round sales. 


O-CEL-D, 2.x 


Manufacturers of Cellulose Sponge 


Your customers deserve the best... insist on O-CEL-O° 110 THOMAS BLDG., BUFFALO 13, N. Y. 


MULTIPLE SALES—Four job-fitted 
, sizes to meet every cleaning and 
polishing requirement. 


EYE-CATCHING— 
packaged in colorful 
counter display car- 
tons for maximum 
impulse buying. 















8-46 


--------~-------- 


O-CEL-O; Incorporated, 110 Thomas Bidg., 1200 Niagara St., Buffalo 13, N.Y. 


34 fe DERMAND | I’m interested in making money with O-CEL-O Sponges. 
Please send me complete details: 




















Our Suppligr is 
Address 





40% PROFIT 
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AMERICA’s_ 


LET vs OFFER LEAD 


M-O. LITE 





LEADING 
ELECTRIC 


ANOTHER 

BIG STEP 
IN 

UNIVERSAL’S 4 







“PLANNED- 
PROFIT” { 
PROGRAM 
FOR 
‘a9! 








THE IRON WITH THE HEADLIGHT 
THAT SELLS ’EM ON SIGHT! 


It’s got everything that makes for consumer appeal, steady 
sales and bigger profits—that’s why Universal Beam-O-Lite 
is now America’s leading electric iron! Look at these features! 


*Built-in Headlight takes the eye-strain 
out of ironing—gives you the hottest 
iron-selling point in years! 


*Recessed “Hand-I-Set” Fabric Dial 
gives correct heat for every fabric... 
never rubs against tender knuckles. 


*$treamlined Styling features a Wrin- 
kle-less Heel...extta-large Sole Plate 
measuring 2914 square inches, with 
a long-lasting cast-in heating element 
... cool Plastic Handle and Venti- 
lated Deck ... all streamlined into 
only 3 Ibs. of weight, including cord! 
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YOUR PROFIT PARADE! 


: Dus AMERICA’s , 
} LEADI 
PREMIUM OFFER. — 


“SNUG.FIT” 

IRONING | 

WITH ~ BOARD Y 
4 “UNBURNABLE- IRON COVER // 

















aa |/\ 

T zorovey \ \y 
é PUSHED BY THIS ‘ 

F995 UNIVERSAL ING vAl ANCHE? 


IN 100 KEY MARKETS 


Dynamic ads to sell this deal 
at the point of sale. 


‘ 
te 













COAST-TO-COAST RADIO / 


Leading National Audience _ 


LOCALIZED 
PROMOTION 


Special Promotions 
Counter Cards 
Window Displays 
Newspaper Ad Mats 
Direct Mail 
















Network Shows 





week after week. 













NATIONAL ADVERTISING 
A steady barrage of hard-hitting 
ads in Life, Ladies’ Home Journal 
and other leading magazines 





, SEE YOUR UNIVERSAL 
DISTRIBUTOR OR MAIL COUPON TODAY! 





“ z rit “ \3 , ‘ Landers, Frary & Clark 
Vir : , aa gon © ry New Britain, Connecticut 
P Lal Dept. I-HA 


] Oe = . 
, LI a F ‘ we . De: BOSTON HERALD Please rush complete details on your Beam-O-Lite 
4 : - ot Posed bet Spring Premium Offer, and facts on the complete 


“Planned-Profits” tron Program. 


Eb — ‘ P- i witout 
=-= a= Sec STORE 


UNIVERSAL & 


CITY ZONE__STATE__. 
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UNIT SALES* 
pRopuer eran | startet | tes, 
Refrigerators 8,000,000 9,700,000 1.2 
Ranges 1,513,000 3,277,000 2.2 
Washers (Conventions! end 4,677,000 9,920,000 2.1 
Ironing Machines panies 1,169,000 2.1 
WATER HEATERS 420,000 2,588,000 6.1 




















Electric Water Heaters are realy hot! 


N THE three-year postwar period, 1946-48, 2,588,000 
I water heaters were bought by American consumers— 
a tremendous jump of more than 2,000,000 unit sales 
over the three-year period from 1939 to 1941! 

Advanced designs, engineering improvements, better 
service, greater economy—these are some of the many 
reasons why water heaters lead the appliance field in 
percentage sale increase! 


This terrific demand shows sure signs of continuing! 


It’s no wonder then that water heaters are proving to be 
one of the greatest appliance profit-makers in history . . . 

. . . 80, if you sell appliances, you can’t afford not to 
stock water heaters, they’re really hot! 

Ask your distributor today for the full story on General 
Electric Automatic Electric Water Heaters. Cash in 
on the roaring water-heater market! General Electric 
Company, Appliance and Merchandise Dept., Bridge- 
port 2, Connecticut. 











*From the “Annual Marketing Issues of Electrical Merchandising” 


. Why G-E Automatic Electric Water Heaters 
are demanded by thousands of dealers, consumers: 


The G-E Automatic Electric Water 

Heater, with the special Calrod{ heat 

wrap units, gives you the utmost in water- 
heater efficiency. 

Tank service openings are reduced to just 

two—minimizing chances of tank leakage. 


Magnarod—special magnesium-alloy 

protector designed to lengthen galva- 
nized tank life—is installed in G-E Heaters 
shipped to corrosive water areas. 


Noninflammable Fiberglas insulation 
completely surrounds the tank to a 
depth of three inches. 


4) Heat trap, cold-water baffle are built 


into heaters, to cut operating costs. 


; 
G-E Water Heaters are easily installed 
in kitchen, closet, bathroom, cellar. 

No chimneys, no flues, flames, or fumes! 


Maximum of six standard General 

Electric units will meet every wattage 
requirement in your area—thus simplifying 
unit stocks and servicing. 

Ask your G-E distributor today about the 
“Electric Salesman” —handy, fast, convinc- 
ing demonstrator. It’s only $3.50 . . . comes 
in an easy-to-carry box. 

tTrade-mark Reg. U.S. Pat. Off. 


“me, WATER HEATERS 
GENERAL @@ ELECTRIC 
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... and G-E Electric Water Heaters 
are economical, too. 

In many localities, electricity is 
the cheapest way to heat water. 
Check electric rates in your town! 











15- to 82-gallon capaci- 
ties — Galvanized and | 
Monel Tanks a 
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CABINET HARDWARE 


that's Saleable... Profitable ... Available Immediatel Irom your Jobber 















Ue —a Order Complete Assortments 
V~ —, \ or Individual Items in Any 
a ame \\ ee luantities from Open Stock 


Nothing else in Cabinet Hardware has 
struck such a responsive spark among 
consumers as this beautiful merchandise 
by NATIONAL LOCK. Four different 
matched sets...one to fit every price 
range. Attractive counter display boards 
to help you sell. Durable, clearly-iden- 
tified packages with all accessory parts. 
Get NATIONAL LOCK Cabinet Hard- 
be he il dedinee ware from your jobber right now. Don’t 
H | \ | N61-225 forget screws and bolts and locks, too. 


oe i... WY 


> distinctive bardware...all from I source 


TO MATIONAL COCK COMPANY 


ockford + Whinesis Merchant Sales Divisiog 
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Ask Your Jobber For These Quick-Selling 


TWIX 


/ YES 

“~ Model P-121 
All Steel Unbreakable 
Non-Adjustable Block 





QUALITY TOOLS AT POPULAR PRICES 
THAT WIN INSTANT ACCLAIM 


y) 


WLI 


FAST-SELLING 


CAMBRITE| «. 
HOUSE NUMBERS | 


“ Model AP-120 
*All Steel Unbreakable 
Adjustable Block Plane. 


Sliding Bevel. ag ? Z 


Model HP-125 
*All Steel Unbreakable 
Hobby Block Plane. 


% “ae 
Model G-115 BS | 
Jobber’s Drill Gage. 


~ Model B-105 
LIED Agee 


Cambrite 


Delivered in this House Numbers 


compact carton— 12/3) 
with sturdy plastic 


ready to ” up a : , hendie. 

and SELL! _ Aiwens sees 48 | Y 2 oe 
at tae) 
Model RL 113-2 


Model HM-131 
Hobby Try Mitre Square 














©. © "o%s*,'"s%,*'0 0707s % 4%, ',0.00%", 08 60 eee “ee eee avn " 
070%s* "0%", 6 00 "0% BAAR am at eee orne 
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Combination Square 


Here’s an eye-catching display for your 
counter with a solid sales punch. 

It’s yours—FREE—with your carton of 
CAMBRITE tile house numbers! 


You can put it up in less than a minute. 
It occupies very little more than a foot 
of counter space. It holds your entire 
stock. And it’s a sure fire shopper-stopper! 


Everybody uses house numbers—just place ' 
these smart black-on-white CAMBRITE 
numerals where they can be seen and 
watch ’em sell! They're covered with a 
satiny glaze, easily cleaned, visible day 
or night. 

Each CAMBRITE display contains — in 
one small carton—an assortment of 
120 numerals and 42 frames in three 
sizes, Dealer's price $24.84*, list $41.40, 


YOUR PROFIT $16.56! 
*less 2%, 15 days, f.o.b. Cincinnati 


® SEE YOUR JOBBER OR SEND COUPON TODAY! 


The Cambridge Tile Mfg. Co., Dept. HA-3 
¢ Cincinnati 15, Ohio 


with level and scriber. 


oO 
Model S-107 


*10" Adjustable Bench 
Level. 


- Model M-119 
Vise Type “Mitre Box. 


VN 


*Universal Hand Drill 
Positioned at any angle. 


New 6 ft. Aluminum 
Folding Rule. Satin Fin- 
ish, Black Numbers on 
Both Sides. 


uel) Model L-111 
*Adjustable Level Jr. 
Carpenter Square and 
2 vial spirit level. 


Model C-102 
Try & Mitre Square with 


Model P-108 
*Protractor & Drill Gage 
4 tools in 1. 


\ 
a | 
Model D-106 


*Handy Home Tool 
6 tools in 1. 


BOO 


Gentlemen: Please send me complete information Sor Pendian am 


about CAMBRITE house numbers and 

the new counter assortment. WATCH FOR ADDITIONAL TOOLS 
Name --—_—_______...-...--- — _ NEW NUMBERS APPEARING REGULARLY 
Company —_—— _ sd hf j 
I cilities 
City al ctaceabiciml 
Your Jobber's Name 

eee e® 


© Cambrite 





TWIX MANUFACTURING COMPANY, INC. 
40-09 21st STREET, LONG ISLAND CITY 1, N. Y. 
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THE Ki ng Co 


Ras the King Cotton Line . . . cordage that's 
packaged to SELL. These attractive counter display 
packages are designed to sell more cordage, save 
counter space and do a real merchandising job 
for you. 


Check with your jobber . . . For more Sales and 
more Profit carry a line that's “packaged for 
profit’ — KING COTTON. 


CORDAGE 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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lated, 32 ounce capacity With two 
10 ounce matching aluminum tumblers 
on a 13 inch modern chrome plated tray 





AUTOMATIC TEA KETTLE 


plastic handle raised to help prevent 
burns —lift slide opens spout for 
easy pouring. 3% quart capacity. 


























knobs. Sizes for tea, coffee, sugar and 
our. 











fongaecious entertaining. 


KARAFE SET : 
Luxury ata little price for home or This “whistle-stop” Automatic Tea % 
office. Smart, polished aluminum, vacuum Kettle is chrome plated over copper for é 
Karafe — glass lined, fiber glass insu- longer wear and better service. Cool, i 





_— 


RA PL Ate beat 


See 





are teas 


KANISTER SET ICETTE ke 
Practical beauty in a matched Kanister A handsome ice cube bucket to please oe 
set, polished or two-tone aluminum with every#ést—in polished aluminum with 
close fitting covers and modern Bakelite black plastic band. Modernly designed by 
b 








4 


Pe 












| 
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FRUIT JUICES CATSUP ROOT BEER 
Soft drinks of all kinds | Good old home brew 


If you want a steady seller that rings up easy profits... . 
grab a gross of the fastest selling bottle capper in the world! 
“ Quality-made of high carbon steel, expertly engineered for 
customer satisfaction . . . and enameled fire-engine red for 
eye appeal (and rust prevention!). Man-sized handle works 
easily and springs back, ready for the next bottle. And... 


it takes ANY size bottle, up to a quart. 








Made by the makers of 
the famous Speedy- Clean 
Chrome Cooking Utensils! 


7/7 oh 23:2 3 0 7) 


ITENSILS 





LAR EST MAKER f HROME KITCHEN 
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COLD PACKING AND hee 
— 
TAN “.“ . HAM va 


PRESERY sour 4 
Se _ 

















Sener DISTRIBUTOR 


AND INSTRUCTIONS 
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The Scales That Lead to Sales! 


Model 555T...A streamlined beauty with water- 
fall type platform, covered with colorful marbleized 
rubber... large magnifying lens for easy reading 
... Zerostat dial control... finished in durable, 
gleaming baked enamel with chrome trim. Platform 
mats available in six smart colors. 











Write for complete infermation. 


Nationally Advertised To Millions 


* 


“THE BREARLEY CO., ROCKFORD, ILLINOIS 
New York Office, 1125 Broadway, New York 



















Features 
That Make It a 


Big Seller! 


Chrome-plated inside and out — also 
light fixtures and tooth-brush holder. 
Beveled plate mirror. 


Fluorescent lights, operated from main 
bathroom switch, provide ample illumi- 
nation, no other light being required. 


Adjustable shelves. Copper-backed mir- 
ror. Piano hinges. Cushion-spring door 
stop. Razor-blade drop. Convenience 
outlet. All wires encased. 


WRITE 14 Models 


FOR 


@ Write for descriptive 
literature on our complete 
line of bathroom cabinets. 


Ideal 
CabinetCorporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD DETROIT 4, MICH. 


LITERATURE 
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Now retailing 
for only 





T bes 


* Formerly $8.75 





NOW! With increased production 
paving the way... 


.»e ARVIN SETS THE PACE 
WITH A NEW LOW PRICE 


Opens and closes with one motion from on the finest ironing table value 


either end « Perforated top carries away ff, d! 
moisture for easier, faster ironing « Stands ever orrerea: 


4 on or hangs from either end « Lighter, easier 
to handle « Strong tubular legs « Non- 















Arvin, the world’s largest manufacturer of 


skid rubber feet + Beautiful, durable baked metal ironing tables, carries on its policy of 
enamel finish + Table-top white, frame- providing the highest quality and finest value 


i work black. 


at the lowest possible price. With its great 
pony een time-saving and work-saving features this 
Safety Lock easiest-to-use, easiest-to-sell ironing table will 
build you bigger volume and profits than ever! 











Slips into place by 
itself when table is 
Se i isi ORDER NOW FOR IMMEDIATE SHIPMENT 


loose. Releases with 





one finger. 
AVIA : 
the name on many profit-building products of 


NOBLITT-SPARKS INDUSTRIES, itnc., 
Columbus, Indiana 











@ METAL CHROME-PLATED DINETTE SETS 
@ ALL-METAL IRONING TABLES 
@ ALL-METAL OUTDOOR FURNITURE 
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Sell the best... 


Mole 


Steel Tackle Bloeks 








Strong-Sturdy . 
Dependable 


The dealer who displays and sells MOLINE Steel 
Tackle Blocks is doing his customers a real favor 
and at the same time increasing his own profits. 
MOLINE blocks are made for both manila and 
wire rope with loose side hooks and come in sizes 
from 4” to 14”, and for rope 14” to 1” diameter. 
They have heavy steel side plates and U-brackets; 
strong, oversized, extra strong hooks and thim- 
bles; and are finished in rust resistant enamel. 





Rope life is increased because of rounded edges 
on side plates. The counter display stand as illus- 
trated will sell these blocks for you. 


ORDER TODAY FOR QUICK SHIPMENT! 
Write Dept. HA-10 for full information. 


MOLINE 


iRON WORKS 


wois, USA 


MOLINE, wu! 
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Customers know from experi- 
ence that CM Chains are top 
quality...designed specifically 
for particular applications. 
They know that CM's are safer 
..- last longer...cost less on 
the job. CM Chain Products are 
nationally advertised and rec- 
ognized. There is a chain for 
every purpose in the CM line. 
You can sell them with confi- 
dence and profit. 





AUTOMOTIVE 
AGRICULTURAL...HARDWARE 
INDUSTRIAL...MARINE 


for practically every chain 
use there is a CM product 
designed specifically for 
that job. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 





GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES. New York + Chicago - Cleveland + San Francisco + Los Angeles 
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2 WARREN-TEED “H. Q.””, WRECKING BARS 
with “Sales Appeal’ added 


@ GROUND AND POLISHED CHISEL @ TOUGH, TEMPERED TOOL STEEL 
AND CLAW e CLAW HAMMER PULL 
@ UNIT PACKAGED (12 to a carton) e BRIGHT BLUE ENAMEL 


Over-the-counter sales have proved that there is a definite buyer attraction 
to tools with “eye appeal.” There are no other wrecking bars quite like 
"H.Q.” bars. H.Q." Warren-Teed wrecking bars are enameled bright 
blue to give you this extra selling advantage . . . in a tool that looks as 


good as it is. Clear lacquer protects the ground and polished claw 


PACKAGED FOR and chisel. Important claw and chisel improvements invite crafts- 
HANDLING AND a : ; 
IDENTIFICATION men’s interest. Add the Warren Tool unit-packaging setup and you 


have a deal to give you PLUS wrecking bar business. Ask your 
Hardware jobber for “H.Q.” Warren-Teed wrecking bars. 
AVAILABLE FOR IMMEDIATE SHIPPING. 


> / 
AK 
A | 


1002 


UNIT-PACKAGED FOR EASIER HANDLING 


WRECKING BARS 





Warehousing, handling, taking inventory and shipping are 
~ GROUND, POLISHED easier with Warren-Teed wrecking bars packaged in the 
y ye — AND LACQUERED tough corrugated carton. Bars are packed and shipped 
ys 1 dozen to a carton .. . planned for unit shipping. Not 
only does unit-packaging facilitate your operation, but 
it also assists as a merchandising aid. Write for 

















'd 


with THE Clay 





ENAMELED BRIGHT BLUE ¥ 


‘fH : illustrated folder today. 
— OO GE Uy 
yD %, MANUFACTURED BY THE WORLD'S 
. « LARGEST PRODUCER OF WRECKING BARS 
c 
c 


WARREN TOOL CORPORATION 


General Offices... Warren, Ohio 


General Sales Offices...105 W. Adams St., Chicago 3, Ill. 
Export Division ...30 Church St., New York 7, N. Y. 
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#200. STEEL FOLDING 
SIDE WALL STAGING 
BRACKETS 
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#0191. “LEADER” 
WROUGHT IRON 
ENTRANCE RAILINGS 


#191. WROUGHT IRON 
ENTRANCE RAILINGS 





#2. CUSTOM MADE 


WROUGHT IRON 
RAILINGS 


QUALITY “HARMODE” PRODUCTS 


#191. WROUGHT IRON ENTRANCE RAIL- 
INGS — an ornamental and safety neces- 
sity for all homes. 5 standard stock sizes 
from 24"' to 48"' wide over all. Height 32" 
above platform when installed. Steel base 
plates available for use on wood. Shipping 
wt. from 52 to 72 Ibs. per pr. 


#200. STEEL FOLDING SIDE WALL 
STAGING BRACKETS — ‘’combination type" 
— 3' 6" long. Extremely practical for ‘‘new 
work" or “old work" installations. Com- 
pact — sturdy — easy to handle. Shipping 
wt. per doz., 144 Ibs. 


#400. ROOF BRACKETS of all solid steel 
construction — 4 adjustments for all roof 
pitches — takes up to 12 inch plank. Low 
cost — long life — highest safety factor. 
Folds flat. Dozen to package — wt. 36 Ibs. 


#0191. “LEADER” WROUGHT IRON EN- 
TRANCE RAILINGS at a price that meets 
all competition. Electric welded construc- 
tion. 5 stock sizes from 24"' to 48"' wide 
over all. Height 32'' when installed. Avail- 
able with steel base plates for use on 


wood. Shipping wt. from 40 to 60 Ibs. 


per. pr. 
#300. SIDE RAIL FOLDING LADDER JACKS 
of heavy steel, fully adjustable, load 


supported by side rails, either single or 
double. Can be used inside or outside 
ladder. Ali ladder jacks tied and painted 
for shipment. Weight 24 Ibs. per pr. 


#350. RUNG TYPE LADDER JACKS — a 
low priced lighter weight jack for use by 
home-owners or where allowed by law. 
Secures only on rungs. Reversible. Shipping 
wt. 18 Ibs. per pr. 





#300. SIDE RAIL 
FOLDING LADDER 
JACKS 








#400. ROOF BRACKETS 
#S2. 


CUSTOM MADE WROUGHT IRON RAILINGS in a variety of combinations to fit 


#350. RUNG TYPE 
LADDER JACKS 


practically every type of installation in homes, public buildings, institutions, etc. Bring 
your special problems to us. Measurement forms furnished free — on request. 


97-99 READING STREET, 





WRITE FOR COMPLETE CATALOGUE AND PRICES 


ROXBURY 19, 


MASS. 





The ‘One-Two Plan” Sells Sets, 
as well as Single Tools 


s for 





Duro’s 


“ONE-TWO PLAN Fee 





sure way to get BIGGEST TOOL PROFITS 


In tools, top profit is not a matter of 
store location. It's what you have to 
offer; MEN GO WHERE THEY KNOW 
THEY CAN GET THE TOOLS THEY WANT. 
Duro Dealers make peak profits by 
featuring the FULL Duro-Chrome 
Line. They make EVERY sale, and 
build VOLUME that way. Another 
thing—they put the handsome Duro 
Display Boards to work; experience 


DURO METAL PRODUCTS COMPANY 
2649 North Kildare Ave., Chicago 39, Illinois 


Start by Writing for this Big Free Duro Catalog of Profit Opportunities } 
“” 


proves that ‘a tool well displayed 
is nine-tenths sold.” 


Those two steps—(1) full line, (2) 
attractive displays—are the Duro 
‘One-Two Plan” that earns top 
profit for leading Duro-Chrome Tool 
Dealers, and can do the same for 
you. Better talk it over with your 
Duro Distributor today! 





SSN ast cs 
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THE FINEST (2.4.20 7j0ed 
MASONRY DRILL MADE 


PENETRATES EASILY AND QUIETLY IN * CONCRETE + 
CEMENT ° BRICK * SLATE * MARBLE * STONE * MASONRY MATERIALS 














PLUMBING INSTALLATIONS 


CONCRETE INSTALLATIONS 





°* NEW 
® SPEEDY 
® QUIET 

° SMOOTH 


° SPIRAL 
FLUTED 


Double Circle Foold 


Z / PHONE YOUR LOCAL DISTRIBUTOR 
7 





f 
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with the sander 
for EXTRA PROFITS! 


Every time you rent floor sanders to your 
customers—make extra profits by also fur- 
nishing an American Spinner Edger! Elimi- 
nates tedious hand scraping of edges and 
stairs. Saves labor for your customers . 
builds goodwill and profits for you! 

Now’s the time to push sander rentals and 
build business for your store! Remember— 
this service increases store traffic for you . 
brings in new customers for many items. 
pos. f come not only to rent floor surfacing 
machines—they also buy floor finishes, 
paints and other supplies and materials 
needed for the job. Send today for profit- 
plan and details about new American Rental 
Sander with “package unit” construction 

. the —_ Little American 8” Floor 
Sander... and the American Edger. 








MAINTENANCE 
__ MACHINES 


g machines 
shing, disc sand 


perth a Ba, “ae ee 


vubdbin 
“ , . 
ae ed tie 





©, SMALL SANDERS 


Aany uses fo 
iY A JSanderplane a 

THE AMERICAN FLOOR ans ve ‘| belt Scan 
SURFACING MACHINE CO. (- VU ys XC fimo Speedy Sp 
Suit - semi-flexible dis 


522 So. St. Clair St. — ; Sy soadal 
Toledo 3, Ohio ‘ : 


Please send latest catalog on the following, 
without obligation. 
(J Floor Sanders (with free 12-page profit- 
plan booklet). 
Edgers Small Sanders 
Saws Maintenance Machines 


inne 
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HERE'S WHAT HAPPENS BEFORE 


$ KAY-TITE PROFITS $ 


— —_- YOUR — REGISTER 








CAN I PUT THIS 
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Increase Your Profits 


with KAY-TITE PRIMER 


Are you missing KAY-TITE sales because your customers want 
to control water seepage thru non- 
porous, paintedorsmoothmasonry? 
Don't let one single profitable prospect slip 


away... tell him about KAY-TITE PRIMER... 
How it can be used before applying— 


BAY-TITE 


When you help your customers you make TWO 
PROFITS: One on the sale of KAY-TITE PRIMER 
and one more on the sale of KAY-TITE. 


KAY-TITE is available in . . 
WHITE, BUFF, SPANISH BUFF, BRICK RED, GRAY, 
CREAM, GREEN, BLUE, ROSE. 


BE SURE YOUR STOCK INCLUDES... 
KAY-TITE PRIMER Call your Jobber today! 


KAY-TITE COMPANY, WEST ORANGE, N. J. 
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MORE SALES! 
MORE PROFITS! 


with this NEW 


ROYAL MERCHANDISER 





y Royal 
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3-in-1 DEAL for FASTER TURN-OVER! 


. a complete department in just 1 1/3 square feet of 
counter space! This handsome steel rack will display your 
ROYAL merchandise . . . will SELL it . . . with less sales 
effort by you and your clerks. The 3-in-1 deal merchandises 
the 3 items most homes need most. . . cord sets, wire, and 
fuses . . . the sturdy, colorful rack is a valuable permanent 
store fixture you'll use for years. It’s YOURS only with the #3 
3-in-1 deal! Write for complete details. 





THRU YOUR 
WHOLESALER 


PLUG and 
FUSTATS 
TROUBLE 


CARTRIDGE FUSES °* 
WIRE * CORD SETS ° 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET: R-1I- 








| ment that covers all popular sizes 
| and develops fast turnover. Hand- 


| 











Standardize on Congress V-belt, 
variable speed and step-cone 
pulleys. Also V-belts and flexible 


couplings. 


PROMPT DELIVERY 


Your jobber can furnish the special 
low-inventory, high-profit assort- 





some color display comes with it, 


FREE. 


WRITE for GATALOG 


DIAMOND 


CONGRESS °::::°° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 





PRICED 
**800"" 
BLOW TORCH 


Has specially designed 
high grade single needle 
bronze burner, producing 
hot blue 6” flame. Quart 
size, heavy gauge polished 
cartridge brass tank. Top 
filler, quick acting automatic 
pump. Interlocking satety 
fittings. Full C&L quality 
in a simplified torch design. 














Sold through leading jobbers everywhere 


LAMBERT MFG. €0. 


10, KY. 


CLAYTON & 


1718 DIXIE HIGHWAY e LOUISVILLE 
HARDWARE AGE, MARCH 24, 
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TWO DISPLAY BOARDS 


that keep locks in front of your customers 


The B9 padlock merchandiser includes seven fast-selling numbers. 


The A-1 cabinet lock board provides the most wanted cabinet locks ° 
and catches for a variety of purposes. 


Both displays can be attached to shelving to conserve valuable store 
and counter space. 


The merchandisers are FREE. You pay only for the locks. 
YOUR JOBBER FOR THE SALES MERCHANDISERS 


ally designed 
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Only Pittsburgh Paints Offer The 
BIG DOUBLE 


PLUS 











LE rere who sell Pittsburgh Paints are 
enjoying greater sales and profits than 
ever before. 


There’s good reason for this increase—the big 
swing to Pittsburgh Paints with their BIG 
DOUBLE PLUS of COLOR DYNAMICS 


and live-paint protection! 


In constantly increasing numbers, retail pur- 
chasers are discovering for themselves the 
importance of these exclusive sales features 
which combine the advantages of scientific, 
up-to-the-minute color arrangements with 





PAINTS @ GLASS e 


T tse R COR 
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PITTSBURGH PAINTS 


CHEMICALS e@ 


(1) COLOR DYNAMICS .. . (2) LIVE PAINT PROTECTION 


extra long life that results from the use of 
“Vitolized Oils” and the process of Molecu- 
lar Selection. 


Now is the time to cash in on this tremendous 
surge preference for Pittsburgh Paints. 

If you are seeking a quality line of paints 
—why not investigate the possibility of sell- 
ing Pittsburgh Paints in your community? 
A letter, wire or telephone call will bring a 
representative to discuss complete details 
with you. Pittsburgh Plate Glass Company, 
Pittsburgh 22, Pennsylvania. 


PLASTICS 
COMPANT 


1949 


BRUSHES e 
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ar 
rder Now! 


YOU MAKE 


100% 


Gross PROFIT 


on this 
assortment 


MODEL ON FRONT SHOWS 
ALL 9 SECTIONS 





Yes, Nu-ART Moulding is 
teally a money-maker! 


This complete standard as- 
sortment costs you only half 
of what you sell it for... 
and you get the handsome 
display case and model free 
at no additional cost. 


What’s more, the standard 
assortment (illustrated be- 
low) includes nine all-pur- 
pose sections which have 
proven themselves to be the 
most popular and fastest- 
selling styles of all. How- 
ever, if you desire, substi- 
tutions of other shapes may 


be made. Write today for 
complete information and 
prices, 






A-708 PARTING STRIP 


SIX—6 FT. LENGTHS 


46—6 FT 












Get this handsome 


DISPLAY CASE 


AT NO EXTRA COST 


with your order for this 
complete assortment of 


NU-ART 


ALACROME OR STAINLESS STEEL 


MOULDING 































































This handy, attractive display case is a sales- 
maker, as well as a profit-maker! 







Convenient to use . . . takes little space .. . 
shows customers in a glance how beautiful 
Nu-ART Moulding will look in their homes. 


The case contains an all-purpose assortment 
of 9 popular sections that home-owners can 
install easily. Packed in lengths of 6 ft., each 
length in kraft paper tubing to protect its 
highly polished finish, with screw holes al- 
ready drilled. Necessary screws for each 
length comes in individual envelopes. 











































Display case is designed so 
that you can easily dispense 
from a ceiling as low as 7 ft. 





Entire case occupies a floor 
Vv space of only 15”x19". 















WE PREPAY 
AND ALLOW 
FULL FREIGHT 
CHARGES 
ON THIS ASSORTMENT 





*s 














YOUR ORDER WILL BE SHIPPED SAME DAY RECEIVED 


HERE ARE THE 9 POPULAR SECTIONS THIS CASE CONTAINS 


>VE 
0—6 FT 
ENGTHS 
A-772 OUTSIDE 
EDGING 15—6 FT LENGTHS 
2 4F ENC 


2 
RNER A-773 INSIDE RNER 
INTER EDGE 4.749 CAP OR T 15—6 FT LENGTH f 


E 
LENGTHS 






4.781 BATIEN ST 
15—6 FT LENGTH 


>THS 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA 






OKLAHOMA CITY 1, 











Better weather stability 


with Hercules Red Dot Smokeless Powder 
id 8 Nea” 
Grand American winners and other champions specify Hercules 
Red Dot loads for their weather stability. Red Dot's precision 
patterns and light recoil in any weather are just as important 
to you. When you buy skeet and trap loads, look for the words 
‘Red Dot’’ on the package. 


HERCULES POWDER COMPANY 938 Mkt. St., Wilmington 99, Del. 


THE WORDS RED DOTARE REG. U. 8. PAT. OFF xs9-2 


American Ladder Institute 
| Uses American Standard 
Safety Code 






Sell te rit tapver 
FOR THE JOB 


The purpose of this code 
is to prescribe rules and 
requirements for con- 
struction, care and use of 
the common types of 
wood ladders to insure 
safety under normal con 
ditions Selecting the 
Right ladder for the job 
is important. Copies of 
this code are available 
for your use 





AMERICAN LADDER CO. ee co 
Chicago, I mbra, Calif. 
THE W. W as co LARSON (ADDER co 
San Jose 2, Calif. 
THE BAUER ANUACTURING CO. MICHIGAN LADDER co 
AMERI A ‘ooster, 0. Ypsilanti, Mich. 
THE J.R CLARK co. MOULTON LADDER MFG. CO. 
Spring Park, Minn Somerville 43, Mass. 
emacs: Lea co F. B. PEASE ad 
enport, lowa Roch: 0,N. ¥. 
LADDER EAGLE LUMBER & MFG. CO. PENN SWING & TADDER co 
Memphis, Tenn. Lancaster, Penna. 
A.W. FLINT CO HOWARD B. RICH, 


New Haven 6, Conn. Carrolton, Ky. 
GOSHEN CHURN & LADDER. INC. JOHN S TILLEY LADDERSCO. Inc. 
Go: Ind Waterviiet, N.Y. 


shen, . 
GOSHEN MANUFACTURING CO. WOODENWARE Lear ag mong CORP. 


m 405 18 K St Goshen, tnd. St. Louis 1, Mo. 
0 35 K St. N.W, HOUSTON LADDER MFG. CO J. 0. YOUNG CO., INC, 
WASHINGTON 6 D.C. Houston 9, Tex Springfield, Mass. 
Seteahanns Maksoael Oem HOWARD MANUFACTURING CO. ZOSS LADDER & MFG. CO. 
Kent, Wash Portland 1, Ore. 
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Ideal for Work on 
Plasterboard and Wallboard 


The Hyde giant No. 2E-5” Scraper is the 










perfect tool for use in covering plaster- 


board and wallboard joints, and for sealing cracks in 
plaster. The scientifically tempered SuperHYDEX Steel 


blade is made from high carbon alloys, 


and is carefully ground to just the right degree 
of flexibility for fine, precise work. The plastic handle, 


with single seam at sides, is designed with a full-tang 


construction for extra strength and durability. Ask 
your jobber for the Hyde No. 2E-5” Scraper—today! 


HYDE MANUFACTURING COMPANY 


SOUTHBRIDGE, 











u— 








64% 


MAS S., U.S.A. 
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How To Make 


Numbers Add 
Up To Profits! 











Feature these distinctive 
house numbers for good 
styling at low cost. Av- 
thentic correctly propor- 
tioned hammered Colonial 
reproductions, 3” high. 
Cast to last of rust-proof 
metal alloy, finished in dull 
black. Packed one doz. to 4 
box complete with escutch- 
eon pins. Write for sam- 
ples, prices. We also have 
house numbers in conven- 
tional styling, in ebony, 
cadmium; brass or chrome 
finish. Super-strong — sU- 
per-smooth. Precision cast 
for unexcelled impact and 
tensile st.ength. 





HALL-WESSEL CO. 


1719 N. SECOND ST. * PHILADELPHIA 22, PA. 
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JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa.... Offices, Factories, Warehouses in Principal Cities 
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WESTCLOX ANNOUNCES 


two startlingly new Electric Clocks 











MOONBEAM ELECTRIC ALARM 


the clock that calls you two ways 


FIRST HE WINKS .. 


f silently. Point out to your custom- 


/n 
a 


~ 


. a blinking light that calls you 


ers that here is an alarm made to 


call you in the morning without 


XO 


disturbing others. 


THEN HE RINGS... if you ignore the light, and don’t 
, shut it off, Moonbeam gives out 


t 0 prs witha cheerful-sounding alarm 
\ wr that wakes the deepest sleeper. 


Try it—and see! 


Moonbeam’s a beauty, too! 
Handsome to display, with its 
graceful design executed in white 
plastic with gold color base. Be 
among the first to offer Moon- 
beam, the combination of a 
brand new, grand new idea in 
clocks with traditional Westclox 


quality. Retails for $9.95 plus tax. 


WESTCLOX, LA SALLE-PERU, ILLINOIS; 
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WESTCLOX | =". 


MADE BY THE MAKERS OF BIG BEN 
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... the clock with a “brain”! 


The new Electric Switch Clock is a | 


aremarkable servant that performs vriG—)= i 
sa | 
AN Sc] 

Se | 





1m: 


\ 
) 
{ 


many tasks in homes and stores— 











Tl 








automatically turns appliances on 
“Want a light to greet 

< * eve rhe > cetiten: oa 4ou at night? Leave 

; and off, even when the owner is - to Switch Clack!” 

away. You simply plug the electri- 


cal appliance you’re using into 





Switch Clock. It’s portable. Re- 


“Let Switch Clock make 
your coffee befor 
you get up!” 


tails for $12.50 plus tax. 





“Wake up to music—wit 


radio plus Switch Clock!” 


\ I \e 
\) - — | \ 
Rodeails of GENERAL TIME Secliumenl Bop Ma! | 
— "3 | 
| — 
“Switch Clock turns your © ~ 2 
roaster on and off!”’ 
IN CANADA, WESTERN CLOCK CO LTD., PETERBOROUGH, ONT. 
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FEDERAL ENAMELED 
OFFERS YOU Pees 
BOTH ALUMINUM 


LARGE DISH PANS 
Used extensively for preserving 
#B-17 (15 Qt.) Bluestone Dish Pan—Round Roll Rim wie 
#A-17 (15 Qt.) Aluminum Dish Pan—Round Roll Rim VOLUME 


BUILDERS 


E FOOTED 
PRESERVING ee % COLANDERS 
KETTLES ’ ‘ #B-113 (4 Qt.) Bluestone Colander 


#B-40 (17 Qt.) Bluestone Preserving Kettle FAPS-9 (3 Gs.) Aluminum Colander 


#APS-16 (16 Qt.) Aluminum Preserving Kettle hee Mierenated 


#APS-11 (5 Qt.) Aluminum Colander 


\ 
\ 


ATPRACTIVE 


PRICES 


r. ™ 
CANNERS = 6 


#B-120 (19 Qt.) Bluestone Cold Pack Canner—holds 7 one-quart jars 


#B-125 (24 Qt.) Bluestone Cold Pack Canner—holds 8 one-quart jars ' imiEDIATE j 
#B-95 (35 Qt.) Bluestone Vapor-Seal Canner—holds 9 one-quart jars or 7 half-gallon jars 
#APS-720 (20 Qt.) Aluminum Cold Pack Canner—holds 7 one-quart jars SHIPMENTS 
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Beautiful pastel colors — made of 
new type Polystyrene that withstands 
10 minutes boiling. 

Colander is 10%” in diameter, 4%” 
deep. The first full size colander to 
be offered in plastic. Has many ad- 
vantages. Slots are easier to clean 
than ordinary perforations. They 
drain faster eliminating possibility of 
overflowing and are located in and 
around bottom for more thorough 
cleansing. 

_ Cutlery tray is surprisingly compact, 
requires much less drawer space 
than others — yet holds a dozen sets 
of kitchen cutlery. Functional design 
is more convenient — all pieces go 
in same way. No digging for cutlery 
as handles are always exposed. 


Matched Bowls are packed individ- 
ually or in sets. Three beautiful colors 
— red, pastel blue and pastel yellow. 
Sets include one bowl of each color. 
Deep mixing bowl shape. Light 
weight, easier to handle. Ideal for 
all culinary uses . . . just the thing 
for popcorn and snacks. Bowl diam- 
eters are 10%”, 8%” and 6%”. 





Write for catalog pages and prices on the com- 
plete Shel-glo line. 





MANUFACTURING CO. FACTORY OFFICES 


Room 116 Room 14-102 


WESTERVILLE, OHIO U.$.h. Breslin Hotel Mdse. Mart 


New York Chicago 
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PEOPLE 
PREFER 
THE 


TOASTMASTER 


TOASTER 





THE NEW YORK TIMES recently 
asked its women readers: What electric 
toaster would you buy if in the market 
for a new one? Result: 67.2% named the 
‘*Toastmaster’’ Toaster, as against 13.6% 
for the next leading brand—a ratio of 
5 to 1! 


MAN, WHAT CONSUMER ACCEPTANCE! And in 
by far the roughest, toughest, most com- 
petitive market in the country—New York 
City. Duplicate, if you will, this over- 
whelming preference in market after 
market across the nation. Then you'll see 
why the “Toastmaster” Toaster is still in 
short supply despite greatly increased 
toaster production. 


NOW WE DON’T SEIZE UPON this survey (or 
others with similar findings) as our cue 
to do a little horn-tooting. Rather, these 
facts are important to you because they 
affect your future as a retailer. 


FOR HERE IS CONSUMER DEMAND that is both 
intense and lasting. High intensity of de- 
mand nourishes the lifeblood of your busi- 
ness—turnover. It also results in the low- 
est cost per sale . . . hence, the most profit. 
And lasting demand gives you profit stabil- 
ity—a steady flow of dollars that are the 
backbone of an ever-expanding business. 


WHY THIS TERRIFIC CONSUMER DEMAND for 


the ‘‘Toastmaster” Toaster? Probably, 
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OVER 

THE NEXT 
LEADING 
BRAND! =: 


there are several reasons. We can think of 
two that are outstanding. 


FIRST, THE TOASTMASTER TOASTER is a quality 
product—not in words, but in practice! When 
you sell this todaster, it stays sold. People, 
generally, appreciate good performance. 
And when they’re pleased, pas tell their 
friends. 


REASON NO. 2 FOR THE “Toastmaster” 
Toaster’s tremendous popularity lies in 
the convincing, demand-creating promotion 
that backs it up. Whether in national ad- 
vertising or at the point of sale, “Toast- 
master” leads in both quality and quantity 
of sales-promotion effort. And, for your 
long-term benefit, we intend to keep it 
that way. 


$O ADD IT ALL UP. The “Toastmaster’’* 
Toaster offers you unmatched consumer de- 
mand. It’s known far and wide for its 
quality. It’s backed by the biggest and best 
promotion, anywhere. 


THAT’S SOMETHING TO THINK ABOUT...come 


inventory-time. 


TOASTMASTER 


Automatic Pop-Up Toaster 


**ToasTMASTER™ is a registered trademark of McGraw Electric 
Company. Copr. 1949, Toastmaster Propucts Diviston, MeGraw 
Electric Company, Elgin, Ill 
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GET DETAILS NOW ON 


FEDERAL TOOL’S No. 923 


~ HOW ABOUT YOU? 
ore OS 


+ bet 


























Take advantage of this sales-proved 
Special Assortment — and its free 
window/counter display, as illus- 
trated—to boost volume and speed 
turn-over on the popular, profitable 
matched line of Federal Practical 
Housewares. No. 923 Assortment 
totals 174 dozen (shipping weight 
150 Ibs.) ...includes 17 different 
numbers...has a retail value of 
Ae : f $93.54. Quantities on items range 
chante hee o 4 ~ from %-dozen to 3-dozen, deter- 
Bee: mined by an analysis of national 
} dealer sales figures. The window 
TSS ™ te display measures 48” x 44” x 18” 
Y | deep; is die-cut to hold one each 
of the assorted items; has descrip- 
tive text and illustrations to show 
various uses of the products. For 
complete details, see our repre- 
sentative ... see your jobber .. . of 
write us direct. 


FEDERAL 
Practical 


FEDERAL TOOL CORP., 3600 W. PRATT BLVD., CHICAGO 45 HOUSEWARES 
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1 SELLS...& -@ 
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"BETTER 
- THAN 
EVER 
BEFORE! 














ok Attractive gift packaging 
rit All sales features on carton 


McKee Glasbake prices 


a ss have not been raised 
Time-tested popular recipes Your customers will appreciate 
—more than ever before 
H * the opportunity to buy this 
aie Easier handling, no breakage iene aiteed, Bick nelle 
glass ovenware. 


McKee Glashake Ovenware . . . a fast-moving line sells even better in its new, ‘e 
full-color carton. Each Glashake item is packaged individually, with style 
number shown large enough for easy identification and to simplify inventory 





taking. ee 
Wrapping is unnecessary, and cartons make attractive gift boxes. They handle GLASBAKE 
easily .. . mass effectively for attention-getting displays. 








Boost your sales with popular McKee Glashake Ovenware—PLUS individual : “= 
4-color cartons. Complete line of casseroles, pie plates, loaf dishes, cake pans, RANG E-TED 


utility trays, and other items. OF STOVE WARE 





For complete information, see our sales representative, or write direct to— 


McKEE De Leae 


THE WORLD'S MOST COMPLETE LINE OF GLASS COOKING WARE 


GLASS COMPANY 


ESTABLISHED 1853 +¢ JEANNETTE, PA. 
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When vou sella zippo Yow make 4 fing 


“| have bought several lighters and also had some 
given to me but never kept one constantly with me 
as | do my Zippo. | will sure be using my Zippo when 
: / | am out on Lake Erie fishing pretty soon now. You 
gq’ za eg bet your life every time | light up a cigarette, with 

the old wind blowing like the dickens, | will just love 
that Zippo a little bit more.” 












WVANEZ2 


a 





SEES RUGGED SERVICE WITH DRILLER! 


“Having had this lighter for quite a number of years, and 
being a Driller and Toolpusher in the Oil Fields of Texas, 
Old Mexico and Venezuela, South America for over 25 
years, | can truthfully say that my Zippo has given me 
better service than any other lighter | have ever owned, 
and it certainly has seen some rugged service.” 


HURRICANE COULDN'T SNUFF A ZIPPO! 


- “During two hurricanes that occurred during our fall 
season, | was using one of your Zippo lighters which | have 
used while | was a member of the Armed Forces and 
while | was working on a rescue unit during our storms. 
Néver once did my Zippo fail me. | can 

never say enough for your product.” 









ww. 
v 





“| am a steeplejack painter, practically 
all of my work is high in the strongest 
winds, even so | have yet to have my 
lighter fail me. | have had several other 
types of lighters, but none have ever been 
successful under my working conditions 
until | purchased a Zippo.” 


ZIPPO Windproof 
lighter — The Gift 
That Never Fails 


THESE ACTUAL CASE HISTORIES are taken 
from our files of hundreds and hundreds 
of voluntary letters sent to us by Zippo 
owners. They say — better than any ad- 
vertising line we could write—that, when 
you sell a Zippo, the customer stays sold, 
stays satisfied! 


W/NDPROOF LIGHTER 


ZIPPO MANUFACTURING COMPANY 
BRADFORD, PENNSYLVANIA 
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Onder Yow... 


for SUMMER PROFITS 


Sprinklers 
Nozzles and 
Garden Hose 
Accessories 

















This sturdy quality line sells in larger volume 
because it offers GREATER VALUE —in de- 
signs, in eye appeal, in finishes, packaging and 
other features. Since 1887, Allen lawn and gar- 
den specialties have been sales leaders. They'll 
give you fast turnover and a liberal profit. 





Allen “GREENWOOD” Revolving Lawn Sprinkler 


Popular and efficient, the “Greenwood” 
is a dependable seller. It sprays evenly 
up to seven gallons a minute —and u 
to a circle 34 feet in diameter, f sonal i 
ing upon the water pressure. Individu- 
ally packed in colorful red and black 
display container. Popular-priced ! 


enwood 
jcncennens 


Allen Ads are Read from 
Coast to Coast 
Advertising in these leading maga- 
zines of nation-wide readership will 
help you roll up new high sales totals. 

See miniature reproduction at left. 


Better Homes & Gardens 3,253,209 Readers 


American Home 
Flower Grower 
Sunset Magazine 


Ask Your Jobber 
About Allen's Garden Hose Accessories and Lawn Sprinklers 


Established 1887 


WD. ALLEN 


MANUFACTURING CO. 


566 West Lake Street 66 Reade Street | 
Chicago 6, Illinois New York City 7, New York 


220,767 Readers 
461,212 Readers 
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2,580,045 Readers | 
built. Many desirable features: — Alumi- 





SERVICE 


SHARES 


FULLY GUARANTEED 
AS TO QUALITY, FIT, AND FINISH 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 
soft center or No. 2 crucible steel of the 
highest quality obtainable. Send today for 
catalog and trade prices. 









STAR MANUFACTURING COMPANY 
DIVISION OF ILLINOIS IRON & BOLT CO. 
Me «CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 


Buckene 


power & pasnete 









Nearly 70 years of 
specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 
hardle with 
absolute 
confidence. 


Model 76A Power King 


A thoroughly dependable power job 


Completely modern design, precision Model 550 Deluxe 
Unquestionably the 
finest hand mower 
we have ever built 
Light, modern, 
smooth running 
Popularly priced. In- 
vestigate this excel 
lent selling item 


num alloy castings. Tubular steel handles. 
Attractive baked enamel finish. 5-blade 
ball bearing reel with take-up for wear 
20” cut, adjustable for height Positive 
clutch. Highly reliable power unit. Rug- 
ged tires. Weight 87 Ibs. 


information on request. Write today! 


AST-FO0 


MANUFACTURING CO. 
Springfield, Ohio 
POWER & HAND LAWN MOWERS 
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lf they can drive a nail— 


THEY CAN WELD! 


Any handy person can learn to weld. “87 Welding Ideas” — 
a new book, chock-full of photographic case histories —not 
only proves it but gives hundreds of ways G-E Welders have 
saved users time and money. It sells your customers hard, 
in a way they know and understand. It’s a convincing sales 
tool—tie in with it now! 

Then, be sure you’re well stocked on the welder your cus- 
tomers are going to want—a General Electric Welder, the 
lowest priced welder on the market designed for shop-farm- 
home use. 

Get in touch with your G-E distributor today. Ask him for 
the facts on G-E Welders. Ask him, too, for copies of “87 
Welding Ideas” to hand out in your store. If he cannot supply 
you, wire Section 674-5, Apparatus Dept., General Electric 
Company, Schenectady 5, N. Y. 





Copyright 1949 
General Electric Co. 








FOR SHOP-FARM-HOME 


wy 


G-E Welders are one of the fast-selling 
GENERAL ELECTRIC PRODUCTS 
for SHOP—FARM — HOME 


Motors Floodlights 
Motor Starters Space Heaters 
Time Switches Soil Sterilizers 
Arc Welders Soldering Irons 
Stock Waterers Heating Cable 
Stock Tank De-Icers Thermostats 


Battery Chargers 


7. oN 


GENERAL \ 
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| SELL AMERICA’S 


| Complete LINE 


Watch your water system sales “come to 
life’ when you start handling DEMPSTER 
Water Supply Equipment. 


EMPSIE 





Shallow and Deep Well Recip- 
rocating Pumps ® Shallow and 
Deep Well Ejector Type Pumps 
® Steel Tanks © Windmills ® 
Irrigation Equipment ® Dis- 
tributors of Pipe, Fittings, and 
Plumbing Supplies 


There is a huge rural and suburban de- 
mand for running water. By selling a com- 
plete line, and the kind of service that goes 
with it, you can be the dealer that taps this 
rich, ready made market. 


Get started right now. Team up with 
DEMPSTER, the name that has meant de- 
pendability to farmers for over 70 years. 


DEMPSTER MILL MFG. CO. 


BEATRICE NEBRASKA 





3 Deep Well 
2 | Ejectos Type 


ONT-1-49 














‘WATER SUPPLY TER SUDPLY EQUIPMENT TT 


























Millions of Readers Reached — xysmanggesge 


ORONO ORO AAG? 
Ed 


by WHITNEY SEED Ads in * gin 
Magazines and Newspapers | ~~ 











Have a Smooth, Velvety Lawn 





Your WHITNEY 
for your need — i 
a Better Lawn”. 





Helps you 
Sell Lawn Seed in a Big Way 


@ Nation-wide Lauson 
service available 





TIE-IN your store, using the effective merchandising helps we supply SS 
FREE, and do a bumper seed business in 1949. Write for prices and 
full information. 


WHITNEY SEED CO., INC., Buffalo 5, N. Y. | 


In Canada: Hart-Emerson, 
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AUSON 
Power is DEPENDABLE Power! 


@ Lauson dependabili- 
ty builds repeat busi- 
ness — insures customer 
satisfaction. 

@ Powered from % to 
5 HP. 4-Cycle, Air- 
Cooled. 

@ Light weight — in- 
stant starting — eco- 
nomical operation. 

@ Machined mounting 
pad on crankcase for 
direct mounting of 
pumps, generators, etc. 
@ Backed by over 50 
years engine-building 


WHITNEY national advertising—in BETTER HOMES & GARDENS. everywhere. experience. 

AMERICAN HOME, HOUSE & GARDEN and HOUSE BEAUTIFUL, 

and in garden section of Sunday Newspapers—is making your customers 

want WHITNEY Super-Refined, Germination-Tested Seeds. ‘ Dept. HW, The LAUSON Company, New Holstein, Wis. 


A Division of Hart-Carter Company 


Ltd., Winnipeg, Canada 


CARY RANTRRNK Rea 
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“serves the best” 


Animal chains such as halters, tie-outs and dog of steel’ or bronze, woven 
chains, comprise only a few of the many popular automatically into chain. 
items Hodell furnishes for the hardware trade. Double thickness of the 

Take Sash Chain, for example. Hodell Woven metal at the eye gives it extra strength. Uniformity, 
Link Sash Chain is a superior product, made by a smoothness and rounded edges make for easy, si- 
special process developed and used by Hodell ex- lent operation and long wear. Hodell Sash Chain is 
clusively. Links are formed from a narrow ribbon packed in bags or on reels. Write for Catalog EX-49. 





¢ Hodell is the name for dependable chain! + 


reer rnp, snery me: fg LOD ADR PNT de) OTN. b 


chine, Proof Coil, Liberty Coil, 


Established 1886 « CLEVELAND 3, OHIO 


Flat Link, Register. A division of — THE NATIONAL SCREW & MANUFACTURING COMPANY 


Passing Link, Bulldog, Samson, 
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All-Season BOLENS HUSK! Service Seay ects ot cee eee yume Sot mon.nnes 


models meet all requirements for light farming, commercial 


ing, | d gard ; “odd-job” 
means All-Season Sales for Your seit tine spars eessen cate, snow plowing and “oddjob” 





tor for every market...a “packaged implement” for every job. 
j Power-Ho 












a : 
“2 ‘2: i g ty 4 
by Re ‘ 5 hme 
ie som ~~ ca 


Ridemaster 


BOLENS PRODUCTS 
DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION =e 
283-3 PARK STREET - PORT WASHINGTON, WISCONSIN 


Better Price ... Your Best Buy is BOLENS 


CONTRACTOR’ 
BARROWS 







Gardener 


Compare BOLENS HUSKI Tractors with any others. Con- 
sider the sales drive behind each. Check preferences in your 
own area. You'll conclude that for all-season service . . . for 
all-season sales ... BOLENS HUSKI Tractors belong in your 
store. Write for details about the COMPLETE garden tractor 
line, stocked and sold by responsible dealers. Good dealer- 
ships still available. 


Better Performance .. 














RING UP SOME NICE 


EXTRA 
PROFITS 


By Meeting the 
Demand for 





LJ 
THE YEAR 
"ROUND 
Black Leaf 40 beats a tune on the 


cash register every season of the 
year. MILLIONS use it asa... 


SPRAY -DUST-DIP- 
DRENCH-REPELLENT 


Over 3000 publications carry the 
Black Leaf 40 story, and steady 
turnover is assisted by attractive 
dealer helps. 


es) RENE coaptnuers 
} i « RICHMOND, 
JACKSON MANUFACTURING CO. ‘ “ 


jack % 4953 
HARRISBURG ¢ PENNSYLVANIA LOOK te): THE Ay eye THE PACKAGE 
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are 100 % 
ter tight 52 

water tight $2 
(“ys 

There are many other — 
features which make JACKMANCO barrows 
highly regarded for ruggedness and utility. 
You'll find a JACKMANCO barrow specially 


designed for the use you have in mind. 
Write for the name of your nearest dealer. 





Superior Products Since 1876 
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*& Exclusive 
Cutting J 


* Positive, 
* Timken 


% Convenis 
Throttle 


*% 3 Section 
Turning 


% BRIGGS 
4 CYCLE 


& Full 18” 
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4953 
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Throttle 


Turning 


*& Full 18” Cut 





AMERICA’S HIGHEST QUALITY POWER LAWN MOWER 


Backed by an Unconditional and Unlimited Guaranty 


% Exclusive Patented Height 
Cutting Adjustment 


%& Positive, Self-locking Clutch 
% Timken and Oilite Bearings 


% Convenient Lever Hand 
*& 3 Section Roller for Easy 


% BRIGGS & STRATTON 
4 CYCLE MOTOR 









Nationally 
Advertised 
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“ALIPPER 


Tested and Proved 
by more than 


75,000 
SATISFIED USERS 


ee 


Maes" 5 git 
Sl oc 
a ee ar, 
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COOPER MANUFACTURING COMPANY 


409-411 South First Avenue 
MARSHALLTOWN, IOWA 
Distributors and dealers, write or wire for LIBERAL TERMS and DISCOUNTS 


















MODEL 16Cl 
$22.95 


MODEL 24Cl 
$ 


A BAND WAGON LEADER 
IN EVERY PRICE RANGE OF THE 
AIR CIRCULATOR MARKET 
l 4 point superiority 
IN PERFORMANCE . VORNADO outperforms old- 
fashioned fans by 300%, due to its unique, revolutionary, 





. with 


patented “Twin Cone” design 





IN GOOD LOOKS . .. VORNADO continues to set the pace 
for modern streamlined beauty 
IN VALUE . . . VORNADO stands far ahead in perform- 


J MODEL 16P2 
ance per dollar of cost — and there’s a model in every 
price class 


$147.00 
IN SALES APPEAL ... VORNADO outsells 
all ordinary fans in side-by-side 
sales tests 
MODEL 12P1 
$83.95 


NATIONAL 
ADVERTISING 


7 / Movet 28¢1 
aif $49.95 
in LIFE . . . SATURDAY EVE- \ : 
NING POST .. . BETTER HOMES \ 
& GARDENS and other domi- 
nant magazines creates MiL- 


\ movet 20c1 ===" STRONG 
wee DEALER HELPS 

LIONS OF PROSPECTS for Vor- goat 

nado... for YOU. 


Brilliant displays... local coop- 
erative advertising 
MODEL 12D! 
$62.95 








. help 


boost your sales and profits with 
the complete VORNADO line. 


A PRODUCT OF THE O. A. SUTTON CORPORATION * WICHITA, KANSAS 








AT LAST— 


A REAL ROACH KILLER! 


Black Flag Roach Spray Solves the Roach Problem— 


Recommend it to your customers with confidence 
Contains chlordane! 





ano grande a ~~ 
pep. - 
awe 


“ . 4 
“Wew Ro: More “s:. 
New Roach Spray " 
Effective than DDT 


» pesky, 

‘d your home of the poe 
pe “h quickly and fore : 

; ses with Black F ag 

¥" isible 








B 
3 
Ps 
t Now you can r 
i disease-bearing : 
: icy nog y ves an Inv . 
Special Reach me contact. Dooms 
‘ nn whi ‘h kills roaches on cos —, = 
film Ww piders bedbugs — asec: 
oe lordane, miracle ins é * 
eae , . . oad ane, “nn: -rawling 1m 
In addition to national magazine advertising, Artcraft blinds \ : vnainseh ane ral ie 
| tective that 
promoted on these great radio network shows: Contains an ws : 
“ he igh spraying is guaranle 
One thorov s ) 


KAY KYSER SHOW [ABC daily) 
ALIBI CLUB (MBS Sunday) ) ae 
MOVIE MATINEE (MBS, M.W.F.) | , used as directee tree 
HIT THE JACKPOT (CBS Tuesday) | ye 
MAN IN THE STORE (KMOX daily) | 


ent re- 
5 revent f 
h within 72 hours and p 
ieee 
every FOr 


hs, 
infestation for 3 mont 


, special 
with Black Flag er 
Roach Spray: ° = 
at good stores evel) 


int. 
An Illinois dealer (town of 8,000) sold $15,000 worth of Artcraft where. Only 49¢ @ Pp 


\ 
all-metal blinds in 1948 from a display sample that cost him $3.30. | Oe as al ee 
He just followed Artcraft’s easy order-taking methods. No stock to Advertised in Saturday Evening Post + Look 
carry. Good business? You bet! Want some? Write to Department AB-2. 


American Weekly + Holland's 


—~ BOYLE-MIDWAY INC, 27 €. 4oth St., N. 1 





ARTCRAFT VENETIAN BLIND MFG. CO. » 3960 OLIVE ST. © ST. LOUIS 8, MO. 
Factories in St. Lovis, Chicago, Pittsburgh 
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Cambridge Design 


SCHLAGE 














IT SHAKES . - 
YOU PROFIT! 


Our ONLY RIVAL! 


THE REVOLUTIONARY 












~~ 
: COMPACT SIZE 
Cy 13” x 18” x 28” 
high - 
A HARBIL PAINT MIXER on your counter brings new 
customers by eliminating old-fashioned, messy hand 
mixing. Keeps new paint perfect, renews old. Inter- 
mixes colors . . . builds business . . . added service means 

more paint profits. 


A FEW OF ITS Outstanding FEATURES! 





N 
Ss 











@ Shakes any size can or jar up to 
1 gal. in each cradle . . . 2 gals., 
2 quarts or 4 pints, ete. 

@ Precision engineered . . . Super- 
latively constructed... Machine 
guaranteed Two years... Motor 
One year. 











@ Absolutely Noiseless — No 
Vibration! Operates silent- 
ly on counter without shak- 
ing merchandise. 

@ No bolting to counter. . 
Will not creep . . . Com- 
pletely portable . . . Light- 
weight. 


HARBIL MANUFACTURING CO., INC. 


CLIP OUT AND CHICAGO 10, ILL 
MAIL TODAY 





F.0.B. Chicago 
Price Subject to Change 


325 W. OHIO ST 











| Mixer(s) at $99.50 each, F.0.B. Chicago. ] 
Check or 
M Order 
! oney Order[ | POGTIO sc ccccccccsccccccccccesceccccscesoone | 
Shi 
{ c.O. D. COMBE UMD 6.06 ccccescccsivcccsceseses | 
Shi ° 
| ” by ot mer Ns ta senkedenis oR ds bee eboes sore | 
1 “a ME cidvednnneamersereesmeces ee | 
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~ {TORRINGTON 


Byth F lures 


\ 


| @ FOR MODERNIZATION | 


eo FOR REPLACEMENT | 





sian RaE en tentacle itis ets 
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Attractively displayed on 
tile effect background to 


SELL ON G1CH7 

















Feature BERKSHIRE — and 
you sell the finest. Completely new in styling 
and fashioned in all brass with heavy chromium 
plate. Display unit above available to every dealer 
with order. Literature on request. 
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WILWEAR is the 
standard T & S line of popularly priced bathroom 
fixtures. They are quality made — all brass — 
chromium plated. Included are towel bars, shelves, 
soap, tumbler, paper and tooth brush holders. 
Display units available to every dealer with order. 


For prices and complete information write 


THE TURNER & SEYMOUR MFG. CO. 
TORMNITON,  COMMECTICUT 
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Double your | 
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ixing—for 1 
You make ¢ 
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Glos-lux for ¢ 
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‘Sensational S$ 





tThree differe: 
Identical Colo 


No messy mis 
colors 


Wide range o 
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is the 
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MOUBLE the TAKE and the 
PROFITS YOU MAKE with 


lentically Matched Colors” 


Double your paint sales—double your profits with BPS 
Mdentically Matched Colors in 3 finishes—flat-wall, semi- 
poss, full-gloss! That’s Perfect Color Matching without 
hixing—for walls, woodwork and furniture! 

You make two sales where you made only one—because 
Nu can sell Flatlux for walls and ceilings, Satin-lux or 
Glos-lux for the woodwork in the same identical color— 


ie most important and exciting home decorating develop- 
tent in years! 

Exclusive sales territories are still available. Mail the 
‘upon today—for complete information! 


‘Sensational Selling Points for identically Matched Colors 


tThree different finishes in @ Nothing to add— nothing 
Identical Colors to go wrong 


No messy mixing to match @ Makes modern decorating 
colors easy 


Wide range of colors @ A finish for every surface 
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FLATLUX © 


THE ONE-COAT WALL PAINT—-MADE WITH OIL 


SATIN-LUX 


SEMI-GLOSS—-FOR WALLS AND WOODWORK 


GLOS-LUX 


HIGH-GLOSS—-FOR WALLS AND WOODWORK 








3 FINISHES IN IDENTICALLY 


Don't sign for any line until 
you bave complete details about 
“Identically Matched Colors”, 












TOILET 
TANK TRAY 


Dealers everywhere are cashing in on NATIONALLY 
DRIPNOT profits! With national ad- ADVERTISED 
vertising to stimulate consumer in- For Consumer 


terest and acceptance, DRIPNOT sales Acceptance 
will be faster, bigger than ever! 


DRIPNOT provides a sure-fire, low 
cost means to end bathroom messi- 
ness caused by toilet tanks that sweat 
and drip. Prevents discolored, loosen- 
ed, rotting bathroom floors. 


4 Models, all in gleaming white 
enamel on metal to blend with and 
to fit any standard toilet tank. Tray 
fits under tank, tube pipes moisture 
into toilet bowl. 


Low cost, inconspicuous, with simple 
“‘install-it-yourself"’ features. Com- 
plete units come individually boxed. 





Write for catalog HA-1 and prices. 


LAUFENBERG, INC. 


2229 SO. KINNICKINNIC AVE., MILWAUKEE 7, WISCONSIN 








Roll Up Profits 
with CENTURY (Solid Type) 


Seat 


why Buyers and Consumers have made 
fentury Plasti-Seat a national “best-seller” 
















% Flat undersurfaces for rigid support, 
maximum strength. 


Fully enclosed design, sealed 
against germs. 


ok 


, smooth surfaces for 
Motion, easy cleaning. 


peeling, chipping, 


tiful decorator 
, rose, green, 


CENTURY PLASTIC PRODUCTS, INC. 


8219 ALMIRA AVENUE @ CLEVELAND 2, OHIO 
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_ 
MYERS DEALERS! 


Get set for a Big May and 
National Water Systems Month 


It’s a special month coming up for every 
i} water systems dealer in America! And 
Myers is gétting ready to pass you plenty 
of special ammunition—to help you cash 
in on it! 


Take full advantage of the national water systems 
publicity. Spend an hour with your Myers Dealer-Aid 
Catalog right now ... maybe you need a new indoor 
or outdoor sign to let folks know your store is water 
systems headquarters. Is there a better spot to dis- 
play your complete Myers line—and have you got 
plenty in stock? What about your supply of parts 
and accessories? 


Lay your plans and get set now to use any of the 
regularly available Myers aids that will help you 
sell more water systems in May... We'll be along 
with some special ones soon. 


remember—‘Profit Grows When Water Flows” 


The F. £E. MYERS & BRO. CO., Dept. P-54, Ashland, Ohio 














mesons Metal Mend 


IT’S NEWEST, MOST VERSATILE PRODUCT 


You can sell it to stop leaks and fill cracks in radiators, 
boilers, and pipe linds, even when exposed to water, steam, 
oil or gasoline; to mend broken or cracked bath tubs or flush 
boxes; to replace molten lead for soil pipe joints; to anchor 
bolts, nuts, screws and casters—and for the hundred and one 
uses that your customers will discover for themselves. 

METAL MEND is building sales momentum everywhere be- 
cause it “‘works like putty—hardens like metal” and sticks to 
metal, tile or plaster as the ideal “filler-up" and bonding agent. 
Order METAL MEND from your 
jobber and look over his list 
of our other fast selling 

ECONOMY PLUMBER products. 


THE ECONOMY 


PLUMBER CO. 
39 LISPENARD STREET 
NEW YORK 13, N. Y. 



















MAKERS OF THE FAMOUS 


ECONOMY PLUMBER DRAIN PIPE CLEANER 
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“THE SCHALK LINE FOR ’49 


Schalk offers you for 
’49 not only 8 quality 








SCRUB BRUSHES 







products that are 

leaders in their field... 

8 nationally advertised 
items that are sure-fire 
repeaters... but some- 
thing more: Every Schalk 
item automatically 
becomes a multiple-profit 





item because it calls 
into play other items 
you sell...items that are 
used ahead of it or 

with it or after it. Result? 


VARNISH SANDPAPER When you talk Schalk 


nla trl tesla Deelah + —_—————-——— to your customers you're 





talking dollars-and-sense 
to yourself. Ask your 
jobber 





end 











MULTIPLE SALE says Peter Putter 


PUTTY KNIVES PAINT 


DUCT | SCRAPERS 
aK  ° f :.  . .. ++ pay ey er ee + at ee pees a 
4 steam, | | 
or flush ye a 
ne SS | gol KY 
, a A m4 
Micks 10 CS ! | re 
gy agent. 
STEEL WOOL | | SPONGES 
suns: vai sll ain ai sini +———-—-———+------—-- 
| | | 
| | | EVERY 
| | |  SCHALK SALE Stock up 
| | | iS A and hook up”’ 
| | | 
| | | 
| | | 
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SCHALK CHEMICAL COMPANY - FACTORIES: LOS ANGELES AND CHICAGO 














NEW pRoDUCT 


It’s the STAPL-ON, amazing new 
hammer stapler that does any job | 
tacks and hammer can do with | 


w SPEED 


.. drives home SIX sturdy staples in 
the time it takes to put in ONE tack 
the old way...which means 


=—_ 
= 
a) 
Bs 
on 
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because your customers can’t afford | 
NOT to do their tacking jobs this time- 
saving, money-saving way... bringing 


= 
= 
“oo 
= 
=) 
pes 
wand 
| a) 


to YOU on this wonderful, all-purpose 
tacking tool that looks right, that’s 
built right, that’s PRICED RIGHT! 


WEIGHT DOES THE WORK 
Drives 20 staples in 5 seconds... because 
perfectly balanced weighted head of 
STAPL-ON takes 90% of the man-powet 
out of tacking...automatically feeds 
staples at machine gun speed. Easily 
loaded with 140—50 guage 34” shear 
point staples in 10 seconds... built of 
steel to take a beating, give uninterrupted 
service. 


es 





INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 
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| HANDY 
Shoe Last and Foot Rest 


A new item 
for home use. 
Can be used 
for both repairing and shin- 
ing shoes on a bench, chair, 
box or lap. Will fit all sizes 
of shoes. Takes up very 
little space. Finished in 
high black enamel. Made 
in one piece of unbreak- 
able malleable iron and 
guaranteed. Retails at 
a reasonable price. Also 
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The Popular STAR Heel Plates 


Always in demand and profitable for you to handle. 

Made in sizes 000 to 6. 

Order your supply 
today. 


STAR 


HEEL PLATE CO. 
wk «= ONEWARK, NJ. 








































Made of Finest Alloy Steel 
Heavy Gauge 

Correctly Tempered to With- 
stand Heavy Factory Use 
Each Blade Attractively 
Packaged & Labeled 


RIP CROSS CUT 
& COMBINATION 


Deliveries Made 
From Stock, 
Mail & Phone 


Sell These Saws 
At 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 


Manufacturers of 
Circular Saws, Band 
Saws, H. S. Planer & 

Jointer Knives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 


LAFAYETTE SAW & KNIFE, INC. 


BANKER STREET BROOKE IR 22. Nn. YY. 
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Customers can’t buy from an empty hook. Billings Boards are |: 
designed to create the buying urge by means of mass disploy. \ 
Take advantage of your Billings Boards, keep them full. Don’t lose | | 
a sale because a wanted wrench isn’t on display. You fill them, < 
buyers will empty them . . . over and over, repeating profits for you. 
See your Billings Wholesaler for boards and replacement stock. © . 


BILLINGS 








THE BILLINGS & SPENCER COMPANY HARTFORD 1 CONNECTICUT 
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(Put yourself in his place) 


A 


Fives for farmers. . .. During 1949 millions of agricul- 
tural-minded tool users are going to be bombarded with 
SOME 74 MILLION COPIES OF NICHOLSON ADS. 





Five of the biggest farm publications are being used to 
carry them: 
FARM JOURNAL SUCCESSFUL FARMING 
COUNTRY GENTLEMAN PROGRESSIVE FARMER 
CAPPER’S FARMER 


Their combined circulation is well over 8,000,000 and 
they'll contain Nicholson ads eight to nine times during 
the year. They'll reach the majority of rural hardware 
users in your store’s trading area. 

Want to make something out of it? Stock Nicholson or 
Black Diamond files (the most popular and widely known 
brands in existence) and let this big advertising campaign 
make it doubly easy for you to sell them. Files, according 
to surveys, constitute about 14% of the average progres- 
sive hardware store’s sales of small hand tools. Why miss 
getting your share? Consult your hardware wholesaler for 
types and sizes offering the fastest turnover. 


eres, NICHOLSON FILE COMPANY os 
ast 25 Acorn Street, Providence 1, R. |. — 


(In Canada, Port Hope, Ont. ) 


K F i LES FOR EVERY PURPOSE 
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MORE of them than ever before 
\\ —every one real 


PENNSYLVANIA QUALITY 


@ Get ready NOW for your 1949 lawn mower season. 
Your jobber can supply you with PENNSYLVANIA QUALITY 
MowERSs—as many of them as you need—for your good cus- 
tomers who want the best. 

The Pennsylvania standard line of mowers includes 
the following: 








Great American ° Pennsylvania Jr. 
Meteor * Pennsylvania Power Mower 
Penna-Lawn 
Pennsylvania Trimmer and Edger 


“PENNSYLVANIA QUALITY’’—as always—means de- 
pendable grass cutting, easy operation, long life and simple 
adjustment and service. In short, it means customer satis- 
faction. 






PENNSYLVANIA SERVICE 


To simplify your service problem, Pennsylvania 
offers a complete Replacement Parts Catalog. 
A copy of this will be sent you free of charge 
on request. 


rants UIST 





Place your order with your jobber 
—SOON! 


PENNSYLVANIA 


QUALITY LAWNMOWERS SINCE 1877 





PENNSYLVANIA LAWN MOWER DIVISION AECO 
AMERICAN CHAIN & CABLE : 
Camden, N. J. | 


Bridgeport, Conn. ¢ 








Great American 


The all-time favor- 
ite—the largest 
selling quality 
mower—the one 
that made the 
Pennsylvania 
name famous. 


Pennsylvania Jr. 
A super-quality 
hand mower— 
made to cut the 
finest or the tough- 
est grass. Train of 
3 cut gears on both 
sides gives great 
driving power. 


Meteor 


The favorite with 
those who have 
fine grass and a 
smooth lawn. Avail- 
able with 7 blades 
for bent and other 
fine grasses. 


Penna-Lawn 


This new medium- 
priced mower will 
be a really popu- 
lar model. It is an 
all ‘round mower 
with typical Penn- 
sylvania grass-cut- 
ting quality—easy 
to operate and to 
service. 


edger is a steel disc 
small plow. 









Pennsylvania Power Mower 


18” and 21” widths. % H.P. 
Briggs & Stratton motor 
with Push-Pull control of 
carburetor and clutch. 
Typical Pennsyl- 
vania grass-cut- 
ting quality, 
plus a de- 
pendable 
power 
unit. 
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A popular time-and-work-sav- 
ing tool—Pennsylvania qual- 
ity throughout. The trimmer 
has a 6” width of cut. The 
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“Tax the Untaxed First” 


thusiasm whatsoever about 

raising taxes this year, but 
President Truman and Secretary 
of the Treasury Snyder haven't 
yet backed down an inch from 
their demand that business be 
nicked for an extra $4 billion. 

Maybe we need it; maybe we 
don’t. We won’t know about that 
until we get some sort of count 
of first quarter income tax col- 
lections—and until it’s a little 
clearer how much money Con- 
gress and the Administration are 
going to spend. We ought to have 
a pretty good notion along about 
the first of May. 

Meanwhile, let’s give a little 
thought to ways and means of 
getting at least a part of this ad- 
ditional revenue without going 
through the usual process of dig- 
ging down into your pocket and 
mine. It can, you know, be done. 
It might actually be done if busi- 
nessmen raised enough cain about 
it. 


( ip is showing no en- 


I’m told that there’s just about 
$1 billion of additional tax re- 
venue available to the U. S. Trea- 
sury as soon as Congress gets up 
courage enough to slap the in- 
come tax on tax-exempt organiza- 
tions that are carrying on straight 
business activities in competition 
with tax-paying companies. 

“Tax the Untaxed First” is the 
cry that’s going up from business 
people all over the country. It’s 
a good slogan. I like it. ’'m going 
to use it—I hope you use it too. 

Who are these untaxed? 

Well, first of all there are the 
co-operatives. Last year, they did 
something over $17 billion of 
business. Corporate income tax 
on total profits from that volume 
would run right close to half a 
billion dollars—and most of it 
would be brand new revenue to 
Uncle Sam. 

But the co-ops aren’t the only 
tax dodgers. A Senate committee 
has just published an indignant 
report on “the use of so-called 
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charitable trusts as a means of 
tax avoidance and unfair compe- 
tition with orthodox manufac- 
turers’ — based on the financial 
gyrations of a New England tex- 
tile company that diverted its 
profits to tax-free foundations and 
thereby found a way to grow 
about as fast as the co-ops. Sena- 
tor Tobey of New Hampshire says 
he’s going to close that tax loop- 
hole and make foundations pay 
up. Congressman Kean of New 
Jersey, using a little different ap- 
proach, is trying to button up the 
same loophole. 

Then there are the institutions 
of higher learning, many of which 
are making money today in in- 
dustrial and commercial activi- 
ties of a kind that could hardly 
have been in the thoughts of the 
founding fathers when they ex- 
empted schools and colleges from 
payment of income tax. 

There are two chief new ways 
of making money with a college 
education: First is the New York 
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University method—the purchase 
by alumni for dear old Alma Mater 
of profitable manufacturing con- 
cerns which immediately become 
more profitable because they don’t 
have to pay any more Federal in- 
come tax. A piston-ring factory 
in St. Louis, a macaroni factory 
in New York and a pottery plant 
in New Jersey have all become 
tax dodgers by the educational 
route. 

Second,—there is the real es- 
tate sale-lease method, used by 
Yale, Union College and others, 
and recently glorified in a Satur- 
day Evening Post article as the 
great discovery for businesses that 
want to raise money without sell- 
ing securities or borrowing at the 
bank. Such a company sells its 
land and buildings to a college or 
foundation and immediately leases 
the property back for 99 years 


at a figure less than the former 
taxes and carrying charges. 

The company wins, of course, 
because it gets cash for its prop- 
erty and a lower rental charge. 
The college wins because it can 
amortize the cost of the property 
out of funds that the former own- 
er paid in taxes. Only Uncle Sam 
and you, the taxpayer, lose. 

And then, in the list of tax 
avoiders, there are the labor 
unions, long the owners of profit- 
able office buildings, collecting 
rents on which no income tax is 
paid. The unions — especially 
CIO’s United Automobile Work- 
ers—are now promoting the co- 
operative store business, which of 
course is also tax free. 

Labor’s co-op stores in the De- 
troit area sell groceries, meats. 
work clothes, hardware, motor oil 
and supplies, and UAW’s presi- 


dent, Walter leuther, recently 
forecast the time when co-op 
stores will capture 50 per cent 
of all the retail business in the 
United States. 

As I said at the beginning. 
there’s about $1 billion of poten- 
tial tax revenue slipping through 
legal loopholes today. The pas- 
sage of Federal laws to collect it, 
at last, would not only lessen the 
tax load on other business, in- 
stead of increasing the burden. 
but would also clean up the pres- 
ent unfair and discriminatory 
competitive situation which is 
slowly but very surely pushing 
private enterprise to the wall. 

“Tax the Untaxed First” tells 
the whole story in terms so simple 
that Congress cannot misunder- 
stand. It should be written into 
law before Congress adjourns 
next June. 


Don't Send Your Money in Advance 


To Suppliers You Don't Actually Know 


OR about 33 years I have been 

trying to warn retail hardware 
dealers not to deal with previously 
unknown sources of supply. Es- 
pecially, 1 have emphasized two 
things: 1. Don’t commit yourself 
to an order, from a supplier pre- 
viously unknown to you, on goods 
sight unseen to be sent C.O.D. 
(frequently a china or glassware 
deal). 2. Above all don’t ever send 
your money order in advance for 
the shipment of anything to any- 
body, or any firm you don’t know 
and whose only contact with you 
has been some mailing piece. 

All over the country the better 
business bureaus, the hardware 
associations and the chambers of 
commerce have been equally as 
active in sounding such warnings. 

The warning is particularly im- 
portant on scarce goods where 
prices are quoted on a “black or 
grey market basis.” You can rea- 
sonably assume that such offers 
seldom come from _ reputable 
sources. 
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Even so, hardware dealers con- 
tinue to plunge headlong into 
such deals and then expect some- 
one else to do something to help 
them get their money back or 
something. 

There isn’t anything a hardware 
store ever sold or ever could sell 
that cannot be obtained, at the 
right price, from known, estab- 
lished and reputable sources of 
supply. Then why flirt around 
with an unknown outfit? I never 
will know the answer to this, yet 
not a month in 33 years has gone 
by without a great many letters 
on the subject. 

The inspiration to bring up this 


oo GC 


"Poor Quality Despite the 
Higher Prices on too Many 
Hardware Lines," Says Dealer 


Editorials under this heading have ap- 
peared in the February 10th, February 
24th and March [0th issue of HARD- 
WARE AGE. Letters on the subject still 
keep arriving and more of these com- 
ments will be published in an early issue. 


strange problem again, and it is 
strange that otherwise smart op- 
erators continually “fall” for these 
propositions, is due to the receipt 
of word that two dealers from the 
middle west have (five months 
ago mind you) sent checks for 
shipments of nails amounting to 
$134.40 and $115.20, respectively. 
They have not received the nails 
and they cannot get any responses 
to their inquiries. The checks 
were sent on the basis of a postal 
card offer on nails from a firm 
previously unknown to these deal- 
ers. 

If all of the conditions, as | 
now understand them, are facts 
of record then this situation is not 
a job for a business paper no! 
an association to handle but 
should be immediately referred to 
the U. S. Post Office to determine 
whether or not there is “fraud by 
mail”— a most serious offense. 

Don’t deal with strangers at all. 
especially on either a C.O.D. or 
cash in advance basis. 
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Television and radio sets are strongly promoted by window display. 


Television Spurred Radio 





A neon sign over the doorway is generally in operation, day and night, 
to attract attention to the display room which was converted from a 
receiving room. The room is illuminated by lamps which are for sale. 


= the fact that 


1948 radio sales, on a national 
scale, were off an estimated 20 per 
cent from the previous year’s sales, 
Smith Bros., hardware store in 
Hamburg, N. Y., enjoyed the best 
radio year in its history. 

The notable increase in radio 
sales in their store is attributed by 
Frank J. and Albert J. Smith, 
brothers and partners, to two ma- 
jor factors. The first of these was 
that the store, early in the year, 
started to sell television sets. The 
other factor was the opening of a 
small, comfortable and attractive 
audition and display room for 
television and radio. 


40 Radios in 10 Days 


Hamburg has a population of 
only about 6,000 people and most 
of its employable residents work 
in Buffalo, N. Y., which is about 


14 miles away. Consequently, 
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many of these people do a great 
deal of their buying in the big 
city. In spite of this fact, Smith 
Bros. sold more than 40 table 
model radios in a 10-day period 
before last Christmas, in addition 
to a number of more expensive 
console models. This was the fast- 
est rate of sale the store had ever 
experienced on radios. 


Television Sales Increase 


The Hamburg store handled 
television for only the last nine or 
10 months of 1948 but in that time 
it sold 19 sets. Even though sales 
were poor in February the store 


sold 20 sets in the first two months 
of this year. 

The total sales of television and 
radio made it possible for this 
business to show a higher total 
sales volume for 1948 than for 
1947. This increase, while only a 
matter of a few hundred dollars, 
came as a most pleasant surprise 
to the owners of the business be- 


cause of the fact that in 1948 the 
store operated without the heat- 
ing and _ contracting business 
which in the previous year had 
amounted to $45,000. 

The business was started as a 
heating and plumbing business in 
1925, by the Smith brothers. and 
limited hardware lines were added 
in later years to provide work for 


Smith Bros., in Hamburg, N. Y., a town of 6,000, began sell- 
ing television sets last year, with marked success. This had 
a stimulating effect on its radio sales to make them the 
highest ever. These two lines gave the store a higher sales 


volume last year than in 1947. 


Receiving room was con- 


verted into an attractive audition room 


for Small Town Business 
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Frank J. Smith, comfortably seated in the television and radio room, 
inspects a recent model with his brother and partner, Albert J. Smith. 
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the person they employed to an- 
swer telephone calls pertaining to 
the plumbing and heating busi- 
ness. The Smiths sold this part of 
their business in order to devote 
their full time to the operation of 
the store. 

The store’s sales volume for 
January was 5 per cent higher 
than it was during January, 1947, 
and February sales were the same 
as they were in the same month of 
last year. 

Frank Smith states that he be- 
lieves these favorable sales in- 
creases can be attributed to the 
facts that radio sales were greater; 
television provided an_ entirely 
new source of income; and also 
that he and his brother could con- 
centrate all their effort on the pro- 
motion of their regular store lines. 


Audition Room Did It 


Mr. Smith says that his company 
could not have sold two-thirds 
as many radio and television sets 
as it did, if the store hadn't 
opened the audition room, which 
provides a quiet place where a 
salesman can take a prospect and 
make a complete sales presenta- 
tion without interruption from 
other customers and store em- 
ployees. 
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This store was opened three years ago with locally built fixtures. 


This display room together with 
its attractive window displays fea- 
turing radio and television sets 
and electrical appliances, won the 
store the first award in a competi- 
tion among all stores in the Buf- 
falo area, sponsored by a leading 
manufacturer. 

“Even though we sold three or 
four television sets before tele- 
vision was being received in our 
part of the country, the sale of 
them started slowly but near the 
end of the year it became an easy 
matter to sell sets,” Frank Smith 
reports. 


In Upper Price Range 


“One of the first sets we sold 
carried a price ticket of $1300 
and most of the sets we’ve been 
selling have been in the upper 
price range, selling for about $600 
or better, and combining radio 
and phonograph with T-V. 

“There are three other stores 
in Hamburg selling T-V, but we 
have two leading lines. People 
generally come into the store with 
a certain kind of television set in 
mind as a result of reading the 
ads in the magazines. However, if 
we don’t happen to carry the set 
they want, we find that we can 
often make an easy switch to some 


other set we have because of the 
appearance of a cabinet or be- 
cause the customer finds the price 
is more attractive. 


“We never reduce the price in 
order to meet competition,” Mr. 
Smith states. “We figure our mar- 
gin on television sets at only 26 
to 28 per cent so we can’t afford 
to give away any profit.” 


Consistent Advertisers 


The Smith brothers believe firm- 
ly in the value of advertising and 
last year spent 1.9 per cent of the 
store’s gross volume to promote 
its name. Television is advertised 
every week. 

The store has a standing con- 
tract for an ad on the back page of 
the town’s printed weekly news- 
paper. It also uses the Pennysaver 
a mimeographed shopping pape! 
which is delivered to every home 
in Hamburg and to every box- 
holder in rural areas. 

The management is now consid- 
ering the use of advertising time 
on a Buffalo radio station. While 
the Smith brothers realize that the 
broadcasts would cover a much 
greater area than their trading 
area, they believe they can extend 
their shopping area considerably 
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Cleanliness and orderliness of stock are evident in the store. 


and that the extra cost will be jus- 
justified by the results attained. 

The store gets a_ surprising 
amount of trade from Buffalo and 
its suburbs. Many Buffalonians 
have stated that they would rather 
drive about 14 miles to Hamburg 
than into the big city where traffic 
‘is heavy and parking places hard 
to find. 

The Hamburg store keeps eve- 
ning hours on Thursdays and Sat- 
urdays and many housewives post- 


pone their weekly shopping tours 
until one of these evenings when 
they can have their husbands ac- 
company them to town. Many hus- 
bands use the family car to drive 
to work during the day and women 
in outlying sections are handi- 
capped for transportation during 
the day. These husband-and-wife 
evening shoppers are the best pros- 
pects for appliance, radio and tele- 
vision sales. 

“Since so many of our people 





The gleaming whiteness of this large display of major appliances 
catches the eye of the customer as soon as he enters the doors. 
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are employed in Buffalo it’s our 
job to convince them through our 
various advertising mediums that 
it’s more advantageous to do their 
buying at home,” says Frank 
Smith. “We believe that most of 
them are convinced that they can 
get better service on appliances if 
they buy them in Hamburg rather 
than in the big city stores. That’s 
the reason why we maintain a fine 
service department. We find that 
it doesn’t pay its own way in dol- 
lars and cents but it does help to 
keep our customers satisfied and 
does promote word-of-mouth ad- 
vertising which is so important in 
a town of our size. We have three 
full-time employees in our service 
department; two working on elec- 
trical appliances and the other on 
radio and television.” 


Ad Brought Results 


Last summer Smith Bros. ran a 
test advertisement in a Buffalo 
newspaper on hedge trimmers 
which were offered as a special, 
marked down $5 to a price of $27. 
The desired effect was achieved 
and the entire stock was sold. One 
customer came a distance of 30 
miles to buy one and another came 
from the opposite side of Buffalo. 
More importantly, this same ad- 
vertisement resulted in the sale of 
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Ads such as these are run each week in the town's mimeographed 
shopping news paper as well as in the printed newspaper which 
has wider coverage. Radio advertising covers an even greater area. 


four power mowers to the people 
who bought the hedge trimmers 
or to friends and neighbors of 
theirs. The mowers were sold at 
regular price. It is interesting to 
note that this store in a town of 
6,000 sold 50 power mowers last 
year, when the supply was limited. 

‘The window displays, which are 


changed weekly, are always tied-in 


Sporting Goods Display Attracts People 


LTHOUGH most of the items, 

in this 20-ft. section of the 
display room in the retail division 
of Hagar Hardware & Paint Co., 
Burlington, Vt., wholesale and re- 
tail hardware firm, are primarily 
for warm weather use, some mer- 
chandise shown may be used most 
of the year. Showing items of in- 
terest to adults and youngsters in 
this section makes a bid for sales 
to all members of a family. 

With the exception of the ledge 
displays and the bicycle every item 
is within easy reach of people of 
average height. Prices are plainly 
evident to the shopper or browser 
on all from the largest to the small- 
est item shown here. 
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with the merchandise that is fea- 
tured in the two weekly newspaper 
ads. The same items, together with 
all related items, are always shown 
and clearly price-marked. Frank 
Smith believes that it’s quite im- 
portant to have prices shown for 
he says that he has often been 
told by customers that they be- 
lieved items of merchandise to be 





higher priced until they saw the 
price tags in window displays. 

One television set is kept in op- 
eration, up front in the store, 
whenever a telecast is available, as 
a means of stimulating interest 
among the customers in the store. 
Shoppers and people who work in 
other Hamburg stores often drop 
into the store during their spare 
time and go to the rear audition 
room to watch television. They 
are encouraged to do so by the 
store staff as a means of stimulat- 
ing their interest to the point 
where they may want to buy their 
own sets. 

Whenever there is telecast of a 
major sporting event or political 
affair of any great interest a tele- 
vision set is placed in one of the 
two large windows where it will 
attract a large sidewalk audience. 

Smith Bros. moved into its pres- 
ent store three years ago. Nearly 
all its oper display fixtures were 
built by local cabinetmakers, using 
adaptations of New York State Re- 
tail Hardware Association plans. 

The store has a frontage of 50 ft. 
and is 80 ft. deep. It has eight full- 
time and two part-time employees. 
The annual sales volume last year 
was approximately $200,000. 

Frank J. Smith is a director of 
the American Hardware Supply 
Co. and the store issues 5500 
spring and summer catalogs, and 
follows the promotion plans of that 
organization. 


of All Ages 


This is a section that appeals to all members of the family. 


HARDWARE 


AGE, MARCH 24, 1949 





play 
han 
son 

to th 
thes 


HAR 


w the 
1S. 

Nn op- 
store, 
le, as 
terest 
store. 
rk in 
drop 
spare 
lition 
They 
y the 
wulat- 
point 
their 


of a 
itical 
tele- 
f the 
will 
ence. 
pres- 
early 
were 
ising 
> Re- 
Jans. 
0 ft. 
full- 
yees. 
year 


yr of 


nily. 


949 








This is one of the firm's typical window displays of tools. Power tools 
occupy the background with hand tools in foreground and upon the wall. 


Front-of-Store 
Display An Aid 
fo Tool Sales 


Leach & Thompson Co., Inc., features them where 
they cannot be overlooked and gives them added 
emphasis in window displays and newspaper ads 


ee dis- 
play space is given to power and 
hand tools at the Leach & Thomp- 
son Co., Inc., Spencer, lowa, due 
to the fact that farmer demand for 
these tools is very strong most 


months of the year. R. P. Hughes, 
who with his partners. A. J. Dun- 
can and Ann Petersen. owns and 
operates the store, takes advantage 
of this condition and accords them 
prominent display space. 

Spencer, known for many years 
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as one of the best farm towns in 
the middle west, lies in the heart 
of a rich corn and hog producing 
area, as well as a good dairy and 
poultry region. Farmers in that 
area own farms which run from 
100 to 300 acres in size. Many 
hand and power tools are needed 
for a wide variety of minor and 
major repair jobs occurring on 
these farms. That is one reason 
why thosé farmers come into a 
hardware store and buy from $25 
to $100 or more of tools at one 
time, says Mr. Hughes. 


Featured Sidewall Space 


A recent tool window at this 
store made effective use of win 
dow sidewall space. Hand saws as 
well as small circular saws were 
hung on this sidewall space on 
nails. Because the contrasting 
background was white, the mount- 
ed saws stood out clearly and at- 
tracted the attention of numerous 
farmers and _ townsfolks. Other 
types of tools occupied the rest of 
the window display space. 

On the right side of the store, 
just inside the main door, is the 
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And here is a part of the up-front interior display. A step-up 
table, also located at the front, is used to feature other tools. 


principal display of hand and 
power tools. Some are displayed 
on the wall while others are on a 
step-up table made for the pur- 
pose. Many of the hand tools are 
shown against a light background 
on the wall, with every item in 
place, and the entire wall lighted 
with fluorescents. 


House Committee 


HE House Armed _ Services 

Committee is considering a 
four-point program designed to 
end the unfair competition that 
private retailers say they are ex- 
periencing from Army post ex- 
changes and Navy ships’ stores. 

The American Retail Federa- 
tion, in a program submitted to 
Representative Vinson (Democrat, 
of Georgia), chairman of the 
House Armed Services Committee, 
says that retailers are being un- 
necessarily hampered by the Army 
and Navy stores because: 

1—-The military forces sell 
many items which are far beyond 
the scope of the “items of conveni- 
ence and necessity” as prescribed 
by Congress. 

2—Exchanges and stores, 
through their “special order pro- 
gram,” procure, upon request, 
products that are not items of 
“convenience and necessity.” 

3—Non-military personnel are 
able to use the facilities of ex- 
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The aisle table begins at floor 
level, with some small lathes dis- 
played, grinders, motors, torches 
and abrasives. The farm trade 
going in and out of the store 
always stops to look at these items 
on display. 

The store’s service men who de- 
liver bottled gas and appliances 





to a wide area in this part of 
Iowa, have an opportunity to sell 
power tools to many farmers. 
They mention the tools at the 
store and invite farmers to drop 
in and look over the stock. Rec- 
ommendations of this kind direct 
much farm trade to the store’s 
tool department throughout the en- 
tire year. 


Wide Sales Appeal 


“We feel that a good hand and 
power tool window has a wide 
sales appeal,” says Mr. Hughes, 
“because each item has its own 
individual appeal to the prospect. 
He may need a saw, hammer, 
level, plane, pliers, screwdriver, 
lathe, grinding wheel, motor, etc. 
At least one or two of these items, 
well shown, will get his attention 
and perhaps cause him to come 
in and buy. Most homeowners, 
especially farmers, want to have 
a complete set of good tools—some 
day. It’s our business to try to 
make that some day — today — 
which we do through good dis- 
plays, plus adequate newspaper 
advertising.” 


Plans to End P-X vs. Retailer Competition 


Washington Bureau 
Of Hardware Age 


go © 


changes and stores through friends 
and acquaintances. 

4—The military forces are not 
required to collect the 20 per cent 
federal excise tax on luggage, 
jewelry, toilet articles and other 
goods subject to the tax when sold 
in private retail establishments. 

The Armed Services Committee 
has not yet scheduled hearings on 
these problems. But members of 
the committee feel they will be 
forced to air these issues if the 
complaints of retailers continue to 
grow in volume and in number. 

Meanwhile, the House Ways 
and Means Committee is consider- 
ing a bill (H.R. 313) sponsored 
by Representative Vinson which 
would make the various federal ex- 
cise taxes apply to sales in the 
Army and Navy stores as well as 
in civilian establishments. 

The Ways and Means Commit- 
tee has not yet acted on the Vinson 


proposal. Democratic members of 
the committee are hesitant to bring 
up the subject of excise taxes be- 
cause of the huge amount of rev- 
enue they bring in and the neces- 
sity for high taxes under the fed- 
eral budget submitted by Presi- 
dent Truman. 

Privately, they admit there are 
many inequities in the present ex- 
cise tax system, but they feel that 
if they open the subject to correct 
these inequities, they will be open- 
ing the door for revision of the 
entire excise structure. 

Republican members of the 
Ways and Means Committee have, 
meanwhile, been campaigning for 
an inquiry into the present excise 
tax system with a view to correc- 
tion of inequities and reduction or 
elimination of the special wartime 
excise taxes, many of which are 
still on the books. The Republican 
majority has officially endorsed 
these efforts on the part of indi- 
vidual members. 
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Roger Strachota gets into his car preparatory to calling upon a homeowner. 


It's the Follow-Up That 


Develops Extra Sales 


Strachota-Behnke has built up plenty of ‘plus’ 


business by drawing out its store traffic and 


succeeds in turning small orders into big ones 


te man who is build- 


ing a home, or planning to build. 
and also the man who is remodel- 
ing his home or planning to re- 
model, comes into the hardware 
store quite often and mentions his 
projects, as he buys various inci- 
dental articles. 

This is the opportunity for the 
alert hardware dealer and his staff 
to get extra sales, believes Roger 
Strachota, who with Norbert 
Behnke, owns Strachota-Behnke, 


Elm Grove, Wis., in a_ rapidly 
growing district about seven miles 
west of Milwaukee. 

“When we hear one of our cus- 
tomers say that he is going to 
build or remodel,” says Mr. Stra- 
chota, “we ask him for a chance 
to figure on some of the work. 
Often, some of these customers 
are surprised to learn what we 
have to offer the home builder, 
even though we are a small town 
hardware store. And by co-oper- 
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ating with the homeowner in this 
respect, we land some mighty fine 
orders.” 

Mr. Strachota cites an instance 
where his firm furnished all the 
builders’ hardware, all the light 
fixtures, two bathroom installa- 
tions, a septic tank, a hot water 
heater, a refrigerator and an auto- 
matic washer, for the home of a 
customer who was sold when he 
came into the store to buy some 
tools. 

“We sell many of these items 
without stirring from the store,” 
points out Mr. Strachota. “Not 
that we wouldn’t call on a man at 
his home if we had a good tip. 
We do that sometimes. 

“However, with all the traffic 
a hardware store gets every day, 


(Continued on page 132) 















































Announcing a New Feature for Hardware Age Readers 
Hardware Age Display | Id 
"Column Displays" for Paint Department 
columr 
angle i 
The 
front ¢ 
for ab 
paint c 
is plyw 
Sign 
brands 
can be 
spot th 
This 
unit if 
in your 
in pair 
of pail 
tomer’: 
ditiona 
the dis 
a table t 
| This column fixture was de- 7 
| signed for a mass display of paints 
| and paint tools, and it shows how 
| to stock and display the maximum 
| amount of goods in the minimum 
| of floor space. 
| The detail drawing shows how 
| the table can be built out of 34-in. 
SS Se | plywood and the shelf supports 
> | will provide the necessary braces 
ms 
a aD rc | to take the heavy load of gallon 
| . ies + . | paint cans. 
| ae aeounncoumn | Y__| | (" Here the design of the fixture 
| aig eT \4 ae a — | makes it possible to display many 
| may | related items together, such as 
| - waned a ee a _____} paint tools, scrapers, putty knives, a 
plastic woods, glass cutters on top L 
M of the table in bins, and priced 
ANY stores have associated with them can easily be __ with clips as shown. 
to contend with supporting col- converted into good selling area Paint brushes can be hung be- 
umns when designing a fixture by building specially designed col- tween metal hooks attached to the 
layout, and the dead space usually —_ umn fixtures. 5 panel which is anchored to the = 
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Ideas 


column with a wood cleat or small 
angle irons. 

The step displayer shown at the 
front of the column will be ideal 
for a build up display of small size 
paint cans, and the overhead sign 
is plywood attached to the column. 

Signs to feature “advertised 
brands” or some special promotion 
can be attached and the sign will 
spot the paint department. 

This column fixture or island 
unit if installed in a good location 
in your store will sell paint and tie 
in paint tools, as a mass display 
of paint always catches the cus- 
tomer’s eye and in many cases ad- 
ditional sales will be made from 
the display of related items on the 
table top. 


To help those hardware dealers who do not have a professional 
display man HARDWARE AGE has arranged with a display con- 
sultant, having more than 20 years’ experience in designing and 
building both window and store interior displays, to write a series 
of articles on these important phases of successful operation. The 
author of this series—which will gta in every other issue of this 


publication—has gained practical experience, in his own business, 
designing and building fixtures and displays for retail stores. 


Your comments and suggestions are invited as to the types and 
kinds of displays YOU would like to see featured, in these pages. 
Should you wish information as to sources of supply for hardware 
used in these display fixtures or about any other phase of these sug- 


gestions, please address your inquiries to: 


Display Editor, c/o Hardware Age, 100 East 42nd St., New York 


17, N. Y. 


Another good feature of the en- 
tire display is that many related 
items can be shown together, a 
very important part of good mer- 
chandise presentation. 

This policy of grouping related 
lines together should be practised 
throughout your store wherever 


possible, and will result in many 
extra impulse sales. 

The detail drawing shows how 
to make the wooden glass supports 
or chrome finish metal supports 
you can purchase. Also shown are 
the metal corners and splicers used 
to bin off the table top. 


Column Displays for Power Tool Department 
(Detail illustration on page 114) 


The drawing on this page shows 
how a column can be converted 
into part of an attractive power 


tool booth—a real selling asset. 


It is good store planning to lo- 


cate this fixture in such a position 
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Detail of power tool display fixture. 


that the column becomes a use- 
ful part of the booth. 

Note how a suitable size display 
case, complete with glass sliding 
doors can be attached to the col- 
umn. The case can easily be il- 
luminated with a concealed fluo- 
rescent tube light installed in the 
top section. 

An eye-catching sign can also be 


suspended from the side of the 
column to spot the booth through- 
out the store. This sign can be 
cut out of 34-in. plywood on a 
band saw and painted and lettered 
by your local sign man. 

The minimum width of this type 
demonstration booth should be 24 
in. for each counter width and 4 ft. 
inside space for the demonstrator. 





This can be increased to any other 
suitable width the size of your 
store will allow. 

Plate glass should be installed 
around the counter. Edge it for 
customer protection during the 
demonstration as shown in the 
drawing. 

The small drawing shows a con- 
struction detail of the glass sup- 
ports, also one of a one step riser 
which should be built to fit snugly 
around the column. Many power 
tool accessory items, wrench-sets. 
and special tools mounted on show 
cards, can be displayed on this 
step platform, raised up above the 
level of the other goods which are 
in the bins. 

A fluorescent light strip can be 
installed under the overhanging 
edge of the counters to highlight 
the tools displayed on the sides of 
the unit. This will make a very 
attractive display and many plus 
sales will result. 

The entire booth can be built 
out of 5%-in. or %4-in. plywood 
by your local carpenter and the 
initial investment will prove a 
worthwhile one. Power tools sell 
better when actual demonstrations 
are provided in your store. 


Installment Terms Eased in Modified “Regulation W” 


Down Payments Cut to 15 Per Cent; Payment Periods Extended 


HE Board of Governors of the 

Federal Reserve System, March 
2, extended the credit maturity 
period to 21 months and reduced 
the amount required for down 
payments on all controlled com- 
modities except automobiles from 
20 per cent to 15 per cent. 

The Board says it will continue 
to use the credit-control authority 
granted it last year by the 80th 
Congress “flexibly,” and stated 
that it “would be ready at all 
times to tighten or relax the terms 
in accordance with the objectives 
of the authority and with a view 
to sound credit conditions.” 

Prior to March 7, the maximum 
maturity .on purchases under 
$1,000 was 15 months, while the 
maximum maturity on credits 
above $1,000 was 18 months. The 
change places the maximum ma- 
turity at 21 months in all cases. 
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The change in the down pay- 
ment requirement of from 20 per 
cent to 15 per cent applies to such 
articles as cooking stoves, dish- 
washers, ironers, refrigerators, 
washing machines, combinations 
of the above items, air condition- 
ers (room units), radio and tele- 
vision sets, phonographs, sewing 
machines, suction cleaners, furni- 
ture, and soft-surface floor cover- 
ings. 

The required down payment for 
automobiles remains at 33 1/3 per 
cent. The board. made no com- 
ment on its failure to lower this 
requirement, although the Federal 
Reserve System has been the target 
of considerable criticism because 
of the “one-third down” require- 
ment. 


Representative Wright Patman 
(Democrat, of Texas) said he was 
“particularly disappointed” at the 
board’s failure to extend the per- 
iod of payment for automobiles to 
24 or 30 months. 

Senator Joseph O’Mahoney 
(Democrat, of Wyoming) said the 
board’s action was a “step that 
will tend to promote the distribu- 
tion of inventories.” “I applaud 
the action of the Board of Gov- 
ernors as a clear illustration of the 
wise exercise of government con- 
trols,” he said. 

The board said its modification 
of consumer credit controls (Regu- 
lation W) was based on con- 
tinuous study of the operations of 
the regulation since it was rein- 
stated in September, 1948, and on 
the experience of Federal Reserve 
Banks and their branches in its 
administration in the field. 
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Merchandising in 
A Normal Market 


Pointing out that the normal buyer's market is a competitive 
one, providing constant challenge to manufacturers to improve 
quality, develop new products and improve their manufacturing 
techniques, he says hardware dealers must compete to hold old 
customers and attract new ones. Good merchandising, he says, 
can add an impulse purchase to a planned purchase. Depart- 
mentalize your stock, concentrate on your fast moving items, 
and get an inventory control system operating in your store. 
Support your selling efforts with advertising, urges Mr. Johnson. 


By MEADE JOHNSON* 
General Sales Manager, 
Stamford Division, 


The Yale & Towne Mfg. Co. 





MEADE JOHNSON 


= was once a 


time, not so very long ago, when 
vast numbers of retailers in vari- 
ous lines, throughout the United 
States, thought the acme of good 
merchandising was the posting of 
a sign bearing the legend: “If you 
don’t see what you want, ask for 
it.” Merchandising on the basis 
of “If you don’t see what you 
want, ask for it,” is contradicted 





(* From an address before the South- 
ern California Retail Hardware Asso- 
ciation, in Los Angeles, Calif., Feb. 22.) 
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today by everything we know of 
the art of successful retail selling. 

Of course, during the war years 
and in the months following the 
war, when there existed what the 
economists euphemistically called 
a “seller’s market,” the art of sell- 
ing became dulled. You were able 
to sell anything—if you were able 
to get anything to sell. The public 
was constantly shopping, search- 
ing from place to place, not for 
low priced goods, not even for 
quality goods; but for any goods. 
Except in instances where stand- 
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ards of quality were outrageously 
corrupted, selling during that time 
was practically automatic. 


The times, however, have 
changed inevitably. The day of 
the seller's market is over. The 
consuming public is rapidly re- 
acquiring what I like to think of 
as the “buyer’s inalienable right 
of choice and avoidance.” That 
is: Buyers should have the right 
to choose goods to purchase on 
the basis of price and quality, and 
avoid purchasing goods that don’t 
meet standards of price and qual- 
ity. 

In the transformation from a 
seller's market to a normal buyer’s 
market, we are restoring the tra- 
ditional atmosphere in which 
American business functions best 
and flourishes best. 


A Competitive Market 


The normal buyer’s market is a 
competitive market. In it are 
those conditions which stimulate 
innovations, improvements, inven- 
tions. 

Manufacturers, since they are 
also sellers, find the normal buy- 
er’s market a constant challenge 
to improve the quality of their 
products, to develop new products, 
and to improve their manufactur- 
ing techniques. 

Retailers, on their part, must 
also accommodate themselves to 
the fact of the buying public’s 
right of choice and avoidance. 
They no longer have the dubious 
advantage whereby they can sell 
automatically. Because the sup- 
ply of goods is increasing, because 
the buying public is now regain- 
ing its right of shopping for goods 
that fulfill its standards of price 
and quality, retailers must now 
compete with each other to hold 
their old customers, and _ attract 
new ones. 

The merchandising gauntlet is 
down. The changing conditions of 
our economy, in themselves elo- 
quent testimony to the strength 
and dynamism of American enter- 
prise, now pose a real challenge 
to businessmen. Those who cling 
to the “if-you-don’t-see-what-you- 
want” kind of selling, in my opin- 
ion, will be hard pressed to meet 
the challenge of the returning 
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buyer's market. Those. however, 
who re-acquire and re-apply the 
art of selling, through use of mod- 
ern methods of merchandising, are 
going to continue to prosper and 
grow. 

In this discussion, I think the 
word “merchandising” is more 
apt than the word “selling.” Let 
me define what merchandising 
means to me. 

Merchandising is making your 
goods easy to buy. It is the 
mobilization of all available means 
to effect a satisfactory sale. It is 
making a sale in which we plant 
the seed for a repeat sale. 

Merchandising is a creative ac- 
tivity. It calls for the use of 
imagination. Merchandising tools 
are all those things that induce a 
buyer to choose your goods, at 
your price. These tools include 
window and point-of-purchase dis- 
plays, operating mounted samples, 
newspaper and radio advertising, 
publicity about your service to 
customers, product knowledge. 
range of products carried, and at- 
tractive store appearance. 


An aspect of merchandising is 
customer comfort in shopping con- 
veniently in your store. 

Since the object of merchandis- 
ing is to sell as much as your 
customers can use, at a profit, an- 
other of its aspects then is modern 
stock control to facilitate faster 
turnover of profitable items. Good 
merchandising also involves a 
proper understanding of the mar- 
ket you are trying to sell, so that 
the inventory you carry is posi- 
tively related to the requirements 
of your customers. 


Especially Adaptable 


For reasons that are peculiarly 
inherent in the origins of the hard- 
ware business, hardware dealers, 
in the main, only recently adopted 
modern merchandising methods. 
Yet, the hardware business is espe- 
cially adaptable to good retail 
merchandising. 

Hardware dealers deal, merchan- 
dising-wise, in two general cate- 
gories of products. They sell “im- 
pulse” items, which are goods 





Balcony Record Department Affords Privacy 


HEN people look at records 

and discuss their purchase 

they like to have both space and 

privacy. So says C. Lange, owner 

of McGregor Hardware, McGre- 

gor, lowa, who has fashioned a 

special display room on the store 

balcony for records as well as ra- 
dios and record players. 

There are also a couple of audi- 


tion booths there where customers 
can play records. Mr. Lange says 
that often an entire farm family 
will gather on the balcony and lis- 
ten to eight or 10 record selections 
during a half hour period. The 
department is equipped with good 
lighting, an attractive linoleum 
floor and several chairs for waiting 
customers. 





Here's a section of the record department showing audition booths. 


116 


bought by consumers without pre- 
meditation, after passing, so to 
speak, a display, a slogan, an ad- 
vertisement that stimulates their 
impulse to buy. Hardware dealers 
also sell products which are 
bought generally after the con- 
sumer, in response to a need, de- 
cides and plans to buy them. Good 
merchandising can add an impulse 
purchase to a planned purchase. 
Good merchandising induces the 
planned purchaser to make the 
purchase in one establishment as 
against another. 

Now let’s get down to particu- 
lars about some of the tools and 
methods of good merchandising. 
Let’s see how they apply to the 
hardware business. 

Everybody pays lip service to 
window displays; but only re- 
cently have we learned how really 
effective window displays can be 
in hardware stores. Tests prove 
that your store windows are po- 
tential money-makers for you. 


The Tests 


The tests I am talking about are 
those undertaken last summer by 
the Point-of-Purchase Advertising 
Institute in Rochester and Syra- 
cuse, N. Y., in which Yale & 
Towne participated with four 
other well-known brand-name man- 
ufacturers. 

These tests were conducted dur- 
ing a six-week period in 10 hard- 
ware stores in Rochester, N. Y. 
During a period in the test, 10 
hardware stores in Rochester for 
a period of two weeks had planned 
window displays devoted entirely 
to our locks and hardware. No 
other form of advertising was em- 
ployed at the time. Yet, on the 
strength of these window displays 
alone, the 10 hardware stores in 
the experiment increased their 
business in our products by 100 
per cent. In addition, after the 
displays were removed from the 
windows of the 10 stores, the sale 
of Yale locks, night latches, pad- 
locks and door closers was 50 per 
cent greater than normal for an 
additional two weeks. 

And let me tell you something 
else. During the period the dis- 
plays were shown, 10 other hard- 
ware stores surveyed in the city 
of Rochester reported an increase 
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of 44 per cent in the sale of our 
products over their normal volume. 

The experiment was a carefully 
controlled test, supervised by Fact 
Finders, Inc., and I believe it con- 
clusively proves that window dis- 
plays are a powerful selling tool 
for the retail hardware business. 

The other important area of dis- 
play, of course, is the interior of 
your store. The window display 
brings customers to your store 
and into your store; the inside 
displays clinch the sale and help 
sell related items. 

Merchandising and selling by 
display is the aggressive, positive 
method that is directly opposite to 
the negative “if-you-don’t-see- 
what-you-want-ask-for-it” method. 
\s hardware dealers, you can as- 
sume that the public knows you 
carry such products as fall in the 
category of the planned, premedi- 
tated purchase. 


For Impulse Items 


Generally, however, your dis- 
play space and display budget 
should be used for impulse items, 
and for products which can stimu- 
late impulse buying. Padlocks, in 
some classes, are impulse items, 
for example, and should be dis- 
played. Consumers decide to buy 
impulse items when they see them 
on display. 

On the other hand, there are 
products which should also be dis- 
played which are not ordinarily 
considered impulse items, but 
which can be transformed into im- 
pulse items because of special 
conditions. A consumer does not 
buy an ordinary night latch, for 
example, if his present latch is 
functioning adequately. Usually 
night latches are bought only when 
needed. However, new, vastly im- 
proved night latches, with new fea- 
tures, if properly displayed, can 
induce consumers to replace their 
old latches. 

Display should be used to focus 
attention at the right time on sea- 
sonal items. In this respect. dis- 
plays serve as a reminder. Late 
winter and early spring are the 
times to begin displaying your 
screen door hardware, garden im- 
plements, and miscellaneous hard- 
ware for spring cleaning. 

Whenever possible, displays 
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should include the actual product, 
and more preferably, the product- 
in-use, or it should be so displayed 
that it can be tried and operated. 

A wide variety of tested display 
material for counters, interior 
store islands and windows can be 
had. All the brand-name manu- 
facturer wants from the dealer is 
that the display material be used 
for its intended purpose—selling 
products—not cluttering up the 
cellar. 


Cannot Do the Job Alone 


Display alone, of course, cannot 
do the full merchandising job. 
Obviously, to support window and 
counter displays, the dealer must 
have on hand a proper stock of 
the products displayed, or imme- 
diate access to a distributor who 
will quickly replenish his supplies. 

This relationship between dis- 
play and adequate inventory was 
dramatically pointed up in the 


Rochester experiment. It was dis- 
covered there that the dealers had 
not had enough reserve stock of 
displayed products, and were 
quickly unable to satisfy demand. 
What happened in Rochester was 
that customers shopped in other 
stores until they found the items 
displayed. To capture the full 
benefit of the demand created by 
your displays, the rule is: Support 
your displays with adequate in- 
ventory. 

Good merchandising requires 
some versatility. If a man is in 
the hardware business, he should 
accept the reality of competition, 
and recognizing competition as a 
normal condition, he should con- 
scientiously seek to acquire the 
means of successful competition 
for himself. These means add up 
to merchandising, and one of them 
includes the ability to sell over 
the counter. Now, we all know 
that there is an over-the-counter 

(Continued on page 148) 





Hanging Baits Attract the Fishermen 


A WELL stocked sporting goods 
department, with fishing 
tackle as a leading attraction, is a 
feature at the Meyer Hardware. 
Petoskey, Mich. 

Petoskey is located in one of 
the best fishing areas of Michigan 
and has a heavy tourist traffic. 
This type of trade goes especially 
for baits, lanterns and many other 


t 
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outdoor items. At the Meyer store. 
baits are hung up on hooks where 
they can be seen more easily by 
the prospect than if they were 
shown flat in a box. This display 
idea helps make more sales. The 
department also carries a good 
stock of lanterns, handily dis- 
played. Fishermen buy them for 
early morning or after dusk fishing. 


oem ~ | 
a 
Sn A A bese = 
“ | ' _ 





These hanging baits catch the eyes of anglers and lead to sales. 
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The colorful record albums and the radio displays at left can be clearly seen from the sidewalk. 


$8000 Stock of Records 


ini PH records 
are the best traffic items car- 
ried by the separate appliance 
store of the Waters Hardware Co.. 
Junction City, Kan. With an in- 
ventory of $8,000 this store pro- 
vides a larger selection of “plat- 
ters” than any other establishment 
in town. 


Since records draw a great 
many people into the store they 
are displayed right up near the 
front, and with traffic appliances 
which are displayed in close prox- 
imity, they serve to bring custom- 
ers in contact with the major ap- 
pliances at the opposite side. 

Some 300 colorful albums of 
records are displayed on the wall 
cases and on two island _ tables. 
Two record audition rooms and a 
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larger room for radio demonstra- 
tion provide’ privacy as they are 


soundproofed. 


Major Appliances 


The Waters Hardware Co. want- 
ed to enjoy a lion’s share of the 
appliance business of Junction 
City so it opened the spacious ap- 
pliance store in the building next 
to its corner hardware store. Ma- 
jor appliances previously had been 
handled in the hardware store, but 
the expansion of other lines at the 
end of the war posed the question 
of how to get adequate floor space 
for them. In the new appliance 
store 20 or more large appliances 
can be shown, whereas in the hard- 
ware store it was possible to show 
only a few. 


Spacious aisles, soft fluorescent 
lighting and modern display fix- 
tures characterize the appliance 
store which was opened in No- 
vember, 1946. All central display 
fixtures are now set at an angle. 
although they are not so shown in 
the illustrations on these pages. 
They were changed from a straight 
line arrangement to make it easier 
to see merchandise in the back of 
the store. An unanticipated result 
of this plan is that the store now 
seems more spacious. 

The display floor is 50 ft. wide 
and 80 ft. deep. A model kitchen 
at the rear right is one of the fea- 
tures. It is fully operative. Em- 
ployees make regular use of the 
kitchen facilities, and customers 
may try the various appliances 
when they desire. 
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Maier appliances are shown on the right side. Small room in rear is fitted with a model kitchen. 


Builds Store Traffic 


Waters Hardware Co. separate appliance store has colorful 
phonograph record albums displayed near the front door. 
Store has three audition rooms and could use two more. 


Centrally located at the rear is 
a service counter, enclosing a 
small office space, and at the left 
rear is the manager's office. 


Storage Space 


Storage is provided in a space 
of 50 by 50 ft. behind the sales 
floor. Most of this space is de- 
voted to a repair and service shop 
and all appliances and instruments 
sold by the store can be serviced 
by trained repairmen. 

A definite advertising program 
is followed. The appliance store 

(Continued on page 143) 
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This separate appliance store was built next to the old hardware 
store when owners decided to develop the electrical goods market. 
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The sales presentation is 
your merchandise and 


Plow a Straight Furrow 


The retail salesman's job is to connect his merchandise 
with the customer's purse in the most effective manner. 
Find out what people want and try to give it to them— 
simplify the sales idea in easy steps and dramatize it 


—_ what they 
used to teach you in school?— 
that “A straight line is the short- 
est distance between two points.” 

In hardware sales work your 
merchandise is one point and the 
customer's pocketbook is the other. 
Your job is to connect the two in 
the surest and most effective man- 
ner possible. 

You can do this best by being 
business-like — not by wobbling 
around or weaving back and forth 
like a drunken driver. Of course 
some customers will force a detour 
here and there, but you'll do better 
if you bring them back into line 
as promptly as courtesy permits. 

Some hardware salespeople muff 
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rhany prospects because they them- 
selves ramble around. They gen- 
eralize about sales points on 
which they should be specific. 
They give vague information or 
descriptions when the customer 
wants actual facts. 

Why flounder and flop? It’s 
better to plow a straight furrow 
right through the sales field. 

One of the first requisites in 
the successful selling of hardware 
items is to be understood. This 
takes more thought and effort than 
slapstick selling. Your job is to 
clarify, not confuse. 


Three Sales Points 
Even if you are selling techni- 
cal products, or complicated equip- 


ment, the simpler the sales ex- 
planation the more effective it will 
be. Instead of getting involved in 
tedious or insignificant details, 
follow these three rules of a good 
advertising writer: 

1. Simplify the sales idea. 

2. Express it in simple steps 
which the average person can 
readily grasp. 

3. Dramatize it in terms of the 
prospect's own usage. 

A certain amount of talk on 
sideline subjects may help you 
get closer to your customer, but 
this needs to be regulated. No use 
to waste time discussing politics, 
religion or other controversial 
subjects; they just slow down 
sales. 
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the straight line between 
the customer's dollar. 


in Sales Work 


Even the weather is a risky sub- 
ject at times. It certainly doesn’t 
advance the sale to say, “This 
rain is a mess.” Or, “Funny 
how contrary the weather is these 
days—always too hot or too cold.” 

Destructive or negative ideas 
are bad—on any subject—at any 
stage of the sales process. 

Why say at the start, “Don’t 
want any garden tools today, do 
you?” 

Or at the finish, “Don’t want 
some seeds or fertilizers to go 
along with your other stuff, do 
you?” 

Why, of course not. You've 
planted the “no” idea before the 
prospect has a chance to think one 
way or the other. 


Be Clear and Specific 


Statements that are clear and 
crisp, and put across an idea, are 
best of all. For example, instead 
of saying, “This is a good new 
coffee maker,” why not say, “This 
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new aluminum coffe maker is easy 
to use and sure in results—you'll 
get good coffee every time with 
it.” 

Or, “These sun glasses have 
lenses 50 per cent more effective 
and do a better job of protecting 
your eyes.” 

On packaged items, instead of 
“Do you want the big one?” why 
not say, “This economy size will 
save you 47 cents over the cost 
of two smaller units. That’s what 
you want, isn’t it?” 

The height of brevity is prob- 
ably represented in such advertis- 
ing slogans as these: Ivory soap, 
“It floats.” Chesterfield cigarettes, 
“They satisfy.” Lucky Strikes, 
“They’re toasted.” Coca-Cola, “The 
pause that refreshes.” 

Face-to-face selling in hardware 
lines can’t be that brief except on 
everyday items, but it can be made 
more effective by good guidance. 
Idle talk or pointless conversation, 
when allowed to get out of hand. 
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By BRIANT SANDO 
President, 
The Sando Co., 
Orange, Cal. 


simply delays: or demoralizes the 
sale. 

The strategy of handling pros- 
pects can be embodied in two 
short sentences: 

1. Find out what people want. 

2. Try to give it to them. 

Sometimes you have to fish 
around for a while to find oul 
what the other fellow wants—he 
may not be sure himself until you 
help him along. But as soon as 
you hit the spot, then show exactly 
how your product or service will 


fill the bill. 
“You Talk Too Much" 


It is easy to waste time in sell- 
ing most hardware or specialty 
items unless you get the facts first. 

For example, let’s say you're 
trying to sell a refrigerator. To a 
man who does a lot of entertaining 
your talk should stress an abun- 
dance of ice cubes. A woman 
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with five children wants plenty of 
space for milk bottles. 

You can find out angles like 
that by using your ears, as well 
as your tongue, during each sales 
presentation. 

Another example: A friend of 
mine went into a store to buy 
some new tires and the attendant 
kept talking about price. My 
friend was interested only in safe- 
ty—he had “skid phobia” because 
he had recently been in a very ser- 
ious accident on a slippery pave- 
ment. 


Illustrated a Point 


I saw a movie the other night 
that got a laugh out of the audi- 
ence at the same time it illustrated 
a point in salesmanship. At the 
climax of a love scene the heroine 
kept chattering about endless sub- 
jects until the hero took her in his 
arms and said simply, “You talk 
too much.” 

It is poor salesmanship to mo- 
nopolize the conversation—unless 
the other fellow is a clam and 
won't open up. 

In selling various hardware 
lines I’ve often seen a salesman so 
full of his subject, so bubbling 
over with arguments in its favor, 
he never stopped talking. He not 
only wore people out, he cheated 
some prospects out of buying; he 
didn’t give them a chance to say 
anything. 


The Straight Truth 


When customers ask your opin- 
ion, it is best to’ explain impar- 
tially the differences between items 
and the advantages of each. At 
first, anyway. After you see which 
way the customer leans, you can 
shape your sales talk accordingly. 

Unless your customer asks for 
it point blank, better not feature 
your personal opinion. Rather. 
quote the opinions or experiences 
of leading customers, especially 
those well known or considered 
experts. That carries weight at all 
times. 

Honesty helps keep a sales fur- 
row straight. High pressure sales- 
manship that twists and turns or 
skips the truth may catch the 
suckers but it won’t build volume 
or repeat business. The rules of 
honesty and fair dealing are equal- 


122 


ly applicable to the selling of 
hardware or handkerchiefs, trac- 
tors or toys, subdivisions or soft 
drinks, playthings or perfumes. 


Based on Understanding 


These rules are based on an in- 
telligent understanding of the cus- 
tomer’s needs as well as the uses 
and benefits of the products for 
sale — a helpful attitude toward 
both your customer and your com- 
pany. 

Sometimes sales break down at 
the finish through lack of tact. 
Should a prospect dispute a state- 
ment you make, or question your 
judgment, don’t fly off the handle 
or show irritation. Just explain 
more fully in a pleasant manner 
and then branch off on a related 


idea that will avoid a head-on clash 
or disagreement. 

For example, once I was shop- 
ping for a lawn mower and about 
ready to buy, when the sales clerk 
got huffy because I asked some 
very pointed questions about its 
construction, quality of materials 
and comparative price. I couldn’t 
take it. 

He apparently didn’t know the 
right answers to what I wanted to 
find out, and thought he could 
aggravate me into buying more 
rapidly. He aggravated me right 
out of the store. 

No use for a salesman to win 
the argument but lose the sale. 
The straight furrow wins; criss- 
cross the sales field and you may 
end up in the ditch if you don't 
watch out. 





Electrical Fixtures Nook a Profit Builder 


TORE traffic at the Staadt 
Hardware Co., Inc., 2816 N. 
Teutonia Ave., Milwaukee, Wis., 
always seems to congregate at the 
well lighted electrical fixtures 
nook, halfway down the length of 
the store. 

This area, lighted most of the 
day, contains a display of ceiling 
lighting fixtures, wall fixtures and 
electrical supplies. There are also 
a couple of aisle tables which show 
light bulbs and other related mer- 
chandise. Homeowners, browsing 
through this nook, often find many 
small items which they need in the 


way of electrical supplies at home. 

Builders’ hardware is also dis- 
played on wall panels. E. W. 
Staadt, president of the firm, states 
that many customers who buy 
either lighting fixtures or builders’ 
hardware will buy items from the 
other line as well. Thus the same 
location for both types of mer- 
chandise helps to boost sales for 
both. 

The Staadt Hardware Co. has 
been in business for 57 years. Ed- 
ward, the son of E. W. Staadt, is 
the third generation of Staadts to 
work in the store. 





Lighting fixtures and builders’ hardware are shown together 
and sales of items in one line often lead to sales in the other. 
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This model kitchen section is extremely popular with the feminine 
customers. The firm will employ outside salesmen for the department, 


Downtown Store Helps Firm 


Pyramid Profits 


W... the Dane 


Lumber Co., Beloit, Wis., decided 
to enlarge its retail showrooms 
about two years ago, in order to 
give more space to hardware, ap- 
pliance and other items, it faced 
the problem of how to attract 
more traffic. 

The firm’s warehouses and main 
building are located on the north 
side of Beloit, where city traffic 
naturally has a long way to travel. 
In the firm’s expansion program, 
a parcel of land in the downtown 
area was purchased on a secon- 
dary street and a new building 
erected, which houses a retail store 
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Dane Lumber Co., with main store on outskirts of 
Beloit, Wis., builds volume with new establishment. 
Model kitchen attracts numerous women customers 


on the first floor, and offices of 
the firm on the second. 

“Instead of asking the public to 
travel several miles to the out- 
skirts of the city to our main plant 
and to buy hardware, appliances 
and other items, we decided to go 
to the place where it was more 
convenient for most customers to 
view that merchandise,’’ says 
R. W. Dane. Jr.. who, with his 
brother, W. H. Dane, and _ his 
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father, R. W. Dane, operates the 
company. 

“While we are not on a heavily 
traveled main street in the down- 
town area,” says Mr. Dane, Jr., 
“we have made our location 
known to Beloit people by means 
of a consistent advertising pro- 
gram in which we used consider- 
able space. Our constantly grow- 
ing list of customers shows that 
people appreciate our store, mer- 
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chandise and service. We believe 
that it is more profitable to us to 
have this retail store closer down- 
town than to have it at our main 
location.” 

In the downtown area the Dane 
Lumber Co. has a large parking 
lot directly behind the large two- 
story, brick, steel and glass build- 
ing. Customers may use this lot 
free of charge. The parking privi- 
lege has been an important reason 
why many people in this city of 
28,000 like to come to the store. 

The front of the new building 
employs some glass block over the 








Here is the new downtown store. Ample parking space aids shoppers. tops of the display windows, as 
well as flanking the main door. 
The north side facing the parking 
entrance also has some glass block 
construction which adds a distinc- 
tive note to the building. 

Fluorescent lighting is used pro- 
fusely on the first floor which aids 
in showing the merchandise to ex- 
cellent advantage. Tools are dis- 
played at the north end -of the 
store against a knotty pine house- 
wall and roof background which 
appeals to homeowners. The large 
builders’ hardware section occu- : 
pies a sizable portion of the west 
wall, while center tables hold other b ' 
hardware items and small appli- : 
ance stock. 





The Model Kitchen 


Women like the model kitchen 
section which is located in the east 
end of the store. The firm makes 
a specialty of kitchen remodeling, MA 
drawing plans and sketches for in- 
terested homeowners and seeing 
that the various units are installed 
properly. 

Mr. Dane says that follow-up 
calls are made on owners of model 
kitchens, and that numerous tips 
from such customers are received 
and frequently resulted in addi- 
tional sales. The owner of a model 


kitchen is proud of it and usually a. 
shows it to many of her friends ABS 
and relatives, some of whom may ¥ ‘9g 
become active prospects. % x 
Appliances get considerable ‘eS 

ha 


space in the firm’s advertising 2 
program. Some full pages are 
taken during the year at a cost of 
approximately $160 per page and 
other ads occupy from a quarter 
The builders’ hardware section occupies a portion of the west wall. to a half page space. 
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SPONGE 


-. oo — = For clean-up work in hotels, restaurants, hospitals, 
7 “4 factories, shops, office buildings and the home. . . 
=e. MADE IN A VARIETY OF HANDY SIZES | there’s nothing like a Du Pont Cellulose Sponge. 
r in- ‘ 

Here’s why: 


eing AND SHAPES TO TAKE CARE 


alled * Soft and pliable when wet 

OF ALL CLEANING JOBS ® Tough and long-lasting 

® Won't scratch, contains no grit 
® Square corners reach all cracks 
® Holds lots of water, yet it floats 
® Easy to sterilize—just boil it 


chen 





w-up 
odel 

tips 
‘ived 
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Du Pont Sponges have grown so popular, we are 
having difficulty filling all the orders being received 
... but new production facilities will soon be in 
operation, so keep on asking for genuine Du Pont 
Sponges. Insist on the genuine for best results. 


QU PONT 


BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY 
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Salesmen in the photographic department give information to both customers 
and prospects. Camera fans are always exposed to items they want and will buy 


The "Know How" Counts 


In Selling Photo Supplies 


M. S. Young & Co. has a photographic inventory that 
hits the $40,000 mark. Knowledge of photography 


helps firm build a year ‘round business in line 


M. S. YOUNG & CO., 


wholesale and retail hardware firm 
of Allentown, Pa., entered the pho- 
tographic supplies business, in its 
retail store, several years ago with 
an inventory of about $4,000. To- 
day its retail division’s photo- 
graphic supplies department stock 
would have a value of over 
$40,000. 

Charles H. Gerhardt, credit 
manager, in commenting upon the 
department says, “Our photo- 
graphic department was opened 
with an inventory of about $4,000, 
which included dark room equip- 
ment which was not salable. We 
were approached to buy it from 
another hardware store which was 
going out of business. We had our 





Another view of the well-stocked camera section, including bulky 











choice of either buying the mer- and small ies—some of them being major units of sale 
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Experienced men 





Louis B. Cull, chairman of the board and 
general manager. 48 years with Cleve- 
land Chain. 








make better chain... 





and serve you better! 





HE Cleveland Chain organization, now in its 
80th year, throughout its history has been con- 





tinuously and actively operated by practical chain men. 


Raymond L. Round, president. 40 years 


Company executives, without exception, are men wits Conutend Chaia. 


who have “grown up” in the chain business. Their 
knowledge, experience and skill is reflected in every 
length of Cleveland Chain. 


To these men the production of fine chain is more 
than a business. It is a tradition to be upheld ...a 
reputation to be carefully guarded . . . a recognized 
responsibility which guarantees that customers will 
find security and satisfaction in every Cleveland product. 





Thornton E. Round, secretary and treas- 
urer. 38 years with Cleveland Chain. 


CLE VELAND [HAIN 





‘The Cleveland Chain & Mfy. Co. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 

5, Ohio. ¢ The Bridgeport Chain & Mfg. Co., Bridge- 

port 1, Conn. e Seattle Chain & Mfg. Co., Seattle 8, 

Wash. e Round California Chain Co., So. San Francisco 

and Los Angeles 54, California e Woodhouse Chain 
Works, Trenton 7, N. J. 





Certified 


CHAIN INSTITUTE 


Member 


Since TDR’ 1869 

David J.Gemmell, vice president in charge 
of sales. 30 years in the chain industry, 
20 years with Cleveland Chain. 






Security In Every Link 
eS eee pails Wor a rrr Nene a — ey ie en 
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chandise and equipment or of hav- 
ing some other firm buy it. Little 
did we know when we first entered 
this field that it would develop into 
such a profitable business. We 
never promoted the department, 
just letting it get around by word- 
of-mouth.” 


Section Has Grown 


The original photographic sup- 
plies department was contained in 
two 10-ft. cases, supplemented with 
shelving behind it, near the store 
entrance, Mr. Gerhardt was in 
charge of it. Today it is a full size 
section set up like a camera store 
specializing in such wares and ser- 
vices, inluding various types of 
cameras, chemicals for developing, 
printing and enlarging, photoflash 
and floodlight equipment and, in 
fact, just about everything an am- 
ateur and even professional pho- 
tographers want. The department 
now occupies 40 ft. of counters 
and shelves and the darkroom is 
in the company’s warehouse where 
there is more room for processing 
films. 

Mr. Gerhardt obtained his staff 
for the photographic department 
in the following manner: 

“I would take notice of the cus- 
tomers who bought photo supplies 
and did their own work and who 
seemed to know what they were 
doing,” he said. “I kept their 
names on hand without their 
knowing it. When the proper time 
came, I questioned them while 
they were at the store and found 
that one of our customers operated 
a free-lance business taking pic- 
tures of church weddings and an- 
other was a school photographer. 
These two customers knew their 
cameras, equipment and photo bus- 
iness in general and were hired. 

“They have turned out to be 
excellent sales clerks, as they are 
immensely interested in their work 
and have built up a following. The 
same application was made when 
we needed darkroom men, and we 
are more than pleased with our 
selection of personnel.” 

The greatest asset in this de- 
partment can probably be traced 
to the darkroom which was in- 
stalled in the basement of the store. 
Developing is done here with the 
equipment purchased from the old 
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store. Customers can get 24-hour 
service here, have an opportunity 
to check over their prints with the 
employees who made them and get 
immediate satisfaction. 

“Inasmuch as our darkroom 
men change places with us behind 
the counter during the day, cus- 
tomers have an opportunity of dis- 
cussing their photographs with 
them. This develops into personal 
friendships and builds good will 
for our department,” says Mr. Ger- 
hardt. 

One of the most important fac- 
tors in a photographic department 
is the employment of experienced 
help. Customers want to discuss 
their prints with sales clerks who 
know their problems and can help 





them. They also want to purchasé 
cameras from a department that 
knows the type to sell them that 
is best adapated to their type of 
picture taking. 

“It is very easy to oversell a 
camera in this department,” says 
Mr. Gerhardt. “This is a point 
worthy of careful consideration. 
Many amateurs cannot operate 
ground glass cameras, large, fast 
cameras or similar equipment. A 
sales clerk should know the type 
of picture taking that is going to 
be done and sell only the camera 
that will fit the job. If customers 
can take good pictures inexpen- 
sively with the camera sold to 
them, you can always expect them 
to return to your store.” 


More Understock Can Be Stored Cleaner 
And Neater in Table Drawers 


ERCHANDISING authorities 

are generally agreed that 
the lowest deck of the conven- 
tional modern hardware display 
fixture has little or no value from 
the display standpoint. In some 
stores understock is just jammed 
into these spaces in _hit-or-miss 
fashion, giving a cluttered and dis- 
ordered appearance. This problem 
has been solved to the satisfaction 


It's always an easy matter to obtain stock from these drawers. 


of the staff of Smith Bros., hard- 
ware store at Hamburg, N. Y., 
which had drawers built into these 
lower spaces. The full depth of 
the lower space can be utilized 
and understock can be checked 
easily and quickly, as the young 
woman is seen doing in this pic- 
ture. Dividers may be used where 
needed for the separation of small 
articles. 
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the SENSATIONAL NEW 


NOMINAL 


WEIGHT 
ONLY 
POUNDS F 






STURDY 
CONSTRUCTION 






4 
%. 


SELLCO CORPORATION 


815 ANDRUS BUILDING 


G), all MINNEAPOLIS 2, MINN. 





PAYSWELL 






50 Ibs. pressure 7 





tj 







BUILT-IN 
COMPRESSOR 


and MOTOR 














Pik 
& 
3 

a 













The PAYSWELL is the sprayer 
everyone has wanted. You can 
sell it and make money. 

MAIL THIS COUPON TODAY! 





Selico Corporation, 815 Andrus Bidg., Minneapolis 2, Minn 
|, too, want to make money with the Payswell Sprayer. | wor 
like to see all of your dealer aids and successful selling plo 
along with discount schedules. 












NAME 








(Please Print) 






ADDRESS 








Everything for Gardeners 








ARE HALF THE JOB 


dening tools and supplies. 


TO MAKE YOUR GARDENING 
EASIER USE THE PROPER TOOLS 


SPADING FORK ‘2.25 
GARDEN RAKE 1.50. 
GARDEN HOE 1.55 
LEAF RAKES 95¢ . 
NURSERYMAN’S HOE 1.55 











ACROSS FROM POST OFFICE 


MOREHOUSE =!" WELLS CO. 





IT’S GARDENING TIME ... save money this year by raising and canning 
your own vegetables! Come to MOREHOUSE & WELLS for all your gar- 





FLORAL SHOVEL 150 
GARDEN CULTIVATOR 4.98 a LIFTER... 3.50 
Sidewalk Edger 1.75 Sod Lifter 3.50 

<q ie 
Plant Scott’s GRASS mE SN Otos 
SEED mero 
Ane 
. 95e 
«4.65 
wm 8.95 
SCOTT'S TURF BUILDER ar and PACKAGE 
ee ee "Lea "ie iz Saniieis = — 
ow tat som 3.95 | Pencn pea inch Wax Beane Ih. 38e 
a= 2.50 w= 7.50 | Fersnccn Gest mes” te. ee 
Bive Bantam th. We 
tb. 3c 
te. 23< 
th. 60c 
th. 60c 
te. dee 
Sweetpeas, ounce 40c — Nasturtiums, 25¢ oz. 





250 EAST WILLIAM ST. 











NURSER sruone |” 
YOU Tenan YHOE.. 155 Fork | 


SIDEWALK EDGER 1.75 2-25 _— 








iia 
—__YBRID TEA Roses, 


—, 








(vewe 1859 








250 East William 





Here are sections devoted to the gardener which were parts of larger 
ads. There's plenty of information regarding products and prices here. 


A NOTEWORTHY 


selling outlet for garden seed, 
bulbs, rose bushes, garden tools, 
spreaders, lawn mowers, fertiliz- 
ers, hose, spray, spray guns, disin- 
fectants, fungicides, garden dust, 
trellis and such items, is the re- 
tail division of Morehouse & Wells 
Co., now located at 250 East Wil- 
liam street, Decatur, II]. 

For several years up to Oc- 
tober, 1947, this firm’s retail store 
was in the Standard Office build- 
ing. Ever since the company was 
established in 1859, the selling of 
seed and related goods has been a 
major activity of this firm which 
also operates a wholesale house in 
the same city. 
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The building currently occupied 
has three floors and about the 
same area of space as the old 
store. Situated across from De- 
catur’s postoffice, in the heart of 
the business district, the store’s lo- 
cation is highly strategic. 

Hardware supplies. fireplace fix- 
tures, builders’ hardware, a com- 
plete showing of garden tools, 
sprayers, grass seed in bags and 
in paper cartons, fertilizer, etc., 
are presented in the basement. 


Store Departmentalized 


The store is departmentalized as 
to items carried and attractive 
presentations of all goods are 
made. The management and em 


ployees all reason that shopping 
should be interesting and _ profit- 
able to the people who enter the 
store, and every effort is made 
to bring about such a condition. 


Starts Early 


The firm puts in effective win- 
dow trims of seed, garden tools 
and related items and also en- 
larges and otherwise builds up the 
seed department for seasonal sell- 
ing. This is done well in advance 
of the spring planting season. 

Last year one of the store win- 
dows was carpeted to resemble 
grass. On the left hand side of 
window was a showing of fertilizer, 
turf builders, lawn seed in sacks 
and paper cartons. On the right 
was a similar display to strike a 
happy balance. In between was a 
mass display of grass seed and 
turf builders. In the immediate 
foreground was a showing of these 
items on a raised platform. Garden 
tools were shown around the plat- 
form. 


Revolving Fixture 


In addition, there was a revolv- 
ing display which could be seen 
from any approach to the store. 
Its circular platform, made of 
wood. was about 31% ft. in di- 
ameter and was raised from the 
floor of window about 2 ft. This 
platform was covered with green 
crepe paper. The depth of plat- 
form was 6 in. In this space were 
fastened packets of seed*and they 
were strung out all along the cir- 
cumference of the platform. A 
display card that identified each 
variety of seed was also attached. 
The top of platform was used for 
displaying various kinds of seed 
in round glass dishes. A display 
card giving information as to each 
type of seed was placed in each 
glass container with copy in sufh- 
ciently large letters to be read at 
a glance. 
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Is Here But Sun and Rain 


Morehouse & Wells Co. starts featuring seeds and 


Visitors to the store see large 
display manufacturers’ cards, signs 
and cut-outs. All material of this 
kind is used to the best possible 
advantage as it stimulates sales, 
makes selling easier and gives 
valuable information about the 
products and their uses. 


Stairway Displays 


A few steps from the store en- 
trance is the stairway to the base- 
ment. This is about 8 ft. wide, so 
there is no crowding of visitors, 
when leaving or entering the base- 
ment. The landing platform is 6 
ft. across. Steps on the right and 
on the left serve to speed up traf- 
fic and give better balance to this 
section. At the extremity of plat- 
form, and plainly visible from the 
top of stairway, is a display of 
turf builder and lawn seed in sacks 
and paper cartons. They are fea- 
tured the full width of platform 
and rest against the railing. 

Adjacent to the landing is a 


large display unit used for garden 


tools, sprayers, hedge trimmers, 
sprinklers, garden hose, dandelion 
pickers, etc. Sacks of grass seed, 
turf builders, fertilizer and pack- 
aged grass seed are shown here. 


Weed Control 


There is also a special display 
of garden cultivators, garden 
plows, barrows, pick-up carts, hose 
reels, garden fence, trellis, lawn 
mowers and spreaders and a sec- 
tion devoted to weed control items. 
Interested persons can obtain in- 
formation and literature dealing 
with this latter problem, and can 
also buy the lawn food plus weed 
control that is offered in varying 
quantities. Full information is 
given as to how much turf builder 
or weed control is needed for a 
certain area. Prices are plainly 
quoted. 

In the mid section of the street 


garden supplies well in 


advance of the season. 


Extensive advertising supplements the displays. 








Decorative _illus- 
trations, compact 
copy and listing 
of seeds formed 
a winning com- 
bination in this 
three column by 
10-in. section of 
a large adver- 
tisement in one 
of the papers in 
Decatur, Il). 


O O 





Scott’s Grass Seed Now! 


Oo O Yes, warm spring days will start your grass 
seed off in good order. Don’t wait until the 


spring rains are over... Plant Now! 







BULK and PACKAGE 


For a Lawn You'll 
Take Pride In All 
Summer Long 


Plant 


5 LBS. 4.65.. LBS. 8.85 
~ i 





A Few of the Bulk Varieties in Vegetable and Flower Seeds 
Stringless Green Pod Beans. .Ib. 35¢ Golden Cross Bantam Hybrid 





Tender Green Beans...... Ib. 35¢ Sweet Corn ........... Ib. 60c 
Pencil Pod Black Wax Beans Ib. 35¢ Stowell’s White Hybrid — 
Improved Bush Limas..... Ib. 40¢ Hybrid Popcorn ..........Ib. 90¢ 
Fordhook Bush Limas ...... Ib. 40c Open Pollinated Sweet Corn. .Ib. 30c 
Blue Bantam Peas ....... lb. 30c — FLOWERS — 

Little Marvel Peas ....... Ib. 30c Sweet Peas ........%.....02. 40¢ 
SY SY Gi <a wweedan Ib. 25¢ Nasturtiums ones OB Be 


Complimentary Burpee’s Seed Catalogs. Get Your Copy! 

















floor, is a department devoted sole- 
ly to the sale of bulk seed and 
seed in the usual small packets. 
The section is augmented by show- 
ings of garden sprays, fertilizer, 
disinfectants, fungicides and other 
items necessary for the proper 
care of gardens or flower beds. 
Displays of seed are also fea- 
tured at various points outside of 
the department itself. In this way 
many impulse sales are made. Sev- 
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eral island displays of seed and 
related goods, as well as numerous 
tables are filled with displays and 
contribute their part in the selling 
scheme. 


Bulk Seed Sales 


Bulk seed is sold in a special 
deparment arranged to cut down 
the footwork of employees and 
speed up service to customers. 
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This department is on the main 
traffic lane and is adjacent to the 
housewares section which has al- 
ways been widely patronized since 
the store was opened. Consequent- 
ly, the seed department has one of 
the best locations in the store. 
Morehouse & Wells makes lib- 
eral use of newspaper advertising 
and the firm’s publicity is kept 
going without interruption. While 
the seed planting season is in full 
swing, and it is time to get the 
soil in shape for planting, the 


It's the 


it is often possible to get some 
very profitable business that you 
would get in no other way. Why 
not work your store traffic first, 
is our policy. Then, if you haven’t 
enough sales, start ringing door- 
bells.” 

This store’s service crew han- 
dles service and repairs on all 
types of appliances, and can also 
install water heaters, light fixtures 
and items of that sort. No home 
wiring is done, however, as the 
crew is busy enough without 
going into that field. 

“It is surprising how many 
homeowners want to buy build- 
ing items locally,” says Mr. Stra- 
chota, “but they often are not ap- 
proached properly by the hard- 
ware dealer. Let the customer 
know the items you can furnish 
and you'll make extra sales.” 

Mr. Strachota says that contrac- 
tors have learned that the store 
has a large and varied stock of 
builders’ hardware and other mer- 
chandise. When they are building 
homes in Elm Grove and need 
some extra items to fill out a con- 
tract, these contractors will often 
come to Strachota-Behnke for the 
merchandise, rather than driving 
all the way to Milwaukee. Through 
such small orders, Strachota- 
Behnke has gone on to develop a 
greater volume of business with 
contractors in the area. This is a 
department which is still growing 
steadily. 

“We like to work with home- 
owners and contractors,” says Mr. 
Strachota, “because this often gets 
us in quickly on a new home 
building or remodeling project. 
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store bears down heavily on what 
seeds to buy, when to buy, and 
how to plant seeds for best re- 
sults. 


A Reliable Source 


“Down through the years, our 
company has been a_ reliable 
source for seed and _ related 
goods,” says H. Ray Myers, store 
manager, “We have built up a 
reputation as a supplier of such 
merchandise and we do everything 





(Continued from page 111) 


It aids us in selling appliances 
and other merchandise. Long 
after the home is built and the 
owners have moved in, they con- 
tinue to come to our store for 
hardware, appliances and other 
needs. If we had not contacted 
them early for builders’ hardware 


possible to protect that reputation 
and enhance it. 

“The hardware store is a nat- 
ural selling outlet for seeds, gar- 
den equipment and _ everything 
associated with the successful 
growing of fruit, vegetables and 
flowers. We ever keep this thought 
in mind, and plan to get as much 
of the seasonal business as pos- 
sible and such other business of 
this nature as can be obtained 
throughout the year,” says Mr. 
Myers. 


Follow-Up That Develops Extra Sales 


and other business, the amount 
they would spend at our store 
today might be very small. Over 
the years, the homeowner spends 
a great deal for hardware and ap- 
pliances. We like to get as great 
a share of that business, locally, 
as we can.” 





Taking the "Ad" Out of Adversity 





Gg oO 


Schlafer Supply 
Co. found this _ 
portunity for cre- 
ating a little good 
will for itself with 
its customers dur- 
ing the moderni- 
zation program 
which its Apple- 
ton, Wis., store is 
now undergoing. 
The original ad 
was three columns 
in width by 10 in. 
in height. 


a 





We fore Sorry! 
OUR STORE IS A MESS! 


merchandise is covered with dust! 

it’s so noisy you can’t hear yourself think! 
you can’t get thru the aisles! 

holes in the ceiling and floor! 


full of husky he-men raising steel beams 
weighing tons! 
(uelped by a crew of kibitzers!) 


tables moved around so we can’t find 
anything you want! 


The Very Finest and 
Most Convenient Hardware Store 
In The Country! 


P S If you do not wish to get into this mess, just 
Pe phone us, 3-4433 and we will deliver your order 
promptly! 


SCHLAFERS 
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Can YOU 
resist the 

emptation, 
Mister ?/ 


ag 





Don't let customers talk 
you into it. 





Never sell the accessories 
off of your Gerity board. 


Better to keep a good 
stock of Lifetime Chrome on 
hand. 


and, Mister, if you don’t have a board at all... 


write today for @ Hard-selling display boards for wall, 


= 
complete catalog and counter, window. G e if t - 
price list on Supported by national advertising. 


* 
Lifetime Chrome @ Completeline of bathroom accessories. . 
P. S. The Gerity medicine @ Smartly modern designs with all the 
cabinet, too, offers top quality screws concealed. | C | 9 a | 
for top sales power. Perfect @ Tougher, heavier chrome that won't 
image mirror. Full length, chrome flake or wear off. CORPORATION 
plated, piano type hinge. @ Quicker, better installation with self- 
One piece construction. centering backplate. ADRIAN, MICH. 
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Dp & 


Distinctive ‘‘v‘'- 
shaped windows 
give people on 
the sidewalk a 
full view of the 
interior from 
most any angle. 


o- 2 


Enameledware a Sales Builder 
For Harlem Hardware Co. 


= people may 
think the retail end of the hard- 
ware business is easier than the 
wholesale end, but J. A. Sternberg 
says it isn’t necessarily so. 

It all started in the early months 
of 1948 when Mr. Sternberg 
learned that a food store firm was 
planning to open a large grocery 
market on the Harlem thorough- 
fare. That was the break he had 
been waiting for. Realizing that 
the food store, with a large park- 
ing lot, would be a traffic builder, 
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he made arrangements to have a 
building constructed on an empty 
lot directly across the street. 

In this building, 2625 N. Har- 
lem Ave., Chicago, IIl., Mr. Stern- 
berg is operating the Harlem 
Hardware Co. Open for business 
only since October 16, the store 


already has won many regular cus- 
tomers from Chicago’s northwest 
side and surrounding suburbs. 
Mr. Sternberg is, therefore, con- 
fident that the store’s layout and 
his methods of selling will assure 
continued success. 

Featuring knotty pine walls, 


Chicago firm does thorough selling job on 
this line. Unusual type of front gives the 
passers-by clear view of interior displays 
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Another FIRST for Richards-Wilcox 
New! Lubricated for Life! 


* 
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_Self-Lubricating Door Hangers 


with Oilite Bronze Bearings 





Richards-Wilcox, the world’s 
largest producer of door hang- 
ers, and manufacturers of the 
famous patented LOCK-JOINT 
TROLLEY TRACK, is proud 
to introduce the first sliding door 
hanger using famous Oilite Bear- 
ings. No oiling ever needed! 


! Stock and recommend this 
new, unbeatable R-W combina- 
tion for doors 1%” to 24” thick 
—BLUESTREAK Hangers and 
Lock-Joint Track. By actual 
test, BLUE STREAK Self-Lu- 
bricating Door Hangers will out- 
wear roller bearing hangers 3 to 
1. Write or telephone our near- 
est office for free folder. 


It Locks the Joints Together Permanently | 


r cus- 
nwest 
urbs. 
con- 

and 
ssure 


valls, 


. . 
wwincon® Richards-Wilcox M oF @ 
WILCOX . + 
“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 


FRW 


1880 1948 
4 Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C 
Indianapolis St. Louis New Orleans Des Moines Minneapolis Kansas City 
OVER 68 YEARS Los Angeles San Francisco Denver Seattle Detroit Atlanta Pittsburgh 
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o Popular Specialties 
2 PRICED RIGHT 


FOR QUIGK SALES 
AND GOOD PROFITS 







The New HI-LO 


@eeeeeoaoeeeeee eee 


Picnic Stove 








HOTTEST! 





Model HOTTER! 





HW 1300 j \ 
1142%x18” 3 
Shipping Wt i 

10 Ibs. ea 





Get set for picnic profits with the new, im- 
proved Hi-Lo—the only low-priced picnic 
stove that gives 4-way heat—broils, fries, 
grills—without moving food. Burns wood 
or charcoal, Packed in neat carrying case; 
easy to set up and use. Rugged welded 
construction. 


Space Saving 
**MULTI-LINE’’ 


Clothes Dryer 








50 Feet of Drying Space! 


Uses Only 2’ x 2’ Floor 
Space! 


No Splinters, Nails or 
rews! 


Easy to Set Up! 


Model HW 1229 
Shipping Wt. 12 Ibs. ea. 
Packed 3 to a carton 


A low cost dryer that appeals to 
every woman because it’s so com- 
pact and speedy to set up—just un- 
fold and gravity hinge falls into 
locked position. Kromolite finish pro- 
tects sheerest garments. Saves time 
for the housewife—speeds your sales! 


SEND TODAY FOR ILLUSTRATED 
FOLDERS ON THESE TWO FAST- 
MOVING ITEMS. MADE BY THE 
MAKER OF FAMOUS “Zipper-Top”’ 
and ‘‘Fold-Flat’’ Rubbish Burners. 





UNION STEEL 


PRODUCTS COMPANY 


Wire Products Division, Albion, Michigan 
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J. A. Sternberg shows a customer the features of his enamelware 
in front of the section of shelving devoted entirely to the line. 


matching shelves and islands, the 
80 by 30-ft. store is lighted 
throughout by 8-ft. fluorescent 
lamps. The fluorescent lighting, 
shining on the pine furnishings, 
provides the store’s interior with 
a fresh, outdoor appearance at all 
hours. Of greater importance is 
the fact that all of the merchan- 
dise on display can be inspected 
with a minimum of effort by pro- 
spective customers. 


Unusual Windows 


Another unusual feature is the 
windows, which make up the 30- 
ft. frontage. Designed to Mr. 
Sternberg’s specifications, they are 
shaped in the form of large V’s, 
with the points of the V’s facing 
Harlem Ave. This arrangement 
enables passers-by to walk between 
the V-shaped windows to get a 
good view of all the products dis- 
played inside. The clear-view win- 
dows and the below-eye-level dis- 
plays which identify the store 
encourage window shopping on 
the part of passers-by which is 
not limited to only a portion of 
the available merchandise. 


Easy for Browsers 


Once inside the store, customers 
may wander about at will without 
having an anxious sales clerk peer- 
ing over their shoulders. If they 
have a question or want to make a 
purchase, one of the store’s sales 
clerks then steps forward. Neatly 
arranged merchandise and two 


conveniently located wrapping 
counters help to facilitate the 
system. 


Study the Lines 


Although when he entered re- 
tailing, Mr. Sternberg knew very 
little about the merchandise he 
was stocking, he has since made it 
a special point to learn as much 
about every product as is prac- 
tical. His sales clerks are urged 
to use their spare time to study 
descriptive literature published by 
manufacturers. 

A case in point is the large sec- 
tion devoted to glass-on-steel 
porcelain enameledware. Soon 
after his store opened, Mr. Stern- 
berg learned that such utensils are 
popular in the area which he 
serves, so he immediately stocked 
one wall section and one island 
with the ware. 


Can Inform Customers 


When the displays were fin- 
ished, he and his staff read all of 
the material they could find about 
enameledware. Today when cus- 
tomers ask about enameledware, 
they are told about its glass-on- 
steel construction, and are in- 
formed that it is as easy to clean 
as any piece of fine china. What- 
ever the type of utensil, or any 
product for that matter, Mr. Stern- 
berg and his assistants know what 
it’s made of, how it should be 
used and how may be kept clean 
and in good condition. 
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SUPERIOR VALVE MFG. CO. « Cleveland 15, Ohio 


SUPERIOR FAUCET INSERTS 


Stop Faucet Leaks Easier to Install than Washers 
Make Old Faucets Better than New! 


Superior Faucet Inserts are manufactured in three models. The 
Standard Model with brass stem fits 95% of all faucets now in use. 
The De Luxe Model is identical to the standard but has a polished 
chrome stem. The “Special Short” Model is for modern short- 
stemmed faucets. 

All three models are available in right and left threads. 


FACTS & FIGURES 


Standard Model (Brass Stem) 





Suggested selling price, per dozen . . . . . « « $9.00 (75¢ each) 
oS ae ea ee en en ee ee ee 
—— Standard 
“Special Your Profit . . . $3.00 Medel 
Short” 
banged De Luxe Model (Chrome Stem) ® 
Suggested selling price, perdozen . . . . . . . . $10.80 (90¢ each) 
SS ~ « «7.20 (60¢ each) 


Your Profit . . . $3.60 
“Special Short” (Short Stem) 


Suggested selling price, per dozen . . . . «. «© «. $9.00 (75¢ each) 
Dealer cost : Wee cs a cel ee ee: her ag ee eee 
‘ Your Profit . . . $3.00 


installed in Zaunutes without removing faucet from water line . . . nothing to fit or adjust 


























Unscrew cap Remove Ej. lace old stem 5 | Your old faucet 
old faucet stem P Replace cap 4 
a old faucet with Superior Insert ‘ 7 is better than new. 
ae No leaks! 
SS SS § comin ce 
angel = 3 + ), % 
t——- Q / (= ) T 
fom i, £ C ; Li= d 
_§ a: < » = « > 









































The SUPERIOR Faucet Replacement Insert is a complete faucet 
mechanism that provides a new stem, new seat and new threads. It has the 
exclusive feature of a new “non-turn’ compression shutoff whereby all of 
the turning action is concentrated on the floating bronze bearing. This bear- 
ing is forced up by water pressure when handle is “on” . . . then forced down 
as handle is turned “‘off’’, sealing the water flow. The lower 


surface of the rubber washer serves only as a stationary 

gasket on the old faucet seat, the upper surface provides the PUT SUPERIORS 
new valve seat. The washer will last indefinitely as it never 

rotates, thereby eliminating all friction wear. Superior ON DISPLAY 


handle lock in stem fits virtually any faucet handle. Watch Them 
Sell Themselves! 





Each insert is mounted on an attractive display card and contains simple 


Ss ini Pp t R ' tr 44 installation instructions. One dozen inserts packed in sturdy carton 


Superior Valve Mfg. Co. * Cleveland 15, Ohio 
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F. the past 10 months 


the Dean has been confined to a 
convalescent hospital in Mount 
Vernon, N. Y., and is glad to re- 
port that he is almost fully recov- 
ered. One of my correspondents 
asks, “What did you do in the hos- 
pital to pass the time.” “I must 
admit I had a really good time. I 
read three daily newspapers and 
also a number of books I had 
wanted to read for a long time. 

Most of these books were on the 
early history of the United States 
and especially about the western 
part of the country. Like most 
Americans, I found my knowledge 
of the western development of this 
country was quite “sketchy,” so I 
grasped the hospital opportunity 
to read up and really post myself 
on the story of our western pio- 
neers. I have found it an interest- 
ing even a fascinating story s@ I 
am trying in a digested form to 
outline some of the highlights to 
my hardware readers. 


Out-of-Door Men 


This story should especially ap- 
peal to hunters and fishermen as 
our “pioneer” ancestors were out- 
of-door men. Kit Carson, as an 
example, spent 15 years without 
sleeping under a roof. He was 
Gen. John C. Fremont’s favorite 
guide and companion in his west- 
ern explorations as our govern- 
ment’s “official pathfinder” in 
-his western map-making journeys 
from 1838 up to his explorations 
in 1943-45. Wild Bill was Fre- 
mont’s wagon driver. Buffalo Bill 
was from Rochester, N. Y. After 
years with Fremont he bought and 
settled on a ranch on the North 
Platte river in Nebraska. As a boy 
in St. Louis, I not only secretly 
read and thrilled over Beadle’s 
dime novels but the exploits of In- 
dian fighters, pioneers and “moun- 
tain men” were a large part of the 
daily conversations of my family 
and friends. 

On the streets of St. Louis, when 
I was a child, “mountain men.” 
trappers. and guides were a com- 
mon ordinary sight. I remember 
very clearly when the news of Gen- 
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eral Custer’s defeat by Sitting Bull 
on the Little Big Horn in 1876 was 
published in St. Louis papers. The 
story of the great gold rush to Cali- 
fornia was well known to a St. 
Louis boy. 

Gold was discovered by James 
Marshall. a citizen of northwest 
Missouri, on Jan. 24, 1848—just 
a hundred years ago! Marshall 
was in poor shape and his doctor 
advised him to make the trip over- 
land to California for his health. 
Marshall arrived penniless at Sut- 
ter’s Mill on the American and 
Sacramento rivers near the present 
city of Sacramento. He entered 
into partnership with Sutter to 
build and operate a sawmill, Sut- 
ter was to supply the capital while 


Marshall would run the mill. Mar- 


shall was at work deepening the 
mill race when he discovered the 
particles of gold in the sand. They 
tried to keep the momentous dis- 
covery a secret but it was impos- 
sible. Then in his inaugural ad- 
dress of Dec. 6, 1848, President 
Polk spoke of the discovery of gold 
in a glowing address and the 
“rush” was on to get under full 
speed in 1849. Nothing like it had 
ever been known before. The 
people went gold crazy. Thou- 
sands of people of all stations of 
our life started for California, con- 
verging on St. Louis as an equip- 
ment and jumping-off place for the 
trek across the plains. 

Bands of from three or four to 
100 or more—men, women and 
children, equipped in St. Louis and 
then started on trails mapped by 
Fremont and Lewis and Clark for 
California. They had all kinds of 
equipment. One train was the 
wagons (the covered wagon) 
drawn by oxen, others by horses, 
or mules. Speed was important 
because the worst part of the jour- 
ney was the latter part, the passing 
through the Sierra Nevada Moun- 
tains. If the pioneers arrived in 
the mountains late they risked 
being caught in the snowstorms or 
being frozen or starved to death. 
In one of his early journeys Fre- 
mont lost half of his men and most 
of his animals by starvation and 
storms. 


Several Trails 


There were several trails. The 
best known was The Oregon-Calli- 
fornia Trail. This by way of the 
Missouri River, the North Platte. 
the South Platte Rivers and later 
the Humboldt. From St. Louis 
the first stop was on the Missouri 
River at Pierre Choteau’s landing 

now Kansas City, Mo. Other 
jumping off points were St. Jo- 
seph, Ft. Leavenworth and Council 
Bluffs—all on the Missouri River. 

Some pioneers left the Oregon 
trail at Fort Hall, now Pocatello. 
Idaho. Others turned southwest 
to the Sante Fe trail. 

A little history of the times may 
be appropriate here. At the close 
of the Mexican war in 1848, Utah, 
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together with New Mexico, Nevada 
and California, were ceded by | 









, the Mexico to the United States and 

1 the later Arizona was acquired by pur- 

They chase. | 

dis- Fremont married the daughter of | 

1pos- Missouri’s great Senator Thomas | 

| ad- Hart Benton and with great diffi- | 

dent culty Benton managed to get an 

gold appropriation through Congress 

the for $50,000 to defray expenses | 

full of Fremont mapping the various | 

had trails to the west. Our representa- There’s a Coldwell power mower for every mow- 
The tives of that day thought all of the ing job . . . a price range and a style spread to 
hou- country west of the Missouri river | help you sell all your power prospects. And every 
s of was a mountainous, desert region | Coldwell mower has plenty of features to convert 
con- inhabited by wild and ferocious shoppers into buyers. 

uip- Indian tribes, not worth even the Put some Coldwells on your 


floor this season. Let your 
customers see Coldwell quality 
for themselves. The Coldwell 


the cost of exploration. Of course the 
unexpected discovery of gold 
changed some of their ideas. 





r to , é ; 
seal line—famous since 1867—will 
. be one of your best spring and 
and Books Worth Reading ) ot i 
summer profit-makers! 
by 
sd If these rough notes happen to See your jobber, or write us 


~ excite the interest of Americans in for details. 


1949, let me recommend these 
































“ books that will be found as excit- | ~~ jd 
ok ing as a western movie. The Times | | ™ re — JR. / 
one of Herman Melville and Whitman, | Ml % h.p. Briggs , / 
a. by Van Wyck Brooks. Across the | Clinton engine. / 
ing Plains in *49—Lakeside Classics, 
o. R. R. Donnelly Sons—Publishers | 
i —Chicago. Booths and Saddles | 
- by Mrs. George Custer. 
or Mrs. Custer wrote several books 
th. about life in forts on the plains and 
re- gives a poignant description of the 
ost dullness of life on the plains be- 
nd tween Indian fights. In a trek over a ae cee gy BEAR 
the Santa Fe trail with Custer’s % h.p. Briggs & Stratton 1% h.p. Briggs & Stratton 
old Seventh Cavalry she slept every engine. or Clinton engine. 
night for four months in a covered 5a , 
wagon. Pe: 
he It develops that the “Custer Mas- | 
Li sacre” was not a massacre but a | tos 
he pitched battle between Custer’s | | 7 
te, cavalry and the Sioux. As a re- 
er sult of not using ordinary precau- | | 
lis tions Custer was responsible for | | 7] 
ri the defeat of his men. They were : ieiees wine Gane 
ig outnumbered by well-armed In- | ae 30° cut witheut dreg units. 
er dians about 10 to one. | cee 66" cut with two drag units. 
0- After this defeat in 1876 the | [MMI Scans’ Sottt optione! es 
il U. S. Army went after the Indians | extra equipment. 
r. in earnest and soon cleaned them | 
n up. It is now known that credit 
, for this victory over Custer was 
st due to leadership of Chief Crazy | 
Horse. During the fight Sitting | 
y Bull sat in the Indian village “mak- | 
e ing medicine.” He was never in | 
{ 


\, the fight, but he advertised him- 


) HARDWARE AGE, MARCH 24, 1949 139 








WROUGHT STEEL he tae war wef 


There 
Show. ing t 
After this defeat the United one 
States established forts all over the oohd | 
west to protect settlers. The best dite 
known are Forts Laramie, Hall, cities 
Hays, McPherson, Leavenworth places 
BY McKINNEY es me 
Cc The Dean’s father-in-law, Leon- Pes 
ard Matthews of St. Louis, went left is 
with a party across the plains in ‘tea 
1849. He died in St. Louis a few cee 
years ago at 103 years of age. He Ean | 
wrote a book about his adventures ia j 
as a ’49’er for distribution among collie 
his family and friends, published N 
at his own expense. We had many " 
talks about his travels. haste 
It just happened that my first middl 
territory as a young hardware —— 
salesman was along the California- sands 
Oregon trail. In many places on ~—N 
the prairies of Kansas and Ne- Amer 
braska at that time were pointed the he 
out the ruts of the *49’er’s wagons. — 
and FE 
‘ garde 
Equipment of the ‘49'ers whos 
Their hardware and sporting — 
goods equipment was small. An 
axe, a few nails, frying pan, lead, 
hammer, a rifle, cast iron kettle, 
bullet mold, saw, powder, copper Fe 
pot, Bowie knife, shovels, shot, tin 





cups, pocket knife, gold washing 
pans, gun caps, pie plates, com- [em 
passes. Fi 

They traveled as light as pos- 
sible. It was unanimously voted 
the best means of transportation, bg 
both for men and goods, was the 
Missouri mule. 

One of the best mule stories told 
in these journals of the °49’ers is 
that of a fine large mule _nick- 
named by his party “Maggie” that 
was stolen one night by Pawnee 
Indians. The party to which the 
mule belonged was furious but 











after two days “Maggie” walked sour 

into camp as cantankerous as ever. — 

Next day the Indians returned Thi 

bringing their chief on a litter. —_ 

He had attempted to ride “Mag- keyne 

a" & gie” and had had the everlasting "Tod 

MARBEFACTUBING COMPANY i le: = | daylights kicked out of him for —_ 
PITTSBURGH 12, PENNSYLVANIA 4 Ce! | his pains. replic 
; We should devote this ’49 anni- — 

versary year to a study of the coral 

great American gold rush to Cali- of-sal 

fornia, not only by trail, but by —_ 

ship by way of the Isthmus of N. Y. 
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Panama and around Cape Horn. 
There is a whole literature cover- 
ing those years. Many pioneers 
from the eastern states found no 
gold but settled in California and 
other western states. Prosperous 
cities now mark the camping 
places and early trading posts of 
those early settlers. 

From Boston alone 20,000 men 
left in *49 by ship for San Fran- 
cisco by way of Capt Horn. At one 
time 600 ships were anchored in 
San Francisco’s harbor. The an- 
nals of those days make thrilling 
reading. 

No doubt the great gold rush 
hastened the settlement of all the 
middle west. Many settlers re- 
mained in the far west but thou- 
sands made their homes in the 
eastern parts of the great central 
American states. St. Louis became 
the home of Gen. Grant, Gen. Sher- 
man, Gen. Custer, Gen. Fremont, 
and Henry Shaw, the great English 
gardener, florist 
whose fortune was based on his 
trading with the early gold rushers 
and settlers. 


Father's Day Poster 
For 1949 





REMEMBER FATHER, GUILDER OF OUR NATION'S FUTURE 


FATHER’S DAY 


JUNE 19 




















This is the official poster for the 
coming Father's Day — June 19, 
1949. It stresses the father-child 
keynote of the coming campaign. 
“Today's Children Are Tomorrow's 
America — Honor Father, Builder 
of Our Nation's Future." Four-color 
replicas in many sizes will be made 
available to stores, at cost, by the 
Father's Day Council. Inquiries con- 
cerning the complete list of point- 
of-sale aids for 1949 Father's Day 
should be addressed to Father's Day 
Council, 50 E. 42nd St., New York 17, 
N.Y. 
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INSECT 
WIRE 
SCREENING 


There is no screening like wire screening for dependable service in window, 
door, and porch screens. Sell Cortland Brand wire screening and you have a 
consumer accepted product based on 75 years of experience under all condi- 
tions. Sell Cortland Brand for a profitable line of steel and bronze insect wire 
screening made to full U. S. Bureau of Standards specifications. 





Cortland Brand brings you a wire screening for every customer — packaged 
right and priced right; in standardized 18 x 14 mesh; 100-foot linear rolls; 
24” to 48” widths— 

CORTLAND GRAY WICK: 

Popular all-purpose wire screening. Doubly protected against corro- 
sion by eléctro-zinc galvanizing and pigmented-varnish enameling. 
“Glare-proofed” finish. . 





CORTLAND ALUMINUM: Made from Alclad aluminum wire 
that cannot rust or stain. A strong lightweight wire screening. 

















CORTLAND BRONZE: 
A special alloy wire that is rustless and not affected by salt air, acids, 
or gases. Bright or antique (dark) finish. 


Join the dealers who know the advantage of selling proven brand merchandise 
— time tested since 1873. 


Nails - Hardware Cloth 


Wire - 


Poultry Netting - 


WICKWIRE BROTHERS, INC., Cortland, N.Y. 
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LaBelle 


DOORKNOB LOCK 






VALUE FOR 
YOUR | 
CUSTOMERS 


FOR NEW BUILDING 
OR REMODELING... 
HOUSE DOORS, 
FRUIT CELLARS, 
CABINETS 


T.. COMPACT, streamlined door 


fitting combines doorknob and lock 
ends the need for large lockplates 
and old-fashioned keyholes. A small 
key operates the tumbler cylinder lock 
in the outer knob, which spins freely 
when locked. Jt can't be jammed 

or sprung, because it doesn’t re- 
sist force. The inner knob opens the 

door at any time, prevents acci- 
dentally locking people in rooms or 
buildings. 


Sell the LaBelle Doorknob Lock, ideal 
for schools, public buildings, gov- 
ernment projects . and you sell 

security, convenience, modern styling, 

ease of installation—high quality 
at low price. See your jobber or 
write direct. 


LaBelle 


INDUSTRIES, Inc. 


OCONOMOWOC, WISCONSIN 
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Every Wall in This Store Pays a Profit 


PARKS HARDWARE, 607 

Main St., Vancouver, Wash.. 
is on three different levels. And 
every square foot of wall space 
on each level, and on the stairs 
between them is used for display- 
ing merchandise, all of which is 
priced, 

Another Sparks rule for this 
type of display is that every item 
thus shown must be something 
which is used upon a wall. 

“We have found,” says Manager 
Harry Craig, “that we obtain the 
best sales response when we show 
the buyer something on our wall 
which he can picture on a similar 
location in his own home. 

“For example, home stair walls 
need a good deal of bric-a-brac 
to give the over-all harmony and 
a feeling of home comfort. And 
more, it takes just the right piece 
to do the job. Most homeowners 
know this and they are constantly 
on the lookout for that piece. 

“So, when they finish buying in 








our gift department, which is on 
one level, and go to the appliance 
department, which requires pass- 
ing through a short hall and down 
a stairway, we have attractive wall 
decorations along that route.” 

To prove the worth of this type 
of display, Sparks Hardware has 
one such display which begins at 
a shelf 3 ft. up from the floor and 
runs to the ceiling for a 20-ft. 
length, and sales from this dis- 
play have been recorded separately 
for the past year. 

One full time sales girl is as- 
signed to this display, which has 
now become a separate depart- 
ment. Sales here are in direct pro- 
portion to the store’s traffic. Sales 
respond to priced newspaper dis- 
play advertising just as do other 
department sales. 

And the same merchandise, at 
this “natural” display location is 
outselling the same merchandise 
when it was displayed at the store’s 
regular gift department. 








Every item displayed upon the walls is intended for wall use 
and every one is priced. There is no blank wall space here. 
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$8000 Stock of Records QE ee ee ee 
Builds Store Traffic a ’ 
tea | (Continued from page 119) & 0 t 
$ pass- uses three regular newspaper ad- SAVING 
1 down vertisements each week; one de- a 75% C7 g 
ve wall voted to major appliances, one to 
gg radios and one to records. Direct a + 
jis type mail from the manufacturers is ‘ INVENTORY COST 
ire has sent to a mailing list of approxi- t 
gins at mately 2,000 at intervals. a 3 
or and Wayne Waters, manager, directs 
 20-ft. all interior and window displays. $ Es IN FHP V-PULLEYS! 8g 
is dis- Actually the front of the store con- ee: 
arately stitutes the windows, since the ¢ iPLUS AN EXCEPTIONAL PROFIT PERCENTAGE 4 
lower edge of the windows is only ' 
is as- a foot above the sidewalk. Mr. 4 With Worthington QD Jr. V-Pulleys you g 
ch has Waters considers these front-of- . . ragic ° 
| can fill a maximum variety of FHP pulley requirements 
oe a a <a Te | ‘ from a stock investment one-quarter * put 2) you would i 
ct pro- most important promotion me- | otherwise need. 
Sales diums, and the merchandise group- ' Interchangeability of hubs with pulleys permits fitting 7 
er dis- ings are changed weekly. any size from a minimum assortment. 
. other Electrical outlets are installed 8 Less money tied up—less space occupied! i 
along the walls at intervals of 4 ¢ And there’s business a-plenty to be had with Worthin % 
lise, at ft. and three rows of outlets are ~~ FHP Profit-Maker ng ong 70 million V-belt ‘ 
tion is evenly spaced on the floor. Even 8 pssst: cogs tmdhnaate g omy’ Seger ee Pg s 
andise so, the owners find they could well Jr.—the Toa that is “Tight on the Shaft... . Can’t 
store’s use two more rows of outlets, and a Work Loose . . . Noiseless. . . Trouble-Free . . . Non- g 
suggest to other dealers planning Wobbling.” 
an appliance showroom that they 3 g 
install a maximum of outlets. Ex- 
perience has also taught them that & os 
they could use to great advantage * 
at least two more record audition * nt 
rooms. 
5000 Attended Opening 
An idea of the present and fu- 
ture business which the firm does 





and will enjoy is given by the fact 
that more than 5,000 persons at- | 
tended the formal two-day open- | 
ing, which was promoted by full- | 
page newspaper advertising. The 
management considers its trading 


area to have a radius of 35 miles. 


Six persons are employed with | gyjep each assortment “Profit-Maker” display stand, posters, window banner, 
the appliance store. One of these | other sales helps—no extra charge. 
is an outside salesman who spends | Alsos V-belts Similar profit opportunities with Worthington-Goodyear FHP 
V-belts, including display stand and other sales helps. 


most of his time following up store : = ; 
wrod gae rit ia Contaet your local Worthington distributor and send the coupon for more in- 








contacts and prospects. formation on the bigger profits with Worthington FHP Profit-Maker assortments. 
Wayne Waters, the appliance sy eae: ee sa eae: eee ee - 
store manager, is the son of David | Worthington Pump and Machinery 
Waters, owner of the Waters re) GS , Corporation 
.° Se i | 
Hardware Co., which was estab- Ww RT H 3 N TO ad , ae — Dept. N852 | 
lished in 1905 at Manchester, Kan., = (5. or dest 
op ae agua I, Oh FOR Please tell me how I can make higher 
by the late G. E. Waters, father of re MMS : profits with Worthington FHP Profit- I 
David. It was moved to Junction MERCHANDISING DIVISION Maker. 1 
City in 1909. Robert Waters as- | _ IR vcs esncessivesssdenssensss I 
sists his uncle in the management | Zé Right Hand of 9, I 
anch | == Good Right ' wane of adustruy NR sv ccbuasisseenousinece 
of the hardware store. A branc —— iis 
° > ii} )} PPT eee eee eee eee ee eee ee 
use store located in Manhattan, Kan.., | can: 
vere. is managed by R. E. Bratton. mw www we wae = = J 
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GET YOUR SHARE 
OF FISHING LINE 
SALES! 








Get your order in now for America’s fastest selling 
Cuttyhunk Lines: Sunset Marina & Primo Cuttyhunk! 
Don't miss these important, profitable sales! Fishermen 
demand these super-strength and super-dependable, hard 
“‘cable-laid’”’ SUNSET LINES. Made of the finest Courtrai 
flax spun in foremost Irish mills to Sunset’s rigid specifica- 
tions... highest quality in the world! Most popular, profit 
making fishing line in all history! 


For faster profit, sell these “triple-stretch” Nylon Lines—Made 
only by Sunset! Smart sporting goods dealers sell the lines smart 
fishermen want. All pent Hs stretch has been eliminated by Sunset's 

exclusive ‘‘triple-stretch’’ process. Stock up now on the strongest, 
smoothest, smallest diameter nylon lines ever developed. Your 
customers will be looking for ‘em! 


Sunset “free-reeling” Fly Lines and Silk Casting Lines— mean 
fast-sellers for you! Expert fishermen know that Sunset has set a stand- 
ard for casting lines that no other fishing line maker approaches. These 
men demand the best—buy lines that are precision built for perfect cast- 
ing in lakes, streams or salt water. Arrow Head Fly Lines are the acme of 
perfection—recognized as America’s finest by expert fishermen everywhere. | 


_See Your Jobber 











Representatives 
ED. W. SIMON CO., 320 Broadway, New York 7, N.Y. 
JOHN W. BENTLEY, 201 N. Wells St., Chicago 6, Ill. 
M. D. CHALKLEY, 706 Gettings Street, Suffolk, Va, 


SUNSET LINE & TWINE CO. + 564 Sixth St., San Francisco 3 















OUR fishermen customers 

are now looking for more 
than just “any bucket’’. They've 
known the Old Pal line for 
years . . . it’s packed with 
consumer acceptance that 
makes seiling easy. 


arreoves sy 


(MOw. PROFIT) 


‘ ; 


Uiimee= 9g 4 
SUPER [JELUX 
MINNOW Lg 


The Old Pal Line 
I4 the Full Line... 


* MINNOW BUCKETS 
* MINNOW CANS 
* MINNOW TRAPS 
* BAIT BOXES 
* VEST POCKET FLY BOXES 
* FLY & LEADER BOXES 
* FLY RACKS 
* LEADER BOXES 
* SCALERS 





. NON RUSTING 


oti | 
(te Ee 
of PENN METAL WARE COMPANY 


1192 SCOTT STREET @ WILKES-BARRE, PENNA. 
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Hits the Bullseye 
With Power Tools 


ORKING on the theory that 

every man likes to possess 
good tools, and that many men 
also like to buy and use power 
tools in a home workshop, Leon. 
ard Roussell, Roussell Hardware, 
Dubuque, Iowa, makes it a point 
to feature both hand and power 
tools in his store. 


Windows Do the Job 


So far as attracting power tool 
buyers is concerned, Mr. Rous. 
sell says that good window dis- 
plays do the job. Dubuque has 
many industrial and professional 
men and when many of them pass 
his store on foot or in car, the 
power tool windows make them 
stop and look. And as they look 
they envision a home workshop, 
well equipped to do many types 
of jobs. Many of these lookers 
come in and ask questions about 
power tools and remain in the 
store to buy them. 

The store also makes numerous 
sales to its regular traffic. A cen- 
ter aisle table close to the center 
of the store has an excellent dis- 
play of power tools, especially 
wood working items. Nearby, too, 
is an excellent hand tool depart- 
ment which also benefits from the 
attention given to power tools, for 
the man who is in a tool buying 
mood wants better hand tools as 
well. 


Cost Aids Sales 


The store staff likes to stress 
the fact that many homecraft shops 
can be fairly well equipped for 
$200 to $300 which is not as 
much of an investment as it was 
a few years ago when earning 
power was at lower levels. Com- 
pared with automobile, appliance 
and other prices, power tool 
prices are easily within the range 
of the average worker’s income, 
and this is having an important 
bearing on sales. 


Durable Equipment 


Another point which is stressed 
in power tool sales at this store 
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is tie long life of the equipment, 
if handled properly, and the skills 
which the operator can acquire 
with practice. 

The store also does a large 
farm business. Mr. Roussell says 
that farmers are buying many of 
these power tools and should con- 
tinue to be excellent prospects for 
his establishment. 


Function of the Market 


_ market is the key economic 
institution of a free society. The 
market process of voluntary ex- 
change, according to the Commit- 
tee for Economic Development, 
makes two great contributions to 
the organization of society. 

First, despite all imperfections, 
the market operates with an effi- 
ciency not equalled by any other 
system. Decisions are made at 
each point throughout the eco- 
nomic system by persons most 
closely concerned and generally 
best informed about the alterna- 
tives in each particular situation. 
But at the same time the decisions 
are not made in isolation. Each 
person has before him the relative 
prices of various goods and ser- 


vices which represent to him the . 


conditions under which _ these 
products can be supplied and the 
demands of other purchasers for 
these same products. 

Second, the decentralization of 
decision-making in the market 
permits society to be organized 
without great concentration of 
power and without coercion. Each 
individual makes his own volun- 
tary adaption to his economic en- 
vironment; he is not coerced into 
it by a central decision-maker. 


Questions Are Complex 


The function performed by the 
market is to determine how much 
of each particular commodity or 
service is produced, by whom, and 
for whose benefit. These ques- 
tions cannot be left to government 
in a society that values freedom. 
They are too complex to be han- 
dled efficiently by an administra- 
tive agency. Moreover, any gov- 
ernment entrusted with making 
these decisions would have tre- 
mendous power over the lives of 
its citizens. 
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Advertising Within Your Store Can Help 
Sell Customers Additional Merchandise 


The Ad-Viser 


Indoor promotion can be of decided assistance to your 


By IRVING SETTEL 


Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


« purpose of adver- 


tising is to get the potential cus- 
tomer into your store. ‘Once ac- 
complished, it is then necessary to 
“sell” him your merchandise. 

However, advertising can play 
an important part inside as well 
as outside the store. Although 
often overlooked, “indoor” pro- 
motion can substantially assist 
salespeople in the final act of sell- 
ing both advertised and unadver- 
tised products. In larger stores, it 
encourages a visit to various de- 
partments which might otherwise 
be missed, 

It is well to remember that only 
a small portion of your merchan- 
dise can be advertised by any 
means you may use. For the hard- 
ware merchant, who carries thou- 
sands of different items, it is 
essential to promote merchandise 
within the store. Once in the 
store, a person is usually in a buy- 
ing frame of mind. This makes 
for an excellent opportunity to sell. 

Consequently, “inside” store ad- 
vertising is as important to the 
hardware dealer as is “outside” 
advertising. It is interesting to 
note that every major outdoor 
media can be employed advantage- 
ously inside the store. Let us 
briefly review a few of these which 
can effectively increase sales. 


Newspaper Advertisements 


Many dealers make double use 
of their newspaper advertisments. 
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staff in selling both advertised and unadvertised items. 


Here is an outline of some of the methods you can use. 


For one, they serve to attract po- 
tential buyers into the store. Sec- 
ondly, they are displayed within 
the store in an attempt to remind 
the customer at the point of sale. 
In either regular size or enlarged 
for display, the newspaper adver- 
tisement displayed within the store 
has proven its worth. 


Manufacturer's Promotion 


Many manufacturers supply 
dealers with a great deal of sales 
promotional material. For exam- 
ple, counter cards, window dis- 
plays, store displays, reproductions 
of the manufacturer’s newspaper 
and magazine advertisements, etc., 
are available. These are yours for 
the asking, usually at no extra 
charge. 

The use of/manufacturer mate- 
rial is highly recommended. It is 
usually top notch advertising 
which will do a selling job by it- 
self. In addition, displaying these 
signs will add prestige to your own 
merchandise and serve to back up 
your own statements of quality, 
value and economy. The customer 
gets greater confidence in your 
store. 


Leaflets 


The use of leaflets in retail 
stores is gaining in popularity 
every day. Either in a self-service 
rack or distributed by hand to in- 
coming customers, these promo- 
tional pieces are not only inexpen- 
sive but highly effective. Usually, 
unadvertised items are displayed, 
and brief copy calling the shop- 


pers’ attention to specials, values, 
etc., in the store. 

These leaflets can also be used 
as package inserts to remind the 
customer of your store name when 
the package is opened. New items 
of merchandise for mail order 
have been effectively promoted in 
this manner. 


Store Signs 


Most merchants recognize the 
need for store cards and posters. 
However, many fail to realize the 
full selling possibilities of this 
medium. 
very helpful in assisting the sales- 
men to emphasize certain facts 
about the merchandise. They can 
be used to push unadvertised mer- 
chandise. Prices, while very im- 
portant on all signs, are not usu- 
ally sufficient to offer enough in- 
formation to the customer. 


Informative signs are 


Photographs 


Enlarged photographs of mer- 
chandise or information relating 
to the merchandise can attract a 
great deal of attention. An effec 
tive “selling” illustration has been 
to picture the merchandise in use, 
with large copy explaining its 
benefits or highlighting its merits. 
This has proven, in the past, to 
greatly influence the shopper. 


Public Address Systems 


Also getting more popular, is 
the public address system in retail 
stores. This is especially useful in 
larger stores. It is used to pre 
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‘Just what the doctors ordered” 


“= that’s this new Simonds Pulpwood Saw, de- 


tans . signed and produced according to suggestions 
ize the 7 of skilled operators all over the country. It’s 
f this 


ns are 


far and away the No. 1 Saw for one-man cut- 
ting of pulpwood and small logs. 


sales- 
facts 
ey can 
d mer- 
ry im- : ... plus stubborn edge-holding qualities in 


Blade is made from special Simonds Steel, 
heat-treated for top strength and toughness 


ot usu- any type of timber. Then it’s tapered for full 


> clearance, precision set (very lightly) and 


filed for unvarying uniformity. 


-_ R E D oad E md D SAW. a This new 100%-Quality-Controlled Simonds 


lati Saw is ready for you now, in lengths of 30”, 
stating 

—) 36” and 42”. So get yourself stocked up on 
effec Red-End Pulpwood Saws today! 


s been 
SIMONDS 


SAW AND STEEL CO. 


FITCHBURG, MASS. 


Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. 'SIMONDS yp sscuce 

Green St., Chicago 7, Ill. 6W. Eighth ie Los Angeles 14, ee 
Calif.; 228 First St., San a de 5, Calif.; 311 S. W. First Ave., pono’ § oe Grinding 

Portland 4, Ore.; 31 -W. Trent Ave., Spokane 8, Wash. , 2 Wheels Pan Products 


Canadian Factory: $95 St. Remi St., Montreal 30, Que. rome ttn ray ate 
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sent brief announcements about In this way, passers-by are attract whicl 
the specials of the day and to re- ed by the “specials” into the store. which 
mind shoppers of additional needs. tig 
Some stores play musi yee . . this 
play music between Good Promotion Essential 
announcements in order to enter- be uj 
tain the customers. Either “live” Remember, “outside” advertis you 
or recorded announcements are ing must be backed up by good tory, 
possible and have been very ef- store promotion in order to com- push, 
fective. In some towns, where the plete the sale of advertised mer- shoul 
law permits, a loud speaker is  chandise. It will also increase the do n 
placed so that it faces the street. volume of unadvertised goods. vento 
whole 
lhe s 
hA ee . talkir 
erchandising in a Normal Market vila 
SPRING LOCK (Continued from page 117) the n 
. . ; also 
manner, a sales personality, and hardware unit, a tool unit, an ap- Scaie 
other intangible qualities which pliance unit, and so on. Products wae 
WA are good to have. To my mind, on merchandising display boards 
the most important quality needed should be conspicuously in view 
Pr dS, “Controlled for successful over-the-counter for impulse buying. Literature 
; pe gs salesmanship is knowledge of the which you get from your whole- "Tl 
Tension built wn goods you are selling. In the hard- salers and producers should be ay 
1 FOR LONGER LASTING | ware business, this is somewhat neatly stacked so customers can all 
© SERVICE...BETTER QUALITY more difficult than in other retail take copies with them. avi 
| Diomond G “Controlled Tension” in enterprises, because of the multi- The shelves of the retail store 
| every spring “ — sages eye ne |  plicity of products in the field, be- should be neatly organized. This 
+4 blies tight... keeps them right. Gar- LOPES . ° : 
— po te Scams tend cause of the semi-technical nature would add to the total overall ef- es 
: : , Sin 
| the secret of the success of Diamond G of some of these products, and be- fect. The dealer is vastly assisted 1 
Spring Lock Washers . . . the result of cause of a mechanical aptitude that by good packaging. A truly mod- Sti 
absolute, precision control in manufac- ‘"é ae , 78 o*tS: ¢ J form: 
! turing. Every lot of Diamond G Spring | & BeccEty to CoeneeS am ern package acts as a silent sales- houl 
Lock Washers is “tortere-tented to | install some of these products. I man. Good packaging also accele- . ee 
assure maximum quality and peak per- : mie. wae yg pars vertis 
formance. Write for Lock Washer a ge that the hard rates the over-the-counter sale; it simpl 
Booklet. hig ts ne 7 ” ¢ tig a allows the customer to see a pic- le ae 
Ir s fledge 3 . . . 
WASHER FOR EVERY NEED 5 ae own? o te precas ture of the product contained with- nee 
Whatever your needs in spring lock of the field and in his handling of ‘ 1 ‘ h 1 i | : | 2 we S} 
nase's @ Clenend G to oF ‘ . in and it helps the salesman quick- shoul 
washers, there's a these products has an important ; . 
swer it—high carbon steel, bronze, ar ly identify the product. levity 
aluminum, stainless steel and monel merchandising advantage. ‘ , fi 
metal spring lock washers ges or Well, how do you get to know are I 
i i ickel, brass, " E ‘ 
ard a ticay aod ot . the what you don’t know now? The Inventory Control anew’ 
oT tet age ‘ oye , : paper 
cow © mond G Al - ay 9 wen vad — is we read dili While on the subject of the it 
Washer that combines lightne ‘ sent > educati j i ‘ ° . 
minum with the strength and durability ad ow " Sa articles if organization of stock on store worke 
ardw ’ ' 
of steel. ” h ae oe ie : shelves and in small departments, onl 
you have the e . : ins . 
Garrett also manufactures a complete “ae . a oo I might include one extremely im- veur 
line of flat washers, spring washers, clination, try to take some or- Ps . / : mnail = 1 i 
springs, stampings, hose clamps, snap ganized training. A Ole ay Trae will | 
and retainer rings. Write for technical | bd 5 . merchandising. That is—inventory their 
booklet on small parts. Your store should look like the 
control. Successful hardware re- name 
DIAMOND G PRODUCTS sort of place a customer would on % ; P 
: ; tailing is the result of the rapid avails 
Manufactured by like to enter and stay for a while. : . 
, : turnover of stock. Every dealer in for lo 
GEORGE K. GARRETT CO., INC. That means it should be clean, ll es | 
P : ; every neighborhood of every mar- wi 
1421 Chestnut St., Phila., Pa. light, airy, and above all, com- ' ws Pree 
‘ ket cannot and should not carry your 
fortable. ; . ; 
in stock every hardware item man- make 
— ufactured by all the hardware pro- more, 
ar SS Srey ducers whose goods are carried. suppl 
Since a hardware store can Different neighborhoods may re- you c 
quickly assume the appearance of = quire different product emphasis; prom 
a disarrayed Babel, every effort different markets have different Sell 
should be made to create an needs. to the 
ordered impression. Wherever By departmentalizing your stock ren 
. . E the 
possible, stock should be depart- and by good arrangement on a's 
: : vartm 
MANUFACTURERS mentalized, so that the store shelves and in drawers, you can f7 
: ; raffic 
OF SMALL PARTS should be a collection of small apply a simple, stock control sys : 
: : , ; ; Pi uct, y 
retail units such as a builders tem that will tell you at all times ’ 
. . HARD 
148 HARDWARE AGE, MARCH 24, 1949 R 








attract 
e store. 


ntial 


dvertis- 
y good 
0 com- 
d mer- 
ase the 
yds. 


an ap- 
oducts 
boards 
n view 
erature 
whole- 
ild be 


rs can 


| store 
|. This 
rall ef- 
ssisted 
, mod- 
: sales- 
accele- 
ale; it 
a pic- 
1 with- 


quick- 


rf the 
store 
ments, 
ly im- 
sound 
entory 
re re- 
rapid 
iler in 
7 mar- 
carry 
| man- 
e€ pro- 
irried. 
ly re- 
hasis; 
Terent 


- stock 
it on 
u can 
l sys 


times 


1949 





which are your fast moving items, 
which the slow ones, which the 
ones that don’t move at all. With 
this knowledge, you can always 
be up to date on what products 
you should increase your inven- 
tory, what products you should 
push, and what products you 
should abandon entirely. If you 
do not have such a system of in- 
ventory control now, ask your 
wholesaler to help you devise one. 
The sort of inventory control I am 
talking about not only helps you 
relate the range of your stock to 
the needs of your market area, but 
also helps you give the sharpest 
focus to your display and pro- 
motion activities. 


oo oO G 


“The consuming public is rap- 
idly re-acquiring what I like 
to think of as the ‘buyer's in- 
alienable right of choice and 
avoidance.’ ""—Meade Johnson. 


a oO 


Since merchandising depends in 
a large measure on spreading in- 
formation, your selling efforts 
should have the support of ad- 
vertising and publicity. This is 
simpler—and less expensive—than 
it sounds. Where possible, the local 
newspaper — daily or weekly — 
should be used with some regu- 
larity. Because hardware dealers 
are not advertising experts, and 
aren't expected to be, your news- 
paper advertising, no matter how 
small your budget, should be 
worked out with the advertising 
and merchandising managers of 
your newspapers who in all cases 
will be glad to co-operate. That’s 
their business. In addition, brand- 
name manufacturers will make 
available mats and other material 
for local advertising that not only 
will help you reduce the cost of 
your advertising, but will also 
make it more effective. Further- 
more, such manufacturers can also 
supply you with publicity material 
you can use in newspaper or radio 
promotion. 

Selling additional items related 
to the one initially wanted by the 
customer is one of the principles 
that developed the great retail de- 
partment stores. Once you attract 
traffic to your store for one prod- 
uct, you might as well try to sell 












CLEVELAND 


Top Chunky 
SOCKET HEAD SCREWS 


made by the Kaufman Process 
















° Added to the usual advantages of this 
popular ¢ype of cap screw, your customers 
should know about the extra values of 
greater strength and accurate cold forged 
forming in Cleveland Socket Screws. 
That’s the result of Kaufman Process 
manufacture—extra values without extra 
cost. Cleveland Socket Head Screws have 
perfectly concentric sockets, formed 
completely in the forging operation. It 
pays you to stock and sell Cleveland 
Socket Head Screws. 

THE CLEVELAND CAP SCREW COMPANY 


2917 East 79th Street . Cleveland 4, Ohio 
Warehouses: CHICAGO and PHILADELPHIA 
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ORIGINATORS OF THE 


KAUFMAN NousIo PROCESS 


Specialists for more than 30 years in 
j 
| 


CAP SCREWS, SET SCREWS, MILLED STUDS | 


| 


Ask your jobber for Cleveland Fasteners 
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YOUR best fan line x. 
for a profitable 49! 





LO-LEVEL 
CIRCULATORS 


Truly beautiful. 
Exquisitely designed and 
finished. This FASCO air 

circulator enhances the decor of both offices 

and homes. Sturdily built. Efficient air de- 
livery. You'll agree when you see it... that 
it’s absolutely tops in the field. 








RE- 
STYLED! | 


FASCO Ot 
DESK FANS 


Adding new successfully- 


xy 


tested sales appeals year- 
after-year keeps the 
FASCO ArcticAire line of fans ahead in 
quality, performance, and sales. Now the 
complete line has the new improved guards, 
and Duo-Tone Gray. 





TIE-1N 
SALES! 


FASCO 
AUTOMATIC KITCHEN VENTILATORS 


A “natural,” easy, quick tie-in sale with 
every kitchen equipment order you get. A 
fast seller alone, too, when displayed in 
windows, and on counters. Can’t be beat on 
quality ...on price... on buyer appeal. 








Formerly F. A. Smith Manvfacturing Co., Inc. 
ROCHESTER 2, N. Y, 
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other products while the cus- 
tomers are passing through. The 
stocking of related items, how- 
ever, must be carefully evaluated 
in terms of stock turnover, to ob- 
tain most profitable results. It 
seems sensible to carry in rela- 
tion, let us say, to screen doors, 
screen door hardware; or in rela- 
tion to storm doors, door closers. 
The primary sale in such cases 
is an opening wedge to make a 
profitable related sale. 
Adjustments to the size of each 
business, your particular market. 
and the profitability of each busi- 
ness, would have to be made by 
each dealer. If, for example, ad- 
vertising in big city newspapers is 


costly beyond reach, then perhaps 
neighborhood weeklies, or direct 
mail promotion with attractive 
printed literature supplied by man- 
ufacturers, should be adopted. If 
conditions permit, both direct mail 
and newspaper advertising should 
be done. Similar compromises all 
along the line—in displays, stock 
control, store appearance, etc.— 
can be made. 

I believe, however, that no com- 
promise should be made with the 
basic fact: In a normal market, 
you've got to merchandise aggres- 
sively and affirmatively. If you 
don’t, you are likely to find your- 
self a straggler on the broad high- 
way to profitable sales. 





A Farmer Turns to Hardware 


MAN who understands farm- 

ing and its problems cer- 
tainly should know what mer- 
chandise to stock to please the 
rural trade. 

That’s the way John Wietzke, 
of Greenfield, Iowa, feels. He 
opened a small hardware store in 
Greenfield this past year, and he 
is doing a thriving business. 

Mr. Wietzke is a farmer. He 
owns a 160-acre farm five and 
a half miles from Greenfield and 
he operates it. The farm has 
plenty of acreage in corn and has 
a number of pigs in the pens. 

Before the war, Mr. Wietzke 





worked in a chain hardware store 
and he liked the business so well, 
that after the war, he decided to 
get into the independent field 
and hire someone to operate his 
farm for him. 

The result is a neat looking 
store in Greenfield, with a stock 
that farmers need. Mr. Wietzke 
is a former committeeman for the 
Triple A and he also belongs to 
the Farm Bureau. With such a 
background he has a wide knowl- 
edge of farming conditions and 
can talk agriculture authentically 
with his customers. This helps get 
business by building confidence. 


Mr. Wietzke stands before a table of sporting goods. Note the 
display of steel goods on a slanting knotty pine background. 
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Mr. Wietzke’s store is small, 
measuring 22 by 90 ft. but he 
says it was the only store for 
rent in town at the time and he 
was lucky to get it. He has done 
an effective display job, equip- 
ping it with knotty pine display 
tables and wall trims. Some of the 
work was done locally, because 
factory made equipment was not 
available. 

An interesting feature at the 
store is a tilted display back- 
ground of knotty pine which is 
used for the showing of steel 
goods. Being a farmer himself— 
and spending considerable time 
in the hayfields, cornfields and 
farm yard, Mr. Wietzke knows 
that the average farmer always 
needs plenty of shovels, forks, etc. 
For this reason he carries a large 
steel goods stock. His method of 
showing them is attractive. The 
entire backboard leans against 
the wall and can be moved. 


The Tool Display 


Another interesting display in 
this store is the wall showing of 
tools. With display fixtures built 
to accommodate a narrow store, 
Mr. Wietzke has mounted many of 
the tool samples on knotty pire 
backgrounds which lie against the 
walls. They are neatly arranged 
and stand out well against the var- 
nished boards. The items are 
where farmers can see them and 
this helps to build sales. 

“Farmers certainly like to buy 
tools,” says Mr. Wietzke. “Being 
a farmer myself, I know how 
handy it is to have the right tools 
on the farm when there are jobs 
to do. Many a farmer who has 
been denying himself a full tool 
kit for years, because he had 
other uses for his money. is now 
equipping his tool chest proper- 
ly and getting a big ‘kick’ out of 
it. Farmers are also showing a 
great interest in power tools 
which undoubtedly will become 
good sellers in many areas.” 

Mr. Wietzke also has a fine 
sporting goods department. for he 
says that farmers are more in- 
terested in sports than most peo- 
ple think. Farmers like to hunt 
and fish, and there are many 
rural haseball teams. No farm pic- 
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WITT CANS 


‘Tue sturdy, straight sides of WITT Corrugated 
Cans provide far more than attractive appearance. 
Structurally, they represent far greater strength and 
stamina than can be obtained with the “tapered” 
design common among lower-grade cans. 

Other points of superiority are evident in a glance. 
WITT Cans have a smooth, straight inside surface 

. . absence of “‘swedges’’ and other obstructions 
eliminate “clinging” of refuse, make WITT Cans 
easier to clean. 

The one-piece, lock seamed and electrically welded 
body is rolled into deep corrugations, the strongest 
known! Then the complete WITT Can is hot-dip 
galvanized—a hand process which gives the Can a 
rust-proof surface unequalled by any other method. 

This overwhelming total of superiority means sales 
and profits. The WITT Cans you buy sell quickly 
... THERE IS NO STORAGE PROBLEM! 


THE WITT CORNICE COMPANY 


CINCINNATI 14, OHIO 
“Originators of the Corrugated Can" 
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SPIRAL FLUTED 
CARBIDE TIPPED 
MASONRY DRILLS 


Faster! 
Better! 
Safer! 


A Your customers will want this new 
ia improved drill. Show it to them, tell 
im them about it—They'll reorder 
“Super Twist.” 





SUPER TOOL COMPANY 


21650 HOOVER ROAD © DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO. 


National Distributors 
NEW YORK . i iler velo) 


ok ES 





nic is genuine unless it provides 
for one or two baseball games. 
And horseshoe pitching is a real 
rural game. Basketball and foot- 
ball teams also are increasing in 
rural areas because of emphasis 
placed on such sports in many 
rural schools. 


Mr. Wietzke also handles farm 
and home appliances, paints 
plumbing supplies and farm hard. 
ware. He says that business thu: 
far has been excellent and thinks 
Iowa farmers will continue spend. 
ing considerable sums of money 


in hardware stores for their needs, 





Vice-President Barkley Tells PASHA Dealers 
U.S. Economy Is Sound 


Sees need for capital bank loans 


DDRESSING the recent an- 

nual convention of the Penn- 
sylvania and Atlantic Seaboard 
Hardware Association at Ballti- 
more, Md., Vice-President Alben 
W. Barkley declared in 1948, 
“business as a whole made the 
largest profits in the history of 
the United States after taxes were 
paid.” 

He said that industrial profits 
after taxes, totaled $21 billion in 
1948 in comparison with $5 bil- 
lion in 1939, $10 billion “in the 
peak year of the war,” and $17 
billion in 1947. 

As for prospects in 1949, “no- 
body knows,” he continued, “but 
it would not be surprising if in- 
dustrial profits should decline, for 
we have been approaching the time 
when production is catching up 
with consumption, and the eco- 
nomic situation and the price situ- 
ation are leveling off. 

“This is what we have all been 
working and praying for” in order 
to eliminate “the spiral of in- 
creased cost growing out of the 
surplus of money and the scarcity 
of goods,” he said, “but now that 
we have reached it, nobody seems 
to know what to do with it. We’re 
a little bit jittery. Yet this leveling 
off is sound 
economy. 

“There are inflated inventories 
in many establishments, and be- 
cause of this merchants are cau- 
tious with wholesalers and the 
wholesalers are cautious with the 
manufacturers. We ought to recog- 
nize that our economy is sound,” 
Mr. Barkley asserted. “We have 
the finest and soundest banking 
system in the history of the United 
States and the best in the world. 


necessary for a 





ALBEN W. BARKLEY 


Vice-President of 
The United States 


“There is nothing which we 
need fear. There may be in this 
leveling off, in this solidification. 
some casualties among businesses, 
which may be due to inefficient 
management or unfair competi- 
tion. Then, too, under the anti- 
trust laws, it is still a long and 
tedious process to get indictments 
and convictions.” 

Regarding the problem of ob- 
taining outside capital for small 
business, Mr. Barkley said, “it has 
been suggested that an agency 
similar to the Federal Housing Ad- 
ministration” be set up “to guar- 
antee banks 90 per cent of the 
loans they would make to small 
business. I can’t predict what Con- 
gress might do,” he added, “but 
I feel safe in saying that the propo 
sition on the surface seems sound 
and will be given every possible 
consideration.” 

He said that the Reconstruction 
Finance Corporation “became the 
banker for American industry” at 
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« time of serious financial condi- 
tions. “Nobody wanted to do that 
out of caprice,” he added, “but the 
covernment had to do it without 
regard to politics in order to try to 
rescue our economy and industrial 
setup from a complete debacle.” 

He declared that “one of the 
troubles small businesses suffer is 
the power of monopoly, of great 
aggregations of capital to drive 
them out of the field. This is more 
true in the manufacturing end 
than in the merchandising end, but 
it is true in the organization of 
chain stores that drive local estab- 
lishments out of business.” 

He said the “alarming decline 
of new enterprises between the first 
and second world wars was due 
in part of the difficulty of obtain- 
ing independent capital, or outside 
capital, in addition to the capital 
a man might put up himself or 
borrow from his friends.” 


City Health Tie-In 
Sells 50 Garbage Cans 
In Two Days 


F you want to sell more galvan- 

ized steel garbage cans this 
spring, cooperate with your city’s 
health officers. That’s the sugges- 
tion of Kenneth Ziegler of the Ace 
Store, Elgin, Ill. He sold 50 cans 
in two days that way last summer. 

It all started with an item in the 
Elgin Courier-News in which the 
head of the health department 
recommended covered metal refuse 
cans as a means of preventing 
contagion. 

Spotting the story and realizing 
the possibilities it offered, Mr. 
Ziegler got permission to quote 
the recommendation in a news- 
paper advertisement. The health 
officer was so grateful for the free 
publicity his campaign would get, 
that he himself ordered two 20- 
gal. galvanized garbage cans. 

Within two days after the adver- 
tisement appeared, even people 
outside of the usual sales area of 
the store ordered garbage cans. 
And since many of them were 
first-time customers, they bought 
other merchandise when picking 
up their garbage cans. 

“This spring,” according to Mr. 
Ziegler, “you can be sure that we 
are going to run a similar promo- 
tion at the first opportunity. 
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SCREW DRIVERS 
have to be tough 




















T# forged steel blade of the Bridgeport Rhino is 

embedded halfway up the handle. The transparent 
fluted bar Amberlite handle will withstand the roughest 
tests. Hammering, oil, acid or water won’t effect it: It’s easy 


BRAIDGEPORART 


1 


BHINGDS, 


SCREW DRIVER 


INSULATED 


to grip. It’s easy to use. It’s everlasting. 


Order this #500 Assortment with display board and 
you will have a permanent sales vehicle for continuing 


business in Rhino drivers. 


Order from your jobber the RHINO AMBERLITE 


#500 Assortment & Display Board. 


Bridgeport 


DROP-FORGED TOOLS 


THE BRIDGEPORT HDWE. MFG. CORP. © BRIDGEPORT, CONN. 





KNOWN FOR FIFTY YEARS 
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1949, Another Good Year 


Manufacturers at Rocky Mt. Distributors Conference indicate 1949 
may equal 1948 business. Storms temporarily stall western trade 


HOLESALERS attending the 

second annual conference of 
the Rocky Mountain Association of 
Distributors, Feb. 8-9, at the Broad- 
moor Hotel, Colorado Springs, Colo., 
described conditions in their sev- 
eral territories and received reports 
from manufacturers on _ business 
prospects. After the scheduled ad- 
dresses, each day, members of the 
manufacturers were called on to de- 
scribe briefly the highlights of their 
respective industries. It is particu- 
larly encouraging that they were 
practically unanimous in the opin- 
ion that 1949 appears likely to be 
another good year, businesswise, 
closely approaching, if not fully 


equalling 1948. 


The Purpose 


Purpose of the conference was to 
promote better acquaintance among 
the distributors of the Rocky Moun- 
tain states and surrounding. terri- 
tories, and closer relations with the 
suppliers of the several distributors. 
The conference was organized un- 
der the direction of a committee 
headed by J. H. Singleton, C. A. 
Crosta, Inc., and meetings were pre- 
sided over by J. D. Nicholson, Mine 
& Smelter Supply Co., president of 
the Distribution Association. 

On the opening day representa- 
tives of distributors in the Missouri 
River, Utah, 
Rocky Mountain areas took part in 
the program. Gus Momsen, presi- 
dent, Momsen-Dunnegan-Ryan Co., 
El Paso, Tex., called attention to 
the fact that the limited number of 
distributing points in the Southwest 


Southwestern and 


presents some difficulties to manu- 
facturers who might be interested in 
developing sales there. 

Giles Henkel, Henkel & Joyce 
Hdwe. Co., Lincoln, Neb., empha- 
sized that business in large parts 
of Nebraska was at the moment 
practically at a standstill owing to 
the series of blizzards which have 
raged over the plains states, and the 
Missouri Valley. Farm trade, he re- 
ported, is in excellent financial con- 
dition so that the longer term pros- 
pects are good. 
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Harry Lambrecht, Salt Lake 
Hardware Co., Salt Lake City, stat- 
ed that the shortage of critical ma- 
terials is presenting a serious prob- 
lem to the 200 or more factories, 
large and small, now established in 
that territory. The stock loss from 
the snow storms he estimated at 
from 50 per cent to 70 per cent of 
the cattle and sheep. It is antici- 
pated, however, that income from 
agricultural products will offset 
these losses to a considerable extent 
so that the farm trade as a whole 
will not suffer too much. 

Thomas A. Fernley, Jr., execu- 
tive secretary of the National Whole- 
sale Hardware Association, Phila- 
delphia, Pa., outlined some of the 
important services of the Associa- 
tion such as the promotion of pack- 
aging for reshipment in the original 
form. A list of items which may 
readily be packed in this way is 
being prepared. The Association is 
conducting studies of other subjects 
of equal interest to distributors such 
as on essential operating figures; 
the value of fork lift trucks, and 
pilferage losses. 


Inventories Up 


Inventories as reported by a con- 
siderable number of wholesalers, he 
said, are up’considerably as com- 
pared with last year. Accounts re- 
ceivable are up a small percentage 
while orders on file with manufac- 
turers have fallen off due to a con- 
siderable degree perhaps to the end 
of pyramided buying. These report- 
ing wholesalers expect that 1949 
sales will be somewhat smaller than 
1948 volume. 

Franz T. Stone, president, Colum- 
bus McKinnon Chain Corp., Tona- 
wanda, N. Y., discussed in detail 
the national Security Resources 
Board and brought out very sharply 
the widespread ramification of its 
activities and the impact on practi- 
cally every phase of our economy. 

To this largely western audience, 
one of the particularly interesting 
talks was that of A. M. Riddle, Col- 
orado Fuel & Iron Co., who dis- 
cussed the outlook for the steel in- 


dustry; particularly in the west. He 
emphasized the point that not only 
is the steel industry demonstrating 
its belief in the expansion of the 
West by increasing facilities, but 
many other types of business are 
undertaking similar programs. State. 
county and municipal programs of 
the same nature are under way all 
through the western area. 


Increase in Costs 


Concluding the formal portion of 
this first day’s meeting, H. F. Sey- 
mour, president of The Columbian 
Vise & Manufacturing Co., Cleve- 
land, Ohio, presented a very inter- 
esting discussion on the increase in 
the costs of manufacture from 1939 
by tracing the changes that have 
taken place all the way along the 
line from iron ore to finished steel. 
Increases in costs have far outdis- 
tanced increases in price, he pointed 
out. Added volume and technologi- 
cal improvements which cut over all 
production costs must be the an- 
swer for manufacturers who must 
have a profit yet feel that there is 
definitely a limit to the price in- 
creases which they can put in effect. 
he remarked. 

Profit is essential. As labor has 
adopted a very positive attitude in 
selling the need of higher wages, so 
management should make no apol- 
ogy for raising prices when those 
increases flow entirely from rising 
costs. 

On Wednesday, the program in- 
cluded addresses by Henry R. Rine- 
hart, secretary-treasurer of the Na- 
tional Supply & Machinery Distrib- 
utors Association; Walter S. Dox- 
sey, president of The American 
Steel Warehouse Association; Ed- 
ward H. McLaughlin, president of 
The National Supply & Distributors 
Association; D. W. Northup, presi 
dent of The Henry C. Thompson & 
Son Co., and James G. Geddes. 
president of The American Suppl; 
& Machinery Association. 

Mr. Rinehart. discussing the pos 
sibility of distributio! 
costs, mentioned that some distrib 
utors find that 20 per cent of thei: 


lowering 
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BIGGEST RENTAL PROF 
FOR YOU WITH THIS 
NEW RENTAL MARKET! 
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THAT PROVE 7 OUT OF 10 
WOMEN WILL RENT 
RUG SHAMPOO EQUIPMENT! 


You will want these profit-revealing facts 
on the new untapped rug shampoo rental 
market. Based on a nation-wide survey 
this 8-page booklet clearly proves the 
tremendous demand in your community 
for rental rug shampoo equipment. Get 
these facts, get Rent-A-Clarke, get 
brand new profits NOW! 





send for - 
your 
“- copy today! a 


CLARKE SANDING MACHINE COMPANY 


303 Clay Avenue, Muskegon, Michigan 




















H = Please send me my free copy of “A Study of 
; the Rental Market for Rug Shampoo Machines.” 
: C] Please demonstrate Rent-A-Clarke Rug 
; Shampoo equipment. 
sl ihcaettianmmmedcsmemeeiteieniar 
! COMPANY 
NAME ~ 
PIONEER AND LEADER 
IN THE : KOORESS 
FLOOR MACHINE RENTAL FIELD 
Sales and Service Branches in all Principal Cities ' _— — wae 
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TRUMPS 
ARE 


Sales 





Puan to display Trump Garden Tools 
on your counter. They sell themselves. 
Gardening enthusiasts like their cheery, 
bright green enamel finish... the feel of 
their smooth hardwood handles. Trump 
Garden Tools are uniform in quality— 
made of new, mill-run steel exclusively. 
No scrap. Packed three tools in a neat, 
attractive box. Trowel, fork, cultivator 
and transplanter may be purchased sepa- 
rately. Ask your jobber for Trump. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


rT 
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wage costs covers payroll loading, 
such non-productive items as pen- 
sions, sick leaves, security tax pay- 
ments and the like. Elimination of 
the need for breaking packages, sim- 
plification of discount and decimal 
packaging, were among the means 
he suggested for reducing handling 
costs and paper work. 

Mr. Northup elaborated on the 
subject of decimal packaging and 
net invoicing, a program recently 
announced by his company. Expe- 
rience with it thus far has been 
highly satisfactory, not only to them- 
selves but to their distributors, he 
said. 

Officers of the Rocky Mountain 
Association of Distributors are: 
president, J. D. Nicholson, Mine and 
Smelter Supply Co.; vice-president, 
J. H. Singleton, C. A. Crosta, Inc.; 
treasurer, J. H. Johnson; secretary, 


A. M. Hays; directors, Alva B. 


Adams, Clyde H. Biggs, J. R. Foss, 
W. E. Geer, William Goldberg, 1. 
Haskell, Carl Heimlich, A. H. Kitto, 
J. D. Nicholson, Harold Silver, J. H. 
Singleton, H. V. Waterman. 
Member companies are: Ameri- 
can Steel & Wire Co.; The Biggs- 
Kurtz Co.; Builders’ Service Bu- 
reau, Inc.; E. Burkhardt &- Sons 
Steel & Iron Works Co.; Colorado 
Builders Supply Co.; Colorado Fuel 
& Iron Corp.; C. A. Crosta, Inc.; 
Crucible Steel Co. of America; Den- 
ver Steel & Iron Works Company; 
M. L. Foss, Inc.; Hallack & Howard 
Lumber Co.; Hassco, Inc.; Hendrie 
& Bolthoff Co.; Holmes Hdwe. Co.; 
Johnson Supply Co.; A. Leschen & 
Sons Rope Co.; Midwest Steel & 
Iron Works Co.; Mine & Smelter 
Supply Co.; Moore Hardware & 
Iron Co.; John A. Roebling’s Sons 
Co.; Salt Lake Hardware Co., and 
Silver Engineering Works, Inc. 





Retailing's 15 Points for a Sound Labor Law 


HE American Retail Federa- 

tion, Washington, D, C., in a 
letter to the Hon. Elbert D. 
Thomas, chairman, Senate Com- 
mittee on Labor and Public Wel- 
fare, offered a 15-point program 
which it urged the Committee to 
consider in federal labor-manage- 
ment relations legislation. 

The program was evolved part- 
ly because of the possibility that 


extensive campaigns may be 
started to organize retail em- 


ployees from coast to coast. Ac- 
cording to the Federation, labor 
leaders will then seek collective 
bargaining, contracts with em- 
ployers in all branches of retail 
trade and this prospect “contains 
the potential for bitter jurisdic- 
tional strife.” Consequently, the 
Federation feels that the welfare 
of the public, as well as that of 
retail employees and retail em- 
ployers may be seriously jeopar- 
dized unless the rules set up un- 
der federal enactment to regulate 
activities related to collective bar- 
gaining are fair and equitable to 
all affected parties. 


The 15 Points 


These are the 15 points urged 
on the Committee for considera- 
tion: 

1. Free speech must be guar- 


anteed to employers as well as 
unions and employees. 

2. Every employee must be pro- 
tected in his right to work and 
to join or not to join a union 
without fear of reprisal from any 
source. 

3. The right of employers as 
well as unions to obtain an elec- 
tion must be preserved. 

4, Employees who become dis- 
satisfied with their union must 
have the right to ask for an elec- 
tion to determine whether that 
union shall continue to represent 
them. 

5. In order to protect the free- 
dom of employees to select their 
own representatives without fear 
of coercion, questions of repre- 
sentation must be determined only 
by secret ballot. 

6. Unions as well as employers 
must be prohibited from commit- 
ting unfair labor practices as fol- 
lows: 

a. Interfering with an em- 
ployee’s right to join or not to 
join a union. 

b. Forcing an employer to 
discriminate 
ployee because he belongs or 
does not belong to a union. 

c. Refusing to bargain with 
an employer in good faith. 

d. Engaging in jurisdictional 
strikes or secondary boycotts or 


against an em- 
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forcing an employer to deal 

with a union other than the 

duly qualified representative of 
his employees. 

e. Forcing an employer to 
carry on his payroll more em- 
ployees than are needed, or en- 
gaging in other featherbedding 
practices. 

f. Prohibiting or limiting 
union membership to employees 
qualified to perform the work. 
7. Any strike or picketing to 

force an employer to violate the 
law must be regarded as an un- 
fair labor practice. 

8. Supervisory employees must 
be recognized as members of 
management and excluded from 
the provisions of the Act. 

9. The Government must have 
authority to prevent and deal with 
strikes affecting key industries 
which may be seriously injurious 
to public health, safety and wel- 
fare. 

10. Unions and employers must 
be equally responsible for the per- 
formance of their contracts and 
equally liable for damages for vio- 
lating such contracts. 

11. Unions and employers must 
be equally liable for damages re- 
sulting from unlawful strikes, boy- 
cotts and lock-outs. 

12. The Board must not use the 
extent to which employees have 
organized as the controlling factor 
in determining which employees 
shall be eligible to vote in an 
election. | 

13. Monopolistic practices are 
harmful to the public whether 
brought about by combinations of 
employers or unions and must be 
prohibited. Unions and employ- 
ers must be equally subject to the 
anti-trust laws. 

14. The right to work must be 
protected. and the right of any 
state to prohibit compulsory union 
membership must be preserved. 

15. Stabifity of labor relations 
must be protected. The holding of 
elections more often than once a 
year for the same groups of em- 
ployees must be prohibited. 

All branches of retailing should 
impress these or similar points on 
their Congressmen. A letter to 
Washington is the direct way of 
doing so. 
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.WITH THE FAMOUS 


SAVAGE 


POWER CHIEF 


AT THIS NEW LOW 
SELLING PRICE 


\n °9 85 


S MODEL 85* 









AND WITH THESE EASY SELLING FEATURES 


@ COMPACT “POWER PRODUCTS” ENGINE @ LIGHT, MANEUVERABLE 


@ SIMPLE, TROUBLE-FREE OPERATION @ “STA-TEMP” HARDENED BLADES 
@ THUMB-TIP SPEED REGULATOR @ ADJUSTABLE HANDLE 
More time-saving, work-saving features . .. at a new, money- 


saving price! That's what your mower prospects want in °49. 
And that’s what the nationally advertised Savage Power Chief 
helps you give them. It’s strategy that makes quick, easy sales 
for you... and guarantees a record share of 1949 power mower 


business. Be sure of it! Stock and display the Power Chief NOW. 
*Savage Model 75 with Briggs & Stratton engine, $119.50 
F. O. B. Factory. 

SEND FOR FREE FOLDER illustrating the complete 


Savage line of fast selling power and hand mowers 
and name of nearest jobber. Address Dept. JR-2. 


SAVAGE ARMS CORPORATION 


Lawn Mower Division 


Chicopee Falls, Massachusetts 
Manufacturers of Rifles and Shotguns — LAWN MOWERS 














Bolt Action Center 
Fire Rifle 


Winchester Repeating Arms Co., New 
Haven, Conn., is making a bolt action 
center fire rifle to meet the demand 





for a rifle for pest and small game 
shooting. Model 43 is a light weight 
rifle made in three styles and in four 
calibers: 218 Bee, 22 Hornet, 25-20 


Winchester and 32-20 Winchester. 
Seven standard cartridges are available 
in these calibers. Has a tapered 24-in. 
barrel of Winchester proof _ steel, 
weighs about 6 lb. and is available in 
three styles. Standard rifle has a full 
pistol grip of American Walnut with 
a full shaped fore-end without checker- 
ing. Both of the special styles have 
checkered stocks and pistol grip with 
pistol grip cap. One has a Luman 57A 
micrometer receiver sight. Other spe- 
cial style is available with a Winchester 
22 open sporting rear sight. All three 
styles have a Winchester 103 bead front 
sight on a forged ramp sight base with 
a sight cover. All styles have 1-in. 
swivel bows attached but are furnished 
without slings. With a cartridge in the 
chamber and a magazine capacity of 
three cartridges, the rifle is a four- 
shot repeater in calibers 218 Bee, 22 
Hornet, and 25-20 Winchester. Model 
43 is a three-shot repeater in caliber 
32-20 Winchester. Other features of the 


model 43 are the Winchester speed 
lock, positive twin extractors and 
convenient side lever safety. Overall 
length of the model 43 is 42% in. 
Length of pull is 134% in., drop at the 
comb is 15 in. and the drop at the 
heel is 2% in. 


Thermal-Flo Wall Fan 


Coleman Co., Inc., Wichita, Kan., is 
introducing the Thermal-Flo wall fan 
which features big hub and _ short 
stubby, cambered blades insuring silent 
operation, says.maker. Fan impels heat 
into a room at the rate of 150 cu. ft. 
per minute; an exact rate of speed cal- 
culated to obtain maximum circulation 
without danger of creating a draft, ac- 
cording to the maker. The 35-watt 110- 
volt AC 60-cycle Redmond motor oper- 
ates at 1550 r.p.m. and is rubber 
mounted to protect the silent operation. 
Large oil reservoirs said to permit oper- 
ation of the fan an entire season on 
one oiling. May be operated by pull 
switch or can be wired to work from 
any wall light switch. Unit fits into 





wall with only grille showing. Con- 
structed so that it can be used in any 
size wall from 3% to 5% in. thick. It 
is 1] in. high, 9 in. wide, 9 in. deep; 
shipping weight, 6’ lb. Suggested to 
retail for $14.95. 


Savogran's Three 
Liquid Products 


The Savogran Co., 25 Huntington 
Ave., Boston 16, Mass., has introduced 
three liquid products: “Kwikeeze” 





paint brush cleaner, “Savablaze” non- 
inflammable remover for all paint and 
allied finishes, and “Kutzit,” liquid 
paint and varnish remover. Kwikeeze is 
said to soften and clean the hardest 
paint brushes in less than a half hour. 
Reported to clean out fresh paint in- 
stantly, thus is a fast color changer 
when using the same brush in differ- 
ent colors of paint. Also said to be 
an excellent gloss remover for prepar- 
ing painted or varnished surfaces for 
refinishing. Said not to stain, and also 
is harmless to hands, setting and bris 
tles, including nylon and_ synthetics. 
“Savablaze” is reported to be fireproof 
and is made in heavy cream consis 
tency so that it stays wet*and working 
longer. Requires no after-wash or neu 
tralizing. “Kutzit” is recommended for 
horizontal surfaces. Said to contain no 
acid, alkali, caustic or paraffin wax 
and needs no after-wash. Harmless to 
hands and to wood or metal surfaces, 
it is said. All three products are packed 
in colorfully labeled tin cans in com 
binations of orange, blue and white. 
All have three way E-Z pour spout, 
metal inner seal and oversize Handi- 
grip cap. 
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THE NEW 


S$cott- Atwater 


7 16 SMT 


SHIFT to start and stop ) 
in Neutral... SHIFT to f b) p* TWIN 
1-16 MPH 


back up... SHIFT to 
moke perfect landings. # . . = ~~ S— 
é ‘ s ; : : = ; ‘ y + 
Sel Z i 6 
5 ( Ape oy y IT HAS 
Toe "i =! AUTOMATIC 
= 4 ’ ‘ ‘ 
Z . et —_ | AIR VENT 
i jj - ies teen i 4 a “a (T HAS Air vent opens and 
> a q ' \ = nn AUTOMATIC closes with no at- 
Push it to choke the oA ’ : ; FUEL SHUT-OFE tention from you 
motor, turn it to adjust ng - » Fuel line is shut off and 













(IT HAS THE ia 
SCOTT-ATWATER \/-— 



































high-speed jet opened automatically as 


you stop and start motor 
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(T HAS INSTANT 


CARBURETOR DRAIN It's years ahead with the Scott-Atwater Sw//T and 


the most exciting features in outboard history! 


YOU'VE NEVER SOLD an outboard like this. There's never 
been one like it. Imagine telling your customers about the 
Scott-Atwater SHIFT —how it gives them.cruiser control 
as they SHIFT to Neutral, Reverse and Forward. And 
about Automatic Fuel Shut-off and Automatic Air Vent 

how the gas shuts off and the vent closes automatically 
when they stop the motor... how the fuel line and vent 
open automatically when they start. And then about In- 
stant Carburetor Drain—how it lets them dump the gas 
out of the carburetor for leak-proof, smell-proof carrying. 
But you have more—much more—to tell and sell when 
you have a crowd-catching Scott-Atwater 1-16 SHIFT in 
your store. Better find out all about this revolutionary new 






for leak-proof carrying without 







“running the motor out of gas” 


{ 








ond geor system for greater 


(T HAS A BALL-AND-ROLLER 
BEARING POWERHEAD 
: smoothness, reduced friction, high 


performance 


FREE BOOK FOR OUTBOARD SKIPPERS! 


This 64-page handbook tells you how to 


wow TO GET 





tHe MOST have more fun afloat, how to rig remote 

out oF AN controls, how to sclect a boat and me outboard now! 

OUTBOARD Special chapter m Trouble-Sh 
= tN v0 “ ks, Safety A - ’ AND IT HAS: Rubber-Cushioned Shock Absorber Drive « 
c y ) * L 1 ti 


generously illust: aedlt Witte Sor Seas ee Rotoflex Water Pump e Duo-Grip Carrying Handle « Newest 
ne, fone nie es - — — Type Slip Clutch « Full-Expansion Exhaust « Water-Proof Fuel 
Filter « Super-Sealed Lower Unit! 


SMT to Scott- Atwater \%«:\n\' 


$149.50 to $199.50 

















For further information, write Dept. HA-39, Scott-Atwater Mfg. Co.; Minneapolis 13, Minn. 
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ANSO 


+. presents a new type 
kitchen scale. Model 
1308, with original fea- 
tures. Priced for volume 


retail sales. 











Model 
1308 


List $3.25 


Capacity 8 pounds by 2 ounces, 
also indicates 312 kilos by 50 
grams and measures shortening 
by cups. 


Model 1308: Available in new kitchen col- 
ors, red, yellow, or white; permanitized 
in a beautiful Styron plastic body. 


Mechanism is suspended on a steel 
channel independent of the case, a new 
principle of construction that gives an 
accuracy never before achieved in a scale 
of this type. 


The No. 1308 scale fits the color 
schemes of modern streamlined kitchens. 
Every housewife will appreciate the 
practical use features as well as the attrac- 
tive appearance of this scale. Kilo grad- 
uations used for continental cooking 
recipes. 

Body: Overall 612” x 514” x 2”, plat- 
form 3!4” diameter, stainless steel. 
Dial: White with black graduations, red 


and yellow graduations for cups of short- 
ening. 

Packing: Each scale in individual carton, 
12 cartons to container. Weight packed 
1, Ib. each, net 14 oz. 


Onder from your Jobber 


We urge dealers to place orders imme 
diately as there already is a big demand 
for this high value moderately priced scale. 


HANSON SCALE COMPANY 
525 N. Ada St., Chicago 22, Ill. 
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WHAT'S NEW 








Aluminum Basement 
Window 


Kewanee Mfg. Co., Kewanee, IIl., of- 
fers an aluminum basement window 
available in three sizes, packed in car- 
tons of two to a size. Takes same 





screen and storm sash as other Kewanee 
basement windows. Maker claims there 
will be no sticking or binding after 
years of use and no rust or corrosion. 
Velvet sheen finish resists attack by 
rain, snow or atmospheric conditions. 
Positive-acting cam latch forces vent 
firmly against frame. Long aluminum 
locking handle permits window to be 
operated from floor level. Maker claims 
100 per cent ventilation may be ob- 
tained by opening vent to horizontal 
position. Wide fins permit secure 
anchorage. 


Presto Cooker 
Salesmaker Display 


National Pressure Cooker Co., Eau 
Claire, Wis., is offering a Presto Four- 
Cooker Salesmaker Display for window 
and counter use finished in four colors 
with a purple background reflecting the 
mass display of the cookers. Supporting 
colors are buff, red and black. Designed 
to carry either the pressed or cast alu- 
minum models. Rugged display which 
has the strength of wooden shelving, 
says maker, is of 65 pt. cardboard and 
is shipped flat to dealers. Opens easily 


& wensens 
; é | 






o3e8 
one 
or ont 





into display position. Intended for use 
with cookers, it does a selling job even 
if one or two cookers are left off dis- 
play as there is a block of sales copy 
lithographed on the top of each of the 
four cooker “sites.” Measures 30 by 27 
by 28 in. 


Lauson Sport King 
Outboard Motors 


Two Lauson “Sport King” outboard 
motors are offered by The Lauson Com- 
pany, New Holstein, Wis. The models 
feature the four-cycle design. One is 
a six horsepower twin cylinder out- 
board and the other a single cylinder 
companion model with stepped-up 
power. Sport Kings use pure oil for 
lubrication and pure gas for combus- 
tion with each being consumed in its 
proper place for efficiency, says maker. 
Claimed to be ideal for salt water use. 
Sport King is reported to stay cool 
even under prolonged use at throttled 
down speeds as its four-cycle design 
provides a power stroke every other 
revolution. Except for the number of 





cylinders and size both models are 
quite similar mechanically. 

Cooling air is blown past the cylinders 
by a fan integrated with flywheel. Au- 
tomatic rewind starters. Lubricating 
oil is circulated to all bearings by a 
pressure pump while gas is contained 
in a separate tank. Both offer quick 
easy starting in hot or frigid tempera- 
tures and both trolling and high speed 
operations are excellent, it is claimed 
Twin Sport King is readily portable 
with cruising range from 1% to 14 
miles per hr. Features automotive type 
float feed carburetor, high tension mag 
neto and pressure oil pump. Companion 
model, single cylinder Sport King is 
light in weight and the three horse 
power provides cruising range from 
one to eight miles per hour. 
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+ 
TABLE TOP RANGE 
5-burners — No. 4805 
De luxe model. Full white por- 
celain exterior, on rigid welded 
steel frame, each panel hung 
separately to relieve strain. Sci- 
entifically spaced burners, por- 
celain enamel lined, insulated 
oven. Oven heat indicator. 
Two accessible 1-gal. fuel tanks. 








TABLE TOP RANGE -—?> 
4-burners — No. 4914 
Perfect for small family. Low 
price. Spacious, well-constructed 
oven. Oven heat indicator on 
drop-type oven door. Welded 
steel frame. Enclosed top burn- 
er control handles. Recessed 
“toe-room" base with adjust- 

able leg levelers. 


Feature the 


NESCO 
line in 49 


—a model for every prospect 


“The oil range that cooks like a gas range”’ 











4— CONSOLE RANGE 














Every model has these two superior 
Nesco features! 





ECONOMICAL SHORE 
CHIMNEY BURNERS 
Cook o full meal for 
family of four for only 
2. ¢. Generate own gas, 
burn with a clean bive 
flame. Flame focused on 

bottom of utensil. 


NESCO 


Golden Jubilee 


Resriess 


yy ON] 
puis 
EXCLUSIVE ELBOW- 
ACTION REGULATORS 
Provide smooth, 7-point 
flame control Won't 
stick or jam, even after 
yeors of service. No 
ratchets, cogs, geors or 
coms to get out of order. 


1. 
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5-burners — No. 6115 
A range with a waist- 
high, ‘‘no-stoop"’ oven 
at a very low price. Stag- 
gered surface burners for 
large kettles. One sur- 
face burner is Nesco 
DUBL-HOT—one of the 
hottest burners made. 
Porcelain enameled oven 
door. Oven heat indica- 
tor on oven side. 





‘fh 
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NATIONAL ENAMELING 





—_ — _ 











€-3-BURNER STOVE 
No. 4903 


Many quality features 
found only in higher- 
priced models. Two 
standard  short-chimney 
burners, one DUBL-HOT 
burner. Porcelain enam- 
eled outer chimneys. 1- 
gal. fuel tank. Adijust- 
able leg levelers. Splash 
back. Unusual stove value. 


J 
3-BURNER STOVE 
No. 4013 

Compact cabinet-style stove 
for small homes, resorts, 
tourist cabins, cottages. Por- 
celain enameled outer burn- 
er chimneys. Large, 2-door 
storage compartment. 
Straight line top with splash 
back. One gallon concealed 
fuel tank. Leg levelers. 


AND STAMPING COMPANY 
EXECUTIVE OFFICES: 270 N. 12TH ST., MILWAUKEE 1, WISCONSIN 


‘Sales Offices: Merchandise Mart, Chicago - Candler Bidg., Atlanta + 200 Fifth Ave. Building, New York 


Ambassador Building, St. Lovis « Western Merchandise Mart, Son Francisco 


161 








Piumb | 





WHAT’S NEW 





CHAMPION Wo 





ae 


C2. 
—_ 
se 
— 
— 
—_ 





F 








tainer ar 
Washing Machine Inc., Ph 
’ Ser “Plumb 
Norge division, Borg-Warner Corp., plete win 
Detroit, Mich., offers an automatic @ Includes Washer, Lockwasher and set, litho 
washing machine which features a ca- | Wing Nut, '%" special wide head bolt. i : 
. . i centerpie 

| pacity of 18 lb. and small exterior | Electro galvanized. All fasteners assem- faithful 
| dimension in relation to capacity. | bled. Packed 100 in display carton. by one | 
Washer is fully automatic and yet can Large profit at a small investment. The tool 
be stopped during any of the washing, Order from your jobber or direct ae ant 


rinsing or drying phases. Cycles con- ieee 
sist of wash, triple-rinse, spin-dry and 


eo 
flufing. Also a prewash phase for ex- Shanone Bot aud Seheut Oo each of 













ceptionally dirty clothes. Time for 18 two price 
lb. is about 35 minutes. Three water BOSTON 10, MASS. 
level settings, low, medium and high, Hydra 


regulated to the load being laundered. 








No.9206-H Other features include a drain pump Cast | 
SIZE which removes all water and other “For | 
; matter from washer, robot brain which title of 
15'/.""x6!/a controls washing cycles, mixing valve The Hya 
Dull Black Finish mechanism which blends hot and cold FINEST hand mower Gilead, 
as ee _ water to proper temperatures and a Blair ever made. The the advai 
porcelain enameled steel self cleaning seventy ig Be as a mea 
Site: pelts (Calis aE experience behin : 

Many hardware dealers are washing cylinder. Cabinet is white, every Blair mower > © 
: S work top and door being porcelain is reflected in the backs uy 
selling CHAMPION Mail | enameled and balance baked enamel. satisfaction they jobs that 
Boxes, an excellent product || ors oan , guarantee your Copy of 
‘ tLerim Sust "i ( inte 
value at a reasonable price. Ekco Steak Sets ° : ecisicmeee en 


casting | 
You, too, can make sure Ekco Products'Co., 1949 N. Cicero 
your customers for Mail Ave., Chicago, UL, is making a six 
e ss piece steak knife set featuring ivory 

Boxes are satisfied by selling 


Buckey 


catalin handles and hollow ground The R 

them CHAMPIONS. stainless steel knife blades with ser- 1028 De 
rated edges. Contained in a holder cov- making | 

These Mail Boxes are abso- ered with soft simulated pigskin. In- features 
lutely rust proof and carry side is lined with heavy dark green steel un 


velour with matching velour covered 
cutlery supports. Suggested to retail 


Pages for jobber catalog for $5.95. 
will be furnished upon re- 
quest. 


a good profit for you. 





Nearly all hardware jobbers han- 
dle some products in the big 


CHAMPION line. 





LAWN MOWERS 


BLAIR MANUFACTURING CO. Features 


The 














. . . the y; 
THIRWIMUAM I ALUALAL MALE Telephone 2-7449 aon a 
ee ntlhend nn SPRINGFIELD 7, MASSACHUSETTS of the it 

to pass 
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Piumb Sampler 


Five colorful lithographed display — me) 
pieces and eight hand tools (hammers "a LT) OT) ee) 
and hatchets) packed in one con- = 


WHAT DO YOU NEED? 


We carry in stock Galvanized Steel, Self- 
Colored Steel or Bronze Turnbuckles in 
either open or pipe type bodies — with Hook, 
Eye, Jaw or Stub End fittings. Available in 
all standard lengths in sizes from 1/4” to 2” 
diameter. 

The W-C line of Heavy and Shelf Hard- 
ware also includes items ranging from Blocks 

& Pulleys to Drop Forged 
Steel Shackles. For com- 
plete information on the 
“Dependable” Line write to- 
day for your free copy of 
our new 1949 Catalog “G”. 

















MM 











ST TUNTINTUMTMIKON TON LUL CCL TT 





Inc. Philadelphia, Pa. Called the 
“Plumb Sampler,” unit contains a com- 
plete window display and counter card 
washer and set, lithographed in eight colors. The 
head bolt. centerpiece—15'%4 in. x 20% in.—is a 





tainer are offered by Fayette R. Plumb, | 
| 





- po a faithful reproduction of artwork done +} ze 
anit: by one of America’s foremost artists. | 

The ls in the Sampl ist of | i: ke - 7 ? 
yr direct Ire cath of the thnee Iw salient | | WELCOX, CRITTENDEN & CO., INC. 


hammers, three price ranges, and one *4 CENTURY OF DEPENDABILITY” 
each of the two best selling hatchets, 77 SOUTH MAIN STREET. MIDDLETOWN, CONNECTICUT 


two price ranges. 











Hydraulic Die 
Cast Booklet FOR FASTER TURNOVER 


“For Low Cost Metal Parts” is the ~. BIGGER PROFITS 
title of Bulletin 4803, published by 


The Hydraulic Press Mfg. Co., Mount Pile | 
| mower Gilead, Ohio. It discusses in detail y, =a 











de. The the advantages of hydraulic die-casting / a 
pe Pee as a means of producing precision metal 1 Vy \ 4 1S THE BEST 
aeaueer parts quickly and inexpensively and ri \ LINE TO HANDLE 
in the backs up this discussion with specific 
n they jobs that are produced in this manner. 1 “s 
. wane eae of Salieia oll be cant t ow From the new Mobl-Spra Most asked for" of all 
one interested in the production of die- ¢ compressed air sprayers to the smallest hand 
casting by writing the company. — operated models, the extra quality features of 
reg a Universal Sprayers make them first choice of 
Buckeye Ironing Table | a users everywhere. This consumer preference for 
The Rich Ladder & Mfg. Co., 1000- r finer construction and better performance com- 
1028 Depot St., Cincinnati, Ohio, is . ; bined with the higher profits of a full 


making a Buckeye ironing table which 


features a clear top with a tubular 
steel undercarriage. Light in weight. . se / 50 % DEALER MARK-UP 


makes Universal 
the best line to 
handle — by 
LONG odds! 














Features aireated top introduced by 
the company. This feature consists of | 


about 75 holes bored through the ‘top | \ F TIS TAY, ey-V a METAL PRODUCTS CO. 
of the ironing table which allows steam SARANAC MICHIGAN 


to pass through board. 
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WHAT'S NEW 


Red Cap Power 


““VYANKEE”’ Lawn Mowers 


Starbrand Corp., Indianapolis, Ind., 
a | offers a line of Red Cap power lawn 
130A Q-R Spiral mowers, five models in 18, 20 and 24 in. 

cutting reels. Model 24-M has a 24 in. 

reel and heavy duty construction. 
Powered by a 1% hp. 4 cycle air 
cooled Lauson engine that has a power 
take-off pulley. Line now includes two 
18 in. mowers, two 20 in. and the new 
24 in. The 18 in. models are available 
with either 4 cycle Lauson or 2 cycle 
Power Products engines. Both are 1 
h.p. The 20 in. mowers, more stream- 
lined in appearance and with moving 
parts enclosed, also may be purchased 
with either Lauson or Power Products : ‘ : s 
engines. Features of the Model 24-M paneer wall of installation. Discharge 
engine, which has a governor control, ee i l’A in. N.P.T. for this 
idiials on git thie ole die aod high capacity, high head pump. Maker 
moisture proof high tension magneto. claims the — capable « —e 
L.G.S. clutch is said to eliminate the ous, uninterrupted operation. Bearings 
conventional paw! and ratchet, while — lubricated constantly by running 
an extra-heavy roller-type chain drive submerged in oil. All exposed surfaces 
gives positive silent performance, says are of bronze construction. Pump is 
mounted directly on the motor shaft to 

eliminate extra bearings, shaft and 
= couplings. Cast bronze screen is readily 
accessible for easy cleaning. Turn on 
point or the height of water which is 
required to start the pump is adjustable. 
Suggested to retail for $72.25, the pump 


weighs 45 Jb. 





Geed 


sells the 


































A tool that makes time for 
your customers makes sales 
for you. The ‘‘Yankee”’ 
130A converts a simple, 
easy push into a power- 
spin that drives the screw 
home. The quick-return 
(Q-R) spring automati- 
cally returns the handle 
for another power drive. 
Keeps the bit in the 
screw slot. Makes an 
easy one-hand job of 
driving and drawing 
screws even in awk- 
ward positions... 
overhead or down be- 
low, in narrow places 
or ‘‘blind’’ applica- 
tions. That’s the 
kind of speed with 
manpower econo- 
my aman can see 
in a moment and 
buy without hes- 





Discharge connection is vertical for 


itation. That’s 
worth money 
on the assem- 
bly line, in the 
shop, for all 
kinds of mainte- 
nance work. Built 
to do hard work 
the easiest way... 
for years and years 
of willing service. 


Westinghouse ‘Cupboard’ 


Lamp Division, Westinghouse Elec- 
tric & Mfg. Co., Bloomfield, N. J., in 
line with its campaign to educate “fam- 
ily purchasing agents” on the impor- 
tance of maintaining adequate supplies 
of spare lamps, offers an eight-color 
lithographed cardboard cupboard that 
dealers can stock with Westinghouse 
lamps. Display stands two feet high. 
It is 16 in. wide and 5 in. deep with 
two shelves that hold varying quanti- 
ties of lamps, according to the sizes 
dealers wish to display. Display is 
shipped flat and easily locked into di- 
—- mensional position. 





maker. Five steel blades, six spiders 
are on the 24 in. cutting ree] and cut- 
ting height is adjustable from % to 2 
in. Oversize traction tread tires are 
semi-pneumatic. Any grade gas may 
be used. 


| 
} 
| 
| 
| 
| 





Kenco's Electric 
Sump Pump 


Kenco, Inc., Elyria, Ohio, offers P-109 
automatic sump pump which features 
a pump and liquid level control per- 
mitting one to pump a sump dry, elim- 
inating stagnant, dirty, odorous water. 
vom leas tales Pump can be installed below the base- 
"YANKEE" ® ® 
beso iler caiecidaiadiiei ment floor level. Pump is inherently ’ . 

— stable and does not require a perma- i as eo 6 
NORTH BROS. MFG. CO. nent mounting. Motor is hermetically ee ee | 
sealed and running in oil. Cooling ef- You CAM 85 SURE...1F 11's 
fect of water around motor is similar Westin shouse 
to the cooling system of an automobile. S Sa. 





bits with counter= 
centering sinks 
sleeve 


extra sockets 


bits 


drills 





Philadelphia 33, Pa. 
| 





164 HARDWARE AGE, MARCH 24, 1949 HARDW. 








ical for 
ischarge 
for this 
. Maker 
continu- 
Searings 
running 
surfaces 
ump is 
shaft to 
aft and 
readily 
urn on 
which is 
justable. 
1€ pump 


> “fam- 
impor- 
supplies 
rht-color 
rd that 
nghouse 
st high. 
ep with 
quanti- 
e sizes 
play is 
into di- 


Holding rower 


... always uniform in 


BRIGHT CAP SCREWS 





The reason? sound, full-formed heads 
and accurate, smooth-turning threads 
backed by 95 years of quality 

bolt-making experience and Republic’s 
full line of more than 20,000 different 
headed and threaded products 
Republic Steel Corporation . Bolt and 
Nut Division, Cleveland, Ohio, and 
Gadsden, Ala Export Department 
Chrysler Bldg., New York 17, N. Y 
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WHAT'S NEW Lecl 


Cas. 










Hug 
Plastic Wrench Holder a 
n 
The Eska Co., Inc., Dubuque, Iowa, n wh 
has introduced the “Hande-Hex” 
wrench set. This set fits all hollow set 
screws, and can be used on farm im- EF 
plements, automobiles, household ap i 


. ~ 























_-SPECIAL NAILS RIVETS SCREWS, 
= Ps ncorp 
2 = itensil 
= E oil, 
2 3 roast, 
= a he ne 
S i 3 he wu 
Ls & ing.” 
Hassall of al 
lishpa 
VY the bo 
” ‘laims 
Let Hassall supply your requirements of bross and steel escutcheon pins in standard or special sizes Laman 
... Plain or plated finishes... Attractive, sturdy, metal-edge boxes assure display value, convenient pliances, motors and engines, lathes, ad 
handling and protection of contents ... WRITE FOR PRICES. pumps, and many other items. The nine ate 
Escutcheon pins in other metals, special nails, drive screws and rivets made to order... Economy, wrenches are set in a sturdy, unbreak pan 
quality and quick delivery in large or small quantities ... Tell us what you need... We will answer able, plastic holder and can’t fall out, » Se 
prompily...ASK FOR FREE CATALOG... 3-color Decimal Equivalents Wall Chart free on request. says maker. This useful “Hande-Hex” aie 
J 0 4 N 4 A S S A L L i N C m 419 Oakland Street wrench set comes packed 12 in a card- eile 
’ . Brooklyn 22, N.Y. board counter-display box. The set sils ie 
— San — includes wrenches ranging in hex dia- ean I! 
meter from .050 to %4 in., fitting set Highly 
screws from 4 in. to 1% in. and cap dentin 
**Measured for Greater Efficiency ce screws from 4 in. to 5/16 in. inclusive. eens 
stews, | 
Built for Better Service’’ | 
WV ” ee | j 
THE STELLAR’ precision made Restproot Self-Cleaning 
T | . 6 ft | | Metal Door Mat 
a aluminum a ru € Ability Products, 1788 Board of 
Trade Bldg., Chicago 4, IIl., is making 
a self-cleaning door mat, said to be 
rustproof. Scrapes shoe soles clean. 
Maker says its 21] in. scraper bars ‘ 
squee-gee out moisture. Made of alu- 
minum bars with white brass con- 
nected hinge rods and die cast alu- 
minum spacers between each bar. Three 
sections are hinged which causes it to 
Here is unmistakable evidence of the finest Rule on th lie flat on flagstones or other irregular , 
: surfaces. Aluminum bars are a full ia 
market today, designed to serve the needs of CARPENTERS, half in deep 3/32’s of an in. thick and 
BUILDERS, ENGINEERS, ARCHITECTS, PLUMBERS and many nhl cy = 2 
others. Here is a double duty Rule all in one at are spaced %4 of an in. apart. Each is and ba 
the same price. Precision made for 100 per cent top per- individually packed in a kraft box with maker 
formance and traditionally accurate the whole length of 72 ~ illustration and description printed in eight ci 
Electric 


« Reinforced with Ma- 
chine Brass Hinges 


« Held Together by 
Machine Brass Rivets 


Winc 
Flashi 


For the first time anywhere, here is an offering of un- 
precedented value, an all aluminum combination metric 
and inches square that will be welcomed by Mechanics, 


» Numerals Embossed 
and Lacquer Filled 





; : ; ; 3 Olin 
Toolmakers and’ many others. It contains a vial to insure - 
flatness and a hardened ground steel scriber. This su- ’ ranma egg H Conn., 
perior square is precision made for guaranteed accuracy. green on top and at one end.; packed diser N 
WRITE FOR COMPLETE INFORMATION < USUAL DEALERS DISCOUNT 12 to a carton. Sizes and prices are: tagged 
12% in. by 25 in. $3.98; 15% by 25 teries, 
STELLAR TOOL & MFG. CO., Inc. 93-34 170th St., Jamaica 3, L. | in. $4.98; and 18 by 33 in. $6.98. ind 14 
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Leckie Electric 
Casserole, Lectro-Vac 


Hughes-Leckie Appliance Co., 342 
Madison Ave., New York City 17, is 
ntroducing a line of electric utensils 
n which the electric heating element is 






incorporated within the body of the 
utensil. They may be used to broil, 
boil, braise, fry, saute, deep fat fry, 
roast, grill, stew or bake. Maker claims 
he nearly perfect heat conductivity of 
the utensils permits “waterless cook- 
ing.” The entire utensil which is made 
of aluminum may be washed in the 
dishpan as the heat unit is cast right in 
the bottom of the utensil body. Maker 
claims as there is little danger of 
burning at low heat, very little stirring 
and watching is needed. The utensils 
do not use much electricity; high heat 
consumer 780 watts and it is used only 
a few moments to pre-heat. Then user 
turns to low of 220 watts. Control of 
heats is reported to be positive. Uten- 
sils designed to retain practical cooking 
heat 15 minutes after current is cut off. 
Highly polished surface permits easy 
cleaning. Two models now available 
are the electric casserole which boils, 
stews, grills, fries, sautes, braises, roasts 





and bakes, and the Lectro-Vac coffee 
maker which will make from six to 
eight cups of coffee. Made by Leckie 
Electric Utensil Co., Inc., Rome, N. Y. 


Winchester, Olin 
Flashlight Merchandiser 


Olin Industries, Inc., New Haven, 
Conn., is offering the floor merchan- 
diser No. 183 which holds 11 price 
tagged flashlights and about 96 bat- 
teries. Unit is 54 in. high, 18 in. wide 
and 14 deep. 
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...day-in, day-out dependability 
for the dealer and his customers 


You can always depend on a GREENLEE 22. 
For each of these fine Solid-Center Auger 
Bits is given special care by craftsmen 
through every step of manufacture. 


Each is Induction Heat-treated so it 





will take and hold uniformly sharp 
cutting edges. And each is 
Plastic-Sealed with a heavy 
protective coating to 
assure its reaching you 


and the user ‘‘factory perfect’. 





SOLID-CENTER AUGER BITS 


TOOLS FOR CRAFTSMEN 


<a 


STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills « 
Turning Tools ¢ For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1803 Herbert Avenue, Rockford, Illinois, U.S.A. 
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FREE SAMPLE 





new! improved! 


FLEXISEAL 


GLAZING 
COMPOUND 


Try the new FLEXISEAL GLAZING 
COMPOUND. Send today for FREE 
sample and prices. Tests will convince | 
you FLEXISEAL is better by far than 
putty for glazing or reglazing wood, 
steel or aluminum sash, for general 
maintenance, for pointing, filling or 
sealing crevices or cracks. FLEXISEAL is 
lower in cost than good putty. These are 
the reasons why more and more cus- | 
tomers are demanding FLEXISEAL GLAZ- | 
ING COMPOUND. It means more profits 
for you — so write today. | 





Proven Features of FLEXISEAL GLAZING COMPOUND* 

@ Easily applied Flexiseal, 
sets quickly, adheres 
tenaciously. 

@ Remains firm on surface \ 
— pliable undernecth SS 

@ Doesn't crack, crumble, 
blister or wrinkle. 

@ Has longer string, im- 
proved workability at 
normal temperatures, 
better mobility than 
putty at low tempera- *Attested to by 





tures. Powdered Material | 
@ Contains no mineral oil — Lobora- | 
or grease. 


BETTER BY FAR...THAN PUTTY 


| LANDEN PUTTY WORKS, Malden, Mass. 
| Send free sample and prices to 








: 
| 
— = = 
eee eee “| 
se | 


| Attention of 


FLEXISEAL 


ING COMPOUND 


BUY FOR YOU— 
CUSTOMER TOO 


ee 








qWH AT'S NEW 


‘Everedy Ovenola’ 


The Everedy Co., Frederick, Md., 
offers the “Ovenola” made of steel and 
clad in copper, nickel, and chrome. 
Knob and handle are made of cool 








Bakelite. Dome has a vent and four 
vent-holes for heat adjustment as well 
as a temperature gage reading from 0 
to 600 deg. F. Trivet has raised 
“dimples” for air circulation and is the 
part upon which the baking dish is 
placed. Base contains hole around the 
side to aid heat-flow, a depression or 
valley for heat-spreading and special 
feet for air circulation as well as to 


prevent scratching of range tops. For 
top of stove baking, follow standard 
recipes. Will hold 9% in. diameter 
round baking dishes. 
H & B's Grand Slam 
Golf Club Catalog 

The Hilierich & Bradsby Co., Louis- 


ville, Ky., has announced that its four 


color catalog on Louisville Grand Slam | 


golf clubs is ready for distribution to 
sporting goods dealers. 





Redwood Awnings 


Bonnell-Park Co., 2918 Balboa Ave., 
San Diego 9, Cal., offers “Lifetime” 
Redwood awnings, suggested to retail 


| for $9.95. Standard size fits windows up 


to 4 ft. wide; special sizes available. 
Packed in carton with screws and in- 
structions for installation. Once in- 
stalled, need never be removed, says 
maker. For natural finish, apply clear 


varnish and paint to match color scheme 
of home. 














| 
| 
| 





SHELBY ’S MONTHLY FEATURE 





MORTISE DOOR BOLT 
Series 11-00-1 


BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 


builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 


Since 1898 
THE y loy SPRING HINGE CO. 
AY 4 SHELBY, OHIO 





RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals ¢ Plates * Sheets 
Tubing @ Allegheny Stainless ¢ Alloy 
Steel © Safety Floor Plate © Babbit? 
Solder © Metal Working Tools & 

Machinery, etc 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphio, 
Detro#t, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Lovis, 
z Los Angeles, San Francisco 
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Taylor Fishing Kit 


Taylor Instrument Co.’s, 96 Ames St., 


Rochester 1, N. Y., is introducing its | 


“Fishing Kit,” No. 5281 which includes 
i fish-finder thermometer. Maker says 





by knowing the water temperature the 
various species prefer, you can check 
at what depth that temperature is and 
fish accordingly. Also it is claimed 
that fish seek cool water, particularly 
in warm weather. Therefore by testing 
the water for the coolest area, you'll 
find the big fish. Cup surrounding 
bulb retains sample of water from any 
depth desired. A 5 by 1 in. stainless 
steel ‘scale has etched figures and grad- 
uations for permanent legibility. Zones 
tell you to fish shallow, medium depth 
or deep. Combination waterproof com- 
pass and match container has 3% in. 
plastic tubular case. Luminous float 
dial is on cap. Striking bar is molded 
into base. Suggested to retail for 


$2.75. 


Serrated Edge 
Steak Knife Set 


Burns Mfg. Co., Syracuse, N. Y., is 
introducing a presentation boxed set of 
serrate edge steak knives with simulated 
stag handles. Maker says the set is 


designed to blend with all fine china | 


and silverware. Blades are of stainless 


steel, and handles are said to be so | 


close in appearance to real stag as to 
be almost undetectable. Set includes 
six knives packed in a velour lined box 
of red. Box is said to be well suited 
for store display, gift presentation or 
home storage of knives. 
retail for $10. 
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@ A real home necessity ... and one of i 

the handiest kitchen items you have ever sold! Count on the 

Mell-Hoffmann No. 720 Dispenser for quick sales, sure profits. Strong, all-steel con- 
struction is finished in smooth enamel — infra-red baked after assembly; no raw edges 
to rust. Waxed paper is fully enclosed — compartment cover forms smooth-tearing 
crimping edge. Paper towel roll is firmly held by spring arms which have constant 
tension to prevent free rolling. Keyhole slots make wall mounting easy. Color 
combination: white with red compartment cover. Size of dispenser is 1214” x 3” x 6 4”. 
Holds standard size rolls. Get details, too, on other numbers in Mell-Hoffmann’s 
complete line of paper dispensers; also Mell-Hoffmann standard and deluxe lines of 
Kitchen Sets (range, spice, drip); and the popular new Radio and Accessory Shelf. 


* Waxed paper and paper toweling not included. 


SEE YOUR JOBBER 
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Heat Directing LOUVERS 


MODEL NO. 202 


ee) ' 














, ao” RECESSED 
GAS WALL HEATER 


Heat quickly directed through scientifically 
designed louvers adds to the cozy radiant 
glow from this new Royal Gas Wall heater. 
Safety features include removable valve con- 
trol handle, and sturdy but easily removable 
dress guard. Polished Armco Aluminized 
Steel inner unit and louvers permanently 
resist corrosion and tarnish, add heat reflec- 
tivity and increase efficiency. Flush to wall 
frame regularly turnished in baked on white 
Dupont Dulux finish. Available in porcelain 
enamel or chrome. For bathrooms, kitchens, 
dining nooks, utility rooms and other uses. 
Takes 12%” x 20” wall space; depth 33%”. 





MORE HEAT, 
BETTER DISTRIBUTED 


Diagram shows how lou- 
vers direct heat out into 
room—not up. Helps keep 
walls clean. Safe, low in 
cost, economical in oper- 





ation. 





Approved For 
Notural, 
Manufactured, 
And All LP Gases 














CHATTANOOGA IMPLEMENT AND 
MANUFACTURING COMPANY 
CHATTANOOGA, TENNESSEE 





Chattanooga Implement & Mfg. Co. 

Chattanooga, Tennessee 

Please send: 

C] Specification sheet and descriptive 
literature on Royal Model 202 


() Address of nearest Roya! Distributor 
Firm Name 


Address 





City State _ 


(om 
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WHAT'S NEW 








Circle Seal 


Paint Container 


The Sherwin-Williams Co., Cleveland, 
Ohio, is offering a “Circle Seal” paint 
container for Kem-Glo. Container con- 
sists of a flat gripper type lid with a 





ring seal cap. Ring seal may be pried 
off easily with a coin or knife, says 
maker. Finger-tip pressure is then ap- 
plied to lid in order to break seal. Pack- 
age may be resealed by placing lid over 
mouth of package and replacing the 
ring seal. Container has a short neck 
above the body, permitting ease of paint 
pouring. At present container is used 
only for quart size Kem-Glo package. 


Ajax Tool 
Carton Packaging 
Ajax Tool & Mfg. Co., 6829 Avalon 


Blvd., Los Angeles 3, Cal., introduced 
a new type of carton packaging which 
permits the factory to package a sin- 
gle layer of boxes on end within the 
carton so that the printed end is visi- 
ble when the ‘carton lids are opened. 
Thus the entire contents of the carton 
are visible. Lids of the carton may be 
removed and the entire carton may be 
placed in stock without removing the 
contents. Carton is low and wide and 
permits easy, even stacking. Only two 
sizes of cartons are now used. Standard 
carton contains the normal pack of 24 
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boxes, and the small carton holds 1: 
boxes of such products as brass hard 
ware and other items which are nor 
mally packed in ‘Smaller quantities 
Also all builders hardware are avail- 
able upon request in sealed cellophane 
envelopes. 


Portable Register 


“Economite” is a portable register, 
suitable for writing sales tickets. re 
ceipts, memos and orders. Machine is 
no bigger than the average-size book 
and weighs a pound-and-a-half fully 
loaded. Operates in the same way as 
larger counter registers. Made entirely 
of aluminum; holds 50 sets of tripli- 
cate forms or 75 duplicates, in eithe: 
4% in. x 52/3 in. or 4% in. x 6% in. 
size; and contains its own file compart- 
ment. As one set of forms is ejected, a 
fresh set comes into writing position 





automatically. It is available, along 
with forms and duplicating durographic 
ink paper, through the Autographic 
Register Co., 215 Seventh Street, Hobo- 
ken, N. J. 


Father's Day Promotion For 
Home-Utility Elec. Tools 


To help hardware dealers sell its line 
of Home-Utility electric tools for 
Father’s Day (June 19) gifts The Black 
& Decker Mfg. Co., Towson, Md., of- 
fers special display and advertising ma- 
terial to tie in with that event. A col- 
orful streamer suggests the companys 
Home-Utility 5” sander-polisher as a 
Father’s Day gift and shows some of 
its many uses. It may be used for win- 
dow or interior display, large illustra- 
tions showing its use as a sander and 
as a_ polisher, smaller _ illustrations 
showing some of its other uses. In ad- 
dition to the streamer the company 
offers advertising mats, with room fo1 
dealer name and address, suggestions 
for radio spot announcements featuring 
the line and reprints of national con 
sumer magazine advertisements. Ad: 
point out that the units may be used 
for sanding, polishing, waxing, drilling. 
grinding, cleaning, sharpening and 
wire brushing. 
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All Purpose 
Universal Grinder 


General Hardware Co., Milwaukee, 
Wis., has introduced a new machine 
called the “Universal Grinder” which 
is adaptable to any type of operation 
where a high speed grinding wheel, 
buffing wheel, or circular wire brush is 
used. The motor is mounted on a heavy 
rigid frame over a movable table. The 
motor pivots in a complete circle on a 
heavy cast bracket that is moved verti- 
cally on two rigid parellel steel bars 
by a micrometer adjusting screw. It 
will operate in a fixed position at any 
desired angle. Adjustable stops on the 
parallel bars determine the length of 
cut. Maker claims that the grinder can 
be adjusted to a ten-thousandth cut. 
Machine originally designed to do a 
precision job of grinding sickle sec- 
tions, regardless of length, width or 
angle and bevel or edge. Sickle bar, 
with sections attached is placed in a 
fixture that holds it firmly in position 
and at the same time -permits the sec- 
tions to be brought into the grinding 
position under the wheel. Machine is 
equipped with an attachment that ac- 
commodates any size disc from the 
smallest coulter to 30 in. plow blades. 
Sharpens small tools, knives, axes, etc., 
and there are special adapters available 
for grinding corn planter runners, culti- 
vator sweeps, shares or share points, 
ensilage knives or any circular, straight 
or irregular curved edges. Shipping 
weight, 100 Ibs. 


Lawn Care Booklet 


Scovill Mfg. Co., Waterbury 91, Conn., 
has offered a booklet, “How to Water 
Your Lawn... Right”, prepared by Don 
Herold, designed to be used as a sell- 
ing tool, it aims toward giving con- 
sumers valuable lawn care information. 
In 17 pages, the cartoonist gives many 
do’s and don’ts of lawn care and illus- 
trates with 16 cartons. Readers will 
find info on different kinds of grass, 
soil, what to do with a lawn that’s 
parched, care of new lawns, testing for 
dryness of soil. Also shown and ex- 
plained in booklet are five Green Spot 
appliances, the Quick Connector, Fan- 
Spray, Gooseneck, “Y” Connector and 
Multiple Spray. 
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“Okay, Bud! What type d'yuh recommend 
for my kind of work?’ 





There’s a Boss work glove for 
almost every kind of job. Boss has 
specialized on work gloves for 60 
years. That’s why the Boss line is 
right on the beam. That’s why you 


get real turn-over with Boss gloves! 


ThE BEST KNOWN NAME IN 


WORK GLOVES 


No. 666 FLXO 
Gauntlet cuff 


No. 5510 YANK 
Safety cuff 














CRPL POV SEE LURERW Rab EERE AO ee 


No. 665 MUNKEFACE 
Knit wrist 


Popular heavy-duty gloves with 
double-thickness, quilted, nap 
out palm, thumb and index finger 

clute pattern. Nos. 5510 and 
666 feature a 10-02. turtleneck 
band between palm and gauntlet, 
also eiastic strap. Water- 
resistant cuff. 











60th YEAR—THE BOSS MANUFACTURING COMPANY, KEWANEE, 


HLL. 
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Easy-To-See 
XAOS JAH ES 


That BUD Zeal PROFITS 





WATER PAINT 
BRUSHES 





<p | 


@A competitively priced dutch 
kalsomine type brush. Bristle of 
top quality Tampico fibre, 4 4 
long, extra full staple set- com 

not come out. Block 2” x 672’, 
made of quality hardwood. 
Handle 614” long, shaped for 
easy grip. Entire brush well 
balanced—a real sales getter. 













tl til ttilil 








) 








ROOF BRUSHES 





@ Outstandin 
larly priced. : 
pon Pm steel, cadmium plated. 
Plugs are treated against warp- 
ing and drying out. Bristles are 
of top quality Tampico fibre. 


errules are solid 


( 

; 

{ 

values, popu- { 
f 

: 


Knots are guaranteed to hold. 
Available in three sizes. Priced  ¢ 
to give an exceptional profit. { 


— 





aa 





BACKED BY 94 YEARS OF BRUSH 
MANUFACTURING KNOW-HOW 
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p= the manufacture of floor, window and = 


@ Since 1855 Laco have been specialists in 


general utility brushes—You can always 
depend upon Laco for quality. 


Ask Your Jobber or Write 





AITNER 


BRUSH COMPANY 


2000 Brooklyn Ave. ¢ Detroit 26, Mich. 











WHAT'S NEW 








Wax Impregnated 
Window Fabric 
Arvey Corp., 3462 N. Kimball Ave., 


Chicago 18, IIl., is marketing a window 
material, R-V-Lite No. 400-T, all pur- 








pose wax impregnated fabric. Uses for 
this window material are identical to 
those of the other three R-V-Lite ma- 


terials. All of them are claimed to 
freely transmit the health ultra violet 


rays of the sun; ideal for poultry 
houses, scratch sheds, barns and cribs, 
skylights, garages, workshops, attics, 


basements, hot and cold bed frames. 
Made of a special cotton fabric im- 
pregnated with a translucent weather- 
proof compound. Claimed to be shat- 


terproof, waterproof, mold inhibiting 
and insect repelling. Eighty heavy- 


duty, pre-shrunk threads per sq. in. 
are reported to provide a long life 
of light transmission and _ insulation. 
Available in 50 and 150 ft. rolls, 36 in. 
wide. Can be spliced together in a 
jiffy with a warm iron and quickly 
cleaned by wiping lightly with a naph- 
tha-dampened cloth. 


‘ 


Metal Sawhorse 
Brackets 


Grand Haven Stamped Products Co., 
Grand Haven, Mich., offers the Jiffy 
sawhorse brackets which permits set- 
ting up sawhorses without nails, screws 
or bolts. Formed steel brackets are avail- 
able with which 2 by 4 in. are used for 
legs and 2 by 4, 6, 8, 10 or 12 in. for 





HARDWARE 


the crossbar. Brackets are zinc plated 
and packed one pair to individual car- 
ton, which is suitable for counter dis- 
play. 


Fish Stringers 


A line of popular-priced fish string- 
ers and utility chain is announced by 
Mill Run Products Co., 634 Huron 
Road, Cleveland 15, Ohio. The line 
ranges all the way from a $1.00 list 
chain and sleeve type all steel stringer, 
5 feet long with 9 snaps, and a swivel 
at bottom end to avoid twisting, to a 
15 cent list six ft. cotton braided cord 
with sharp metal point at one end and 
metal clip with eyelet on other end. 
Two types of utility chains for min- 
now pails, dog leash, 
offered. 


etc., also are 


Heineke's Lawn Sweep 
Heineke & Co., Springfield, IIl., is 
offering its improved 24 in. Excello 
Lawn Sweep. Eliminates raking in keep- 
ing lawns, walks and driveways well 





groomed. Equipped with a reversible 
24-in. bassine fiber brush unit. Also a 
five-bushel basket, semi-pneumatic tires. 


Easy adjustment of sweeping height 
to 2% in. 
Dow Agricultural 
Chemical Products 
The Dow Chemical Co., Midland, 


Mich., is offering Ferradow, contains 
ferric dimethyldithiocarbamate, and 
Dow Parathion, 25 per cent Wettable. 
The former is said to be useful in con- 
trolling cherry leaf spot, apple scrab, 
sooty blotch on pears, tobacco blue mold, 
apple rust, brown rot, apple blotch and 
other fungus diseases. Dow Parathion 
25 per cent Wettable, which is suitable 
for use as a dust concentrate, will con- 
trol many pests, including wooly aphids, 
mealy bugs, mites and the red banded 
leafhopper on apples, pears, plums, 
peaches, nursery stock and other truck 
and field crops, reports Dow. 

AGE, 
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The rapid-fire consumer acceptance of housewares made 
of STYRON (Dow polystyrene) is responsible for new 
sales records all over the country. Impressive four-color 
advertisements in the nation’s leading magazines are 
tapidly making your customers “Styron-minded”’. Get 
in the swing to STYRON ... spark your houseware pro- 
motions with these color-bright housewares that are 
practical, durable and so low in cost. 

Every item bearing the Styron label has been 
evaluated by Dow’s Consumer Product Evaluation 
Committee for functional design, careful workmanship 
and correct choice of plastic material. 

So when you build your housewares promotions, 
specify STYRON and be assured of greater store traffic, 
new sales records and complete customer satisfaction. 

Plastics Division HW-21 


THE DOW CHEMICAL COMPANY - MIDLAND, MICHIGAN 





CAROUSEL COASTER AND STIRRER mS -Decorative, heavy 
gage coasters with ee en stirrers, Set of [2 in 
tuby, emerald, orch. mom prong or ded 


ja aoe Com he Sunrise med Freeport: Long 
4 
island. Nw. "Bistrbated by Rinaly Bis ham 
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DUBL-UP REFRIGERATOR DISHES 
—Practical in design, trans- 
parent “humi-tite” covers. Sets 
of 1 large and 2 small dishes in 
chartreuse, rose, blue, white, red 
and clear. Molded and distrib- 
uted by Amos Molded Plastics, 
Edinburg, Indiana. 











SEND TODAY for your copy of 
the 4th Housewares Check List. 
It's your buying guide to better 


housewares made of America’s 
No. 1 plastic... STYRON, 





HOUSEWARES 


TUMBLER—The smooth bright- 
ness of this well designed tum- 
bler is at home in kitcnen, bath- 
room or at the table. Red, blue, 
green or ivory. Molded and = 
tributed by Plastic Metal M 
Company, 4541 Diversey Park- 
way, Chicago 39, Ill. 





UTILITY DISH —Attractivel 

designed all-purpose dish wi 

snug-fitting top. Ruby, rose, 
crystal or red with white top. 
Molded rr distributed by Art- 
craft Plastic Moulders, Ltd., 
8928 Ellis Ave., Los Angeles 34, 
California. 


> 


PARTY PALETTES — Stonl for 
parties and buffet sh m Bee, 
green, blue an 


fag ~ prontions Craighead ead ‘ 


Western Merchandise Mart, San 
Francisco, Calif. Molded by 
Consolidated Plastic Products 
Co., 3482 Union Pac fic Avenue, 
Los Angeles, Calif. 











When you sell 


STEWART Products 











@ Send your inquiries for these items 
to Stewart. We handle all details and 
pay you a commission. You carry no 
stock...invest no money. Send for 
Stewart catalogs and when your cus- 
tomers ask for certain items, you'll 
know who makes them. Scores of 
hardware dealers are doing it. 


Se STE i AOA LD) 




















Stewart Chain Link Wire Fences are made 
from low lawn style to high industrial type 
with barbed wire overhang. 


you make no 


investment... 








BRR HEEEH 


All Steel Settees 






































Lo. are made in 
a re 
a —"5 7 om ¢ 
lengths. 
Durable, 
attractive, 
inexpen- 
sive, 
Stoop, Balcony and 
Stair Railings are 
made in a wide ee 
variety of oe, phen ate 
and are available Sail conmmanad 
in either plain or P — . 
ornamental iron. / Dp ears TH 
hee [qatar Quam 
\ phi 








OTHER STEWART PRODUCTS: 
Iron Picket Fences; Wire Mesh Partitions; 
Flagpoles; Steel Folding Gates; Bronze 
Tablets, etc. Write for catalogs today. 
No obligation whatever. 


THE STEWART IRON WORKS CO., Inc. 
1637 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 
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WHAT'S NEW 









Indoor Incinerator 


Majestic Co., Huntington, Ind., of- 
fers an improved indoor home incin- 
erator. Known as Model No. 2, it is a 
double-walled cylindrical metal unit fit- 
ted welded steel rod inner 
grating and cast-iron swinging top and 


with a 


| ash clean-out door. Taps to any fur- 








nace flue 6 in. or larger. By means of 
a grate baffle, draft is induced through 
the top, causing a down-draft which 





both dries and supercharges the burn- 
ing of the contents. Neatly designed, 
it is finished in brown-bronze and mea- 
sures 23 in. in diameter and 32 in. 
high; the unit may be installed in 
basement or utility room. Suggested to 
retail for $39.95, plus small installa- 
tion charge. 


Clarke Sanding 
Rug Shampoo Unit 


Clarke Sanding Machine Co., Muske- 
Mich., offers rug shampoo ma- 
chines for renting service. Equipment 
consists of an electric self-contained 
shampooing machine and a vacuum 
pick-up to remove the dirt-laden foam. 
In addition, Clarke has formulated 
what it claims to be a safe emulsion 
concentrate cleaning fluid to be used 
with the unit. Both the shampoo ma- 
chine and the Foam-Vac are light in 
maneuverable; said 
to be operated as easily as a vacuum 


gon, 


weight and highly 


cleaner. Special floating brush on 
Shampoo machine automatically ad- 


justs to the floor covering regardless of 
the type of fabric to be shampooed. 
Clarke “C” Emulsion concentrate when 
mixed with water and poured into the 
machine’s tank is designed. to provide 
thorough cleansing action with com- 
plete safety to either domestic or the 
finest Oriental rug fabrics, says maker. 
Streamline design of equipment and 


| high luster finish should appeal to the 


woman shopper. 














‘Kabnit-Lite’ 
Fluorescent Fixture 


Markstone Mfg. Co., 1901-59 N. 
Springfield Ave., Chicago 47, IIL, offers 
the “Kabnit-Lite,” a fluorescent fixtur: 
of modern functional appearance d: 
signed for the illumination of kitchen 
work surfaces, ranges, sinks, bathroom 
mirrors and home work benches. Fin- 
ished in white baked-on enamel with 
chrome trim. Offered in 14, 15 
20 watt sizes, it is a pin-up fixture that 
is easily adapted for permanent hang- 
ing. Cord and plug easily removed. 
Model is rectangular in shape. Features 
a non-static plastic shield. 


and 


Mechanic's 'Superchest" 


J. H. Williams & Co., 400 Vulcan 
St., Buffalo 7, N. Y., offers the “Super- 
chest” No. 2001 which contains Super- 
sockets and attachments in %, %, % 
and % in. drives; Superwrenches, 
pliers, chisels, screwdrivers, etc., total- 
ing 146 pieces. Each tool has been 
selected to cover a wide range of work 
from ignition and electronics to truck 
and bus applications. Constructed of 
heavy gage steel reinforced and welded. 
Chest is equipped with drawers with 
handy compartments operating on free- 
acting slides. Removable 


“tote” 


suspension 
provides easy access to 


tray 





roomy interior and has compartments 


which keep sockets at proper height 


within easy fingertip reach, Cylinder 
lock on hinged front panel securely 
locks the entire chest. 
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Loose bales of Manila fibre from the provinces are being received at the Columbian Rope Bodega (grading and packaging plant) in the Philippines 


Cobenbéat Field Force Assures 


Best Manila Fibre For COLUMBIAN ROPE 


From fibre-producing plantations now gradually 
being restored in the Philippine Islands, comes the 
selected manila fibre that goes into Columbian Tape- 
Marked Pure Manila Rope. 


Columbian representatives, constantly in touch 
with the better plantations, contract for the raw fibre 
before it is ready to pack or bale — to make sure of 
getting the best quality. The selected manila fibre, 
tied in bultos for easy handling, is transported to 


Columbian’s warehouses, or bodegas, where it is 
graded and baled for shipment to our mill." 
Entirely rebuilt since the war's devastation, Colum- 
bian warehouses and other facilities are completely 
modern, strategically located, and managed by ex- 
perts in judging and buying fibre. Columbian main- 
tains this on-the-scene service to guarantee the best 
in manila fibre supply. You benefit from this far- 
reaching program, get better, more dependable rope 
when you select COLUMBIAN — The Rope of the Nation, 


COLUMBIAN ROPE COMPANY 


400-70 Genesee St., Auburn, ''The Cordage City,"’ N. Y. 


Colum biart 


TAPE 
MARKED 


PURE MANILA ROPE 
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Fics Rope Gets Its Start In Columbian’s Philippine Bodegus ... 




















SNAP-TOOTH 


LAWN RAKES 


(Pat. No. 1621276) 


For use on lawns, golf courses; in 
parks, playgrounds, cemeteries, etc. 
Rugged, durable construction, yet 
lightweight and easy to use. Oil tem- 
pered steel teeth anchored securely 
in frame; can be “snapped” out 
easily for repair or replacement. 


HANDLE SUPPORT 
Extra heavy steel 

| support holds handle 
\ to frame. 


Heavy gauge steel— 
for strength and 
\ durability. 


\ FRAME 


REPLACEMENT 
TEETH 

“Snap” out easily for 
repair or replacement. 


PACKING 

6 to corrugated 
shipping carton. Fully 
assembled. 


RIVETED BRACE 
4 heavy rivets hold 
handle support to 
frame. 


SPRING STEEL TEETH 
Oil-tempered, 
flexible—follow 
contour of ground. 


1% ane 
agen 








Cat. No. 508 
\ SNAP-TOOTH LAWN RAKE 





“THE WASHBURN COMPANY 


_ WORCESTER, MASS., ROCKFORD, ILL. 


ene 4 
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WHAT'S NEW 








Martin-Senour 
Paint Dispenser 


The Martin-Senour Co., 2520 S. 
Quarry St., Chicago 8, IIl., offers a 
small paint dispenser which permits 
consumers living in small communities 





to obtain Nu-Hue custom finishes. Like 
the large dispenser, the unit, called 
“Custom Color Dispenser No. 2” can 
easily and rapidly mix the entire range 
of Nu-Hue finishes, says maker. Has a 
Y hp., 110 volt motor which is mounted 
in the hood of the streamlined cabinet. 
Patented agitator type can tops for 
gals. or qt. sized cans, fit right onto 
the can. To operate it is necessary 
only to place the can in one of the four 
mixing stalls and let the paint flow in. 
Cans may be inserted or removed from 
the cabinet while the machine is run- 
ning. 


'Tin-Liz' Bait on 
Merchandise Cards 


Fred Arbogast & Co., Akron, Ohio, 
is distributing its Nylon leaders and 
fly rod “Tin Liz,” artificial bait on a 





merchandising card, 12 items to the 
card, and each unit enclosed in a cello- 
phane packet. “Tin Liz” cards are 
available with either Red Head or Club 
baits or an assortment of both. The 
lures, which retail at 50 cents each, are 
constructed of strong, light Duralumin, 
weigh 1/32 oz., and are 2%4 inches long. 


Designed for bass, crappies, bream, 
large trout and other game fish. Each 
Nylon leader has a uniform tensile 
strength, with small, moulded, stream- 
lined knots and loops. They are carded 
in the following sizes: 3 foot 20 lb. test, 
4 foot 15 Ib. test, 7 foot for pan fish and 
8 foot for bass. All leaders are priced 
at 25 cents each. 





Storefront Metal Line 


Pittsburgh Plate Glass Co., 632 Du- 
quesne Way, Pittsburgh, Pa., is intro- 
ducing a line of Pittco Premier store- 
front metals. Most of the mouldings in 
the rolled line of Premier metal are 
said to be interchangeable and can be 
used both vertically and horizontally. 
Head mouldings are provided with 
large drips and all are pierced with 
slots for fastening. Entire line is highly 
polished and then Alumilited. Line 
includes a complete set of basic mould- 
ings which may be considered a 
“moulding kit.” 


Die Cast Aluminum Level 





Ease of visibility of its six vials is 
the main feature of the die cast alumi- 
num level offered by the Millers Falls 
Co., Greenfield, Mass. Vials, two level 
and four plumb, are accurately and per- 
manently set in large wells, says maker, 
and are protected on both sides by 
solidly set glasses which prevent 
breakage of the vials and any change in 
the accuracy of their settings. Frames 
are made of smooth aluminum die cast- 
ing finished in glossy gray enamel. 
Working faces are precision ground to 
parallelism. The 24 in, model retails 
at $6.30 and weighs 2% lbs. Other 
models range from 18 to 30 in. 


'Nu-Mac’ Polisher 


Sheaffle Engineering Co., Inc., 7356 
Woodlawn Ave., Chicago 19, IIl., offers 
the “Nu-Mac,” a household polisher, 
buffer, scrubber and sander. Machine 
complete includes a polishing brush, 
scrubbing brush, lamb’s wool buffing 
unit, 14-in. wool buffing pad for floors 
and three grades of sanding disks. 
Equipped with 25 ft. of rubber cord. 
By a slight twist of the wrist the han- 
dle is removed and Nu Mac becomes a 
light weight buffing and polishing ma- 
chine which may be used for furniture, 
woodwork or automobiles. 
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To the craftsmaa who knows tools— 
whose hands recognize the “feel” of 
true-balance—whose ears are attuned 
to the ring of carefully tempered steel 
—the name VAUGHAN & BUSHNELL 
stands for “the finest in tool making!” 


To such a person one can’t sell a V & 
B too—his good judgment BUYS it! 


No. 700 ASSORTMENT 


An assortment of 30 quality tools that invite 
immediate sales. Assortment consists of the 
famous Vaughan sQuare Punches and Chis- 
els, forged from extra refined, 
beveled square alloy steel 
— carefully tem- 

pered and indi- 
vidually tested. 








ESTABLISHED 
1869 
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HANDS THAT KNOW TOOLS 
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WHAT'S NEW 








Oxco Pet Set 


The OxFibre Brush Co., Frederick, 
Md., is introducing its Oxco pet set 
which consists of three items, the 
“Brush-Comb” containing over 100 
round-end wire bristles flexibly mounted 
in rubber with a hardwood block and 
designed for combing out 
snarls and_ stimulating circulation; 
Master-Pet Comb, one piece, wide 
tined, metal comb with hardwood han- 
dle, for combing out burrs and matted 
hair in the dog’s leg and tail “feath- 
the “Smoothie” brush, soft 
resilient fibre in a hardwood block, 
for putting a sheen in the animal’s 
A doz. of each of the three items 


handle, 


ers’; and 


coat. 





are packed in one carton, with a free 
colorful counter display, suggested to 
retail for $18. 


O-Cedar Repackaging 
Program 


O-Cedar Corp., Chicago, Ill., has com- 
pleted the repackaging of its entire 
/ 


line of products. Immediate brand 
identification was established by use 
of a trademark that dominates con- 


tainers, labels and cartons. Red mark 
stands out from the white and grey. 


Through liberal use of white space, 
packages have merchandising power, 


says maker. Cream polish and touch- 
up polish are merchandised in the 
Shelfline container adopted for sturdy 
base, easy pouring and compact stor- 
age. Cream polish packed in 8 0z., pt, qt.. 
half gal. and gal. bottles. Touch-up 
polish is available in 8-oz. bottle. All 
purpose polish packed in four and 12- 
with new labels but using 
orange and black tuck-in carton. Self 
polishing wax and paste wax are fea- 
tured in the new design with the for- 
mer in pt., qt., half gal. and gal. cans, 
wax in wide-mouth squat 
glass jars, said to be easy to open and 
reseal. Repackaging of floor mops in- 
troduces a carton color for simple iden- 


| tification. One side of carton carries a 
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full color illustration of mop within 
while other side features red trademark 
and the name of the mop. Colors for 
the new mop carton include greens and 
yellows, buff and mahogany, in addi- 
tion to three basic colors. 


Steel Carpenter's 
Squares 


W. R. Mullen & Co., 20 N. Wacker 
Dr., Chicago, is offering precison made 
steel carpenter’s square. Makers say the 
squares, known as “Accurate AB-14” 
are made of top grade steel and are 
designed for accurate workmanship. 
Graduations are scaled in eighths and 
quarters of an inch with prominent inch 
markings. Finish of square is blued 
with white enameled markings. Body 
dimensions of square are 24 by 2 in. 
and tongue is 16 by 1% in. Packed 
six to carton. six cartons to case. 


‘Roll-Eze’ 


Peeler, Slicer 





Scott & Camden Co., Jackson, Mich., 
offers a stainless steel peeler and slicer, 
hollow ground. Named “Roll-Eze,” 
maker says it peels, pares, slices and 
shreds. Operates left or right handed. 
Equipped with three sizes of rollers 
which permits fine, medium or coarse 
thicknesses. Roller is said to automati- 
cally shave a uniform thickness. Han 
dle, knife and corer in one 
roller removable. Has _ bright 
and is said to neither rust, stain nor 
tarnish. Individually boxed or mountec 
12 per easel display card. 


piece, 
finish 
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For ACTION SALES — 
SEE YOUR JOBBER IMMEDIATELY! 
A ie “Engineered Quality at POPULAR PRICES” means volume sales! 
oll-Eze,” ehacksaws handsaws © keybole saws e hack saw frames 
— © panel saws © mitre saws © coping saw frames © coping saws 

el © pruning saws © wood chisels © screw drivers © compass saws & nests 
r coarse e block planes © fore planes © jack planes © smooth planes 
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Pewee GREAT NECK saw ners. inc. - Mineola, New York 
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Palm Beach Convention 
Program Announced 


Feature of convention will be first regular meeting 
of newly organized Sporting Goods Division of the 
Southern Wholesale Hardware Association 


For the third time in 


recent | Hdwe. 


Co., Birmingham, Ala., 


years, Florida’s Gold Coast re-| will talk on “Organizing a Sport- 


sort, Palm Beach, Fla., will be 
host to the hardware industry 
during the 58th annual conven- 
tion of the Southern Wholesale 
Hardware Assn., and the 96th 
semi-annual convention of the 
American Hardware Manufac- 
turers’ Assn., April 4-7 at the 
Palm Beach Biltmore Hotel. A 
new program feature this year 
will be the first regular business 
meeting of the recently organized 
Sporting Goods Division of The 
Southern Association on Monday 
morning, April 4. This will be 
an open meeting and among the 
program features will be “brass 
tacks” discussions of several 
timely operating problems. 

A new feature in connection 
with the advance registration 
plan, which was inaugurated at 
the Cincinnati convention last 
April, will be the distribution of 
the advance registration direc- 
tories starting on Sunday, April 
3. These will contain the names 
and hotel addresses of association 
members and manufacturers’ rep- 
resentatives who had planned in 
advance to attend the convention. 
Delegates’ identification badges 
will also be available starting 
Sunday morning. Registrations 
will begin on Sunday morning at 
9:00 a. m. for association mem- 
bers and manufacturers only. 
Registration of guests and visit- 
ors will begin on Monday, April 
4 at 9:00 a. m. 

The open session of the Sport- 
ing Goods Division will begin at 
9:30, Monday, April 4, in the 
Biltmore Ballroom during which 
Theodore P. Bank, The Athletic 
Institute, will talk on “Promo- 
tion in the Sporting Goods Indus- 
try.” Charles E. Nash, president, 
Nash Hdwe. Co., Fort Worth, 
Tex., will lead a discussion on 
“Our Place in the Picture” and 
Neal O. Jones, Moore-Handley 
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ing Goods Department.” 

At the same session, John F. 
Hunter, Orgill Bros. & Co., Mem- 
phis, Tenn., will discuss “Sport- 
ing Goods Specialty Salesmen.” 
Other discussions will be “The 
Operation of Sporting Goods 
Busses and Trailers” by James F. 
Shackleford, Wimberly & Thomas 
Hdwe. Co., Inc., Birmingham, 
Ala.; “Promoting Sporting Goods 
Without Spetialty Men or Spe- 
cial Equipment,” by W. A. Par- 
ker, president, Beck & Gregg 
Hdwe. Co.., Atlanta, Ga. A gen- 
eral discussion on “The Sporting 
Goods Division and Its Future 
Activities” will follow. 

The convention’s first joint ses- 
sion will take place on Monday 
evening, April 4, at 9:30 p. m. 
Principal speaker will be Dr. 
George S. Benson, president, 
Harding College, Searcy, Ark., an 
eloquent spokesman for the free, 
competitive enterprise system. He 
will talk “Our American 
Heritage.” 

The Southern association will 
hold a separate business session 
on Tuesday morning, April 5, 
which will feature the following 
discussions: “The Five Day 
Week,” by Herman T. Biar, The 
Schoellkopf Co., Dallas, Tex.; 
“Incentive Plans,” by W. W. Mc- 
Manus, vice-president, King 
Hdwe. Co., Atlanta, Ga.; “Re- 
turned Goods,” by A. S. Siviter, 
Clarke, Siviter Co. Inc. St. 
Petersburg, Fla.; “Expense Con- 
trol,” by T. J. Kenny, president, 
S. B. Hubbard Co., Jacksonville, 
Fla., and “Stock Control,” by O. 
H. Mann, vice-president, Higgin- 
botham-Pearlstone Hdwe. Co., 
Dallas, Tex. 

At the close of this meeting, 
the two associations will hold 
their second joint session, begin- 
ning at 11:00 a. m. Arthur Bliss 
Lane, former ambassador to Po- 


on 





land, will speak on “Our Foreign 
Policy—Right or Wrong.” 

On Wednesday morffing, April 
6, the two associations will hold 
their third joint session which 
will be addressed by Arch Booth, 


manager of the Chamber of Com- | 


merce of the United States, Wash- 
ington, D. C., speaking on “It’s 


Earlier Than You Think.” War- 


ren Whitney, James B. Clow & | 


Sons, Birmingham, Ala., well 
known manufacturer and for 
many years identified with the 


National Association of Manufac- 
turers as vice-president and as a 
director, will deliver.an address, 


entitled, “The Future Begins 
Today.” 
At the Thursday morning, | 


April 7 meeting of the Southern 
association, there will be commit- 
tee reports, election of officers and 
other association business dis- 
posed of. In addition, the meet- 
ing will be addressed by Fred C. 
Barksdale, vice-president, Brown- 
Roberts Hdwe. & Supply Co., 
Alexandria, La., speaking on 
“Our Legislative Responsibili- 
ties”; A. C. Rankin, manager, 
Teague Hdwe. Co., Montgomery. 
Ala., speaking on “Progress in 
Standardization of Catalogs,” and 
S. D. May, president, Bluefield 
Hdwe. Co., Bluefield, W. Va., who 





will talk on “Progress in Better | 


Packaging.” 


Entertainment 


der way. For the ladies, a spe- 
cial sightseeing trip through pri- 
vate gardens and to the Norton 
Art Galleries is to start at 2:45 
p. m. In the evening at 9, a dance 
will be held in the Biltmore. 
GORDON HENTZ ESTATE 
STOVE GEN. SALES MGR. 
Gordon Hentz has been pro- 
moted to general sales manager 
according to Cecil M. Dunn, who 





GORDON HENTZ 


was recently advanced to the 


position of general manager of 


| The Estate Stove Co., Hamilton, 
| Ohio. 


‘ . | 
Entertainment features include 


an informal dinner-dance on Sun- 
day, April 3, in the Fiesta Room, 
from 5:00 p. m. to 7:00 p. m., 
sponsored by the Central States 
Hardware Club. 

On Monday, April 4, the Old 
Guard dinner will be held in the 
Coral Room at 6:00 p. m. Fol- 
lowing the evening’s joint session, 
there will be informal dancing 
in the Ballroom. 

The X-Club Luncheon will 
take place at 1:00 p. m. in the 
Coral Room on Tuesday, April 5. 
At 3:00 p. m. there will be a 
fashion show for the ladies in the 
Biltmore Gardens, which will also 
be the setting for a floor show at 
9:30 p. m. 

Wednesday afternoon, April 6, 
beginning at 2:00 p. m. the men’s 
golf tournament at the Palm 
Beach Country Club will get un- 
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Mr. Hentz has previously been 
acting as division manager over 
the consolidated New England 
and New York Divisions, with 
headquarters in New York. Prior 
to this advancement he had been 
division manager in New En- 
gland for a year and a half. 

Before becoming associated 
with Estate, Mr. Hentz was New 
England commercial manager for 
Toastmaster McGraw 
Electric Co. 

One of Mr. Hentz’s duties will 
be to supervise the establishment 
of warehouse and service facili- 
ties in key cities throughout the 
country. Such facilities are now 
operating in New York, Boston, 
Los Angeles and San Francisco. 
Similar service will be provided 
by Spring in Philadelphia, Wash- 
ington, and other cities. 


Division, 
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R. M. MITCHELL NAMED 
GENERAL SALES MGR. 
NINETEEN HUNDRED 
According to an announce- 

ment by Louis C. Upton, presi- 

dent of Nineteen Hundred Corp., 





ROBERT M. MITCHELL 


St. Joseph, Mich., Robert M. 
Mitchell has been appointed gen- 
eral sales manager. He has been 
with the organization since 1936. 
Prior to this appointment, Mr. 
Mitchell served as assistant to 
the president and has been asso- 
ciated with production and sales 
activities. Before the war, he 
served as assistant sales manager 
for Whirlpool washers and iron- 
ers. During the war, Mr. Mitchell 
was manager of the corporation’s 
war contracts division. 

Mitchell replaces William S. 
Hammersley, general sales mana- 
ger for the past five years, who 
has resigned to accept a position 
as general manager of the Whirl- 
pool distributor, H. M. Tower 
Corp., of New Haven, Conn. 





C. T. ELLIS TO DIRECT 
HARDWARE DIVISION 
FOR SCHOELLKOPF 


The management of its hard- 
ware division has been put 
under the direction of C. T. Ellis, 
general sales manager, by The 
Schoellkopf Co., Dallas 2, Tex., 
wholesalers. H. S. Taylor, former 
manager of this division, has 
severed his connection with 





Schoellkopf to become south- 
western representative for a 
manufacturer. Mr. Ellis joined 


the company originally in 1926 
and obtained his experience 
from the stock room on up. He 


was assistant purchasing agent 
on specialty items and _ later 
buyer of radios, lamps, paint, 


Congoleum and other items. In 
1938, he was made assistant sales 
manager and within an addi- 
tional year became general sales 
manager in which capacity he 
will continue to act. 

Eli Magee, who joined the 
company in 1943 as a territory 
salesman and was made buyer 
and assistant manager of the 
hardware division in 1947, will 
take over the buying of agricul- 
tural hardware and other items. 





W. S. HAMMERSLEY 
BECOMES GENERAL MGR. 
OF H. M. TOWER CORP. 


H. M. Tower Corp. New 
Haven, Conn., has appointed 
William S. Hammersley to the 


position of general manager of 
the company. For the past five 
years, Mr. Hammersley has been 
general sales manager for Nine- 
teen Hundred Corp., St. Joseph, 
Mich. In returning to his native 
New England, Mr. Hammersley 
will continue his association with 
Whirlpool in the role of distrib- 
utor. H. M. Tower Corp., is 
also distributor of the complete 
line of Crosley home appliances. 





W. S. HAMMERSLEY 
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JOHN I. DEAN 


who was recently appointed 
executive assistant for John A. 
Proven, general sales manager. 
Porter-Cable Machine Co., Syra- 
cuse, N. Y. 





W. C. SCHADE IS MADE 
MGR. PRODUCT DIVS. 
FOR OLIN INDUSTRIES 


The announcement has been 
made by John M. Olin, president 
of Olin Industries, Inc., East 
Alton, IL., of the appointment of 
W. C. Schade as manager of 
product divisions for the com- 
pany. 

In his new capacity Mr. Schade 
will direct and coordinate the 
activities of the various product | 
divisions of Olin Industries, and, 
in addition, will exercise super- 
vision over the functions of mar- 


ket research and statistics, and | 
Government contracts relating to | 


procurement. 
In this type of organization 
each of the company’s major 


product lines is handled by a- 


separate division of the company, 
much as a separate business, un- 
der the direction of a product 
manager. Olin Industries has five 
such divisions—brass and the 
fabricating of brass and other 
metals, firearms and ammunition, 
explosives, flashlights and hat- 
teries, and foreign sales activi- 
ties. 

Prior to his appointment, M1. 
Schade was assistant to the presi- 
dent. He joined the corporation’s 
sales department eight years ago. 


KENNEDY, N.E. SALES 
HEAD FOR DUO-THERM 


| Joseph H. Kennedy has been 
| named district manager for the 
end England territory of the 
| Duo-Therm Division of Motor 
| Wheel Corp., Lansing, Mich. 
Mr. Kennedy has been 
ciated with the Duo-Therm or- 
ganization for the past 12 years, 
and prior to that was employed 
by Motor Wheel for two years. 
| He joined Duo-Therm’s experi- 
mental laboratory in 1936, 
in 1938 became associated 
the service department. He 
appointed field engineer in 1946, 
and in 1948 was promoted to as- 
sistant service manager, serving 
in that capacity until his recent 
appointment to district manager. 


asso- 


and 


with 
was 





UNIVERSAL APPOINTS 
GEN. MERCHANDISE MGR. 
TRAFFIC APPLIANCES 

The appointment of Robert M. 
| Oliver to the newly created posi- 
man- 


tion of general merchandise 


ager of the Traffic Appliance 
Division of Landers, Frary & 
| Clark, New Britain, Conn., was 
| announced recently. 

| Mr. Oliver formerly was vice- 
| president in charge of sales of 
| the ‘Proctor Electric Co., and is 
| widely known in electric appli- 
| ance marketing circles. Prior to 


his Proctor connections, he was 


engaged in sales promotional 


activities with Westinghouse. 





} 


\ ROBERT M. OLIVER 
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ELECT RICHARDSON 
ASS’T SECRETARY 
SHAPLEIGH HDWE. 


W. K. Richardson has recent- 


ly been elected an assistant sec- | 


retary of the Shapleigh Hard- 





W. K. RICHARDSON 


ware Co., 900 Spruce St., 
Louis 2, Mo. Mr. Richardson has 
been associated with hardware 
sales work from the start of his 
career, when he aided his dad, 
J. L. Richardson, who traveled 
for Shapleigh from 1905 on. 
W. K. Richardson traveled terri- 
tories in Tennessee and northern 
Florida and finally the Tampa, 
Fla., area going into the house 
in 1939 as sales manager for the 
southeastern division. In 1945 he 
was elected a director and also 
served as division sales manager 
for Southeastern Division 3. 
James C. Frizzell’s appoint- 
ment as division sales manager 
of division 2, covering the states 
of Illinois and Wisconsin, suc- 


ceeding Mr. Quisenberry, who 
voluntarily retired, was simul- 


taneously announced. Mr. Friz- 
zell’s hardware experience start- 


ed as a retail clerk and store 


St. 


| house as 


ern Kansas. In 1940 he repre- 
sented Shapleigh in central Illi- 
In 1948 he went into the 
sales manager in di- 


nois. 
9 


vision 2. 


| H. D. COULTON EASTERN 





manager; then he became sales- | 


man for Simmons Hardware Co., 
in southern Alabama and east- 





FRIZZELL 


JAMES C. 
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| Electromaster 


DIVISION SALES MGR. 
FOR GLIDDEN CO. 


A. D. Duncan, vice-president 


of the Glidden Co., Cleveland, 


Ohio, recently announced the ap- | 


pointment of Henry D. Coulton 
as sales manager of the com- 
pany’s eastern direct sales di- 
vision in Reading, Penna. 

He joined the Glidden Co. in 
1934. Before joining the Navy 
in 1941, he served as assistant 
manager of retail stores and as 
assistant to the manager of in- 
dustrial and transportation sales. 





HENRY D. COULTON 


He served in the Navy for five 
years, part of the time on the 
staff of Admiral Kincaid, and 
attained the rank of lieutenant 
commander. Upon his return to 
Glidden after the war, he as- 
sumed the duties of assistant 
sales manager of the company’s 
Nubian Division in Chicago. 


WHITE MADE MGR. OF 
DISTRIBUTION FOR 
ELECTROMASTER 


R. J. White, a member of the 
Philco sales organization for 19 
years, has been appointed man- 
ager of distribution of the Elec- 
tromaster Division of the Philco 
Corp., Philadelphia, Pa., in ac- 
cordance with Philco’s plans to 
sell electric ranges under the 
name, it 
nounced recently. 


Mr. White joined the automo- | 


Philco in 
assigned to 


bile radio division of 
1931 and later 
general sales work. He served as 
manager of the company’s south- 
division with head- 

Atlanta from 1934 


was 


ern sales 


quarters in 


was an- 





to 1942, During the war he was | 
a lieut.ccommander, USNR, on 
the staff of the Chief of Naval 
Air Primary Training and then 
served as executive officer at the 
Naval Air Station, Bunker Hill, 
Ind. He returned to Philco in | 
1945, and was later appointed | 
manager of communications | 
sales of the industrial division. | 


UPSON BROS. APPOINTS 
JOHN G. GILLIS AS 
NEW ENGLAND AGENTS 


John G. Gillis Co., Statler | 
Office Bldg., 20 Providence St., 
Boston, Mass., of which company 
Jack Gillis is president, has been 
appointed representative in the 
New England territory for Upson 
Bros., Inc., Rochester 4, N. Y. 





FLORENCE STOVE NAMES 
MID-WEST DIVISION 
SALES MANAGER 


Frank B. Jeremia has been ap- | 
pointed Midwest division sales 
manager for Florence Stove Co., 
Gardner, Mass., according to an 
announcement by C. Fred Lucas, 
vice president in charge of sales. 
He assumed his new office March 
1, succeeding H. T. Stockholm, 
who has resigned. 

Mr. Jeremia has had 15 years’ 


experience in the range and 
heater field. He became asso- 
ciated with the wholesale and 


retail distribution of major appli- 
ances in the New York area. He 
served with the U. S. Army Air 
Forces during the war, and then, 
was district manager in metro- 
politan New York for ranges and 
space heating equipment. He be- 
came associated with Florence in 
1947 as sales representative in the 
New York territory. 








FRANK B. JEREMIA 


Mr. Jeremia will make his head- 
quarters at the Florence Midwest 
sales division office in Kankakee, 
Illinois. 


HARDWARE AGE, 


NICHOLSON FILE 
APPOINTS ASS’T SALES 


DIRECTOR 
Nicholson File Co., Providence, 
R. L, has announced the ap 


pointment of Edmond A. Neal 





EDMOND A. 


NEAL 


as assistant director of sales. Mr. 
Neal joined Nicholson File in 
1939, following three years with 
Devoe Raynolds Paint Co. as a 
market analyst. Mr. Neal was 
first assigned by Nicholson to 
New York City as a service en- 
gineer. In 1941 he became sales 
representative in charge of the 
Philadelphia area and in 1943 
assumed similar responsibility 
for New York City and Upper 
New York State. 

In 1946 Mr. Neal transferred 
to the Providence office of Nichol- 
son File he has assisted 
H. L. Whitney, director of sales, 
in market analysis and sales man- 
agement, 


where 


LAUNDERGAN BECOMES 
COOLERATOR NAT’L 
FREEZER SPECIALIST 


The appointment of J. J. 
Laundergan Coolerator na- 
tional freezer specialist was an- 
nounced recently by William C. 
Conley, Jr., sales manager of 


as 


The Coolerator Co., Duluth, 
Minn., with headquarters in 
Duluth. 


4 former Coolerator district 
sales manager, Mr. Laundergan 
will assist in the overall freezer 
promotion and sales program 
throughout the nation. 

Joining Coolerator in 1933, 
Mr. Laundergan was appointed 


district sales manager for the 
Mountain States after an exten 
sive training program. Prior to 
his appointment as_ national 


freezer specialist, Mr. Launder- 
gan was district manager for the 
Pittsburgh area and more re- 
cently for the Cincinnati terri- 
tory. 
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Bait Casting Rods 



























GET HEP TO GEP 


—and let these attractive, colorful 

counter and window displays boost 
your sales. Made of heavy coated reinforced board, they 
are properly balanced to accommodate any GEP Rod, 
Just watch the smile of satisfaction your customer gets 
when he lifts a GEP Rod from one of these displays. 
Chances are, it’s a sale. Overall size is 1414” x 1534”. 
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Fly and Spinning 
Rods 





—— 
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Salt Water Rods 











THis NEW poster is also yours for the asking. It 
is designed for use above or behind your display of fishing 
rods. Three colors, size 44”’ x 32”. 


Be sure and get your GEP Displays from your jobber 
today. If he does not have any available at present, write 
and we'll be glad to send them to you. 


GEPHART wis co. 


1026 West Adams Street @ Chicago 7, Illinois 
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BALANSAW 








; *Balansaw Trade Mark 
4 Reg. U.S. Pat. Off. 
BETTER Price—BETTER Built—Combines the 2 
Wanted Features: BALANCE and VISIBILITY 


NOT THIS: INSTEAD: 
‘. 








A 





Unbalanced. Breaks Your Wrist. EASY ON THE WRIST 
Designed for the user, designed for the dealer— 
designed to sell and stay sold—that’s the great new 
Balansaw by Cummins. Read the specifications and 
look at that price—and you'll see volume and profit 
looking back at you! 

SPECIFICATIONS: FRAME—Die cast aluminum alloy 
. .- BLADE—6” combination . . . CAPACITY— 
1%”—in wood .. . MOTOR—Universal A.C. or 
D.C.—115-V 60 cycles ... GEARS—Precision cut 
steel worm—bronze wheel . . . BASE—Adjustable 
for depth of cut... GUARD—Automatic safety ... 
BLOWER—Cools motor and gear case, clears saw- 
dust from line of cut... COMPACT—Length over- 
all 12”—Weight 11 Ibs... . BEARINGS—Anti- 
friction N.D. ball and roller. 

Handsomely Packed in Steel Carrying Case. Net 
weight 11 Ibs. Shipping weight in steel case, 20 Ibs. 
Get the Cummins Balansaw story from your jobber — 

start the profits of Cummins comin’ your way today! 


CUMMINS PORTABLE TOOLS DIVISION 


Cummins Business Machines Corporation 
4740 NO. RAVENSWOOD AVE., CHICAGO 40, ILL. 





























the mail order division and two 
years in the retail stores opera- 
tion of Montgomery Ward & Co., 
he joined The American Fork & 
Hoe Co. as manager of its Evans- 
ville Works in 1944. 





W. G. RECTOR 


TRUE TEMPER APPOINTS 
W. G. RECTOR, MGR. 
OF KELLY WORKS 


The American Fork & Hoe Co., 
Keith Bldg., Cleveland, Ohio, has 
announced that W. G. Rector, 
for the past five years manager 
of its Evansville, Ind., plant, has 
become manager of its Charles- 
ton, W. Va., Kelly Works which 
produces True Temper axes, ham- 
mers, hatchets and other edged 


MFR’S. WESTERN HOUSE. 
WARES SHOW TO BE 
HELD APRIL 10-14 


The Manufacturers Western 
Housewares Show is scheduled 
for April 10-14 at the Alexandria 
Hotel in Los Angeles, under aus- 
pices of L. A. Trade Fair, Inc., 
1151 S. Broadway, a branch of 
the Los Angeles Chamber of Com. 
merce. 

Registration of exhibitors, all 
manufacturing companies, has ex- 
ceeded the 100 mark and is still 
climbing, according to W. C. 
Klingborg, show manager. There 
will be no more than two exhib- 
itors per display room. 

Show management officials re- 
ported receipt of reservations 
from buyers representing many 
of the leading stores in the lar- 
gest cities of the West. Heavy at- 
tendance is expected also from 
top buying offices and smaller re- 


tailers throughout Southern Cali- 
fornia. 


tools. 
After spending two years in 














E. F. CARLSON HONORED BY WARNER HARDWARE: 
Leon C. Warner, president, Warner Hardware Co., Minne- 
apolis, Minn., with E. F. Carlson, vice president of that 
company, who recently celebrated his 55th anniversary with 


the concern. Mr. Carlson, who started with the company 
as janitor, night watchman and delivery boy, was honored 
guest at a party given by the company. After less than a 
year with the Warner organization Mr. Carlson became a 
salesman, in which capacity he gave particular attention 
to the design of tools, making many suggestions to manu- 
facturers for the improvement of rules, block planes and 
other items used by carpenters and other mechanics. Mr. 
Carlson received a watch from the company, in honor of his 
long association with it, five year service pins being pre- 
sented to 62 other employes, on that occasion. More than 
100 of the company’s employees now have service pins for 
five or more years’ association with the concern. 
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jJ. A. BELL DISTRIBUTION 
DIRECTOR F. L. JACOBS 
APPLIANCE DIVISION 


The appointment of James A. 
(Art) Bell as director of distri- 
bution in the appliance division 
of F. L. Jacobs Co., 1043 Spruce 


St., Detroit 1, Mich., was an- 
nounced recently by Gerald 
Hulett, director of sales. He 


will be in charge of merchandis- 
ing activities of the distributor 
organization for Launderall. 

Mr. Bell has specialized 
ranges and water heaters in the 
appliance sales field. Before 
joining the Jacobs firm, he was 
with Electromaster, Inc., Mt. 
Clemens, Mich., since 1935, 
where he served as director of 
utility sales. Prior to that, he 
was general sales manager of the 


in 





JAMES A. BELL 


natural gas division, Kansas 
Power & Light Co., at Salina, 
Kans. 


COLUMBIAN VISE MAKES 
THREE EXEC. CHANGES 

Three important changes in 
personnel at The Columbian Vise 
& Mfg. Co., Cleveland, have been 
announced. 





ROBERT F. SWANDER 
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RICHARD SEYMOUR 


Appointed a member of the 
company’s board of directors was 
A. S. Trivision, purchasing agent, 
who has been with Columbian 
over 23 years. Robert F. Swander 
was named to the post of trea- 
surer, and Richard Seymour ele- 
vated to secretary. 

Robert F. Swander served as 
manager of the Central National 
Bank, Chagrin Falls, for several 
years. In addition to his new 
duties, Richard Seymour will con- 
tinue to be a member of the sales 
division. 

Dan C. Swander, Jr., continues 
as vice-president of the company. 





CHICAGO CONVENTION 
“SPOT FOR RETAIL 
PAINT DISTRIBUTORS 

The annual national 

convention and exhibit of the Re- 
tail Paint and Wallpaper Distrib- 
utors of America, Inc., 319 N. 


second 





Fourth St., St. Louis 2, Mo., will be | 


held at the Hotel Sherman, Chi- 
cago, Ill., Nov. 9-12, 1949, accord- 
ing to executive secretary Irwin E. 
Douglas. This decision was made 
at a meeting of the group’s Board 
of Directors held in Chicago re- 
cently. 

The complete Exhibit facilities 
of the hotel have been reserved for 
the event, Mr. Douglas says. 

Space will be available in Ho- 
tel Sherman’s Grand Ballroom, 
Exhibition Hall and Mezzanine. 
Last year, 118 exhibitors occupied 
136 Booths, exhausting the facil- 
ities of the space reserved. This 
year, the available booth space 
will be increased by 50 per cent. 

Committee Chairmen named to 
cooperate closely with Mr. Doug- 


| las include George Frederick of R. 
| Frederick Paint Co., general con- 


vention chairman, and Edgar E. 
Koretz, of the Adolph Koretz Co., 





chairman of the exhibit commit- | 


tee. President of the RPWDA is 
Lee E. Schroeder of the Lee 


| Schroeder Paint Co., Chicago, Ill. 
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VALUE POLICY 
PILES UP 
SALES GAINS 
FOR 
DEALERS 


THOUSANDS SOLD 
AT $43.75 


@ Motor performance and features equal drills 
selling for as much as $58. 


Light, strong aluminum die cast frame. 
Jacobs 33-B Chuck. 
2-pole heavy duty switch. 


Toughest alloy steel helical cut gears for 
quiet, smooth operation. 


Perpetually Guaranteed. 


Cummins’ new plant and new high production 
equipment make it possible to build BETTER 
tools at BETTER prices! Order from your 
Jobber—get goin’ on Cummins’ quick turnover 
and customer satisfaction! . . . CUMMINS 
PORTABLE TOOLS, 4740 No. Ravenswood 
Ave., Chicago 40, Ill. 


Auk Your sobbet 





By 











GLIDDEN DIRECT SALES 
APPOINTS C. M. DUNN 
ASSISTANT MANAGER 
The appointment of Charles MI. 
Dunn, Jr., as assistant manage? 
of The Glidden Co.’s direct sale- 





CHARLES M. 


DUNN, JR. 


department in Cleveland, was an- | 


nounced recently. Mr. Dunn will 
continue as director of the tech- 
nical service department in Cleve- 
land, a position he has held for 
more than a year. 

Mr. Dunn joined Glidden as a 
technical correspondent in the in- 
dustrial sales division soon after 
his graduation from Case Insti- 
tute of Technology in 1939, After 
service in the Air Forces during 
the war, he returned to Glidden 
as assistant manager of aviation 
sales and was promoted to man- 
ager in 1946. His appointment 
as director of the Cleveland tech- 
nical service department 
made in 1947, 


EDWARD NORRIS HEADS 
UTICA DROP FORGE 
BOARD OF DIRECTORS 


Edward Norris was elected 
chairman of the board of direc- 
tors and W. V. Daugherty was 
made president of the Utica 
Drop Forge & Tool Corp. at a 
recent meeting of company di- 
rectors. 

In his new position, Mr. Nor- 
ris will maintain an active role 
in over-all company policies and 


was 


will concentrate on sales de- 
velopment. He has served as 
president of Drop Forge since 
1937. Prior to that, he was 
president of the Utica Heater 
Co. 


Mr. Daugherty, who moves up 
from vice president, has been 
associated with Drop Forge 
since 1940. Before coming to 
Utica, he was president of the 
Thomas Devlin Mfg. Co. From 


1931 to 1940, he was associated | 


with the Nash 
Kenosha, Wis. 


Motors Co.. 
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Other executives include: 
George P. Krug, vice president 
and treasurer; 
Hughes, sales 


manager, and 


Frank P. Tenney, of Cleveland. 


Ohio. vice president. John M. 
Fox. Jr., is manager of the Pre- 
cision Forging Division, which 


is currently being expanded, 
completion of a large plant ad- 
dition scheduled for spring. 
C. E. Wilderman is manager ol 
the tool division. 
KOHLMEIER HANDLES 
WORCESTER LAWN 


MOWERS 
J. M. Kohlmeier, 


ware wholesalers, 27th St., Bridge 
Plaza North, Long Island City 1, 
has recently been appointed dis- 
tributors for the Worcester Lawn 
Mowers, division of Savage Arms 


Inc., hard- 


Corp. Other manufacturers for 
which Kohlmeier is_ wholesale 
distributor for are: American 


Fork & Hoe Co., Gilbert & Ben- 
net Co., G. F. Wright. Chain Link 


Fence, Doo Klip line. Conti- 
nental Ornamental Fence, Parma 
gard, Welded Fabric, Farm 
Fence, Sandee Plastic Hose. 


Buch Distributors, Henry Disston 
& Sons, Poultry Netting, Swan 
Hose Co., Jackson Garden Bar- 
rows & Rollers, Bronze & Galvan- 
ized Screen Wire, Hardware 
Cloth, Sweets Fence Posts, Stan- 
ley Tools, and Hudson Sprayers. 
TIMES SQUARE STORES 
OPEN NEW BUYING, 
EXECUTIVE OFFICES 
The opening of new buying and 
offices for the Times 
Square Stores Corp., 1155 Broad- 


executive 


way, New York, has been an- 


Will J. Feddery, Cleveland, 


Thomas R. | 


nounced by George J. Seedman, 


president. 
HONOR CUSHMAN 
LONG TIMERS 


Over 200 Cushman 
Works, Inc., employees. at Lin- 
coln, Neb., were honored re- 


cently at a party for those who 
have served the firm from five to 
25 years or longer. 


During the program C. D. 
Ammon, chairman of the board, 
presented several! 25-year pins 


and two gold watches. Bill Win- 
ters was honored for serving the 
firm for the longest 
years. Robert Ammon, 
president. presented five and 10- 
year pins. 


period, 37 


company 





WARREN M. SHAPLEIGH 


| who was recently elected to the 
| board of directors of the Shap- 
| leigh Hardware Co., wholesal- 
| ers, 900 Spruce St., St. Louis 2, 
| Mo. He is connected with the 
| buying department, 





HARDWARE AGE’s 
Central Western Manager, receives congratulations at the 
Dec. 13, 1948, meeting of the Cleveland Dotted Line Club, 
on his 35th anniversary with this publication. At the mo- 
ment this picture was taken Bill, who is the club's secretary, 
heard the singing of “Happy Anniversary, Bill,’ in his honor. 


Ohio, 


HARDWARE AGE, 





Motor | ger 


| veloped. 


M. E. DuBOIS NAMED 

WAGNER MFG. CO. 

ACTING SALES MGR 
The resignation of Lowell H, 
Swenson as general sales mana- 
of the Wagner Mfe. 


Co., 





MILO E. 


DUBOIS 


Cedar Falls, Iowa, to devote him- 
self exclusively to his consulting 


and marketing enterprises has 
been announced by A. R. Hobart, 
president. Mr. Swenson joined 
the Wagner organization last 
summer. He will complete an 
evaluation study of company 
marketing practices and _ sales 


control methods before leaving 
to enter in upon his new duties. 

Milo E. DuBois, who has beer 
assistant to Mr. Swenson, will be- 
come acting sales manager. He 
has_ been with the 
Wagner firm in engineering and 
sales capacities for more than 20 


associated 


years. 


FARWELL, OZMUN, KIRK 
SPRING SALE PROMOTION 


Farwell, Ozmun, Kirk & Co. 
hardware wholesalers, St. Paul 
1, Minn., now has its 1949 
sale catalog ready for 

Dealers can pur 
quantity needed for 
territory at a reason- 
says this wholesaler. 
The idea of the independent 
hardware retailer being the 
source of supply of good quality 
merchandise is again being 
played up. In the past the com- 
pany has sold each sales pro- 
motion of spring, fall and Christ: 
mas separately, but this year @ 
plan of selling a year’s adver- 
tising in advance has been de- 
Retail prices in the 
catalog are for stores within 250 
miles of St. Paul. For stores at 
a greater distance, catalogs have 
been printed with some slightly 
higher prices to offset the freight 


spring 
distribution. 
chase any 
their trade 
able price, 


costs. 
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This 4-page, 4-color Perfection Oil Range 
advertisement running in magazines THIS SPRING! 


$ 

Your taken ( 
to 10 
in diet / 


PERFECTION STOVE COMPANY °* 7085-B Platt Avenue, Cleveland 4, Ohio 
Manufacturers of Ranges, Cook Stoves, Home Heaters, Water Heaters, Winter Air-Conditioning Furnaces 
CLEVELAND e JERSEY CITY e@ KANSAS CITY . OAKLAND . Sve 


Are YOU tying in with this spectacular promotion, and turning 
them INTO your store? The Perfection special demonstration 


window display is a connecting link between the greatest 


campaign in Oil Range history and your sales floor. The many 
other sales promotion aids available to Perfection Dealers can 


help forge the final link to your cash register. If you don’t 


have them all, ask now and .. . let’s go, because Perfection 


means business this year! 


PAUL 


ATLANTA e@ CHICAGO e 
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PERRY B. PATTESON 


REMINGTON ARMS NAMES 
WESTERN REGION SALES 
MANAGER 


The appointment of Perry B. 
Patteson as western regional 
sales manager of the Remington 
Arms Co., Inc., Bridgeport, Conn.., 
was announced by R. H. Cole- 
man, director of sales. Mr. Cole- 
man also named two new district 
managers for the company’s San 
Francisco and St. Louis offices. 

Mr. Patteson succeeds Dewey 
Godfrey, recently appointed as- 
sistant director of sales. His 
original business sales experience 
was in the southeastern 
Later he located in Washington 
D. C., where he continued in 
sales work until the beginning of 
World War II when he was ap- 
pointed assistant director of the 


states. 








wholesale and retail division. 
WPB, Washington. 
Following his services with 


WPB he became sales manager 
of the White Supply Co., Water- 
bury, Conn., and then joined the 
Remington organization as man- 
ager of the Seattle, Wash., dis- 





F. E. MORGAN 


trict office. Following the clos- 
ing of that office last year he 
was transferred to the San Fran- 
cisco office of the company. 
Succeeding H. J. Strugnell, 
who retired February 1 as Rem- 
ington district manager at San 
Francisco, is F. E. Morgan. 
Mr. Strugnell joined Remington 
in 1900 at the age of 16 years as 
an office boy. He held numerous 
positions in the sales department 
at Bridgeport and in 1935 was 








M. D. BERKELEY 


made district manager in New 
York City and was transferred to 
San Francisco in 1941. 

Mr. Morgan, up until his San 
Francisco appointment, has been 
Remington district manager in 
St. Louis, Mo., since early last 
year. He joined the Remington 
organization in 1935 as a field 
representative in Columbus and 
later Cleveland, Ohio, 

Succeeding to Mr. Morgan’s 
position as district manager in 
St. Louis is Merrill D. Berkeley. 
Remington field representative in 
Indiana. In 1932 he joined the 
sporting goods department of the 
Witte Hardware Company in St. 
Louis where he remained until 
1935. He then became a mem- 
ber of the Remington sales or- 
ganization and has since been 
located in Dallas, Texas, and 





WITH THE ADOPTION OF A CONSTITUTION and by-laws and election of officers, 


the National Association of Water Conditioning Equipment Manufacturers was formally 


organized at a meeting in the Sherman Hotel, Chicago, recently. 


Fifty-three manufac- 


turers of water conditioning equipment signified their intention to join the new group, 
the object of which is to develop the market for water conditioning equipment. Fred V. 
Hayner, president, Shepley-Hayner Corp., Freeport, Ill., was elected president and R. B. 
Baird of The Duro Co., Dayton, Dayton, Ohio, is vice-president. Secretary-treasurer of 


the group is Herbert C. Angster. 
National Association of Domestic & Farm Pump Manufacturers. 


Mr. Angster is also secretary and director of the 


The following were 


elected members of the executive committee: Charles E. Russell, Elgin Softener Corp., 
Elgin, Ill., chairman; Harold S. Werhane, Culligan Zeolite Co., Northbrook, Ill.; Herbert 
Wolcott, Wolcott Water Softeners, Columbia, Mo.; Earl C. Reynolds, Reynolds-Shaffer 
Detroit, Mich.; and Lynn G. Lindsay, The Lindsay Co., St. Paul, Minn. The address of 
the association is Suite 1416, 39 South La Salle Street, Chicago 3, Ill. Left to right are: 
Herbert Wolcott, Fred V. Hayner, R. B. Baird, Charles E. Russell, and Harold S. Werhane. 
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Indianapolis, Mr. Berkeley, 
through his long affiliation with 
the sporting goods business, is 
well known to the trade in the 
Midwest and South. 





MERRILL NAMED ASS’T 
SERVICE MANAGER 
FOR DUO-THERM 


Duo-Therm Division, Motor 
Wheel Corp., Lansing, Mich., has 
announced the appointment of 
T. R. Merrill as assistant service 
manager. 

He joined the Motor Wheel 
Corp. in 1923, and transferred to 
the Duo-Therm Division in 1933. 
In 1937 he joined the Duo-Therm 
service department, where he has 
been active in servicing units in 
the field and in connection with 
the Duo-Therm Service School. 





EAGLE RULE APPOINTS 
ILLINOIS SALES AGENT 


The Eagle Rule Mfg. Corp., 
New York City, has announced 
a new sales representative for the 
state of Illinois including the Chi- 
cago metropolitan area, namely, 
Harvey D. Rush & Sons, 4638 
Mill Creek Parkway, Kansas City 
2, Mo. 


HDWE. BOOSTERS MEET 
ADDRESSED BY V.P. 
OF 40 PLUS CLUB 


The Hardware Boosters, Inc., 
8733 110th St., Richmond Hill 
18, N. Y., recently held a meet- 
ing at Whyte’s Restaurant, 145 
Fulton St., New York City, with 
Robert J. Duncanson, president, 
presiding, and with Roger W. 
Mullin, vice-president, Forty 
Plus Club of N. Y., Inc., as fea- 
ture speaker. The latter organi- 
zation is a cooperative associa- 
tion of unemployed executives 
over 40 years of age. There were 
in attendance, 38 members and 
two guests to hear Mr. Mullin 
explaining the “Screening” of 
all applicants who have at one 
time or another held executive 
positions at a salary of $5,000 
and over, they must be 40 years 
or more and at present un- 
employed. The member looses 
membership on _ re-employment 
which averages a period of six 
months. 


Frederick C. Brown, Clark 
Bros. Bolt Co., and Wm. J. 
Palmatier were admitted into 


membership of the Hardware 
Boosters. Reports were received 
and read from The Entertain- 
ment Committee on the 1948 
Christmas Party which proved a 
social and financial success, and 
the Sightless Children’s Party, 
telling of their work. 
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HARCOAL 


Produced under most modern automatic control trom 
sound and seasoned hardwoods at our Wrigley, Ten- 
nessee plant, one of the largest retort carbonizing 
plants in America. 


CHARKETS 
Concentrated hardwood charcoal briquettes about 
2 inches square, that burn for hours, giving off a 
steady, intense heat. Packed in 20-pound paper 
bags and 80-pound burlaps. Recommended for in- 
door and outdoor cooking, foundry and sheet metal 
work and for smoking meat. Charkets are hard 
binder, impervious to moisture, and smokeless. 


WRIGLEY HARWOOD CHARCOAL | agg 


Uniform lump, packed in handy paper bags (weight 5 pounds) WRIGLEY . 
and larger packages for commercial and industrial use. Ideal @ OAK 
for outdoor cooking (fish fries, steak fries, outdoor grills, pic- § a 

nics, camping). Also used in numerous manufacturing and | 

chemical operations. 


TENN-CHAR 


Granulated charcoal in a wide variety of sizes. Packed in © 
50-pound heavy paper bags, used widely for poultry and 
animal feeds as well as in the metallurgical industrial 


plants. 


If you are not already handling the Tennessee Products line of 


hardwood charcoal, you are missing a real bet. The demand is 
wide-spread, the volume assured, in every locality. Mixed cars 
can contain any variation of the packages and preparations. 
Wire or write TODAY for quotations or any other information, 





Tennessee Products & Chemical Corporation 


General Offices: NASHVILLE, TENNESSEE 
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THOMAS H. STEVENSON 


T. H. STEVENSON JOINS 
DON ROSE ASSOCIATES 


Thomas H. Stevenson, former 
housewares buyer for Ernst Kern 
Company and prior to that as- 
sistant housewares buyer at Crow- 
ley-Milner Company, Detroit, has 
joined Don Rose Associates, man- 
ufacturers representatives, Park 
Ave. Bldg., Detroit, 26, Mich. 

Mr. Stevenson will specialize 
in merchandising and promotion 
of our products to the retail out- 
lets in this territory. 

The organization, which covers 
Michigan and Toledo, Ohio, rep- 
resents such firms 
Coughlan Company, West 
Orange, N. J.: Embree Mfg. Co., 


as 


Elizabeth, N. J.; Simmons Slic- | 


ing Knife Co., Chicago, UL; 
Poloron Products Inc., New Ro- 
chelle, N. Y., and Casco Prod- 


ucts Corp., Conn. 





PAINT SALESMEN OF 
CHICAGO CELEBRATE 
INDUSTRY NIGHT 


All branches of the Paint In- 
dustry in Chicago were honored 
at the Jan. meeting of the Paint 
Salesmen’s Club of Chicago 
which was held at the Furniture 


Club. 


After a dinner enjoyed by a 
| 
large turn-out of the member- | 


ship, president W. W. Anderson 
introduced the following special 
guests: Leo Guthman, president, 
and R. J. Vonesh. secretary of 
the Chicago Paint, Varnish & 
Lacquer Assn.; Roger 
president, and C. J. Amis, secre- 
tary of the Paint & Wallpaper 
Dealers Assn. of Cook County; 
Lee Schroeder, president Na- 
tional Paint & Wallpaper Deal- 
ers Assn.; Ed. Wilder, president 
Chicago Production Club. Each 
one expressed a few words of 
greeting on behalf of his organi- 
zation. 

The main event of the evening 
was an interesting talk by Walter 


M. Clark, director of the Na- 
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G. N.| 


Nelson, | 


}tional Clean-Up &  Paint-Up 

Bureau. He showed graphic 
| charts of the need for this cam- 
| paign as a Civic duty and ap- 
| pealed to the members of the 
| Salesmen’s Club to act as am- 
| bassadors and promote the cam- 
| paign throughout the Chicago 
| area. Chicago -tied for first place 
| with Philadelphia in the results 
of the 1948 campaigns. 

Applications for Membership 

were received from Frank G. 
| Kraft, manufacturers agent, and 
'Edwin Pilchard of Hercules 
Powder Co. 

Elmer  Dreckman, 
vice-president of the National 
Paint Salesmen’s Assn.,  an- 
nounced that the 1949 Conven- 
tion would be held, if possible, 
immediately before or after the 
convention of the National Paint 
& Wallpaper Dealers Assn., 
which is scheduled November 9 
to 12th, so that salesmen from 
the other clubs could take ad- 
vantage of both meetings in one 
trip. 


regional 


J. R. SIMS MADE THOR 





SOUTHEAST DIST. MGR. 
Thor Corp.. Chicago 50, IIl., 


announced recently the creation 
of a Southeastern sales district, 
with headquarters at Atlanta, 
|Ga., and the appointment of J. 
| Ross Sims as the district’s man- 
| ager. 

Frank J. Simpson, Thors’ vice- 
president, said the district is be- 
ing established to provide closer 
and more efficient ties between 
the corporation and its distribu- 
tors and dealers in an area com- 
prising the entire states 
Georgia, Alabama and Florida, 
and large portions of Kentucky, 
Louisiana, Mississippi, Tennes- 
see and Virginia. 

Mr. Sims formerly 
Thor’s Rocky Mountain sales 
district. Assigned also to the 
new district is Thomas Sandors, 
Thor factory service representa- 
tive. 


managed 











| J. R. SIMS 


of | 


Thor distributors in the new 
district are: Peaslee-Gaulbert 
Corp., hardware wholesalers of 
Atlanta, Ga., Louisville, Ky., and 
Jacksonville, Miami and Tampa, 
Fla.; Alabama Appliance Co., 
Birmingham, Ala.; C. T. Patter- 
son Co., Inc., New Orleans, La.; 
Radio & Appliance Distributors, 
Inc., Chattanooga, Tenn.; South- 
eastern Appliance Distributing 
Co., Nashville, Tenn.; McComb 
Supply Co., Harlan, Ky.; Mit- 
chell-Powers Hardware Co., Bris- 
tol, Va., and Pensacola Hardware 
Co., Pensacolo, Fla. 


Vv. G. HEICHEL BECOMES 
NORTHWEST SALESMAN 
FOR ANIMAL TRAP 


Animal Trap Co., of America, 
Lititz, Pa., has appointed Vernon 
G. Heichel as Northwestern rep- 
resentative to succeed Clifton M. 
Ford, who has requested his re- 








HEICHEL 


VERNON G. 


tirement because of ill health. 
Mr. Ford will be available to the 
company on a consultant basis 
however. Mr. Heichel has been 
New England representative for 
the past several years. 


PHILCO NAMES J. C. 
COOPER MGR. OF 
FREEZER SALES 
Jack C. Cooper, formerly gen- 
eral salesmanager of Philco Cor- 





poration of Canada, Ltd., has 
been appointed manager of 


freezer sales for Philco Corp., 
Philadelphia, it was announced 
recently. 

Mr. Cooper, who has had 20 
Pyears of experience in the elec- 
trical appliance business, joined 
the Philco subsidiary in Canada 
in 1945 as sales manager of the 
refrigerator and _ freezer di- 
vision. Later he was named sales 
promotion manager and a year 
ago became general sales man- 
ager, handling the company’s 
Canadian selling operations. 
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EARL L. 


BOSLEY 


APEX ELECTRICAL MFG. 
APPOINTS CLEVELAND 
DIV. SALES MGR. 
The appointment of Earl L. 
Cleveland division 


Bosley as 
sales manager for the Apex 
Electrical Mfg. Co., Cleveland, 


Ohio, was announced recently by 
A. C. Scott, vice-president in 
charge of sales. 

Mr. Bosley began his career 
with the Ohio Public Service Co., 
in sales, and then successively 
was regional manager of the 
Graybar Electric Co., and in the 
sales department of Kaiser 
Fleetwing Sales Corp., at Bristol. 
Pa. Prior to his Apex appoint- 
ment he was sales manager for 
Northern Ohio Appliances, Inc 
Cleveland. 


NAM SPEAKER TELLS 
NEED OF LABOR FOR 
ECONOMIC KNOWLEDGE 


There is a challenge to business 
men, today, to give labor the true 
story as to business and its prob- 
lems, with particular clarification 
as to the profits made by business, 
Dr. Allen A. Stockdale, National 
Association of Manufacturers, told 
more than 40 members and guests 
at the Feb. 25 meeting of the 
Hardware Boosters, at Whyte’s 
Restaurant, 145 Fulton St., New 
York City. American business 
concerns, he declared, average but 
three cents profit, per dollar 
sales, which is subject to stock 
dividend payments. Business 
needs to undertake a real public 
relations program to help labor to 
realize 76 per cent of the final 
cost of production goes into 
wages, said Dr. Stockdale. Of all 
employed people, in this country, 
only 25 per cent of those eligible 
for membership in unions are £0 
affiliated. 

Robert J. Duncanson, Richards 
Wilcox Mfg. Co., president of the 
Hardware Boosters, conducted the 
meeting. 
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REVOLUTIONARY 





AS THE 


BALANCED-FLOW JET... 


THE ONLY PUMP OF ITS KIND! 





GOULDS Balanced-Flow Jet 
for Shallow Wells 


Here’s the famous tankless unit 
whose self-adjusting capacity 
feature is an important selling 
tool for Goulds dealers. It’s 
the “bell-cow” of water sys- 
tems business for Goulds 


dealers everywhere. 
Sa 


<—S 
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DEALER CATALOG | 


Here’s still another great Goulds “first” —a truly helpful Dealer Catalog .. . 
the most modern, easy-to-use pump catalog ever printed. It’s designed to 
help you...to make your pump selling easier... your selections simple and 


accurate ... your installations perfect. 


HERE ARE SOME OF THE OUTSTANDING FEATURES OF THE NEW CATALOG: 


It’s complete—64 pages of concise, readable information 


on Goulds complete line. 
Easy-to-use visual index. 
Simplified selection charts. 


Modern, functional use of color— enables you to find 


what you want, quickly. 


Each page tabbed so that you know what unit is 
described, even while thumbing through the book. 


If you’re a Goulds dealer, your copy of the new catalog will be in the mails shortry 


You'll find it a sound basis for the down-to-earth pump selling ahead. 


GOULDS PUMPS INC. Senece Falls, N.Y. 


WATER SYSTEMS 


i 101 


FOR EVERY FARM AND HOME NEED 
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NAME ASSISTANT TO 
MAYTAG’S GENERAL 
SALES MANAGER 
Louis C. McAnly, Jr., has been 
appointed assistant. to the gen- 
eral sales manager, Verne R. 
Martin, at The Maytag Co., New- 





LOUIS C. McANLY, JR. 


ton, Iowa. He succeeds J. B. 
Claiborne who is now sales man- 
ager of the East Coast Co., Jack- 
sonville, Florida. 

Following his discharge from 
the military service, he started 
with Maytag, in 1946, as a 
trainee in various departments, 
Recently, he was acting as man- 
ager of retail sales training. 

As assistant to the general 
sales manager he will help 
supervise sales training and sales 
promotion programs for the sales 
department, and plan market 
surveys for Maytag. 





RETAILERS GUESTS OF 
CORPUS CHRISTI HDWE. 
AT CONVENTION 


The Corpus Christi Hardware 
Co., Hardware wholesalers, Cor- 
pus Christi, Tex., was host to 
hardware retailers of South 
Texas at a recent two day con- 
vention held to familiarize the 
retailers with the products they 
handle. 

The company assembled repre- 
sentatives of eight of its manu- 
facturers, who were guests of 
Edwin F. Flato, company presi- 
dent, for 44 years. Mr. Flato 
said that as a result of previous 
scarcities, salespeople were not 
required to exercise salesman- 
ship and that as a result, many 
of them knew nothing about the 
products they sold. Customer 
resistance is now increasing he 
said, with many people wanting 
to know the features of various 
goods. Manufacturer’s_repre- 
sentatives who demonstrated 
their products include: J. Earl 
Jones, Portland, Ore., president 
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of B & C Tool Co., and J. C. 
Calhoun, sales manager, Olin 
Industries. 

Other companies represented 
were Remington Arms, with 
three men; Wiss Co., Corning 
Glass Co., Atkins Saw Co., 
Camillus Cutlery Co., and Gen- 
eral Electric Co., which sent 
five representatives. Salespeople 
from stores in Houston, San 
Antonio, Galveston, Austin, 
Uvalde, Del Rio, Laredo, George 
West, Three Rivers, Luling and 
the Rio Grande Valley were 
present. 





GARNER ADDS CONN. 
TO AREA COVERED 
FOR GENERAL SWITCH 


Morton S. Muller, president, 
General Switch Corp., 45 Roe- 
bling St., Brooklyn, has an- 
nounced that Frank W. Garner, 
who has been sales representa- 
tive for the company in Massa- 
chusetts, Rhode Island, Maine, 
New Hampshire and Vermont, 
has now been assigned the state 
of Connecticut in addition to the 
balance of the New England 
territory. 


HOMER CLARK RETIRES 
FROM WESTERN 
CARTRIDGE 


Homer Clark, Sr., 65 years 
old, of Alton, ITIL, nationally 
known professional trap shooter, 
has retired after 40 years of con- 
tinuous service with the Western 
Cartridge Company division of 
Olin Industries, Inc., East Al- 
ton, IL 

Mr. Clark is the father of 
Homer Clark, Jr., a former West- 





ern Cartridge Company em- 
ployee, who last year won the 
world’s trap shooting champion- 
ship at Estoril, Spain, by de- 
feating 300 of the world’s best 
shots. 

During his 40 years of profes- 
sional trap shooting, the elder 
Mr. Clark has won innumerable 
tournaments and has set various 
state and national records. He 
is the first man to establish a 98 
per cent average for a season, 
shooting at 2100 targets. He 
has a long run of 522 straight. 





HOMER CLARK, SR. 


Homer Clark, Sr., was a mem- 
ber of the famous 1938 Western 
Cartridge trap team that set a 
professional record at the Grand 
American Handicap when it 
broke 993 out of 1,000 clay tar- 
gets. While setting this record, 
the five-man squad broke 544 
targets without a miss. 











OF 


officers of the Hardware Salesmen’s Association of St. Louis, 


THE INSTALLATION 


1189 Arcade Bldg., St. Louis 1, 


THE RECENTLY ELECTED 


Mo., was held at the 


Edgewater Club with Senator Milton Napier as toastmaster. 


Left to right, standing, are: Less 


R. Baumann, Morgan Paint 


Co., treasurer; Earl Bold, Vaco Products Co., secretary; Paul 
A. Brodigan, Mississippi Valley Hardware Co., sergeant at 
arms. Seated, left to right: Gilbert L. Brown, National Lead 
Co., first vice-president; Otto H. Thoma, Consumers Glue 
Co., president; A. V. Hanneke, second vice-president, West- 


inghouse Electric Corp. 
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APPOINTS L. W. MOORE 
WILLIAMS-BOWMAN 
SALES MANAGER 

The Williams-Bowman, Rubber 
Co. has announced the appoint- 
ment of L, W. Moore as sales 
manager. 





L. W. MOORE 


Mr. Moore had been associ- 
ated with the U. S. Rubber Co., 
in factory and sales capacities, 
for the past 23 years. 

Mr. Moore will make his head- 
quarters at the factory and office 
located at 1941-51 S. 54th Ave., 
Cicero 50, Ill. 


MACHINERY, METALS 
EXPOSITION APRIL 25-28 


“Meet the Future,” will be the 
overall theme of the Fourth 
Southern Machinery & Metals Ex- 
position, 267 E. Paces Ferry Rd., 
N. E. Atlanta 5, Ga., which will 
be held in the Atlanta Municipal 
Auditorium, in Atlanta, April 25- 
28, inclusive, it was announced 
by Russell E. Bobbitt, Jr., expo- 
sition president. 

The very latest development for 
industry — machinery and _ tools, 
products and processes, equip- 
ment, tools and materials han- 
dling devices will all be included. 
Many products will be shown for 
the first time —all designed to 
give faster, better and more profit- 
able plant operations. 

Quite a number of companies 
which have not heretofore exhib- 
ited in such a Southern industrial 
exposition will have specially 
constructed displays. Many firms 
which have exhibited their prod- 
ucts at previous Southern Ma- 
chinery and Metals Expositions 
will show their latest develop- 
ments. 

The latest testing and inspec: 
tion devices, heat treating foun- 
dry and machine shop equipment, 
tools, dies and chemical process 
ing methods will be spotlighted. 
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man, Rubber PINCOR’S ON-THE-SPOT STUDY 

ee SPOTLIGHTS YOUR LOCAL y ore 


Dealers Are 


POWER MOWER SALES VOLUME 


Pincor’s current market study of your area 
takes the guesswork out of buying. 

This study is based on your area’s number of 
homes, income, population, lawn a 
growing season, lawn size, types of grass 

and special local factors that affect U at / nl 9 0 
your business. Only Pincor offers you 

this authoritative service. 


2 


7 PINCOR SELLS 
DIRECT TO DEALER 








POWERFUL NATIONAL 
ADVERTISING 












” Pincor’s four-color full-page and 
half-page ads in America’s leading 
F an national magazines reach three 
Cen assOcl- a out of every four power mower 
Rubber Co., Ue eee sae prospects in your community. 
; capacities, i ee 
ke his head- a: INCOR DELIVERS 
pope FAIR TRADED TO PROTECT aneaiite Gietaen 
f, YOUR PROFIT Se ; ; 
i} % very Pincor national ad says 
te F Fe name of nearby Pincor 
ce 5 ealer, call Western Union by 
AETALS if. number. Ask for Operator 25.” 
RIL 25-28 eT PINCOR GIVES YOU Pincor ads direct prospects to you! 
will be the A COMPLETE LINE 
the Fourth Three great power mowers to meet three different needs! = 
i: Metals Ex- 
; Ferry Rd., @ 
which will PINCOR P-20 £- PINCOR P-18 © PINCOR P-24 
2 Municipal inch cut a pre a i, 24-inch cut 
a, April 25- 
announced 
, Jr., expo- $165* 
NOW—PINCOR 
lopment for AUTHORIZED 
oo SERVICE AND eae 
, e . 
erials han: LOCAL PARTS PINCOR’S NE 
e included. DEPOTS X-RAY BOOK GIVES 
> shown for Nationwide service YOU AUTOMATIC ° 
lesigned to stations—parts 
more profit: depots are stra- . : : we, SELLING 
tegically located to Al petemiretai! F.0. B. Factory a ' A Makes every clerk a star! 
ani give you prompt, ae Builds a complete Pincor 
a efficient service. power mower before your 
_—* ial customers’ eyes. Spotlights the 
h industri aires features that make Pincor 
» specially Write Today —Join the Fast-Growing Pincor Dealer Organization! the best buy in power mowers! 
Many firms 
their prod- 


thern Ma- 


Manufactured by Pioneer Gen-£-Motor Corporation, 5841-49 W. Dickens Ave., Chicage 39, Ill. 


ind inspec- 





iting foun- Electric Trimmer for y $3450 
i Retell price . AWN MOWERS + ELECTRIC TRIMMERS 
equipment, Shrubbery, Hedges, Bushes! F.0.8. Factory POWER LAWN MOWERS HAND L 
al process 
potlighted. 
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FRICTION 
TAPE 


Loi 























Every foot is made to highest quality standards 
of manufacture and each roll contains guaran- 
teed footage. Available in various roll lengths, 
cellophane wrapped in tape-protecting attrac- 
tive boxes. Packaged also in ten roll containers 
for electrical and automotive buyers. 


ACCURATE 


FRICTION 
TAPE 


The rubber tape electricians and mechanics ask 


ACCURATE 
RUBBER 
TAPE 


for by name. Individual rolls in several roll 
lengths featuring guaranteed footage and attrac- 
tive box packaging. Supplied also in extra long 


rolls in metal containers. 





PASHA ELECTS IMSCHWEILER. At the annual con- 
vention and exhibit of the Pennsylvania & Atlantic Sea- 
board Hardware Association at Baltimore, Md., Feb. 28 to 
March 3, R. H. Imschweiler, Tremont, Pa., was elected pres- 


ident succeeding M. Haswell Pierce, Milford, Del. T. Law- 
rence Edwards, Ebensburg, Pa., and M. W. Allen, Carlisle, 
Pa., were elected first and second vice-presidents respec- 
tively. Harry D. Kaiser, Philadelphia, Pa., continues as as- 
sistant treasurer. Members of the executive committee are: 
Hartzel Huston, New Castle, Pa.; C. W. Anderson, New 
Bethlehem, Pa., and (new) Julius M. Wagner, Baltimore, 
Md. W. Glenn Pearce, Philadelphia, Pa., was re-elected 
managing director. Resolutions passed by the association 
favored: putting Consumer Co-ops under the same taxes as 
those to which businesses with which they compete are sub- 
ject; vigilance in enforcing Fair Trade Contracts and an in- 
crease in those states permitting such contracts, of the 
number of manufacturers operating under such plans: and 
clarification, by legislation, of the situation on freight ab- 
sorption. 

In the photo are: (seated) left to right: M. Haswell 
Pierce, Milford, Del., retiring president; R. H. Imschweiler, 
Tremont, Pa., new president and W. Glenn Pearce, Philadel- 
phia, Pa., re-elected managing director; (standing), Harry 
D. Kaiser, Philadelphia, Pa., assistant treasurer; Julius M. 
Wagner, Baltimore, Md., new member of executive commit- 
tee; T. Lawrence Edwards, Ebensburg, Pa., first vice-presi- 
dent and M. W. Allen, Carlisle, Pa., second vice-president. 





J. M. COOK, MADE | ger 10 years later. He was ad- 
BEHR-MANNING }vanced to his present position 
DIRECTOR ‘last year. 
Behr-Manning Corp., Troy, ——— 
N. Y., has announced the ap- 


BLUEFIELD SUPPLY CO. 


pointment of John M. Cook, man- 
ager of the abrasive sales divi- 
sion, to the board of directors of 
the company. 
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Mr. Cook joined Behr-Man- | ,- 
. . . 27th annual report of the Blue- 
ning as a salesman in 192] and | = . . 
was made general trades mene- | field Supply Co., Bluefield, 

W. Va., wholesale hardware dis- 
| tributors, and its wholly owned 
| subsidiaries, Clark Stores, Inc., 
| Counts Automotive Supply Co., 
| Dixie Appliance Co. and Rish 
| Equipment Companies, shows in 
| graph form the growth of the 
| business from 1939 to 1948. 
| Sales in 1948, by the company 
and its subsidiaries, totalled in 
excess of $26,000,000, or a gain 
of 19.9 per cent over 1947. 

The report also shows photo- 
graphs of some of the concern’s 
units, departments and _person- 
nel, together with tables outlin- 
ing income, expenditures, sales 


ACCURATE 


SPEED 


connections. Combines the qualities of both 
Accurate Rubber and Accurate Friction Tapes. and 


Speed Splice is available in individual 50 ft. } 


SPLICE 


rolls cellophane wrapped and boxed. 














tet ACCURATE put you into 
THE PROFITABLE TAPE BUSINESS 
Just drop us a line. We'll send complete de- 
tails and literature on the Accurate line 
along with the name of the authorized Accu- 
rate distributor in your area, Tape is a valu- 
able part of your profit picture so don't wait. 


ee ae 
ACCURATE TAPES 








| volume and operating results 
from 1932 to 1948. Listed are 
= ee siaiaamadiale siaaaiaa some of the lines handled by 
ne ee maw ee : | the Bluefield Supply Co. and its 
(9 25 YEARS MAKING TAPES EXCLUSIVELY — ri nepengp ford ssrsng . 
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buyer in a large retail store. He 
joined Inland Steel Products Co. 


in 1948 and, after a period of 
training in the warehouse and 
office, was assigned to the north 


HURD 


St. Louis area. 


Profit-Making Combination 
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Cable 497 i 


rod, reel, carrying case 
and Federal tax. 
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Haowell respective territories are: Howard sentative in the territory for Hurd Super Caster, is built to 
© sett Cross, southern Illinois; Robert | many years, is the branch man- th high a 
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NEGLEY HEADS ILLINOIS 
HARDWARE ASSN. 

At the recent annual conven- 

tion of the Illinois Retail Hard- 


ware Assn., at the Sherman 
Hotel, Chicago, C. L. Negley, 





Cc. L. 


NEGLEY 


Negley Hdwe Co., Farmington, 
Ill., was elected president of the 
association. R. G. Hough, Hough 
Hdwe, Mount Morris, IIl., was 
elected vice-president. The fol- 
lowing directors were also 
elected: Wilbur S. Sweetnam, 
Sweetnam Hdwe., Peoria; H. 
Clay Latham, Latham Hdwe., 
Hillsboro; Stanley Prevo, Prevo 
Brothers Hdwe., Watseka; Joe 
O’Neil, O’Neil Hdwe., Lake 
Forest. 


———— 


SALT LAKE HARDWARE 
DISTRIBUTORS FOR 
YALE & TOWNE 


The Yale & Towne Mfg. Co., 
Stamford, Conn., has appointed 
The Salt Lake Hardware Co., 
wholesalers, Salt Lake City, 
Utah, as its distributors in the 
area covered by that company. 


‘GLASS WAX’ PROMOTES 
THREE TO SERVE AS 
DIVISION MANAGERS 


The promotion of three district 
managers for “Glass Wax,” a 
product of the Gold Seal Co., 
1370 Northwestern Bank Bldg., 
Minneapolis, to positions as di- 
visional sales managers was an- 
nounced recently by Harold 
Schafer, president. 

Named to direct “Glass Wax” 
activities in New York, New 
Jersey and the entire New Eng- 
land area was John A. Goepper, 
who has been district manager in 
New York. 

Fred Raedel, Philadelphia 
manager, has been appointed to 
head the Southeastern Division, 
including all of Pennsylvania and 
south through Florida. 

The entire southwestern area 
of the country will be supervised 
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by Carl Kreiner, who has been 
district manager in Texas. 

The three men are all veteran 
sales executives who joined the 
Gold Seal Company early in 1948 
to help direct the introduction of 
“Glass Wax” into markets 
throughout the nation. 





PITTSBURGH WHOLESALE 
MERCHANTS TO HOLD 
15th MERCHANDISE MART 


The Pittsburgh Wholesale 
Merchants Association, a_  di- 
vision of the Chamber of Com- 
merce of Pittsburgh, will hold 
its 15th Wholesale Merchandise 
Mart at the William Penn Hotel 
on Monday through Thursday, 
March 28, 29, 30 and 31, 1949. 

This is exclusively a dealer 
show, and it will show television 


sets, radios, electrical appli- 
ances, ranges, kitchens, hard- 
ware, housefurnishings, paint, 


lighting, sporting goods, fishing 
tackle, floor coverings, mat- 
tresses, etc. 

As in the past, entertainment 
will be held on Monday, March 
28, and the A. A. U. Boxing 
Show will take place on Wednes- 
day, March 30. Both of these 
features will take place at 10:00 
P. M., in the William Penn 
Ball Room, and are given for 
the entertainment of the visiting 
dealers and their families. 

Logan-Gregg Hardware Co.., 
J. A. Williams Co. and Joseph 
Woodwell Co. are among 
firms exhibiting at the mart. 


the 


ELECT STIEFVATER PRES. 
NEW YORK STATE 
HARDWARE ASSOCIATES 
Francis J. Stiefvater, assistant 
salesmanager of the Utica Drop 
Forge & Tool Corp., has been 


elected president of the New 
York State Hardware: Asso- 
ciates. Mr. Stiefvater succeeds 


Matt Miller of The W. Bingham 
Co., Johnson City. H. K. Muhs, 


Weed & Co., Rochester, was 
elected vice-president and Nicho- 
las H. Kiley, Syracuse, was 


named secretary and _ treasurer. 
Mr. Stiefvater formerly held the 
office of vice-president. 





KWIKSET LOCKS NEW 
NAME FOR GATE-WAY 


Kwikset Locks, Inc., is the new 
name for Gate-Way, Inc., Ana- 
heim, Cal., manufacturers of 
Kwikset doorlocks, and _ other 
builders hardware, according to 
Adolf Schoepe, president. 

He said we feel that closer iden- 
tification between the product 
and the company can be achieved 
by changing the name at this 
time. 

Mr. Schoepe emphasized that 


l. 





only the name of the company 
has been changed and that Kwik- 
set Locks, Inc., will continue to 
make the same line formerly pro- 
duced under the Gate-Way name. 

Petko Industries, Inc., 1107 
East 8th St., Los Angeles, con- 
tinue as exclusive distributor of 
Kwikset products. 

The lockset company in a re- 
cent expansion move, located its 
new factory at 516 east Santa 
Ana Street, Anaheim, Cal. 





MacGREGOR’S TENNIS 
DIV. TO SPONSOR 
CLINICS, EXHIBITS 


Expanded activities to familiar- 
ize more Americans particularly 
youth with recreational and phys- 
ical training opportunities of 
tennis are planned for 1949 by 
the Tennis Division of MacGregor 
Golf Co., Cincinnati golf and 
tennis equipment firm. 

Encouragement of non-commer- 
cial free tennis clinics operated in 
conjunction with municipal or 
local recreational department 
sponsorship will be stressed by 
the MacGregor tennis educational 
program along with exhibitions, 
distribution of instructional ma- 
terial and collateral service. 

It was revealed that MacGregor- 
sponsored tennis programs dur- 
ing 1948 included approximately 
24 clinics and exhibitions in sec- 
tions east of the Mississippi River, 
with unusually successful sessions 
in Miami, Florida; Memphis, 
Tenn.; Larchmont, N. Y.; Orange, 
N. J.; Richmond, Ind.; Chicago, 
Ill., and Middletown, O. 

MacGregor tennis surveys dis- 
closed that “the public is hungry 
for tennis instruction” and that 
“the public parks offer an unusual 
potential.’ 


APPOINT CHICAGO MART 
GENERAL PROMOTION 


MANAGER 
Wallace O. Ollman, general 
manager of The Merchandise 


Mart, today announced the ap- 
pointment of Robert B. Johnson 
as sales promotion manager of 
The Mart. Mr. Johnson will as- 
sume direction of all promotion- 
al activities including markets. 
advertising, publicity and public 
relations. 

Formerly director of public 
relations at Marshall Field & 
Co., Chicago, Mr. Johnson taught 
at the Tome School for Boys 
in Port Deposit, Maryland, also. 
He then served in the U. S. 
Naval Reserve as a communica. 
tions and air operations officer. 
Prior to joining Marshall Field 
& Co., Mr. Johnson was in the 
advertising and promotion de- 
partment of Procter & Gamble. 
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GIBSON REFRIGERATOR 
FORMS SALES DIVISION 
IN UPPER N. Y. STATE 
The formation of a new Gib- 
son sales division in the upper 
New York state area has been 





PAUL 


NEUBERT 


by J. L. Johnson, 
general sales manager for Gibson 


announced 


Refrigerator Co., Greenville, 
Mich. 

The new sales division in- 
cludes the following wholesale 
distributors: Reines Freeman 
Distributors, Albany; Morris 
Distributing Co., Binghamton; 


Joseph Strauss & Company, Buf- 


falo: Vermont Hardware Co., 
Malone; Newburgh Distributing 
Co., Newburgh; Kemp _ Equip- 


ment Co., Rochester; B. H. Spin- 
ney Company, Syracuse, and Ver- 
mont Electric Supply Co., Rut- 
land, Vt. 

Supervising sales in the new 
division will be Paul Neubert, of 
Rochester. Mr. Neubert, who 
recently joined Gibson, has had 
intensive experience in the major 
His past con- 
as an 


appliance field. 
nections include 
engineer with the Potomac Elec- 


service 


tric Power Co., Washington, 
D. C.; electric range specialist 


for the Simon Distributing Co., 
also in Washington; district 
manager for ranges, refrigerators 
and radios, Stewart - Warner 
Corp., and as divisional manager 
for the Poweraire Corp., of Chi 


cago. 


PENSICK & GORDON, INC. 
OPEN ENLARGED SHOW- 
ROOM IN WESTERN MART 


Highlighting 24 years of exist- 
ence, Pensick & Gordon, Inc., toy 
wholesalers, recently celebrated 
the opening of their new en! urged 
and redecorated office and show- 
room on the ninth floor of the 
Western Merchandise Mart, San 
Francisco. 
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ARKANSAS OFFICERS REELECTED: At the recent an- 


nual convention of the 


Arkansas Retail 


Hardware and 


Implement Association, the officers shown above, left to 
right, were reelected: front row, H. Carroll Rushing, Sheri- 
dan, president; R. E. Green, Paragould, vice-president; sec- 


ond row, 


Joe B. Baker, Eudora, director and A. W. Porter, 


Little Rock, executive secretary. Flave C. Peters, Russell- 
ville, was elected vice-president. Association directors in ad- 
dition to Mr. Baker are: Dupree D. Deaver, Springdale; Brady 
Deese, North Little Rock; Glenn Hickey, Mount Ida; W. L. 
Matthews, Jr., Pine Bluff; Howard Burton, Stuttgart; Charles 
P. Rambo, Blytheville; Vern Park, Helena; J. S. Shaddock, 
Camden, and J. O. Whittaker, Fort Smith. 

The association opposed House Bill 206 which would set 
up rules for seller and buyer contract obligations in Arkan- 


sas. The resolution declares 


that “the proposed law ap- 


pears to weaken the present financial structure of normal 


contract buying.” 





Program for Pacific Coast 


Builders’ 


Registrations for the fourth 
annual Pacific Coast regional con- 
ference of the National Contract 
Hardware Assn., and the Ameri- 
can Society of Architectural Con- 
sultants at the Arizona Biltmore, 
Phoenix, Ariz., will begin Mon- 
day, April 11 at 9:30 am. The 
Conference’s first session will 
convene that afternoon with an 





address of welcome by Chairman 
Victor H. Nelson,, AHC hardware | 
manager, Foxworth-McCalla 
Lumber Co., Phoenix, Ariz. 
Speakers at the first joint ses- 
sion will include George P. Mer- 
rill, New Britain, Conn., president 
of A.S.A.H.C.; J. Schelly, C. Y. 
Schelly & Bro., Inc., Allentown, 
Pa., president of N.C.H.A., and | 
Daniel C. Hay., Beverly Hills, | 
Calif., first vice-president of | 
A.S.A.H.C. John Schoemer, man- 
aging director. N.C.H.A. and 
executive secretary-treasurer, | 
A.S.A.H.C., will deliver his re- | 


ports, 


The second session will also be | 
a joint meeting on Tuesday morn- | 
ing, April 12 and will be ad- | 
dressed by Herbert A. Leggett, ' 
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Hardware Conference 


Valley National Bank, Phoenix, 
Ariz. Lawrence B. Stuart, A.H.C., 
California Hdwe. Co., Los An- 
geles, Calif., will discuss “Mer- 
chandising Builders’ Hardware” 
from the viewpoint of the con- 
tract builders’ hardware opera- 
tion. The architect’s viewpoint of 
this subject will be treated by 
Frank Lloyd Wright, renowned 
architect. An open forum will 
follow. 

On the concluding day of the 
conference, April 13, there will 
again be a joint session of the two 
groups. Thomas L. Edens, Phoe- 
nix Public Schools, will talk on 
“Maintenance of Builders’ Hard- 
ware for Public Buildings.” Wil- 
liam C. Habbersett, AHC, presi- 
dent, Reading Hdwe. Co., Read- 
ing, Pa., will discuss “Merchan- 
dising Builders’ Hardware” from 
the manufacturer’s viewpoint 


while W. E. Peterson, AHC, vice- 


president, Shapleigh Hdwe. Co., 
St. Louis, Mo., will give the 
wholesaler’s viewpoint of the 
subject. These discussions are 


to be followed by an open forum. 
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Plastic Institute Founder Predicts 
Demand for Plastic Goods Will Grow 


At a meeting of the Plastic 
Home Institute, 14 E. 39th St., 
New York City 16, Benjamin 
Charnas, president of Bland Char- 
nas Company, Inc., and founder 
of the Plastic Home Institute, 
stated that the improved new 
methods of fabrication of plastic 
film, with the added advantages 
of greater durability and style, 
will very definitely have in- 
creased acceptance by Mr. and 
Mrs. America. He continued, say- 
ing, it is my opinion that the de- 
mand for plastic film products in 
the year 1949, will continue to 
grow, and I believe that retail 
stores throughout the country 
are going to move more and more 
towards branded merchandise. 
He said a large number of early 
products first offered to consum- 
ers, made of inferior type film. 
are going to fall by the wayside. 

“Through recent advances made 
in the fabrication of plastic film, 
it is now possible to design and 
make smartly stylized new prod- 
ucts, which combine the latest 
features of today’s fashion; an 
achievement reached as a result 
of this new adaptability of plastic 
film, and the resultant beauty of 
many-color printing. 

“Through these newest methods 
of printing, and through continu- 
ous research, we have been able 
to completely re-style the very 
rigid lines of former products 


re-styling and adapting them to. 


present-day requirements on a 


mass production basis,” he said. 





We have been able to adapt 
a high-styling to mass produc- 
tion in the medium of plastic 
film; thereby giving women all 
the advantages of style, conveni- 
ence, low-cost and durability, Mr. 
Charnas concluded. 


METAL CUTTING BAND 
SAW RECOMMENDATION 


Printed copies of Simplified 
Practice Recommendation R214- 
48, Metal-Cutting Band Saws 
(Hard Edge, Flexible Back), 
are now available, according to 
an announcement by the Com- 
modity Standards Division of the 
National Bureau of Standards. 

The recommendation, estab- 
lished in 1945, consists of a 
simplified list of stock types and 
sizes of hard edge, flexible back, 
metal-cutting band saws. Width, 
thickness, and number of teeth 
per inch are listed for two types 
of saws, regular and skip-tooth. 
Size tolerances as well as gen- 
eral provisions covering type of 
tooth set, shape of teeth, width 
of set and hardness are _in- 
cluded. 

The revision adds five sizes of 
regular type and two sizes of 
skip-tooth metal-cutting band 
saws, and adds certain general 
provisions relating to type of 
tooth set. 

Copies of the recomm<ndation 
are for sale by the Superinten 
dent of Documents, Government 
Printing Office, Washington 25, 
D. C., for 10 cents each. 
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STEPHEN H. FOSTER 
Stephen H. Foster, 74, sales 


representative in New England | 


for 38 years for the Rome Mfg. 
Co., Division of Revere Copper 
& Brass, Inc., died suddenly at 
his home in Belmont, Mass., on 
February 8. He is survived by 
his widow and one sister. 

He was a member of Victory 
Lodge, F. and A. M., of 
Watertown, Mass., and of the 
New England Housewares Ciub. 


EDWARD VONDRAK 


Edward Vondrak, 54, owner of 
the hardware store bearing his 
name at 5937 Cermak Road, Ci- 
cero, Ill., died Sunday night. 
Feb. 13, 1949, at his home, 1011 
Forest Ave., Oak Park, Ill. Mr. 
Vondrak had been in the hard- 
ware business for 38 years. He 
opened his own store in 1928 at 
the above address and had con- 


tinued it since that time. He was 
a member of the Chicago Retail 
Hardware and its 
president in 1942-43 and was a 
member of the advisory board at 
the present He 
a member and past president of 
the Cermak Road Businessman’s 
Besides his 


daughter, 


Association 


time. was also 


Association. widow, 
Frances, he 


Mrs. Francine Broughton. 


leaves a 


JOHN SCHROEDER 


John Schroeder, 59, operator of 


| the Ravenna Hardware Co., Seat- 


tle, Wash., died recently. He had 
been associated with the National 
Bank of Commerce since 1912. 


FRANK VAN DEREN 
Frank Van Deren, 89, organizer 
and president of the Van Deren 
Hardware Co., Ky., 
died there recently. 


Lexington, 
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6y GRIFFIN 























For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware . 

quality produced by 

Griffin. 






if 


Bi Svery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 


ERIE » PENNSYLVANIA 


REPRESENTATIVES 
B. S. ALDER COMPANY—45 Warren Street, New York 7, New York 
WILBUR H. DAVIS—I639 Fargo Avenue, Chicago 26, IIlinois 
GEO. A. GREGG—9344 Woodward Avenue, Detroit, Michigan 
AUSTIN & EDDY, INC.—II5 Broad Street, Boston, Massachusetts 
CHARLES L. LEWIS—703 Market Street, San Francisco 3, Cal. 
W. S. JOHNSON—9I7 St. Charles Avenue, Atlanta, Georgia 
E. H. FARRAR—229 Shell Bidg., Houston, Texas 
R. F. BEVERS—4524 East 60th Street, Seattle, Washington 
L. J. FULLER, JR.—785 North President Street, Jackson 6, Mississippi 
HARVEY D. RUSH & SONS—4638 Mill Creek, Kansas City, Missouri 
IN CANADA 
MANNING |. SHORE—Merchandise Sales of Canada 
15 Wellwood Avenue, Toronto, Ontario 
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EDWARD D. JONES, 
“Deac” to his friends, man- 
ager of trade relations, The 
Yale & Towne Mfg. Co., Stam- 
ford, Conn., has devoted 59 of 
his 72 years to the hardware 
field. Always a builders’ hard- 
ware man, his hobby to this 
day is “selling hardware and 
attending hardware conven- 
tions.” One of the deans of 
the builders’ hardware indus- 
try, “Deac” Jones joined the 
Bostwick Braun Co., Toledo, 
Ohio. hardware wholesalers, 
in 1890 as a lad of 14. From 
1905 to 1911 he was associ- 
ated with the former Sim- 
mons Hardware Co., St. Louis, 
Mo., wholesalers, and in 1911 became affiliated with 
Yale & Towne, in which organization he has held many 
important and responsible positions through the years. 
During his association with Yale & Towne, Mr. Jones has 
called on practically all hardware wholesalers in the 
United States and Canada. Long a Mason, he is a 
32nd Degree member of the Scottish Rite, a member of 
the Knights Templar and a Shriner. His son, Edward R. 
Jones, carries on the same interest in hardware through 
association with Rowley Hardware Co., Middletown, 


A 


‘ 





EDWARD D. JONES 
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FRANKLIN VONNE- 
GUT, despite his 92 years, is 
still to be found waiting on 
trade in the Vonnegut Hard- 
ware Co. store, Indianapolis, 










Ind., as he has for about 77 
years. He left high school at 
the age of 15 to go to work in 
his father’s store. A_ short 












while later be became buyer. 


In 1885 he and his three 
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brothers were made full part- 
ners by their father. At the 
time of his father’s death the 
business was incorporated and 
he was named president. 
which position he filled for many years. He was a direc- 
tor until four years ago when he declined re-election, but 
he says, “I’ve never had any thought of retiring.” He 
now comes to work a little later in the mornings, leaves 
his desk to make sales and to be generally helpful to cus- 
tomers during the lunch ‘hour and leaves work a little 
earlier than he did in the past. Mr. Vonnegut is dean of 
Indianapolis businessmen and has always had numerous 
civic, literary, dramatic and musical interests. He was a 
school commissioner for six years. He was president of 
the Citizens Gas Co. which operated as a public trust for 
eight years. For many years he was a director and trea- 
surer of the Public Welfare Loan Association. He was a 
charter member and director of the local American Red 
Cross. For 13 years he served on the budget committee 
of the Community Fund. He served for several years as 
president of the Normal College of the North American 
Gymnastic Union and was president of the North Ameri- 
can Gymnastic Union for a few years. He is the oldest 
member of the American Turners Gymnastic Union both 
in years and length of membership. He helped organize 
the Chamber of Commerce and served as director for 
three years. He also helped organize the Merchants Asso- 
ciation and the Better Business Bureau. During World 
War I he was president of the Patriotic Gardeners Asso- 

ciation. At present his special interest is in the sending 
of CARE, SAFE and other food packages to Austria 
and Germany. 


FRANKLIN VONNEGUT 


HOWARD J. FERRIS, 
70. chairman of the board of 
Starline, Inc., Harvard. IIl.. 
joined that company. formerly 
known as Hunt, Helm. Ferris 
& Co., in 1898. His first major 
position with the company was 
as factory superintendent, a 
position his father had when 
he joined the company. His 
father helped found the busi- 
ness 65 years ago. He be- 
came vice-president of Star- 
line, Inc., in 1920, and presi- 
dent in 1944, which post he 
held until he was recently 
elected chairman of the board. 
His son, Robert G. Ferris, is 
vice-president of the firm. Mr. 
Ferris was president of his local school board. He finds 
his greatest pleasure in sailing and fishing. 





HOWARD J. FERRIS 
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Record Sales Reported 
For New hind of Paint! 


Appeals to Consumers and Painters 
alike, say Dealers! 


Real washability, ease of application and wonderful hid- 
ing power—long featured in the ads for one coat finishes, but 
often missing in the products themselves—are today actually 
available in the sensational new Sapolin product, ‘‘Mel-Lux”’ 
Flat Finish. Although on the market only a short time, 
dealers report record sales for this amazing product, a genu- 
ine flat oil paint for walls and ceilings that seals, primes and 
finishes all in one coat. 


c $ laim Mel-Lux’s extra durability 
and washability—its beautiful, velvety colors— 
its quick drying, its lack of the usual annoying 
“painty” odor—and the fact that it is ready for 
use—no mixing or fixing required. 








Painters okay Mel-Lux because they find it helps 
them do a better, quicker job—thus letting them 
do more jobs. Just one coat of Mel-Lux com- 
pletely covers any kind of surface—wallpaper, 
paint, brick, plaster, wood, woodwork. What's 
more, this paint goes on so easily—holds a long, 
wet edge. 





Dealers say they've hit the jack pot with Mel- 
Lux—because it has a whopping edge on similar 
type products—-and because it's advertised and 
promoted in a way that keeps consumers coming 
in to ask for it. 








NEW! SAPOLIN FASHION COLORS 


Smart, Deep Color Wall Finishes— Sapolin 
Fashion Colors make it easy for your customers 
to get the exact shade—any shade—they want. 
For use as pure colors, for intermixing and for 


tinting “Mel-Lux’’. 
el a 
FLAT OIL PAINT 


MAIL THIS COUPON TODAY 
FOR THE COMPLETE STORY ON MEL-LUX! 











SAPOLIN PAINTS INC. H-3 
229 East 42nd Street, New York 17, N. Y. 


Please send me without obligation, full particulars on your sensa- 
tional new Mel-Lux Flat Oil Paint. 
Name 


Address 


et... State 
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Sell he best! GHICAGQ* 
ROLLER SKATES 









CHICA >-50 
Frying 


Wo. 101 TRIPLE TREAD STEEL WHEELS 


We. 181 SUCCESSFUL RUBBER TIRES 


zeri 


Me. 173 SOLID STEEL WHEELS 


A Profitable Line-Nationally Advertised 


Sell “CHICAGOS” . . 
the World’s Finest. 
Your customers will appreciate the variety available: Triple- 
Tread or Solid Steel Wheels, Lighter Juvenile Models, or 
successful Rubber Tires. 

Nationally Advertised in Life, Popular Mechanics and Juvenile 
Magazines te increase the popular demand and boost your 
sales and profits. “CHICAGO” Roller Skate quality and 












. the Choice of Champions .. . 


super-service will promote good-will. 
Demand "CHICAGOS" from your Jobber 
or write us giving Jobber's name 


CHICAGO ROLLER SKATE CO. 


Mfgrs. of Rink & Sidewalk Roller Skates, 


Industrial Fuses — Screw Machine Products 


4456 W. Lake St. Chicago 24, Ill. 








-A STRAIGHT LINE IS ALWAYS 
SHORTER... ESPEC/ALLY WITH 


g NO MIDDLEMAN/,.. 













send Your orders 
DIRECT-TO-FACTORY 





Send for latest complete catalog and prices 


HARRINGTON & RICHARDSON 


ARMS CO. 


382 Park Avenue, Worcester 2, Mass. 
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and make MORE money 

















EVERY THRIFT) 
AMERICAN * 













DEALER I If irae .-.| 
FRANCHISE | | 






Ea GET UP TO 75 
Mi. PER GALLON 


Greatly expanded production facilities now 
make possible the addition of some new 
dealers in selected territories. Write at 
once to see if this attractive dealer franchise 
plan is available in your area. Sell Ameri- 
ca’‘s BEST BUY in low cost transportation— 
famous, nationally advertised CUSHMAN 
MOTOR SCOOTERS. Write Dept. HA-29. 


THE PIONEER MOTOR SCOOTER 
CUSHMAN MOTOR WORKS, In 


LINCOLN NEBRASKA USA 



















SIDE KAR 











: PROFIT 
\\ TO YOU 


THE YEAR AROUND! 





BOAT SEAT MODEL B-! 
Takes any 15 x 15 life cush- 
ion. Clamps lock to seats 
up to 134” thick. 





DELUXE MODEL S-2... 
has cushion backrest and 
seat. Detachable legs 
(right) fit all models except 
B-1 to make complete 
chair. 


WEATHERBACK MODEL 
S-3 — Plastic leatherette 
protects seat when not in 
use. 


There’s money in this full line of sturdy, light- 
weight folding seats for boats and every 
sports use, outdoors and indoors. Hardwood 
construction. Seats upholstered. Clamps lock 
automatically. Other exclusive features. Colors: 
red, green, blue. Priced fairly. 


Write today for the full profit 
story to... 








ATT BRERA Ee Tala STANDARD MODEL S-! 
Has oak ee Fits 
boards to 134,” thick. 
SCOTIZG -47 SEAT CO. ) 
90-4 ARCHBOLD, OHIO 
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uestion: 











NSWwer: 


increased volume! 


The acceptance of Nylon Wexford Casting Line (No. 4490) 
in our store is terrific. Keep up the good work. 
Thos. E. Hudgeons & Son 
Cleveland, Ohio 


Of the thousands of fishermen to whom we have sold this 
line all are extremely well satisfied. 
Nu-Way Sporting Goods Co. 
Sioux City, lowa 


In the entire sales of Wexford for the season 1948 we have 
not only received no returns but no complaints. We enjoy 
excellent repeat business on Wexford. It must be every- 
thing claimed, plus. 
Looboy le Inc. 
Tulsa, Oklahoma 


Experience has taught me that your Wexford bait casting 
line is my best seller and also the best quality line. 
Hall’s Hdwe. & Sporting Goods 
Fredericksburg, Virginia 















how are sports stores doing with 


SHakapeare WEXFORD jishing tine? 


increased profits ! 


Fishermen in our area are switching to Wexford and find 
it meets their every need. We also find an increasingly 
large number of repeat customers on Wexford. 
The Sportsman 
Lafavette, Ind. 


Our original stock of Wexford was quickly exhausted. We 

have re-ordered many times. More and more sales of 

Wexford are made to people who directly ask for it. 
George's Sporting Goods 
Chicago, Illinois 


The fact that we have discontinued all other makes of line 
and carry only Shakespeare Wexford Nylon certainly is 
proof enough of how we feel about it. 
Donald Mooney 
New Castle, Pa. 


All the dealers whom we have queried here informed us 
that their customers are very much pleased with the line. 


Southern Tackle Distributors, Inc. 
Miami, Florida 


Shake IWE FISHING TACKLE 


HONOR BUILT FOR OVER FIFTY YEARS 
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PRICES REAFFIRMED 
Some lines of paint. 


DECLINES 


Some building materials. Steel scrap. Tallow. Cottonseed. Lead. Boilers. 
Some electrical appliances. Some wheel goods. Radiators. Some plastics. 
Copper wire and cable. Hides. Platinum. 








prices have been declining since early 
January. In two months the price of 
No. 1 heavy melting scrap, the chief 
steel-making kind, has dropped $6 per 
ton. Major steel companies are still on 
the sidelines. With substantial stocks 
of scrap on hand and a good steady 
flow of iudustrial scrap coming from 
fabricating plants, the mills have noi 
needed to go into the open market ex- 
cept for occasional small tonnages. It 
seems likely, however, that some con 
sumers must shortly return to the mar 


ket. 


” + a 
Electric iron—A one dollar iron is contemplated, according to Mr. Some building materials 
decrease in the fair trade retail price Tanner. ease—Building material prices were 


of the Arvin Model 2200 automatic 
electric iron went into effect March 10, 
Paul W. Tanner, sales manager of the 


Arvin appliance division of Noblitt- 


* ¢ * 
Steel scrap drops again — 
Steel scrap prices continue to ease at 


Pittsburgh. On March 9, one leading 


reduced by two companies on March 9. 
Libbey-Owens-Ford Glass Co. announced 
a 5 per cent cut in the factory price of 
Thermopane, used in making wood and 


Sparks Industries, Inc., has announced mill there was offered large amounts of metal residential sash. The company 
to distributors. Arvin’s new $9.95 price No. 1 heavy melting scrap at $37 a ton said the action reflected increasing 
on this iron is expected to bring an and of No. 2 at $35 a ton. These quo- sales and shrinking manufacturing 
upswing in sales volume because of the tations were down $2 per ton from re- costs. Armstrong Cork Co. trimmed 


lower retail tag. No revision in the 
$12.95 retail price of the Arvin de luxe 


cent sales. A similar drop was reported 
at Birmingham on March 7. Steel scrap 


prices by 10 per cent to 15 per cent on 
corkboard, an insulating material for 








Wholesale Hardware Inventories ° 
By Geographic Divisions, for January, 1949 





Stock-Sales-Ratios b 




















End of Month Inventories (Cost) | 
| Nl Weeks’ Supply 
Percent Change | | of Inventory 
GEOGRAPHIC January 1949 Amount (Add 000) | | on Hand* 
DIVISION vs. | | 
Number | 
| of Jan. Dec. Jan. Jan. Dec. Jan. Jan. | Dec. Jan. Jan. 
| Firms 1948 1948 1949 1948 1948 1949 1948 | 1948 1949 1948 
UNITED STATES TOTAL............ 174 +12 +8 $105,595 | $94,012 $97,904 280 224 235 | 16.5 13.2 
ss ccd sessions neat 1 +4 —2 3,043 2,930 3,097 329 281 244 19.4 16.6 
Middle Atlan‘ic....... 35 +8 +7 11,412 10,566 10,655 236 197 13.9 11.6 
East North Central... ... 33 +7 +10 18,645 17,366 16,908 269 210 15.9 13.5 
West North Central... .. ee 28 +14 +12 23,747 20,886 21,281 291 219 17.2 12.9 
iris nas sd:o'ceeeithne 23 +25 + 2 11,187 8,959 10, 241 179 253 14.2 10.6 
East South Central................ 5 +12 +1 2,904 2.599 200 159 11.8 9.4 
West South Central............... 13 +17 +10 11,787 10,100 10.667 265 224 245 15.6 13.2 
Mountain wa 7 +12 +22 1,706 1,527 401 274 235 178 16.2 13.9 
 aals Hebe ca daedcancweesnn 19 +1 +6 21,194 19,079 20,071 373 291 307 22.0 17.2 









































U. S. Bureau of the Census. Current Wholesale Trade. 


a Includes 20 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an iden‘ical group of firms. 


* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 
Sales include direct shipments and consignment business. Weeks supply are lower than if based on cost of sales from owned stocks. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 











eae Assure satisfaction and dependability 

rice 0 

age rer by selling RB&W Cap Screws and Square 

$6 per Head Cup Point Set Screws . . . the product 

still on of more than a century of continuous 

ene research and progressive development 

‘ from in fastener manufacturing . . . backed by 

ve not the skill of four generations of 

ket : RB&W men and women. 
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- we & Ww PWeloltilelsicl Mt tell 1 Mehillad + amel} aslitelei ll silts) 
— Detroit, Chicago, Chattanooga, Oakioend 
= THE CCMPLETE QUALITY LINE oe 

tot 104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 
11.6 

13.5 

12.9 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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MULTIPLE-PURPOSE 
INTERCHANGEABLE 


BUSHING 


Offers These Man 


*% Simplified Stock 
Keeping 

*& Availability — Never 
Lose a Sale! 

*% V Pulleys and Bush- 
ings Individually 
Packed and Labeled 

* Faster Turnover Than 
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able Hub or Bushing Line 


RUSH YOUR ORDER NOW 


MANUFACTURING CORP. - 
2909 S. Wabash Ave., ¢ 
CHICAGO _ 


Features 
*% Greater Combina- 
tion of Bore Sizes 
% One Bushing — One 
Price 
* Elimination of In- 
vestment in Three 
Bushing Stocks 
Any Other Interchange- 























Wholesale Hardware Sales* 
By Geographic Divisions, for January, 1949 





| 




















SALES REPORTED 
— - 
GEOGRAPHIC Number Percent Change 
DIVISION January 1949 vs. Amount (Add 000) 
Firms b 
January | December January January December 
1948 1948 1949 1948 1948 
By ay a 

UNITED STATES TOTAL. . 262 -—9 -11 $52,951 $58,331 $59,578 
New England.......... 17 -—8 —23 1,196 1,300 1,563 
Middle Atlantic. ...... : 64 -9 —21 7,984 8,747 10,160 
East North Central....... 42 -9 —13 9,240 10,167 10,648 
West North Central....... 34 —15 —13 8,509 965 9,769 
South Atlantic........... 30 -—7 +9 5,466 5,853 4,993 
East South Central...... 15 | -9 | -1 3,706 4,064 3,754 
West South Central.......| 20 0 | -1 6,046 6,068 6,114 
err, 11 Ss | —28 1,758 1,718 2,435 
eee | 29 | —13 | -11 9,046 10,449 10,142 














U. S. Bureau of the Census. 





Current Wholesale Trade. 


a Includes 23 reports received too late to be incorporated in Census Bureau published releases. 
b Number does not apply in all cases to the year-to-date figures. 


States Comprising Regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 
Middle Atlantic—(N. J., N. Y., Pa.) 
East North Central—(iIil., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 








storage warehouses and factories where 
low temperatures must be maintained. 
The cuts were made possible by lower 
quotations for ground cork. 
. a 

Heating equipment — Major 
radiator companies have cut prices 2 
per cent to 20 per cent on heating 
equipment lines. Price reductions of 
about 5 per cent were made on boilers 
for resdential heating. Other reduc- 
tions applied to furnaces, air condition- 
ing units and plumbing fixtures. 
American Radiator & Standard Sani- 
tary Corp., since Feb. 10, has reduced 
prices, on a large selection of its boilers 
for home steam and hot water heating, 
an average of 5 per cent. Declines 
ranging between 2 per cent and 20 
per cent affected several lines of warm- 
air furnace equipment. Reductions on 
coal-fired warm-air furnaces’ with 
blower attachments, known as winter 
air conditioning units, averaged about 
10 per cent. Typical declines amounted 
to between $20 and $30 on units priced 
at $250, the company said. Brass fit- 
tings were marked down 2 per cent to 
8 per cent. T. E. Mueller, president of 
American Radiator, said, “we felt we 
should make the reductions because of 
greater efficiency in our plants. In ad- 
dition, supply has begun to catch up 
with demand in the building supply 
business, and in business generally.” 
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Price cuts of from 3 per cent to 12 per 
cent on heating equipment have been 
announced by National Radiator Co. 
The reductions applied to cast iron sec- 
tional heating boilers for all types of 
Richmond Radiator Co. reduced 


prices of its home boiler line an aver- 


fuel. 


age of 5 per cent “in order to remain 
competitive.” The company is studying 
furnace price reduction to be applied 
in the near future. U. S. Radiator 
Corp., has made “some price adjust- 
ments in the past month in cast iron 
radiator products.” Its cuts were minor 
and made “in the regular course of 
business.” 


Lead—On March 8, lead prices 
were reduced by two cents per pound. 
This was the first break among the 
major non-ferrous metals—copper, lead 
and zinc—since the O.P.A. died in 
1946. The price slashes reflected a 
sudden drop in demand over the past 
three months battery 
makers and other large consumers of 
Up to then, lead had been 
price 


from storage 
the metal. 
in critically short supply. Its 
climb to last year’s peak started from 
the O.P.A. fixed of 8% 
Battery makers blame the unseasonably 
warm winter in the east as the mail 
reason for the drop in their demand. 
The cold weather months normally a 
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What makes Duo-THERM the 
hottest space heater line 


in the country 7 


FIRST AND FOREMOST: The exclusive 
Duo-Therm design Dual Chamber Burner 


it’s bigger$ It’s huskier! The Duo-Therm burner is 
larger and heavier than most competitive burners with 
the same BTU rating. Result: extra durability, extra 
long life, plus reserve heating capacity for extra cold 
days. No need to crowd the burner, and thus shorten 
its life, during normal cold weather operation. 


It’s scientifically designed! Notice how the sides 
taper, how the baffle plate slopes diagonally upward, 
and how the cone top is formed. All these features 
allow for natural flame expansion and the same uni- 
form flame characteristics at any stage of operation— 
from low to high fire. There are no pockets in the Dual 
Chamber Burner to trap the flame. 


It’s clean burning at all stages! Air and oil are 
mixed in six distinct stages to maintain the exact bal- 
ance needed for clean operation at all settings. Result: 
complete flame control both im and above the burner 
for perfect combustion and clean operation, no matter 
what the size of the flame. 


It gives more heat from every drop of oil! Duo- 
Therm’s exclusive method of supplying secondary air 
at three stages around the outside edge and above 
the neck of the burner results in a lazy, full-bodied 
flame which completely fills the heat chamber. That's 
why the Dual Chamber Burner gets more heat out of 
every drop of oil, transfers more heat to the home 
quicker. 


It’s quiet-as-a-mouse! Low velocity air intake re- 
sults in better pre-mixing of air and oil, eliminates 
noisy operation completely. With a Duo-Therm 
burner, there’s “nary a whisper” at any stage of fire. 


It contains no moving parts! Duo-Therm’s exclu- 
sive Dual Chamber Burner contains no moving or 
mechanical parts. There’s no motor, no pump, no 
ignition to wear out or need repair. The foolproof 
simplicity and sound engineering that make this burner 
great, reduce servicing to an absolute minimum. 
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.-- And even without that Burner Story, exclusive 
POWER-AIR BLOWER and fine furniture 
styling would make the Duo-Therm plenty ‘‘HOT’’! 


a 


Every Duo-Therm Heater A Lovely 
Cabinet Piece! Finished in blonde, lus- 
trous mahogany or walnut to harmonize 
with modern or traditional furnishings. 


The Duo-Therm heater with exclusive 
Power-Air Blower saves as much as 
1 gallon of oil in every 4. 





MORAL: if you're interested in money (and who 
isn’t?) and aren’t as yet featuring Duo-Therm heaters 
(hard to believe, but a few of you aren’t!) better write, 
wire or ‘phone for complete details of the profitable 
Duo-Therm franchise. Address: Duo-Therm Division 
of Motor Wheel Corporation, Lansing 3, Michigan. 


DuO-THERM 


FUEL OIL HEATERS 


More than a million satisfied users! Always the leader! 


OUO-THERM IS A REGISTERED TRADE MARK OF MOTOR WHEEL CORP., COPYRIGHT, 1948 
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count for the biggest sales of automo- es - 
bile batteries, because of the greater , : pound’ i 
| wear and tear on these units in the niin 
The Best Are winter. Other large lead-consuming “sama ; 
industries also have curtailed buying a ee 
sharply. The storage battery makers, @ more sales! 
BETTER BRAND who take about a third of the nation’s @ more profit! E 
lead supply, have thus far declined caries 
° at e synthetic 
TRAPS tines billion 
Paint prices to hold — Two AUTOMATIC DRINKING FOUNTS ral rubb 
leading paint makers have said that FOR BABY CHICKS AND POULTRY Litchfiele 
the two cent drop in the price of lead i R 
, ; BABY CHI NT ” _ 
would not affect their paint prices. | be resol effect of 
Dwight Joyce, poosident of Glidden Co., aut, ase “o assure th 
said the lead price slide will have no | provides a constant plant cay 
effect on paint because the price is still | i . — with at 
so high compared with other paint pig- ey ad annually. 
ments that very little lead is being used | diameter. Saves dae. mated th 
at present. G. M. Lemperly, vice-presi- Saves 3 gb would he 
dent of Sherwin-Williams Co., said $4. extra —— pound aft 
costs of making paint are still so high fr POULTRY FOUNT sent on 
the tendency is for prices to rise rather | fae eae “gives no 
than fall. Sherwin-Williams still uses | Sah ater | at the consi 
lead in its paints, he said, but has no motes ed these cos 
plans for cutting prices. Works Soom condition: 
* * * a a 4 evitable, 
e METAL OR WOOD TRIGGER Recent news frem television += Made of brass would ha 
¢ FOUR-WAY ACTION : : : le plastic. Bowl 7 inch stand terials. 
>. Gu tenenen wenees —A reduction of $40 in the price of we tra JP - a nies = $4. 35 — " 
the Crosley 10-inch television receiver | profit. Sell Little Glan lowever, 
M GILL METAL PRODUCTS C0 with complete FM radio was announced | ORDER FROM YOUR seseen OR WRITE FOR FOLDER cents a fp 
C 4 Feb. 26, by Avco Mfg. Corp.’s Crosley | Gla SRVU lis vet rometey Vay start of 1! 
Marengo, Illinois Division. The price is $299.95 against | Dept.6,251 W. Kellogg Bivd., St. Paul 2, Minn. conte ap 
the former $339.95. Avco said the new industry. 
. price is the lowest of any 10-inch tele- Litchfield 
vision receiver with complete FM radio. able to th 
t . The reduction was possible “because of long tons, 
: eearAss manufacturing economies, _ effected amounted 
through steadily increased production.” $40,000 te 
HULL Whil 
a x mu fol) * * * ie nat 
; the Far E 
Copper wire and cable — slieation 
’ Prices for copper building wire and E MOST oe Mr 
> service wire have been cut 5 per cent YES! TH net tet : 
to 14 per cent by General Cable Corp., POPULAR! § sihotie ' 
which said it took this action to meet —hbecause the RED an ones as 
° competitive prices. The price changes line of Putty Knives, we ? 
A Brand New Counter Display ove. several hundred different sizes of Scrapers, Linoleum Knives, 1949. 
TO BOOST SALES OF | copper wire. “Building wires” are used Burn-off Knives, mared Ph 
it U L L | for the tranmission of power and cur- Chisels, a genni . : ican 
| rent inside homes, apartments, com- most rang pene flexibility Robbins 
AUTOMOBILE COMPASSES mercial buildings and factories. “Ser- — cape “i 
: Siang to fit every use and purse. sales, that 
vice wires” bring the power from the iis Con 
Free to Hull Dealers main power lines into the buildings. legge 
@ Designed to attract maximum attention, > = $119.95 co: 
to display Hull quality compasses to best | . = = m . 
advantage — this new counter display is - Cellulose acetate—Two lead Robbins in 
colorful, three-dimensional, a surefire sales | ing makers of cellulose acetate have price was i 
booster. Furnishing live, new merchandising reduced the base price of these plastics, instituted ; 
aids regularly to its dealers is just one of to tubes ldi b ts 
the many ways that Hull is WILLING and | S08 myjection molding, by seven cemts & was release 
ABLE to stand back of its products. It's | pound to 35 cents. Acetate plastics for time the t 
one of the reasons Hull Automobile Com- : . ; ; 
pass sales have increased each year, for |5 =" molding —_ still priced at commemora 
years, through good times and bad. 42 cents a pound. Injection molding is millionth re 
on eennneenessscsscscsccen | the method of making such items as would be s 
HULL MFG. CO. © | radi binets, while the extrusion i 
= P.O. Box 246-HA3, Warren, Ohio ' a _ ee vee a . lume. Tha 
' : ‘ ‘ method is used to make long strips and pired 
' Send me information and prices on § 4 
& the Hull Compasses. 1 tubes. 
ELE eer en Fri; 
: Check: () Dealer () Chain Store — Jobber ; | Hide prices- Hide prices slip news note | 
H <n Dare ia okt ease oe ““*  & | to lower levels as shoe sales continue to vision of Ge 
EL oallbend conelentene rae cees desenaae ae | drag. Cow hides worth 28 cents a nine new 1 
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pound’ in Chicago at the start of Feb- 
ruary sold at the month-end for 25 
cents. At their 1947 peak these hides 
brought nearly 38 cents a pound. 
* * © 
Big savings in synthetic 
rubber—The existence of a post-war 
synthetic rubber industry has saved 
American consumers at least $2 
billion through stabilization of natu- 
ral rubber prices, according to P. W. 
Litchfield, chairman, Goodyear Tire 
and Rubber Co. This stabilizing 
effect of synthetic rubber also should 
assure the holding of 600,000 tons of 
plant capacity in “standby” condition, 
with at least 150,000 tons produced 
annually. The Goodyear chairman esti- 
mated that the price of natural rubber 
would have spurted to at least $1 a 
pound after April 1, 1947, when govern- 
ment controls were lifted. And _ this 
“gives no account to the mark-up which 
the consumer would have paid over 
these costs, nor to the black market 
conditions which would have been in- 
evitable, nor to unemployment which 
would have resulted from scarce ma- 
terials. The price of natural rubber, 
however, has averaged only about 20 
cents a pound from that time to the 
start of 1949, indicating a saving of 80 
cents a pound on rubber used by the 
industry. During this period, Mr. 
Litchfield added, natural rubber avail- 
able to this country was only 1,250,000 
long tons, while total new rubber used 
amounted to 1,900,000 tons, of whicli 
840,000 tons was American synthetic. 
While natural rubber is coming from 
the Far East in increasing quantities, 
production is still short of world de- 
mand, Mr. Litchfield said. World con- 
sumption in 1948 of both natural and 
synthetic was 1,900,000 tons, and an 
almost equal tonnage is estimated for 
1949, 
* . a 
Phono-radio console — An- 
nouncement was made today by Charles 
Robbins, vice-president in charge of 
sales, that the Emerson Radio Phono- 
radio Console combination, model 604, 
hitherto priced at $89.95 will retail at 
$119.95 commencing March Ist. Mr. 
Robbins indicated that the increase in 
price was in conformance with the plan 
instituted at the time the model 604 
was released early in January. At that 
time the trade was informed, that in 
commemoration of Emerson Radio’s 10 
millionth radio, the phono-radio console 
would be sold at $89.95 for a limited 
time. That time limit has now ex- 
pired. 
o ” 7 
Frigidaire changes—A late 
news note tells that the Frigidaire Di- 
vision of General Motors has introduced 
nine new 1949 models of refrigerators 
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A Ty 
; y IDEA 
catch Needed 


In Every Home 





Compartment 
Catches and Holds 
All Drippings 









NO MORE SPILLING 
on way to garbage can 


Ae 

Zz 
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A NEW PLASTIC—GUARANTEED 
against warpage when washed in scalding 
water. Sturdily made. 

CHOICE OF COLORS 

to match pastel kitchen trims. 


MODERN DESIGN 
Has “eye-appeal.” Large capacity. 


RETAIL PRICE Onky OFF 


Sample requests welcome. Send for catalog 
sheet today explaining our Guaranteed 
Sales plan. Display material furnished. 
Nationally advertised! 





ae 
5. <*. 


MONTEBELLO, CALIFORNIA 








MFG. CO., 





A FREEZER THAT MOVES... 


AND 
ATA 


PROFIT 








Eye appeal, value and six big selling 
features keep the Peerless Freezer 
the No. | Profit Maker. Add Peerless 


to your line. 


2 to 10 ats. 
12 to 20 qts. 


Household Sizes: 
Hotel Sizes: 














TRES ESIGN EASY 10 LOCK 
ASK YOUR JOBBER 
| THE PEERLESS FREEZER Co. 


TREAMLINE DE 
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| Known the World Over 


















WILL NOT SHRIN«| 
STICKS AND STAYS pir 
Tl 















Here's the one that \ 
WON'T SHRINK 


This modera plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SEUS BETTER because 
it WORKS BETTER. 



















Millions 
of Dollars 
250 


For First 
$154 Mi 


225 | Sub 


- 


175 


150 


Can. Mar. 


Sales of Hardware Wholesalers 





Millions 
of Dollars 
250 


225 


25 


Nov. 
Source: Office of Business Economics, U. $. Department of Commerce. f 





and reduced prices by $8 to $25 on 
1948 models in dealers’ stocks. Frigid- 
aire also has trimmed prices by $15 to 
$20 on 1948 electric ranges. 

a a * 


Wheel goods—One maker of 
wheel goods recently announced de- 
clines in the prices of its steel toy trucks 
and scooters, ranging up to as much as 
$1.25 at retail on its trucks. 

oe 2 * 


To trim prices—Philco Corp. 


has announced it will cut prices on its 
1949 models between 6 per cent and 


15 per cent on March 16. The reduc- 
tion “will coincide with a special sales 
campaign, to start on that day.” 

2 . a 


Platinum—tThe price of plati- 
num was reduced March 1 for the third 
time in two weeks. A leading refiner 
dropped the price $3 an ounce to $78 
wholesale and $81 retail. This makes 
the total cut for platinum, $15 an 
ounce so far this year. The quotations 
had been lowered $5 an cunce Jan. 24; 
$3 Feb. 15,, and $4 Feb. 23. Platinum 
authorities say that jewelry trade de- 









































i, 
Estimated Sales ‘ 
e — 
Most dealers report: Of Wholesale Hardware Distributors* 
“Our sales of Dur- \Au. 
ham’s Rock - Hard. Monthly 1939, 1941, 1946, 1947, 1948 and 1949 e | 
ped Putty keep (Expressed in millions of dollars) 
5 year after u 
ear.” What’s more, onnpeeen 
urham’s Rock- Des Moinen 4 949 1948 1947 1946 1941 1939 ol 
Hard Water Putty in Month y 
ives you by far the l 
a oe oye — January 154 170 159 113 56 4 
roduct of this 
nature. Use it yourself, and you'll quickly te sad aes 199 131 rs 48 el 
see why it sells so fast, and repeats so regu- — 74 47 
larly. Many patching materials may —_ April 214 196 144 
fall out or — off. Durham’s Rock-Ha May 195 185 148 79 52 I 
Water Putty does not shrink. Absolutely June 198 172 145 78 51 e 
not. It sticks and stays put. You can saw or July 190 170 150 80 45 
chisel it, paint or polish it to a velvet smooth August 209 173 160 83 50 
finish. Easy to use. Keeps indefinitely. So Ss Mn be 212 189 161 87 60 
economical, Just mix with water as epromser 
needed. ¢ Packed twelve 1-lb. cans or four October 220 215 196 90 60 i 
4-lb. cans to case. Keep some of each on dis- November 202 189 176 76 54 ne 
play. Available in 25, 50, 100-lb. drums for December 177 177 167 78 49 ie 
dustrial usérs, Ps 
The PLASTIC Repair Material Grand Total for Year 2365 2179 1809 899 592 4 
in POWDER Form Kh atts 


*Estimated by the Office of Business Economics, U. S. Department of Commerce 
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Fast Selling MAND-1-SIFT Flour Sefer 


tye Saag ahaa 
aoe 






“eer 
* 








NO. 373 TRIPLE SIFTING SCREEN 












e Simple, easy, one-handed “‘squeeze’’ operation. 
e Four cup size. 


e Flour is sifted through triple screens—aerated—made _1 Free-Running,One-Hand Operation 
° ° . 2 Nothing to Get Out of Order 
unbelievably light and fluffy, with smooth texture. 3 purable Efficient Sifting Screens 
4 Joints are Clenched — Not Soldered 
e No gears to wear out or cause trouble. 5 No Gears—Direct Drive 
6 Handle Riveted to Supports 


e Beautifully decorated lithographed tin plate case. Fes “nee tanganet 


8 Supports Riveted to Case 





MP 


fe, 
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For bare tine Gales! 


TELL YOUR 


CUSTOMERS... 





FEED 


VIGORO 


TO EVERY 


GROWING THING! 


@ LAWNS 
@ VEGETABLES 
@ FLOWERS 

@ TREES 
@ SHRUBS 













The home beautification movement . . . a 
continued interest in vegetable garden- 
ing ... the most powerful Vigoro adver- 
tising campaign ever run — all these are 
your assurance of bigger Vigoro profits 
than ever before. Make the most of this 
anusual opportunity by displaying Vigoro 
in your windows and in your garden- 
supply department. Mail out the colorful 
Vigoro folders. Put up the Vigoro dis- 
play material available without charge. 
Above all, explain to your gardening cus- 
tomers that Vigoro is the ideal plant food 
for every growing thing. That’s the sure 
way to reap those extra sales and profits. 


VIGORO is the trade- 
mark for SWIFT & 
A reenec eRe COMPANY'S complete, 


Vee balanced plant food. 


SWIFT & COMPANY 


Plant Food Division 
U.S. Yards 
Chicago 9, Ill. 


Sell those profitable 
companion products 
EndoPest-EndoW eed 














mand for the metal has been sharply 
industrial buying has 
been below normal. 


curtailed, while 


* * * 


Steel industry — This week, 
said The Iron Age, published by Chil- 
ton Co., also publishers of HARDWARE 
Ace and other business publications, 
in its March 10 issue, “steel demand on 
strong for most products 
steel, steel bars and some 
semifinished steel. At first glance it 
would appear that this strength is due 
to fresh or new requirements. But this 
is not the true picture. There is no 
dearth of steel orders. And there is no 
sign that the steel rate will go to pot. 
But there are ample signs that the in- 
creased demand on regular steel mills 
is due to market conditions which trend 
toward an overall balance in steel de- 
Demand in the in- 


the mills is 
except alloy 


mand and supply. 
dustry this week is extra strong because 
(1) the market is gone and its 
customers are trying to get their steel 


gray 


needs from regular mill sources, (2) 
conversion deals are going out the win- 
dow as fast as customers can make the 
grade: then they knock on regular mill 
doors for more steel and (3) the indus- 
try has given such good service on ship- 
ments recently that users smell blood 
and are pushing for deliveries. All of 
these factors spell normal steel activi- 
ties—the first since the end of the war. 
Aiding and abetting the rush towards 


a regular peacetime steel market is the 
heavy output of steel. This week the 
rate is at an all-time high—102 pct of 
rated capacity. That means that finished 
steel, said The Iron Age, will be pour- 
ing out soon at a rate unmatched in 
modern steelmaking history. It 
means that steel users will be getting 
so much steel in the next few months 
that they will probably have cause to 
look and check their inventories 


also 


stop, 
* * * 


U. S. Steel production 
United States Steel Corp. in 1948 con 
tributed its full share toward meeting 
the nation’s heavy pent-up demand fo: 
steel products, and during the year 
established new peacetime records for 
the production of ingots and for the 
shipment of steel products, Irving S. 
Olds, chairman of the board of di 
rectors, declared in the annual report 
of the corporation for 1948. Production 
by U. S. Steel in 1948 totaled 29.3 
million tons of steel ingots and cast- 
ings, averaging 93.8 per cent of rated 
capacity, while shipments of steel prod- 
ucts by U. S. Steel during the year 
amounted to 20.7 million tons, which 
exceeded its previous peacetime record 
by more than four hundred thousand 
tons, Mr. Olds says, noting that “strikes 
in coal operations, shortages of essen- 
tial materials, and necessity for repairs 
chiefly prevented the attainment of full 


capacity operations. During the fourth 








INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 19 CITIES IN THE UNITED STATES 





January, 1949 





Cities 
California—Los Angeles 
San Francisco 
District of Columbia—Washington 
[llinois—Chicago 
Maryland—Baltimore 
Massachusetts—Boston 
Michigan—Detroit 
Minnesota— Minneapolis 
Missouri—St. Louis 
Nebraska—Omaha 
New York—Buffalo 
New York 
Ohio—Akron 
Columbus 
Toledo 
Youngstown 
Pennsylvania 
Pittsburgh 
Washington—Seattle 





Philadelphia 


Per Cent Change 





Jan., 1949 Jan., 1949 
compared with compared with 
Jan., 1948 Dec., 1948 
—21 —26 
—11 —34 

0 —46 
— 9 —37 
—20 —38 
+9 —49 
+ 8 —39 
— 6 —53 
—ll —39 
—23 —26 
— 2 —49 
—20 —46 
+ 3 —50 
+ 2 —45 
+ 3 —50 
+ 7 —50 
— 8 —16 
+ 2 —"4 
—24 


—49 





Compiled by Bureau of the Census, U. 


basis. 


S. Department of Commerce. 

Editors Note: Monthly Retail Trade Reports of the Bureau of the Census are now 
limited to cities and other local areas because appropriations available for the new 
fiscal year are not sufficinet to develop and maintain valid data on a state-by-stat: 
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quarter of 1948, however, steel produc- 
tion averaged 99.4 per cent of ca- 


pacity.” 
* . * 


Retail inventories—Increases 
during January in the inventories of 
both the manufacturing and wholesale 
trades were partly offset by declines in 
retailer’s stocks. Manufacturing inven- 
tories reached $31,998 million at the 
end of January, compared with $31,766 
million at the end of December and 
$28.501 million at the end of January, 
1948. Reversing the general upward 
trend, retail inventories amounted to 
$13,543 million in January, against 
$13,938 million in December and $12,- 
779 million in January of last year. 


* * * 


The growth of television — 
Shipments of television receivers in the 
fourth quarter of 1948 were 88 per cent 
higher than in the third quarter, the 
Radio Manufacturers Association re- 
ported. Fourth quarter shipments of 
its members totaled 354,314, units, com- 
pared with 188,12Q in the third quarter 
In the entire year, 802,- 
025 sets were shipped. New York, 
Philadelphia, Newark, Los Angeles, 
Chicago, Washington, Boston, Balti- 
more and Detroit have the most tele- 


of last year. 


vision sets, but shipments have been 
made to 42 states and the District of 


Columbia. 
* ” ” 


Video for rent—“For the first 
time in America, you can rent a nation- 
ally famous television set for only $1 a 
day,” states Summerfield Co., Boston 
department store. A newspaper ad to 
this effect in recent Sunday papers 
brought in a number of mail order ap- 
plications and phone calls. At least 500 
orders were expected by the manager 
of the appliance department, who adds 
that present plans call for limiting the 
number of units out at any one time 
to 250. For a 7-in. screen set, a cus- 
tomer pays $1 a day, and for a 10-in. 
screen $1.50. The set is installed by 
the store with an indoor antenna. A 
customer is required to keep the set for 
a minimum of 15 days. If at the end of 
that time he doesn’t want it, the set is 
removed. The customer agrees to pay 
for any accidental or wilful damage to 
the set. If the set is kept for 90 days 
the customer has the opportunity of 
applying the daily payments toward 
the full cost of any television set de- 
sired. The store is confident that more 
than 99 per cent of the rentals will re- 


sult in sales. 
* * La 


Washers and _ ironers—Fac- 
tory sales of standard-size household 
washers in January totaled 177,900 
units, a decrease of 3 per cent from 
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Cash-lr on the 2. 


Skid Type 


Model 4260R, 
50 gal. tank 


Model 4240R, 
25 gal. tank 











4 
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Investigate NOW Dobbins complete line 
of new models for all purposes. Engi- 
neered by sprayer specialists . . . built 
by expert workmen, using quality 
materials . . . made to do the best job at 
the /owest cost. More ralue means more 
satisfied customers . . . more profits for 
you. There is a growing demand for 
Dobbins products —the very finest in 
modern spraying equipment . . . built to 
serve and to last—dependable. 


NEW ALL-PURPOSE SPRAYERS 


Check with your Dobbins distributor 
the unusual profit opportunities this well 
known line offers you. Shown opposite 
are just three of many power and hand 
models available, for trees, gardens, 
lawns and all spraying jobs. Easy to use 

. many uses ... handle all spray 
solutions perfectly. 











| ah 
for free literature and name of | 
nearest distributor. Cash-in on —— 
Dobbins advertising. 2k 











DOBBINS MANUFACTURING CO. 


DEPARTMENT 301, ELKHART, INDIANA 





THE COMPLETE LINE OF HAND AND POWER SPRAYERS © HAND DUSTERS 
























A dealer and a jobber 

Were feeling far from cheery 

"Our inventory's much too high 

And prices are plain scary!" 

But then they found how Refills 

Could keep merchandise light 

Yet give them all the stock needed 

At a cost extremely slight. 

If you don't have Sharon Assort- 
ments 

(There are 56 in all) 

Or don't know about our Refills 

Then why not get on the ball 
—by asking your jobber or 

writing direct. 


Ds 
Shavon Bil and Sere! Lo. 


BOSTON 10, MASS. 











the 
leader 
in 


CAULKING EQUIPMENT 











GUNS . world's most 
complete line—including ro- 
tary handle models. Sizes 1 pt. 
to 2% qts. 








NOZZLES ... interchangeable, for every 
size and shape of caulk strip. Sizes from 


1/16” up. 





a 


CARTRIDGES .. . plain, extruded or 
spouted cans. Specify VITAL cartridges 
from your: caulk supplier. 


Keep VITAL caulk accessories in front of 
your customers and reap the benefits of 
this lucrative business. Order from your 
jobber! 


JOBBERS Order now— 





Vital Products Tg. Cs. 


7500 Quincy Avenue Cleveland 4, O 
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December, but 50.6 per cent below the 
number of units sold in January, 1948. 
The figures were announced by the 
American Washer and Ironer Manufac- 
turers’ Association. Sales of ironers 
totaled 28,000 units in January, a drop 
of 30.3 per cent from January, 1948, 
but a gain over the December figure. 


* * 8 


Gas sales—Total revenues from 
sales of gas by utilities for the fourth 
quarter of 1948 were $403,000,000, an 
increase of 13.0 per cent over the like 
quarter of 1947, the American Gas 
Association reported. Revenues from 
industrial sales represented the highest 
percentage gain, rising 18.3 per cent. 
Residential gas revenues were up 10.9 
per cent and commercial gas revenues 
gained 12.6 per cent over a year earlier. 
In the twelve month period ending Dec. 
31, 1948, total revenues from utility 
sales of gas were $1,544,000,000, an 
increase of 11.6 per cent over revenues 
of $1,384,000,000 in the previous twelve- 
month period. 


* * * 


Americans on the move — 
“Internal migration” within the United 
States is still decidedly in evidence, 
despite the normal tendency to settle 
down after the worst of the post-war 
housing shortages. A sample survey 
just released by the Bureau of the Cen- 
sus should be of interest to all retailers 
for it discloses that, as of April, 1948, 
one out of every five persons was living 
in a different house from the one he 


lived in a year earlier. Of the 29,000,- 
000 persons who had moved to a 
different house, 19,000,000 had moved 
within a county, and 9,000,000 had 
changed their county of residence. 

+ » * 

Manufacturers sales — Janu- 
ary dollar sales of manufacturers drop- 
ped $1 billion from the December level, 
to $17,100 million. The Commerce De- 
partment reported this decline was 
slightly more than seasonal. Most of 
the decrease from December to Janu- 
ary was due to the “usual winter slow- 
ing in manufacturers’ shipments,” the 
Department said. The book value of 
manufacturers’ inventories reached $32,- 
200 million by the end of January, 
about $3,700 million higher than a year 
ago. 

* * * 

Department store sales—The 
slump in department store dollar sales 
continued through the week ending 
Feb. 26, when dollar volume was 7 per 
cent under the like 1948 week. Sales 
have been below the like week in 1948, 
since late in January. The Federal Re- 
serve Board gave no reason for this de- 
cline. Apparently, the latest poor show- 
ing could not be attributed to bad 
weather or local strikes, such as which 
had affected sales in previous weeks. 
For the first eight weeks of 1949, sales 
totaled 1.4 per cent less than they did 
in the year ago period. 

” ial . 

Gas sales—Sales of gas utili- 

ties to customers in January were 3,- 








Winning Store in the Hardware Category Presto Cooker and Canner 
"“Kooler Kitchen" window display contest was Standard Hardware Corp.. 
Portsmouth, Va. The first prize was $250 and D. M. Curtis, Maxwell Hard- 
ware, Telegraph & Channing Sts., Berkeley, Cal., won the second award 
of $150. The third award, $100, was presented to Joseph B. Whitney, Van 
Dervoort Hardware Co., Lansing, Mich. The competition was so keen and 
the entries were of such a high calibre, the National Pressure Cooker Co., 
Eau Clare, Wis., plans to make the contest an annual affair. 
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490,051,000 therms, an increase of 8.9 | 


per cent over Jan., 1948, the American 
Gas Association reported. For the 12 
months ending Jan. 31, 1949, total sales 
of gas were 33,166,185,000 therms, a 
gain of 11.6 per cent over the previous 
twelve-month period. On Jan. 31, 1949, 
the Association’s index of gas sales 
stood at 244.5 per cent of the 1935-1939 


average. 
+ * - 


Productive efficiency gaining 
—Surveys indicate that the nation’s 
workers are putting more “elbow 
grease” into their jobs these days. This 
is the word from coal mines, steel mills, 
auto makers, fectories producing pots 
and pans, and a host of other producers 
around the U. S. With few exceptions, 
they say their wage earners are turning 
out a better day’s work. Some manu- 
facturers are weeding out inefficient 
workers as the pressure of high wages 
and other costs forces them to econo- 
mize at the production end. Many 
screen job applicants more carefully, 
and put them through stiffer training. 
A few say that layoffs are worrying 
workers into more effort, and_ less 
feather-bedding. Pennsylvania coal 
men report the miners “are turning out 
more regularly for work when work is 
available.” They say a smaller demand 
for coal this winter has the men more 
concerned about their jobs. 


* * * 


Efficiency in processes also 
sought—In the search for efficiency, 
industry is also throwing a lot of new 
machinery and methods into the fight. 
Industrialists are shaving costs and 
bolstering worker output with one pro- 
duction device or another. There is 
undoubted pressure withir. industry to 
trim costs wherever possible. Many a 
manufacturer is caught in the squeeze 
between stubbornly high labor and ma- 
terials costs, and protesting customers 
who refuse to pay higher prices. For 
example, Crosley Division of Avco 
Manufacturing Co. has halved the di- 
rect labor cost per refrigerator at its 
Richmond, Ind., plant. Last year it 
produced twice as many refrigerators 
as in 1941 with no increase in direct 
labor cost. The job was done by in- 
stalling speedier machine tools, auto- 
matic welding equipment and a com- 
plete conveyor belt system on_ the 
production line. In Chicago a manu- 
facturer of electrical contacts has 
stepped up output 500 per cent with 
the same labor force by mechanizing 
an assembly process formerly done by 
hand. Ford Motor Co. has already 
adapted at least 40 production lines to 
“automation,” a scheme for devising 
“iron hands” and conveyors to move 
heavy unwieldy parts from one machin- 


-are you getting 
your share? 


Backed by unprecedented purchasing 


power, the rich home shop market grows 


better every day. 





The irresistible lure, as always, is 





the happy combination of quality and 


popular prices. 





That is why DARRA-J AMES Dealers 


are getting their full share of the profits 





ieee Are you getting yours? 


Write for Catalog 
and Franchise Plan Today! 





Jarra . Jam eS 
HOME SHOP POWER TOOLS 





Belt-Disc 
6” SANDER 


Manufactured By 





TOOLKRAFT CORPORATION 


WATERBURY 91, CONNECTICUT 
(| 
iL 





2” 


DRILL PRESS 








Tilting 
Arbor 
SAW 





(53° 


Roller Bearing 
LATHE 





Cast iron table, 2 extensions . . self-aligning 
fence with micrometer adjustment . . de luxe 
miter gage, guard, splitter . . trouble-free tilting 
and elevating mechanism . . N.D. ball bearings . . 
sawdust chute, drawer . . steel base. 





8” Bench 
TILT TABLE 
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HERE’S 
|) THE SET-UP FOR 
|) STEADY SALES 


GOOD PROFITS TOO! 


Displayed on your counter, these 
j companion products sell themselves. 
| Nationally known... nationally pro- 
moted . . . useful in every home, of- 


DRIPLESS OL 


A , ree - 


on’ wer PEWETRATES 


Runs in- 










fice, and shop —all year ‘round. 


DOOR-EASE Stainless Stick Lubricant 
—10c seller—packaged 12 in attrac- 
tive, new design display box—each 
stick in cellophane pouch with folder 
ba illustrating many uses. Also large size 
39c seller. 


AMERICAN Dripless Oil — This top 
quality lubricating, rust-proofing oil 
“Runs In — Will Not Run Out’— 
comes in unique “Drop or Stream” 
4-0z. Oiler—sells for 25c. Eye-catch- 
ing 3-color display with each 2-dozen 
dealer carton. 





Display Card holds 1 or 2 
4-oz. cans of Dripless Oil 








% 
oe Order from your jobber. 

i AMERICAN GREASE STICK CO. 

at MUSKEGON, MICHIGAN a... 







New No. B-12 Counter Display 
Box holds 1 doz. Sticks 





NOW any of your cudtomers can 
O'Malley 2X Faucet Drip Stopper can fa~ 
te al $s 19 A AKS! 
retail cE T . 

J FAU 


9t3 Easy with the 















G 


2X Faucet Drip Stopper 


(formerly called 2X Faucet Repair Set) 











Every home has leaky faucets. That is 
why an O'Malley Drip Stopper is as 
necessary to every home as a can-opener. 
It puts a new surface on worn seats of 
leaky faucets—stops dripping quickly 
and positively. 





Drip Stoppers are affixed to self-selling 
cards packed in an attractive counter 


display carton. Order a supply, today! 


Both Drip Stoppers and Nu-Seaters are 
advertised for you in the SATURDAY 
EVENING POST! 


EDWARD O'MALLEY VALVE CO. ’Chicaco to 1inois 


We will gladly send you comp'ete illustra- 
ted Drip Stopper information on request. 








ing or stamping operation to another. 
Some 500 devices, costing about $3 
million, have been approved for instal! 
lation. The company expects eventual|) 
to move 1,000 workers from the job of 
just handling parts, to more productive 
work. 


Maytag sales — The Maytag 
Co., Newton, Iowa, producers of wash 
ing machines and other home appli 
ances, experienced in 1948 the most 
successful period in its 56-year history 
according to the annual report issued 
to stockholders by Fred Maytag II. 
president. Total net sales were at a 
record level of $68,517,484, compared 
with the previous high of $56,916,620 
reported for 1947. . 


% * * 


Sunbeam Corp. makes gains 
—Sunbeam Corp. says its sales thus far 
in 1949 are running ahead of 1948, al 
though it had set new records for both 
sales and earnings in 1948. Four of 
the firm’s principal products, electric 
food mixers (Mixmasters), toasters. 
waffle bakers and coffee-makers, are 
still being allocated to dealers. Sales 
of electric shavers to distributors in 
January ran behind a year ago, but re- 
turns of registration cards on _ the 
“Shavemaster” were one-third greater 
than in January, 1948, indicating con 
sumer buying is still on the upgrade. A 
card goes with every Sunbeam appli- 
ance; the buyer sends it back to the 
factory to register it. This gives Sun 
beam a close check on actual consumer 
buying. The “Shavemaster” and elec 
tric irons are the only kinds of appli- 
ances the firm offers, which are in free 
supply and not on an allotment basi< 


* os * 


Carborundum sales—Sales in 
1948 for The Carborundum Co., Ni 
agara Falls, N. Y., according to H. K 
Clark, president of the company, to 
taled $43,450,788 as compared to $42. 
471,399 in 1947. 


* * + 


Washington reports on con- 
struction — The dollar value of new 
construction put in place during Feb- 
ruary—$1,146 million—was 9 per cent! 
below January, but 14 per cent higher 
than in Feb., 1948, the Commerce De 
partment reported. The decline from 
January followed the usual season 
trend. February’s total brought the 
1949 value of new construction to $2. 


in the comparable 1948 period. Pri 
vate non-farm residential building pu! 
in place in February was valued at | 
per cent under January, a “less-tha 
normal” drop, and 6 per cent abov 
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February, 1948. Private non-residen- 
tial building was down 5 per cent from 
the January total, but rose 5 per cent 
from February of last year. Total pub- 
lic construction showed a 10 per cent 
decline from the previous month, but 
was 49 per cent above Feb., 1948. 


* * 


Department stores — Depart- 
ment store dollar sales in the week 
ended March 5 were 9 per cent below 
the dollar volume recorded for the 
corresponding week last year, the Fed- 
eral Reserve Board estimated. For 1949 
to date, store sales were 2 per cent be- 
hind. The Board said a lower volume 
of sales in March this year is to be ex- 
pected, because Easter will fall on 
April 17, while last year it fell on 
March 28. This difference in the holi- 
day “buying rush” could be expected to 
reduce store sales this month an aver- 
age of 6 per cent below March, 1948, 
but the Board did not attempt to ac- 
count for the rest of the 9 per cent drop 
in the March 5 week, other than “in- 
creased buyer resistance.” 


* * - 


Mail-order sales — The na- 
tion’s three largest mail order com- 
panies Sears, Roebuck and Co., 
Montgomery Ward and Co. and Spie- 
gel, Inc., showed declines from a year 
ago in February ranging from 8.3 per 
cent to 9.7 per cent less. For the third 
time in four months, monthly sales of 
both Sears and Wards dropped below the 
sales of the like month a year ago. Feb- 
ruary sales of Montgomery Ward 
totaled $68,316,441, a drop of 9.7 per 
cent from Feb., 1948. January sales of 
the company dropped 10 per cent from 
a year ago. Sears sales for February 
this year totaled $128,340,018, a de- 
crease of 8.3 per cent from Feb., 1948. 
January sales of the company were off 
11.1 per cent from a year ago. Sales of 
Spiegel, Inc. in February amounted to 
$7,835,998, a decrease of 9.56 per cent. 





Other February showings— 
Butler Brothers, consolidated sales in 
February were $9,181,570, an 18.3 per 
cent decline from the same month in 
1948. In the first two months, its sales 
declined 17.63 per cent from the 1948 
period. Gamble-Skogmo, Inc. reported 
February sales off 22.2 per cent from 
a year ago, and a drop for the two 
months, to date, of 18.8 per cent. F. W. 
Woolworth Co., in February, showed an 
increase of one per cent over the year- 
ago month, and S. S. Kresge Co. re- 
ported a betterment of two per cent. 
The H. L. Green Co. group also gained. 
with February showing 3.5 per cent 
better than last year. 
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Os SECRET of 


er i ae WORLD'S LARGEST- SELLING 
2 = mutase soe ome senses | GROUP OF ROSE-GROW-ERS” 
=== | WIDELY ADVERTISED 


This year more than ever National 
Magazine Advertising is creating even 
greater consumer demand for TRI- 
same OGEN ... “Rose GROW-ers”—3-Way 

FAMOUS 3-WAY TRI-OGEN DUST Rose SPRAY ... 3-Way Rose DUST 
SS Som oes bee ae . 3-Way Rose FOOD. 

Be sure you are pre- 
pared for bigger sales 
of TRI-OGEN “Rose 
GROW-ers.” 


MILLIONS OF READERS 


To please your discriminating customers and 
create repeat sales, feature the full line of fa- 


i ‘< d , which al ludes: 
| FEATURE THE “ogen” LINE Grapex.. .° crab grass and weed killer 























TIME-PROVEN 3-WAY TRI-OGEN SPRAY 


Now Contoins FERMATE! 








Now Contuins DOT! 


NEW 3-WAY TRI-OGEN ROSE FOOD 





TRI-OGEN ALONE GIVES YOU FINER ROSES! 











| These are the insecticides, fungicides eee ae a os —, 
| and - ... kills the mole in his hole 
ous ceamonan g hoy t FUMEOGEN ... . dog, cat, rabbit — 
a oa - F FUNGTROGEN .... . fungicide, stimulant 
Point-of-sale advertising available. TOXOGEN .... contains DDT, kills insects 


Rose Manufacturing Company, Dept. CORN EAR WORM DROPS... kills worms 
B-139, Ogen Building, Beacon, N. Y. RAF INSECT KILLER . . for household use. 
, 


e “OGEN” bib LR BRING 2 esse bakcbis ° 





"Yatonal METAL 


BRASS OR ALUMINUM 


THRESHOLDS 
and SILLS 


National Metal’s* cut-to-size, individually 
wrapped threshold and sill kits are natural 
money-savers for the home owner . . . and 
real money-makers for you. 





Highly polished brass or aluminum. Drilled, 
countersunk. Hooks and screws included 


Great variety of designs suits any preference . WIDE, 
OFFSET. NARROW, STANDARD, WATERPROOF 


Yay - 
ey 


This is a handy package, convenient to handle. Sells ex 
ceptionally well on display 


ws 





Write or Wire for details and prices. 


National Metal... 
WEATHERSTRIP © TRIM eos National Metal Products Company 
| EXTRUSIONS © MOULDING Ss _ 


1025 CHATEAU STREET PITTSBURGH 12, PENNA. 
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There’s More to it 
than the BALL 


Complete 
Assortment 

in 64-Box 
Display Carton 






It’s the PACKAGE that SELLS 


How much profit do you make on the sale of a few 
loose steel balls...counting handling? Not much! 
But when you put the PAK-BAL Assortment on 
your counter your sales soar and your selling cost is 
virtually nothing. 

PAK-BALS, packaged in small quantities, sell for 
one uniform price of 25c a box. Sizes range from 
Yeth inch to Yeth inch by 32nds. And the most 
important thing ... you need only reorder PAK-BALS 
in the faster selling sizes. 

PAK-BALS are high quality, high carbon-chrome, 
thru hardened steel, precision ground to close tol- 
erance. Never touched by human hands, there is no 
loss from rust or corrosion from handling. 

Order from your jobber or write direct for prices and discounts. 


pee ED, 


the Packaged Ball Co. 


LANGHORNE, PENNSYLVANIA 








Self: Selling 
DISPLAYS 





YOUR CHOICE of two smartly 
finished wood displays, two fast- 
moving deals offering a DAVIS 
Cord Set for every need. Dis- 
play No. 5, 814” x 814” x 16”, 
holds 34 Davis sets; display No. 
10, 20” x 20” x 8”, holds 60 
Davis sets. Each set is fully dis- 
played and tagged with informa- 
tive, self-service label to increase 
impulse buying, reduce sales 
time. 


- YOUR JOBBER OR WRITE DIRECT 
@ CEC FOR FULL DETAILS AND PRICES.@ 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 
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Competition in the Hardware Field 


“One of the great evils affecting the retail hardware trade," says 
Mr. Keown, "are the sales at ‘wholesale prices’ to thousands of 
people not hardware dealers, nor even merchants in any field." 
Suggests hardware dealers let the public know why good qual- 
ity lines cost more than poorer quality merchandise, by making 
actual side by side comparisons. Urges more hardware stores to 
go out after trade in major lines, through salesmen's calls, adver- 
tising and good displays. 


By JOHN KEOWN* 


Houston, Texas 


IN cities of over 50,000 
population, there are actually four 
classes of hardware dealers. There 
is the wholesaler who buys from 
the manufacturer and sells to re- 
tail concerns. Then there are con- 
cerns which buy from manufactur- 
ers and sell to both retail and con- 
sumer trade. The third type is the 
supply house which buys from the 
manufacturers and sells to indus- 
trial plants, the fourth being the 
retailer who buys only from the 
wholesaler and resells to the con- 
sumer. All of these, excepting the 
fourth group, seek wholesaler’s 
prices from the factories. 


Are Competitors 


The first three groups are all 
competitors of each other, and in 
their effort to obtain business have 
not always protected the retail 
hardware dealer. Some have ex- 
tended their wholesale prices to 
other than the retail merchants 
until today it is possible for almost 
anyone to obtain the wholesale 
price, even on small purchases, 
from some concerns. This con- 
dition has caused some retail stores 
to shrink and some of them to go 
out of business or move from large 
store downtown locations to out- 
lying districts, where the owner 
may in some instances only make 
a bare living by doing most of the 





*Mr. Keown is a retired veteran of 
50 years’ experience in the hardware 
trade, mostly with wholesale houses, 
but also in retail concerns. 





JOHN KEOWN 


work himself, or with the assis- 
tance of one low-priced sales clerk 
or a boy. 

I know of one city that formerly 
had three large retail hardware 
stores, each doing an annual busi- 
ness of $100,000, which have been 
forced out of business by this com- 
petition, notwithstanding the fact 
that the city has tripled its popula- 
tion in the past 20 years. Some of 
these concerns, in the second 
group, which sell to both dealer 
and consumer, use a system of 
sales sheets on which both cash 
and charge sales are entered and 
the prices are checked in the main 
office with a view to seeing that 
wholesale prices are not given to 
the consumers. Wholesale prices 
have been extended, by some of 
these houses, to the plumber, elec- 
trician, carpenter, merchant, rail- 
road employee, dental college, pub- 
lic buildings, employees of the in- 
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“Crescent” 


: @e 


HARDY 


Field CRAFTSMEN 


RECOGNIZE | 7 Was fine feallira twa 
_ QUALITY HACKSAW 


field." 
d qual- 
making 

ores to 

adver- 

UNBREAKABLE 
Neoprene handle with 
mon-sized grip, mould- 


ed to frame, high dielec- 
tric value 


BALANCED 
for more efficient saw- 
ing...less worker fa- 
tigue. 


RUST 
RESISTANT 


Nitkel ploting resists 
corrosion...adds eye- 


RUGGED oppeal. 


construction of 
heavy-gauge steel. 


STRONG 
Tension Screw, die 
threaded from bar stock. 


the assis- 
sales clerk 
Pin Posts ave machined 
from bar stock. 
formerly DESIGNED 
hardware ‘ toprovide extra strength 
ual busi- at points of stress. 
ave been 
this com- RIGID 


the fact construction assures per- 
~ ] fect alignment of blades. 
s popu a Straighter cuts..less blade 


Some of breakage! 
second 
th dealer 


ystem of 


a. pr EVERYBODY 
> an¢ 
— RECOGNIZES 


the main 


sing ta QUALITY 


No. 1049 


is the catalog number 
of this fine hacksaw, 


— rte : . C Yign of the Artisan 

some of C Symbol of Crccllence 

ber, elec- ( Ope ; 7 

ant, rail- . 

ege, pub- Crescent” is our trade-mork, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retoilers everywhere and made only by 
of the in- CcRES CENT Toot. cOMPAN Y, JAMESTOWN, N E—E W yor « 


1949 HARDWARE AGE, MARCH 24, 1949 217 


4, 








FOR 
IN HOMECRAFTERS 
WOODWORKERS 
manera 


FARMERS 
LOCKSMITHS 
RESTAURANTS of 6 


Oth e 
DEMAND =... Wag 
MEAT MARKETS 


gi Iified sel 


tion roll drive. 





r ; ipheral 
Profits for er ra) 
You! speed remains constant as 
wheel wears. No water thrown 
on uperator. Operator takes 8 
comfortable standing position 
and works on top of the wheel. 

5” %” tool rest, perfect 
slim knives, wide tools. Adjustment all 


for long, 
diameter and 1%” face sandstone 


bevels 0-30°. 8” 
wheel. 


Attractive literature for producing sales 
Order today. immediate delivery. 
BOICE-CRANE COMPANY 


990 CENTRAL AVE. TOLEDO 6, OHIO 








Popularly 
Priced at 


SCHOOL SHOPS $ | 65° 


Costs You $11 
Each in Lots 














ON EVERY JOB 
° 


Ws Stormproos / 


_ Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 

























dustrial plants, public schools, and 
even to the retail merchants in 
other lines, such as clothing stores, 
property owners, and others that 
can give any kind of an excuse for 
obtaining wholesale prices. 


Not Much Left 


There is not much left for the 
sales clerk in such establishments 
to sell at the retail price—and if 
he wants to sell some friend of his 
who is not entitled to the whole- 
sale price, all he has to do in mak- 
ing out his sales sheet is to put 
some fictitious company name on 
it. As the checker in the office can- 
not know every person to whom « 
sale is made, he takes it for granted 
that there is some such firm and 
passes the sheet as o.k. The sales 
clerk, in such an establishment, is 
not anxious to give wholesale 
prices to all of his customers, but 
for self-protection is forced to do 
so. If he does not, some other 
sales clerk will, and the only sales 
he will get are a few odds and 
ends. As he has a certain sales 
quota to make, he realizes it is 
necessary for him to give the 
wholesale prices in order to get the 
customer to come to him; other- 
wise he will not make his quota 
and may lose his job. 

There is no good reason why 
the employee of an _ industrial 
plant should be given wholesale 
prices just because his firm is a 
customer of a particular whole- 
saler, although some industrial 
plants have cash purchase order 
blanks they, furnish their em- 
ployees. If the matter was ex- 
plained to such concerns they 
would, in many instances, see the 
injustice being done by this sys- 
tem and would be willing to co- 
operate with merchants. 

As an example of how far this 
abuse has gone, I will cite a case 
that happened to me recently. I 
needed a pawl for my lawnmower 
that I had bought from a whole- 
saler while I was in the retail hard- 
ware business. As there was no 
retail store in the city handling the 
make of mower I have, I went to 
the wholesaler from whom I had 
bought the mower. The sales clerk 
did not know me and did not 
know I was a hardware man. When 
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1 told him what | 
opened his 1000-page catalog on 
the counter, and quoted a whole- 
sale price. 

While | was in the retail hard- 
ware business, I bought on an 
average of $4,000 a month from a 
local wholesaler in a certain city. 
Notwithstanding this, my firm was 
constantly coming in contact with 
the prices given consumers by that 
wholesaler from whom we were 
buying. We had to be very careful 
not to buy any article that had the 
brands of that wholesaler, for our 
customers, seeing those brands, 
knew they could buy them cheaper 
from the wholesaler than from us, 

I remember once showing a lawn 
mower to a customer, who told me 
he could buy it from a certain 
wholesaler at a lower price. He 
finally told me that his brother 
knew one of the sales clerks in the 
wholesale house, and that he would 
get his brother to buy the mower 
for him. The natural outlet for the 
wholesaler has been the retail hard- 
ware store. Competition from the 
wholesaler is putting some retail 
hardware stores out of business. 

Retail hardware stores now have 
a great many competitors for the 
sale of larger units, many of which 
were once sold exclusively by hard- 
ware stores. In larger towns and 
cities specialty houses and public 
utilities have taken a good deal 
of this business, with many of the 
sales on a time payment basis. 
Such outlets have the selling of 
such items down to a science. They 
do not wait for the prospect to 
come to them but locate the pros- 
pect and send salesmen to see him. 
Their salesmen are well trained 
men and the question is often not 
one of price but of salesmanship. 


Chain Store Competition 


In cities and larger towns where 
national department chain stores 
have branches, just about every- 
thing sold by hardware stores is 
offered. While not strong on sales 
manship, these stores depend on 
their magnitude and their large 
assortments of merchandise, plus 
advertising to impress the public. 
This they do although their prices 
are no lower on hardware items 
than those at which the hardware 
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Now, BRISTOL Brings 
Your Customers This New 
mg 
Purposeg 
Reel... 
NO. 63 





ERE IT IS... the new BRISTOL All-Purpose Reel. It’s 
H designed especially as the versatile companion of 

the famous BRISTOL “‘Many-Duty” Telescopic Rod. 
Having multiplying gears of three to one ratio, this 
sturdy, long-lasting reel really gives your customers two 
or three “‘specific service’’ reels in one. You sell it for the 
many types of fishing to which the BRISTOL Telescopic 
Rod is so adaptable. With the Telescopic Rod, this reel 
s ideal equipment for bait casting, fly casting, trolling, 
till fishing . just the equipment to tuck in cars for 
casual fishing in unfamiliar waters, to take to vacation 
camps and summer homes. It will pay you to stock and 
feature this new BRISTOL achievement right away. 


Build Sales With This Big-Value Tackle! 
§RISTOL’S heavily-advertised fishing tackle for 1949 features 
these big outstanding values: Hexagonal and round Telescopic 
Rods! One piece seamless tubular and one-piece solid steel 
nds! ‘‘New-Perfection’”’ Reels! Super-strong silk and Nylon 
bait casting and fly lines. Remember it was BRISTOL that first 
introduced the steel fishing rod, the telescopic rod, the all-silk 
ishing line. Remember, too, that all BRISTOL tackle is BRISTOL- 
Made . . . precision-made by long-experienced workmen to 


ive your customers completest satisfaction. 
ee a 









CONNECTICUT 





Sristot, 


FISHING RODS 
REELS - LINES 


Also Makers of 
BRISTOL 
Golf Clubs 
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nine: Sales for you 


During 1949 American Gas Machine’s sportsmen’s 
appliances will be more aggressively advertised than 


ever before. 


Millions and millions of advertisements 


for these appliances will flood the country from coast 
to coast. It will pay you to stock, display and feature 


these appliances. Remember 


coupon below for complete information. 


KAMPKOLD 









ment fe 


( SETLL: / 


KAMPKOOK 


For 35 years Kampkook has 
been the standard sports- 
man’s camp stove. Kamp- 
kook is known everywhere, 
sells readily. The only camp 
stove designed to burn leaded 
as well as unleaded gasoline. 
Two burners, spaced well 
apart permit use of standard 
spiders. Not much larger than 
a brief case when folded. 
Weighs only 14 pounds. 


N GAS 
AMERICAN Gi 


send me 


Please 
and the n 


appliances 
Name 
Address 


City 


watertight. : le 
steel and aluminum lining. 
ordinary sportsmen can afford to pay. 


ame 


or ice. 
Removable rustproof 


KAMPKOLD, JR. 


Asmaller icebox for 
taking beverages 
or food afield in cars 
orin boats. Only 74 
x10% x10 inches. 
Thoroughly insu- 


lated. Convenient 
handle. Popularly £ 
priced. A 


= 


READYLITE 


The oldest gasoline lantern on 


the market. 


mantle models. 


structed, 


MACHINE COM 


Lea, Minnesota 


information on 


of my nea 


State 


they sell on sight 


send 


Portable refrigerator. ‘Ten pounds of ice will last 
30 hours in 80° temperature. 
Bail type handles. 


Separate compart- 
Completely 


galvanized 


Retails at a price 


f= — 
j — 









‘Tested and proved 
for fifty years. Single or double 
Sturdily con- 
foolproof 


PANY 


your outdoor 


rest jobber 




















WILL SHAVE 


ELECTRIC SHAVER 


THE SHAVER THAT SHAVES sEuy BEARD 

Here's a popular priced shaver that can 
really do a job on both light and heavy 
beards. The new, improved WhiskER shaves 
any beard quickly and cleanly . .. even 
seven days’ growth! It is built to last... 
has no gears, brushes or bearings. It has 
‘a simple, straight-shaving head that takes 
the beard and shaves with a quick, free- 
gliding movement. The WhiskER is pow- 
ered by a strong magnetic-type motor. 
Operates quietly on 110 volt, 60 cycle A.C. 
Fully approved by Underwriters’ Labora- 
tories. No radio interference. Pick up your 
sales volume now, with this profitable 
WhiskER . . . the electric shaver that 
truly SHAVES. 


Write Today For Dealer Proposition. 


ELECTRO TOOL CORPORATION 
Dept. W739-C © RACINE, WISCONSIN 





Another Ta-pat-co 





17 
PROUILDER 





Popularity means profits, and Ta-pat-co 
boat cushions are a perfect example of 
popularity. First choice of water sports 
enthusiasts everywhere, Ta-pat-co buoy- 
ant life-save cushions are top profit items 
for dealers. They are filled with New 
Java Kapok (6 times as buoyant as cork), 
covered with soft leatherette, heavy duck 
or strong vinyl plastic and are available 
in a variety of attractive colors, with 
or without designs. 


Stock and sell all Ta-pat-co profit prod- 
ucts, Write us or see your jobber for 
details. 


The AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 
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dealer can sell them. These na- 
tional stores are long on private 
brand mechanics’ tools and in this 
respect there are only a few lines 
found with nationally known man- 
ufacturers’ brands in their stocks. 

Formerly, when the farmer 
needed something in the hardware 
line, he went to the nearest town 
to get it, but with the advent of 
good roads, he now gets into his 
car or truck and drives to one of 
the cities as he knows he can save 
something on the price and there 
are always some other things he 
needs and can get at the same 
time, with the price savings paying 
for the gas and oil. If he wants to 
buy some large unit of sale, a 
stove, prepared roofing, etc., he 
won't think of buying it in the 
small town but drives to the near- 
est city where he can get the whole- 
sale price from certain types of 
operators. 


The Five and Tens 


Although I never have consid- 
ered the five and 10 stores much 
competition for the hardware store 
in the sale of tool lines—since they 
do not carry the better classes of 
mechanics’ tools, it is a different 
story in housewares and small 
hardware items. These stores have 
hundreds of small hardware and 
household furnishing articles dis- 
played in a convenient way where 
they can be seen and handled by 
the public, creating sales. While 
each individual sale is small in dol- 
lars and cents, still in the aggregate 
these amount to thousands of dol- 
lars. Independent retail hardware 
stores would do well to display 
alongside their own good grades 
of merchandise, some of the poorer 
quality numbers, which would help 
greatly in offsetting the impression 
on the part of some of the buying 
public that limited price stores sell 
comparable goods for less than the 
hardware stores sell them. 


Would Take Better Grades 


In most instances the public 
would take the better grades, if 
they knew the difference in the 
quality and had it explained by 
the sales clerk. It is rarely that you 
find better known brands of hard- 


ware items displayed in the limited 
price variety stores, although they 
do manage to get some of these 
goods occasionally—but not al- 
ways through the manufacturer. 

When chain stores have slow 
movers in stock they immediately 
give it prominent display and if it 
will not sell in one branch, they 
ship it to another until they find 
a branch in which it will move. 
Thereafter such a line is discon- 
tinued. Chain store customers do 
not often ask for articles not dis- 
played. However, in independent 
retail hardware stores the buyers 
can be guided by calls for items 
not in stock. By noting such calls 
hardware stores can keep their 
stocks complete. 


Watch the Want Book 


When I was in the retail hard- 
ware business I found that calls 
for items we could not supply were 
not being entered in our “want 
book.” Strict instructions were is- 
sued that every item called for, 
whether hardware store items or 
not, should be entered. Although 
some of the items were far out of 
line for our store—such as snuff, 
chewing tobacco, etc., slightly less 
than 200 of the 300 wanted items 
were for merchandise that could 
well be sold in a hardware store. 
Forty-eight items were regular 
stock items, which we did not have 
on hand at the time. 

Watching the want book and 
being guided by it is a good way 
of meeting the problem of sales 
lost to competition. 


Gibson Refrigerator 
Film Playlets 


The Gibson Refrigerator Co., Green- 
ville, Mich., announces that United 
Film Service, Inc., Kansas City, Mo., 
in cooperation with W. W. Garrison & 
Co., agency, Chicago, has created a 
series of 13, 35 mm Playlets, portraying 
and demonstrating the advantages and 
features of Gibson refrigerators, ranges 
and home freezers. Films are to be dis- 
played on the screens of regular moving 
picture theatres throughout the nation 
as a part of the regular performances. 
Playlets devote about one-third of each 
film to a personalized portrayal of the 
dealer‘s firm name, location of his store 
and his favorite motto. Company by 
arrangement with its distributors will 
participate in the cost of displaying 
these films to the extent of 50 per cent. 
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“IRELINE | 


LINING 


STOVE and 
FURNACE 
LINING 


Here’s a better stove lining refractory—bet- 
ter for the customer because it is easier to 
install, more durable, more useful; better for 
you because it increases your volume on stove 
lining. 

Fireline is a great improvement over dry 
stove lining materials. It comes ready-to-use 
in moist, plastic form. With this putty-like 
material it’s easy to replace stove tile or fire- 
box castings in cook stoves and ranges. Any 
housewife can install a solid, durable lining. 

Now here’s where you increase your vol- 
ume! Fireline is also suitable for lining fire- 
pots of heating stoves and warm-air furnaces. 
It does what no dry fire clay mixture will 
do—it repairs cracked and burned out cast- 
ings, sealing all cracks and holes, preventing 
the escape of gases into the building. No 
new castings; no dismantling of furnace; may 
he fired immediately. 

Fireline is packed in 5-lb. and 10-lb. cans 
for cook stoves, ranges and 
hot water heaters; in 50-Ib. 
and 100-lb. drums for heat- 
ing stoves and warm-air fur- 
maces. Stocked by leading 
jobbers everywhere. Write 
for literature, prices, dis- 
count. 

Also manufacturers of Iron- 
set Asbestos Furnace Ce- 
ment and Fire-Hearth Cast- 
able Refractory (for setting 
stokers and oil burners). 


Fireline Stove & Furnace Lining Co. 
1859 Kingsbury St., (Dept. C), Chicago 14, Ill. 


ARMSTRONG-BRAY 
GEAR a WHEEL 








PULLERS 




































Quickly and easily pull gears, 
wheels, pulleys and bearings 
off of shafts without damage 
or breokage. 


Improved designs make them 
easy to set up and safe in use 
—the harder the pull the 
tighter the grip. 


12 types, 40 sizes—2-arm, 
3-arm, standard and special 
STEELGRIP Pullers with drop 
forged arms and heat treated 
screws as well as CHAINGRIP 
Universal Pullers that reach to 
considerable distances from 
end of shaft. 


Write for Catalog 


ARMSTRONG-BRAY 
& COMPANY 

5348 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 
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Alabama Retail Hardware Assn. 
annual convention, April 25-26, at the 
Jefferson-Davis Hotel, Montgomery, Ala. 
Mrs. Euna G. Ramsey is association 
secretary-treasurer with headquarters at 


509 North 19th St., Birmingham 3. 


American Hardware Manufac- 
turers Assn., 96th semi-annual con- 
vention to be held jointly with the 58th 
annual convention of the Southern 
Wholesale Hardware Assn., April 4-7, 
at the Palm Beach Biltmore, Palm 
Beach, Fla. Dr. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 
secretary-treasurer of the manufacturers’ 
association. T. W. McAllister, Orlando, 
Fla., is secretary of the wholesalers’ 
association. 


Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
at the Santa Barbara Biltmore Hotel, 
Santa Barbara, Calif. Convention chair- 
man, George H. Slater, 712 So Olive 
St., Los Angeles 14. 


Bicycle Institute of America, an- 
nual convention, Marck 28-April 1, at 
the Boca Raton Hotel, Boca Raton, 
Fla. Association headquarters, Room 
1215, 10 Rockefeller Plaza, New York. 


Builders’ Hardware, Regional Con- 
ference of the National Contract Hard- 
ware Assn. and the American Society of 
Architectural Hardware Consultants, 
April 11-13, at the Arizona Biltmore 
Hotel, Phoenix, Ariz. Victor H. Nelson, 
Foxworth-McCalla Lumber Co., Phoe- 


nix, Ariz., is chairman of the meeting. 


Carolinas, Hardware Assn. of, con- 
vention, June 9-10, at The Francis 
Marion Hotel, Charleston, S. C. Sally 
Couch Masten, acting secretary, 118% 
FE. Fourth St., Charlotte 2, N. C. 


Central States Golf Party, June 
23, at the Tam-O-Shanter Country Club, 
Chicago, Ill., sponsored by the Central 
States Hardware Club. Ben Leve, 530 
W. Cornelia Ave., Chicao, 13, is secre- 
tary. 


Eastern Hardware Golf Associa- 
tion, 13th Annual Tournament, May 
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18-20, inclusive, 1949, at Shawnee Coun- 
try Club, Shawnee-on-Delaware, Pa. 
H. L. Gilliam, Wood Shovel & Tool Co., 
30 Rockefeller Plaza, New York City, is 
secretary of the association. 


Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn., joint 
convention, May 22-24, at the Seminole 
Hotel, Jacksonville, Fla. W. W. Howell, 


executive manager, Waycross, Ga. 


Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware 
Assn. joint convention and _ exhibit, 
June 6-8, at the Hotel Jung, New 
Orleans, La. Secretary for both associa- 
tions is David O. Mansfield, 226 S. 
State St., Jackson, Miss. 


Marshall-Wells Associate Stores 
Congresses sponsored by the Marshall- 
Wells Co., Duluth 1, Minn., March 
28-29, at Spokane, Wash. 


National Hardware Show, Oct. 12- 
15, Grand Central Palace, New York 
City. Frank M. Yeager, 331 Madison 
Ave., New York City, is the director 
of the show. 


National Housewares and Major 
Appliance Manufacturers’ Exhibit and 
Meeting, July 11 to 15, 1949, in the 
Atlantic City Auditorium, Atlantic City, 
N. J., sponsored by the National House- 
wares Manufacturers Association. A. W. 
Buddenberg, 1402 Merchandise Mart, 
Chicago 54, IIL, is executive secretary. 


National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 
vin Shutt, secretary. 


Southern Wholesale Hardware 
Assn., 58th annual convention to be 
held jointly with the 96th semi-annual 
convention of the American Hardware 
Manufacturers’ Assn., at the Palm 
3each Biltmore, Palm Beach, Fla., April 
1-7. T. W. McAllister, Orlando, Fla., 
is secretary of the wholesalers associa- 


tion and Dr. Arthur L. Faubel, 342 
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TYMSAVER 
MOPPING 
UNIT 


A heavy duty outfit 
for regular mopping 
chores. Available in 
16. 26 and 35 quart 
capacities. Also sup- 
plied with gliders. 
instead of casters, if 
desired. 

















Save time and labor 





TYMSAVER MOPPING OUTFITS 


“A good job demands GOOD tools.” SENIOR MOPMASTER 
That's why thousands of mainte- For greater ease and efficiency, 
nance people have standardized on employing the two-bucket sys- 
WHITE Tymsaver Mopping Outfits. tem. Saves waste of cleaning 
They know, from experience that compound—gets better results. 
WHITE makes dependable, easy-to- too. Buckets and mop squeezer 
use equipment ... ruggedly con- mounted on compact truck with 


brass bearing rubber casters. 
structed to withstand years of use— Available in variety of models 
and abuse! 


and bucket capacities. 
The powerful WHITE all-metal mop 
Squeezer presses mop drier and 
cleaner, with no splash. Leak-proof 
oval bucket is made of sturdy 24- 
gauge steel—securely hand sold- 
ered. Plenty of room for water, mop 
squeezer and mop. Entire unit is 
mounted on easy rolling solid rub- 
ber casters—glides effortlessly over 
the floor; no marring or scratching. 


Next time you buy or specify mop- 
ping equipment... say WHITE... 
and you'll be RIGHT! 


OP WRINGER CO. FULTONVILLE, N. Y. 





MANUFACTURERS OF... A Complete Line of Floor Cleaning Equipment 














SAFETY fIOLL 


Trade Mark Reg. U. S. Pat. Off. 


Wall Model Can Opener—with 
patented “DROP-A-WAY” feature 


The finest can opener for home use. 
Effortless and safe——it rolls the edge 
smooth as it holds and opens square, 
round or oval cans. New, improved 
design with heavier steel construction 
and new spring supported blade assure 
longer life. ‘DROP-A-WAY” feature 
allows opener to hang fiush to wall 
when not in*‘use and permits instant 
removal for cleaning. 


All metal parts bright nickel plated. 
Individually packed in attractive 
3-color carton complete with mounting 
bracket and screws. 


Retail price 89¢ 


baughan 


NOVELTY MANUFACTURING CO. 


Bottle 


3211 CARROLL AVE. © CHICAGO 24, ILL. 
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World's Largest 
Manufacturer of 


and Can Openers 
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| HELLER STORE FIXTURES ARE THE BEST 
COMPARE HELLER FEATURES BEFORE YOU BUY 


New Modern Styles—Better Built—Assembled & 
Finished — Larger Selections — Conventional 
Styles—New MULTI-LEVEL Styles. 








Free Store Planning Service 


Write today for huge catalog No. 49. Send us a 
sketch of your store for free store plan. 


W. C. HELLER & CO. 


1049 BRYANT ST. MONTPELIER, OHIO 


Designers and manufacturers of Hardware store fixtures 


Openers 
exclusively since 1891 























Rockwood 


Manufacturing Co 


Rockwood, Penna. 


Available For Immediate Delivery 
- aud at he priced 
CAST IRON 
BUILDERS HARDWARE 


BRASS PLATED—NICKEL PLATED 


Items shown also available in solid 


brass—in all standard finishes. 


Attractive 
Counter 
Display 

Available 


Size: 6”x8” 
No Charge 


White loay:-For new fully-illustrated 


catalog No. 4 containing many other 


builders’ hardware and specialty items. 

















: Sell SIMPLEX : 
5 = : 
sand cash in on every } 
* 

x 
= customer JACK need : 
* a 

- ae a 

Single or Double Acting « 

1% to 35 Tons Cap. e 

Safe, fast, powerful for all | 

types of jacking in every field. ‘ 

Lift full capacity on cap or toe. 5 
Rugged construction for heavy 

duty. | 

+ 

s 

a 
“ ww HYDRAULIC JACKS Eig 
bl 8 Models — 3 to 100 Tons Cap. 

5 Safety Tested to 50% Overload. 

sa The finest hydraulic jack you 

ilies can sell! Neoprene packing 

+ seals—plus many other exclusive Simplex 
features for safer, easier-to-use hydraulic 

4 jacking power. 

* 

¢ 


a SCREW JACKS se 


88% Easier Lifting * 4-Way or 
Ratchet Head * Malleable Housings 
31 Models—10 to 24 Tons Cap. 

A single chrome-moly ball, nested 
under corrugated cap actually re- 
duces friction 88% — ball won't 
flatten; cap can’t slip. All purpose 

jacks for rugged action. 


SEND TODAY FOR SIMPLEX CATALOG 49 — 
Let the complete Simplex line show you the way 
fo more profits on every type of jack customer. 


Simplex 


TEMPLETON, KENLY & COMPANY 


1056 S. Central Ave Chicago 44, IIlinors 
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Madison Ave., New York City 17, is 
secretary of the manufacturers’ associa- 
tion. 


Triple Mill Supply convention, 
April 25-27, at Cleveland, Ohio. Con- 
ference booth program at Cleveland 
Auditorium. Sponsoring associations 
are: American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta 3, Ga. 


Western Metal Congress and Ex- 
position, Shrine Convention Hall, Los 


Angeles, Cal., April 11-15. 





Inventory Markings 
Save Time 
TRACHOTA - BEHNKE, Elm 


Grove, Wis., uses marking on 
a great deal of merchandise which 
tell the number of such articles left 
in stock in the basement. When 
the sales clerk sells an item from a 
main display, he changes the ticket 
on one of the remaining items, in- 
dicating how many are still left in 
stock. When new stock comes in 
and is stored in the basement, the 
display ticket is changed to corre- 
spond to the new amount. 

These markings, says Roger 
Strachota, have proved very help- 
ful in saving time. They are used 
a great deal on toys on which the 
firm does an all year round busi- 
ness. 





Employment and Savings 
4 
 gpscreaesensrse high employ- 


ment requires that the flow of 
savings forthcoming at high em- 
ployment be continuously ab- 
sorbed in investment. A _ large 
part of our annual savings, as 
the Committee for Economic De- 
velopment points out, now flow 
through savings-investment insti- 
tutions (banks, insurance compa- 
nies, etc.). 

The problem is to make the 
funds entrusted to such institu- 
tions available for investment in 
such form and on such conditions 
that they can be steadily absorbed. 
At present, legal and customary re- 
strictions confine such institutions 
with respect to their investments. 











COMPLETE POLISHING SET 
FITS ANY 14” ELECTRIC DRILL 


‘) 5” MUSLIN BUFF 


a, 6” LAMBS-WOOL BONNET/ RETAILS 

z-' 5” SANDING DISC FOR 

ee and | $1.89 
HEAVY DUTY ARBOR 


O GANHAR MANUFACTURING CO. 





(Mfrs. of Buffs and Bonnets) 


45 PERRY ST. NEW YORK 14, N. Y. 











GOODYEAR LOADBINDER 


OPEN 


GOODYEAR & MILLER CO. 


BLOOMDALE, OHIO, USA. 











TERRACE 
HOUSEHOLD 
STEP LADDERS 
BEST QUALITY 


Made of selected kiln- 
dried stock only. 


Now Available 
TERRACE WOOD PRODUCTS (0. 


113 Elizabeth Avenue 
Elizabeth 1, N. J. 

















FOLDING CHAIRS 


M les. Upholstered & la. 
Tobie yee — Foldiag Tables 


PROMPT 
SHIPMENT 

ADIRONDACK 
CHAIR CO. 


\ 1142-4 BROADWAY 
L NEW YORK |, N.Y. 


























Over a Million Sold in 1948 
ALL-METAL 


COOKIE PRESS and 
CAKE DECORATOR SET 


Steel, 8 design 
discs. 4 decorator tips, | 
nozzle. Makes 16 different 
cookies. noodles. Decorates 
cakes 14 pieces in deserip- 
tive box with recipes. See 
your jobber, or write o@ 
wire for details. 









ZACHMAN & CO. 5004 WILSON AVE.. CHICAGO 30 








Buy Savings Bonds 
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"Orit HERE ARE THE @i/338 POWER 
RETAILS MOWER YOU CAN OFFER 
FOR 
wi UR CUSTOMERS... 
soon ° SENSATION SENSATION MODEL H 7 SP 
) 0 N.Y. H AS THE BEST A Quality-Built Low-Cost Self-Propelled Mower 
You'll find your park commissioner and customers with large 
a PROFIT ANGLES, lawns are ready prospects for the Model H 7 SP. It cuts 24 
acres per hour . . . eliminates raking . . . reduces labor costs 
IDER T00 & and provides better lawn trimming. 
America's best self-propelled 
\ ee rn $299.50 
<2 Sulky $39.95 additional. 
MODEL 17 G MODEL B 17 E 
: : Your customer with a 50 or 60-ft. lot can't aa 
pap tare re for A beat this Sensation electric model for lawn 17 
ER co ; je oe 7 pron or + care. It saves half the time used in hand W 
. The big consum- Poa wae tae ee mowing. Eliminates raking. Reduces hand fj f 
on e onsen tx otine mower, Meas trimming. Cuts grass at any height from 
. : & brings many exclusive Sen- Yp inch to 4 inches 
Sensation mowers sation features to the home a 
Seal-protected motor re- 
has scarcely been owner who thought a power quires no oiling for 15 
touched. Every person with a aanated of haw vs wo years. 
CE lawn is a prospect. There's something about pnt “4 saci ’ 
3 jade 
JOLD a Sensation that makes a customer itch to a $139.50 Retails at . $99.50 
)DERS get his hands on it. And when you demon- 
strate Sensation’s many features, the mower Available through General Electric Supply houses and other reputable 
ALITY literally sells itself. Sensation mowers give jobbers. Or write for factory information on Sensation’s complete line 
oo kiln- you a good return for your sales effort. Profit of power mowers. We will present you with an interesting profit picture. 
; oe Y- margins are better than on many major ap- 
lable ; 
pliances. 
ONUCTS co SENSATION MOWERS, INC. Box HA 349, RALSTON, NEBRASKA 
Avenue —__—_—_— — wae 7 se aie 
N. J. 

















ASK 
YOUR 
JOBBER 
— STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 


Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 





























WRIGHT Galvanized Wire Strand on 614” 











8 

aT died steel spools. A product of many uses—guy 

se, wire for radio and television antennae and 

oo" many other installations where a strong 

HICAGO 30 sont HR tee ele es aoa brace wire is needed — emergency repairs, 
well-planned compactness shoppers | binding and strapping, temporary enclo- 

Send tes pata yy get we in gh sures—electric fences, clothesline. 
EE Free fast buying and volume sales! | 





Folder, HA3 LITERATURE ON 
, WRU COMPLETE LINE 


ome, Pein 


High Sales Volume! = Tw OAS 1 
Ask for facts on HAMILTON Est. 1907 
fl im HAMILTON, OHIO, 


GE WRIGHT wie ca 
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™. Tackle, Tool and Ut 


VA Os. On Ae It a GW 
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“PARKER” 
| 


SCREWS 


SHEET METAL 


Types A and B 








© Cabinets © Truck Bodies © Boxes * Pianos ° 
@ Shower Doors ¢ Fluorescent Fixtures °¢ 
© Displays ¢ Firescreens * Store Fronts °* Ete. 


Brass Nickel Plated on Brass 


Aluminum Stainless Steel ° 





Wide Variety of Sizes! From the very narrow lightweight 


Made of steel, stainless steel size for boxes to the very wide,extra heavy for truck bodies. Stock 
lengths: 6 ft. Can be furnished any length in quantity to order. 
and brass. © Can be had with screwholes or blank for spot welding © Spe- 


cial hinges of all types to order in quantity, for 

every purpose. 
Good inventories now of Various Thickness 
. of Metals and 
standard packaged lines. 


Write for Price List 


THE SOUTHINGTON Send for Catalog 


li DWE. MFG. co. ARE YOU ON OUR MAILING LIST? 


os SOUTHINGTON. CONN. pwd S. PARKER HARDWARE MFG. CORP. 
From Foundry to Finished Product” 


27 LUDLOW STREET - NEW YORK 2,N. Y. + Phone WAlker 5-6300 
























PRICED RIGHT 


FOR 
DEALER PROFITS 


Mighty Man. 
TRACTORS 
Sell On Sight! 

























is now made better than ever 
with M-2 high speed steel 























This modern post-war steel means even tor t 
R d, versatile | more cutting . . . even faster cutting . . . what 
i nS M i ' ee on every job . .. in skilled and unskilled 
ighty Mon tractors hands alike. ; 
and attachments are | | s an tility 
d ¢| | The same safe cutting, because it’s shatter- , 
Taree Seer proof! The same economical cutting, be- 
2H. P. and 1% HP profit. Built-in QUAL- cause there’s no accidental breakage. And 
Sudlels. Aeatielie ITY is instantly recog- | | the same easy cutting because of D 
MILFORD’S exclusive easy starting 







nized by farmers, 








HH teeth. 
it pays in profits and customer 
, satisfaction to sell the best. 


gardeners, nurserymen 










and estate owners. 
Write or wire today 





tMustrated: 
14% H. P. 
Model 


for dealer information 
and name of nearest 
distributor. 


FARM EQUIPMENT DIVISION, MARINE IRON WORKS, Inc. 
1120 East "'D"' St., Tacoma, Washington 


Saw Specialists Exclusively for Over 70 Year 


NEW HAVEN 5, CONN $s. A 
5 
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COMMON SENSE VALUE 
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Luminous 
Alarm Shut-Off Knobs 
. a little thing but a mighty 
powerful sales feature. Knob glows 
softly in the dark — a practical 
convenience appreciated by many 
% alarm clock users. 





(luminous dials and hands also available) 


Dependability and utility . . . what it will DO 
for him rather than its number of gadgets .. . is 
what sells a clock to the buyer of '49. 

Gilbert dependability is guaranteed; Gilbert 
utility based on practical sales features. 


Distributed thru »0 -HO Up the Wholesaler 


alarm 
@. clocks. 9 


Wha nt’ 


iis ie, Aen oe C11 8:) 4:00 @ Ole an @e):1 


clock makers to the nation since 1807 


WINSTED, CONN LACONIA, N.H 
551 Fifth Ave — New York 
141 W. Jackson Blvd. — Chicago 
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DID YOU SEE ME 
IN THIS AD? 





“Did you see me in this ad? Millions and millions 
of housewives did! 

“They saw me in their copies of Good Housekeep- 
ing, Ladies’ Home Journal, True Story, McCall's, 
Farm Journal, Country Gentleman, Woman's Day, 
Family. Circle...and in Nancy Sasser’s column. 
“Some of those women will be your customers toda) 
and tomorrow! 

“Will they have to leok for me—or am I in plain 
sight ready for that impulse sale? 


“Mr. Dealer, put me in a good spot and you'll profit 


y and | MEAN PROFIT!” 
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A quality line that means PROFITS for YOU! 
Strong . . . dependable . . . well turned handles and window 
poles from quality materials. Call your jobber or write for full 
details on this profitable line. 


The ANCHOR MFG. CO., 210 Water St., Piqua, Ohio 










i dies D - : 
File Handles Chisel Handles dering Iron Hon oor and Sash Stops 





Farming Tool Handles 


Window Poles 
a eX SS—Tz BD a = 


BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 


























PY) 
\ 
| 
| 
cT et / : 


8 penr® 


ELING * vel } 


tT 


MOST ALL SIZES ON HAND F.O.B. CHICAGO \ ENAM 
\ 


Atlas Nail Co., Ine. 


20 N. Wacker Drives Phone ANdover 3-3068' Chicago 6, DL Send for Descriptive Folder. 
WE WILL BUY YOUR SURPLUS NAILS AND PIPE BM oy der from your Jobber 


ee THE PIED 
iia PIPER 


A Better Rat Trap 
beats a path 
to your door 







464 WEST 34th STREET NEW YORK ! NEW YORK 

















“SEAL RITE, Jr.”’ 






The most efficient live 4. Operates at both triggers to bait. il Si S$ H 

rat and small animal ends. 10. Always automat- Fu ize, All- tee 

trap onthe market to- 5. Simple to bait and ically set when re m $*) i—~< 

day. Note these Piep unload. upright. Ik G oD ( : 

Piper advantages: 6. No handling of 11. NoPOISONSnec- quiking un=--- mse List) 

1, Rugged construc- _ caged animal. essary. For the first time an all-steel caulking gun at such a low price! 
tion. 7. Will trap several 12. Nodamageto pelt. Ate a 9" ! Cadel . 1 

2. Completely _rust- animals with one Order today...Some ull size gun— barrel. Cadmium finish. Ratchet type. For bul 
proof throughout. setting. territories for reliable or cartridges—any standard make. A gun that every home owner 

3. Harmless to child- 8. Nofinger-jamming manufacturer’s agents 






and renter can afford. 


SEAL RITE CAULKING CO., Inc. 


LOS ANGELES 4, CALIF. DETROIT 21, MICH. BROOKLYN 22, N. Y. 
6001 So. Gramercy Place 6335 Lyndon 192 Green St. 


ren, poultry and springs or doors. still open . . . For in- 
house pets. 9. No sensitive wire formation write 


o reta a $ oo 
L et CONTROL TRAP CO. 


west of the Rockies) LOOMIS ST., SOUTHWICK, MASS. | 


























PORCELAIN | When You Know 


Saaeet / | The Trade-Name— 


of a certain product and want to know “Who Makes It?” 
$ look in the General Directory Section of the "Who Makes [t?” 
Number of HARDWARE AGE for the trade-name. You'll find 


retail it listed alphabetically under the product heading of the item 





in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your "Who Makes It?” 
avai, ae. Number close at hand where it will serve your wants quickly. 


BARRIDON HARDWARE AGE 


| 
} 
| 
PRODUCTS | 100 East 42nd St. New York 17, N. Y. 
{ 


In various colors. 22'/2"' x 
12¥2"* x 25"" high as illus- 
trated. Ideal for kitchens, 














1429 Park St., Hartford, Cona. 














BUW/LO STORE TRAFFIC / 
BOOST PROFITS / with new 


HANDY-SIZE PANELS OF MASONITE TEMPERED PRESDWOOD IN 
ATTRACTIVE CARTONS. MASONITE CORPORATION, CHICAGO 2, ILL 
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HARDW: 


| AWNSHAVER * Compact 
APT acy] ~ Automatic 
at Looe © Trouble-Free 


SELLS ITSELF! 


Jete lawn 30) 7 aed! 
Start it, 3 ‘ a walking empty-ban 
0 
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PEERLESS MODEL H 
Shallow Well Pumping Unit 


g¢ <f of the 


so 
a thi 

T SED neigh- 
brings YOU Us to 
r Dealer-Help ortaws new ae pres 












itively P : uality 
Competitive ts high quar 
— the cost of temanship is off 


8 complete sim 





(List) 
low price! 
ye. For bul! 


ome owner 









The SECRET is in the 
3rd Wheel Drive 





. Ine. 
KLYM 22, N. Y. 
| Green St. 

















ORDER TODAY! 275 to 430 Gallons Per Hour 





thes 107" Dealer and Simplified in design, precision built for lasting, low cost 
akes It?” Job pumping performance. Has only 1 moving part. Utilizes 
ou'll find obber efficient positive displacement pumping action of the 
the item T fe famous Peerless Water King. Constant pressure up to 40 
he name erritories ‘ : . : , 

sana Ibs. or more. Lifts up to 20 feet. Two tank sizes: 12 gals. 
aes A" and 30 gals. Quiet, space-saving; reliable; easy to install, 
: quickly. understand and operate. Write today for full informa- 


tion on the Peerless Model H pump and other pumps 
in the complete Peerless water systems line for ’49. 





The Peerless Line for'49 
ts backed up by 
26,000,000 Advertising 





Reader Impressions 





PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 


Southern WEY Stamping Co. Inc LOS ANGELES 31, CALIFORNIA + INDIANAPOLIS, INDIANA 
District Offices: New York 5, 37 Wall Street; Chicago 40, 4554 No. Broadway; 
New Orleans, La. 


Omaha, Nebraska, 4330 Leavenworth Street; Atlanta Office: Rutland Building, 
Decatur, Georgia ; Dallas 1, Texas; Fresno, California ; Los Angeles 31, California 
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assified Aduertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words...... - $5.00 
Each additional word........-. 


Positions heamenae 


Allow Seven Words for Keyed Address 
or Your Address 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


























[Sales Representatives Wanted | 


(Sales Representatives Wanted ||Sales Representatives Wanted | 





EXCELLENT SIDE-LINE FOR SALES- 
MEN TO REPRESENT IMPORTER of 
high grade shears, scissors, barber razors and 
pocket knives. Protected territory, Commission. 
Prefer men with contacts in department stores, 
barber and beauty supply or hardware trade in 
Ohio and adjacent territory, Address Box N-116, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, . 2 








SIDELINE SALESMEN, SMALL - TOWN 
COVERAGE. Houseware, Homefurnishing, Ap- 
pliance Stores. 74%% commission. Catalog in- 
cludes automatic toasters, irons, bathroom cabi- 
nets, gas and electric hot plates and stoves, roller- 
skates, chrome stools, play-pens, space-heaters, 
roning boards, folding rulers, broilers, plastic 


seats, swings, many others. Address Box N-91, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 

SUIL PIPE AND FITTINGS MANUFAC- 
!URER WANTS EXPERIENCED SALESMEN 
ty» sell hardware stores and for direct sales to 
‘lumbers and  contractors—openings in most 
States. Protected territory. Must be covered 
very 30 days. Large commission. Unusual op- 
portunity, State exact territory desired, qualifica- 
tions, background. Inquiries confidential. Ad- 
dress Box N-143, care of Harpware Acre, 100 


Fast 42nd St., New York 17, N. Y 





SALESMFN WANTED. 
TABLISHED HARNESS, 
SADDLERY HOUSE selling complete line in- 
cluding kindred items of saddlery hardware, 
blankets, hames, chains and leather. Several pro- 
tected territories open. Only substantial aggres- 
sive men who are willing to work hard and on 
commission basis will be given consideration. Ap- 
plication by letter only, Give full information 
about yourself and your business activities over 
the past five years in first letter. Southern 
Saddlery Company, Chattanooga 2, Tennessee. 


RELIABLE ES. 
COLLAR AND 





WANTED EXPERIENCED SALESMAN 
BY LARGE WESTERN MANUFACTURER 
to call on wholesale hardware trade in Central 
West. Excellent opportunity for right man. 
Write -p ©, Box N-112, care of HarDWarr 
AcE, 100 st 42nd St., New York 17, N. Y. 





SALESMEN WANTED 


By a long established, well rated manufac- 
turer, of a complete line of leather DOG 
COLLARS, HARNESSES, ete. Opportunity 
for experienced men calling on retail hard- 
ware and variety stores. Protected territory; 
liberal commission. 


Address Box N-122, care of neaveet Bae 
100 East 42nd Street, New York 17, 











SALESMEN CALLING ON PLUMBING & 
HEATING CONTRACTORS, Hardware Ac- 
counts and Building Contractors. Fast Selling 
Line, Top Quality Brass Items—Plumbing Spe- 
cialties and Supplies. Well Established Firm. 
Commission basis. Give full information in reply. 
Parliament Products, Inc., 475 Sth Ave., New 
woe 37, Be Be 


ESTABLISHED, SEASONED SALESMEN, 
CALLING ON. department, housefurnishings, 
specialty, and hardware stores, to sell our Stain- 
less Steel Household Utensils. Attractive com- 
mission. Exclusive territories, Established with 
many leading stores. Delivery from stock, State 
all essential details. Confidential, Phalanx Stain- 
less Steel, Inc., 1809 Lovegrove St., Baltimore 2, 
Md 


SALESMEN CALLING ON HARDWARE 
APPLIANCE, AND FURNITURE DEALERS, 
as well as other outlets, to sell Electric and Floor 
Circulating Fans for Summer Season. Radiant 
gas and magazine type coal heaters for Fall and 
Winter Season. State territory. Commission. Ad- 
dress Box N-19, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 








COMMISSION SALESMEN WANTED 


Can offer to aggressive salesmen complete 
line paints, varnishes, enamels. Manufac- 
turers’ agents and side line men considered. 


SEALED PAINT & VARNISH CORP. 
103 East 125th St. New York 35, N. Y. 

















SIDELINE SALESMEN 


or distributors wanted for several terri- 
tories to sell new patented process exterior 
house paint and primer. Sells for half the 
price of nationally advertised lead and oil 
paints. It is in large demand. Made from 
titanium, synthetic resin and linseed oil. 
Due to the high cost of drying oils and 
white lead, dependable lower priced paints 
are not available to dealers. Here are large 
volume leaders for all live wire dealers. 
Sold satisfaction guaranteed. 


The Merit Paint & Varnish Co. 
3748 E. 91st Street 
Cleveland 5, Ohio 








OLD ESTABLISHED TOOL MANUFAC. 
TURER SELLING TO HARDWARE JOBBERS 
is making a few changes in sales territories, Open 
to consider services additional commission sales- 
men with established clientele. Correspondence 
invited. Address Box N-128, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 


SALESMEN COVERING RETAIL DEAL 
ERS WANTED by well established hardware 
wholesaler in the following States: Maryland, 
Delaware, Virginia, West Virginia, North and 
South Carolina, Eastern and Central Pennsylvania. 
Estab'ished accounts will be turned over. Non- 
conflicting sidelines may be carried along. Write 
to Box N-132, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 


ONE OF THE LEADING LOW PRICED 
HAND TOOL LINE, Wrenches, Pliers, etc., 
open for A-1 Salesman to the Hardware and Ir 
dustrial trade. New York State, (outside of New 
York City) all New England States, Split com- 
mission arrangement, Experienced man only. Ad- 
dress Box N-144, care of Harpware Aceg, 100 
East 42nd St., New York 17, N. Y. 





SALESMEN WANTED. MANUFACTURER 
OF QUALITY LOCK SETS AND CABINET 
HARDWARE HAS OPENINGS for top notch, 
full time salesmen acquainted with the Builders’ 
Hardware Trade for territories in Illinois, Indiana 
and Ohio, Our employees know of this ad. 
Liberal salary, expense account and bonus ar- 
rangement, Give complete details regarding past 
experience, age, etc., in first letter for personal 
interview, Other territories also available. Ad- 
dress Box N-123, care of Harpware Ace, 100 
East 42nd St., New York 7, we 





SALESMAN—WITH HARDWARE, PAINT 
AND LUMBER FOLLOWING to handle our 
paint specialties as a sideline. Liberal commission, 
fully protected territory. Very attractive proposi- 








tion. Write details, present connections, territory 

covered, etc. to Ambassador Paint Specialties, 

6440 De Buel, Detroit 11, Mich. 
SALESMEN (3) 


Popular Priced Line 
SCREW DRIVERS & HARDWARE SPECIALTIES 
For jobbers, chains; excellent sideline; top-notch 
men only; commission basis; state references, present 
connections ; strict confidence; our men know of this ad 
Address Box N-I4i, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 














230 


HARDWARE AGE, MARCH 24. 1949 








eB) 


SALES 
YORK FI 
 ngperee 

tores and 
tories Open, 

Box N-133, 
42nd St., D 





SALES (¢ 
andle Nati 
Exclusive t 
Md., N. J., 
feed, farm 1 
nly, Starti 
manpower, < 
Ft. Wayne, 





MANUF. 
A COMPL! 
sion Ladder 
Ither Wood 
and building 
ware retaile 
tection in 1 
now carried 
Box N-129, 
St. New Y 





SALES 
Nationally | 
ware has s 
tion. Expe 
following a 
sales for sl 
lines now c 
Box N-20, « 
St. New ¥ 


WANTE) 
TATIVE C 
lealers, lun 
department 
Ventilating 
Lock, Mus 
some territo 
yourself an 
are of Hai 
York 17, N 


MANUF. 
SHELF H 
planning sa! 
nen with 
volume pro 
with wholes 
plies, Advi 
muneration 
Address Bo 
East 42nd § 





MFR 


To call or 
ers and L 
of Caseme 
New Eng 
Texas ope 
Address 
100 








SAI 


By sole 1 
STOVE. A 
sultable per 


REPU! 
90 West | 








HARDWA 


atalogs, 
number 
ifficient 


-y other 
5 days 


plies to 


ept. 
a. ¥. 

















Wanted] 


MANUFAC. 
RE JOBBERS 
ritories, Open 
mission sales- 
‘orrespondence 
of Harpware 

wm. ¥. 


AIL DEAL- 
ied hardware 
3: Maryland, 
, North and 
Pennsylvania. 
over, Non- 
along. Write 
GE, 100 East 


W PRICED 
Pliers, etc., 
ware and Ir 
tside of New 
. Split com- 
an only, Ad- 
rE Ace, 100 


FACTURER 
» CABINET 
yr top notch, 
the Builders’ 
nois, Indiana 
ef this ad, 
d bonus ar- 
garding past 
for personal 
ailable. Ad- 
ze Ace, 100 


RE, PAINT 
handle our 
commission, 
tive proposi- 
ms, territory 
Specialties, 


ICIALTIES 

; top-notch 

ces, present 

y of this ad 

RE AGE 
a. ¥. 








24. 1949 











Clansihied Opportumitiea. Section... 








[Sales Representatives Wanted | 


iSales Representatives Wanted | 


i fecounts Wanted 





SALES REPRESENTATIVES FOR NEW 
YORK FIRM WANTED tto sell Plumbing 
Specialties and Heating Supplies to hardware 
sores and plumbing contractors. Various terri- 
tories open. Replies strictly confidential. Address 
Box N-133, care of Harpware AcE, 100 East 
42nd St., New York 17, N. Y 





SALES ORGANIZATION WANTED .. . to 
sandle Nationally Known Farm and Dairy Item. 
Exclusive territory of New York, Penna., Del., 
Md., N. J., Wash., D. C. Must cover hardware, 
jeed, farm ‘implement and dairy equipment jobbers 
mly, Starting biggest season. Write full details, 
manpower, and coverage to Calf-Teria Sales, Inc., 
Ft. Wayne, Indiana, 





MANUFACTURERS’ AGENTS —TO SELL 
A COMPLETE LINE of Step Ladders, Exten- 
sion Ladders, Painters’ Ladders; Step Stools and 
Other Woodenware to mill supply jobbers, lumber 
and building supply dealers, large paint and hard- 
ware retailers, and department stores. Full pro- 
tection in territory assigned. State other lines 
now carried and exact territory covered. Address 
Box N-129, care of Harpware Ace, 100 East 42nd 
St, New York 17, N 





SALES REPRESENTATIVES WANTED: 
Nationally known manufacturer of builders hard- 
ware has several territories open for representa- 
tion. Experienced representatives having good 
following and understanding builders hardware 
sales for shelf and contract work desired. Statc 
lines now carried and territory covered. Address 
Box N-20, care of Harpware Ace, 100 East 42nd 
St, New York 17, N, Y 





WANTED MANUFACTURERS REPRESEN- 
TATIVE OR SALESMAN calling on hardware 
dealers, lumber yards, builders supply, seed and 
department stores. Patented Lawn Tool and New 
a Burglar Proof Automatic Window 
Lock, Must be able to handle own accounts in 
some territories, Give information as to territory, 
yourself and lines carried, Address Box N-134, 
sare of Harpware Ace, 100 East 42nd St., New 
York 17, = 





MANUFACTURER DIVERSIFIED LINE 
SHELF HARDWARE, Tools and Equipment, 
planning sales force in several territories. Prefer 
men with jobbing experience capable handling 
volume products in long line. Contacts required 
with wholesalers, hardware, automotive, mill sup- 
plies, Advise background, references, type re- 
muneration expected and other facts of interest. 
Address Box N-127, care of Harpware Ace, 100 
East 42nd St., New York 7, ". ¥. 








MFR'S. AGENTS WANTED 


To call on Builders' Hardware, Contract Deal- 
evs and Lumber Yards to sell Established Line 
of Casement, Storm Sash and Other Hardware. 
New England, New York, Pennsylvania and 
Texas open. 
Address Box N-1!10, care a a AGE 
100 East 42nd St., New York 17, N. 





SALESMEN—<alling on lumber yards, build- 
ing supply dealers and hardware stores, in 
Alabama, Mississippi, Louisiana, Arkansas, Texas, 
Nevada, California, to sell high quality, low 
priced door closers for ordinary, screened, or 
light doors. 10% commission Protected territory. 
Write particulars to Box N-135, care of Harp- 
i. Ast, 100 East 42nd St., New York 17, 
me 





| ss Accounts Wanted 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references 














partment Stores, and Variety Chains in the 
Metropolitan New York Area. Wish to take on 
one or two additional lines. Address Box N-137, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y¥ 





WANTED ESTABLISHED WELL KNOWN 
LINES BY SOUTHERN MFGRS’ AGENT to 
sell to Hardware and Pa’nt Wholesalers in Dis- 
trict of Columbia, Va., North and South Carolina, 
Ga., Fla., Ala., Miss., Tenn., W. Va., Ky. and 
Cinn., Ohio. Best reference, 18 years’ experience. 
Present annual sales $1,000,000. Address Cor- 
nelius deWitt, 4501 Archer Ave., Richmond, Va. 





RESPONSIBLE FIRM 

ONF ADDITIONAL 
LARGE OR SEVERAL SHORT TOP JT INES, 
Cover Vi irginia, Maryland, D. .. Delaware. 
Prefer items saleable chiefly to hardware, sports, 


ESTABLISHED | 
INTERESTED IN 








department, chain, other major retail accounts. 
Straight commission basis or can assume finan- 
cial responsibility for accounts. Prepared to cx 
change full information. Address Box N-142, 
care of Harpw ARE AGE, 100 East 42nd St., New 
York 17, 4 
SOUTHEASTERN STATES 

Manufacturer’s Agents. Established 1926. 


Staff of 5 men. Cover trade 4 times yearly 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Floride 











MANUFACTURERS REPRESENTATIVE L_Pes Ww ] 
CALLING ON Wholesale Hardware Trade, De- | 





POSITION WANTED. REPRESENTATIVE 
WITH LARGE CANADIAN MANUFAC. 
TURER is willing to give up position to repre 
sent American Company in Canada. Excellent 
connections with retail hardware and jobbers, If 
interested write Box N-140, care of Harpware 
Act, 100 East 42nd St.,. New York 17, N. Y 





RETIRED SALESMAN FOR A NATIONAL 
ABRASIVE MANUFACTURER WANTS SIT- 
UATION selling to Hardware, Mill and Mine 
Supply Jobbers and Dealers in Arizona and 
Southern California. Large acquaintance and 
good standing in trade. Perfect health. Have car. 
Will furnish references. What have you to offer? 
Address H. FE. Kulle, 339 W. Portland St., 
Phoenix, Arizona. 





EXPERIENCED HARDWARE CLERK, 10 
YEARS WITH Yale & Towne Mfg. Co, and 15 
years in retail, Window display, hardware, plumb- 
ing, electrical, paints, housewares, marine and mill 
supplies, and buying and pricing. Willing to travel 
anywhere, Can furnish best of reference as to 
ability and character. Address Box N-131, care of 
Harpware Ace, 100 East 42nd St., New York 
7, te Us 





ENTERPRISING BUSINESS WOMAN 
WITH FINE BACKGROUND SALES PRO- 
MOTION EXPERIENCE wishes to manage 
Chicago Office of Eastern Firm. Thoroughly ex- 
perienced in all office procedure and can contact 
Trade. Well-known in Housewares Field. Can 
produce. Salary and Commission only. Address 
E. R. Gillette, 6447 Kimbark Ave., Chicago 37, 
Ill. Plaza 2-0184. 





PACIFIC COAST COVERAGE 


CALLING ON JOBBERS ONLY. OFFICES, 
SAN FRANCISCO, LOS ANGELES, PORT- 
LAND AND SEATTLE. 

KING & ANDERSON 
444 Market St., San Francisco, California 











SALES REPRESENTATIVE 
WANTED 


By sole importer of PRIMUS type PRESSURE 
STOVE. Also BLOWLAMPS. Good opportunity for 
suitable person. Advise territory covered. 


REPUBLIC COMMERCIAL CORP. 
90 West Broadway New York 7, N. Y. 

















EXPORT DISTRIBUTION 


wanted by export merchants. We push the 
sales of your product abroad, handle ali de- 
tails and pay you cash. World-wide coverage. 
Details on inquiry. 


J. L. JORDAN & CO. 
30 Vesey St. New York 7, N. Y. 























SALES MANAGER, 15 YEARS WHOLE- 
SALE AND BUILDERS’ HARDWARE EX- 
PERIENCE. Located in New Jersey. Excellent 
record of building volume, sales control and pro- 
Will consider 


motion and catalog supervision, 

representing nationally known manufacturer. Ser- 
vices available within 30 days. Address Box 
N-125, care of Harpware Acs, 100 East 42nd 


St., New York 17, N. Y. 


SALESMAN DESIRES LINE FOR METRO- 
POLITAN AREA, and New York City or New 
Manufacturer's Agent. Contacting 


Jersey, as 
houseware dealers both wholesale 


(Classified Opportunities continued on page 232) 
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1949 


hardware and 
and retail. Commission basis. Associated with 
hardwire merchandising for past 10 years. Ag- 
gressive, ambitious, I’m your man. What have 
you to offer? Address Box N-138, care of Harp 
WARE At 1M) East 42nd St. New York 17, 
s © 
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[ Proitioms Wanted | 


| Basiness Opportunities | 


| Basiness Opportunitier | 








MANUFACTURERS AGENT DESIRES 
LINE FOR NEW JERSEY contacting lumber 
yards, hardware dealers, mill supply houses. 12 
years in territory. Aggressive coverage. Com- 
mission basis. Will carry stock. Address Box 
N-25, care of Harpware Acez, 100 East 42nd 
St., New York 17, N. Y. 





T Business Opportunities | 


EXPORTER WOULD LIKE TO RECEIVE 
LITERATURE FROM MANUFACTURERS 





of tools and tool machines for Belgium. Ad- 
dress Box N-139, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y 





FOR SALE—LONG ESTABLISHED _IN- 
DUSTRIAL HARDWARE AND PAINT, Essex 
County, New Jersey. Opportunity for right man. 
Address Box N-126, care of —— Ace, 100 
East 42nd St., New York 17, N. 





HARDWARE — FARM IMPLEMENTS. 
SALES $170,000 YEAR; SOUTH OHIO 
COUNTY SEAT; busy farming community; 


brick building 50x227; modern equipped repair 
service building 95x50; equipped for all type re- 
pairs; large complete stock; owners suite six 
rooms, bath; sell complete; no competition; op- 
portunity for partners, Price reasonable. Address 
Apple Company, Brokers, 1836 Euclid Ave., 
Cleveland 15, Ohio. 





HARDWARE —E LECTRIC APPLIANCES. 
SALES $6,000 MONTH, can increase; cumplete 
line; hardware franchise; many top line electrical 
appliances; modern equipped store 21x120; busi- 
ness center Pennsylvania city of 5,500; estab- 
lished fifty years; $30,000 stock; fine for part- 
ners; health compels quick sale; price reason- 
able. Address Apple Company, Brokers, 1836 
Euclid Ave., Cleveland 15, Ohio, 





FOR SALE—MODERN HARDWARE STORE 
doing excellent profitable business, Complete line 
hardware, houseware, paints, sporting g 
Kresky oil, burning heating equipment, Shirley 
kitchens and some building supplies. Located fast 
growing coastal Carolina resort town with year 
round factory payroll on heavy traveled north 
south highway. 1948 sales over $50,000.00, Ad- 
dress Box N-124, care of Harpware Acez, 100 
East 42nd St., New York 17, N. Y. 





FOR SALE—HARDWARE AND SPORT- 
ING GOODS, county seat town in heart of 
Michigan’s finest hunting, fishing and _ resort 
area. Fine stock, new Heller Fixtures, excellent 
store building. Knotty pine front and interior. 
Living quarters on second floor. Shows attractive 
net profit. Priced to sell, terms. Also have several 
other hardware stores in Michigan. Write for de- 
tails to Associated Business Brokers, 1200 God- 
frey S.W., Grand Rapids, Mich. 





FOR SALE—HARDWARE, PAINT, AP- 
PLIANCES AND HOUSEWARES STORE 
located in prosperous community 80 miles from 
New York City, leading franchises, modern 
fixtures, clean stock. A well established business 
doing a _ substantial gross. Reasonably priced 
for quick sale. Address Box N-113, care of 
ae Acz, 100 East 42nd St., New York 
17, N. Y¥. 
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Hose Special—Hose Special—Hose Special 
200,000 FEET %” PNEUMATIC HOSE, suitable for 
AIR, WATER, or Manufactured by Swan 
Rubber Co. ALL NEW, Surplus. Priced at LESS 
THAN HALF REGULAR WHOLESALE PRICE— 
8¢ a foot, f.0.b. Portland, Oregon. 


SCHNITZER STEEL PRODUCTS CO. 
3800 N. W. Yeon Avenue, Portland 10, Oregon 
Telephone: BRoadway 3565 











HARDWARE, PAINT AND APPLIANCE 
BUSINESS OPERATING FOR MANY 
YEARS IN PENNSYLVANIA FOR SALE 
because owner desires to retire. 1948 sales 
over $100,000 gross. No debt, complete in- 
ventory. Owner will consider mortgage or 
lease on building. 


Address Box N-130, eare HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 




















WILL PURCHASE 


OLD ESTABLISHED NEW ENGLAND HARD- 
WARE MANUFACTURER INTERESTED IN PUR- 
CHASING ADDITIONAL HARDWARE MANU- 
FACTURING BUSINESS TO EXPAND LINE. 
REPLIES CONFIDENTIAL. 
Address Box N-136, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











PRINTING 
ee x ok Bond 


2M $9.75 5M $21.95 
6% Envelopes—24# cond 
IM $5.25 2M $9.75 5M $21.95 
Statements—8'/, x 5!/2—Ruled or unruled 
IM $4.25 2M $7.25 5M $13.95 


Delivered Prices. Terms Net 10 days. 
MAYFIELD PRINTING CO. MAYFIELD, KY. 




















~Your employees want 
to help you build security 


HERE’S HOW 7,500,000 WORKERS ARE DOING IT 


More than 20,000 companies now maintain 
the Payroll Savings Plan, by which their 
employees invest in U. S. Savings Bonds 
automatically every pay day. This Plan 
builds security not only for the individual 
employees, but for their companies and for 
the nation! 

As you know, Savings Bonds pay $4 at 
maturity for every $3 invested. Thus they 
help create a “rainy-day” fund for each 
Payroll Saver, increasing his security. 


How P.S.P. helps employers 


America's leading corporations report these 
company benefits from the Payroll Savings 
Plan: As Bonds increase the worker's eco- 
nomic peace of mind, plant morale im- 
proves. Production increases—because 
absenteeism, labor turnover, and the acci- 
dent rate all decline. Relations improve 
between employer and employee. 








Savings Bond dollars are dollars re- 
moved from the spending stream. They are 
deferred purchasing power—an assurance 
of good business during the years to come. 
The Treasury uses net Savings Bond dollars 
to help reduce inflationary credit potential 
in the banking system by retiring short-term 
bank-held Federal securities. So Bonds in- 
crease the nation’s economic security, too! 


Proof that employees want P.S.P. 


Even with today's high prices, it has been 
proved that between 40% and 60% of 
America’s working millions—at any wage 
level—can and will buy Bonds through 
Payroll Savings if management sponsors the 
Plan and a fellow worker asks them to sign up. 

It's up to you whether they get the chance. 
All the help you need is available from your 
State Director, U. S. Treasury Department, 
Savings Bonds Division. 


The Treasury Department acknowledges with appreciation 
the publication of this message 


This is an official U. S. Treasury advertisement prepared under the auspices 
of the Treasury Department and the Advertising Council. 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 


*» MARSHALLTOWN, 


MARSHALLTOWN 


IOWA 














\PPLIANCE 
SR MANY 
FOR SALE 


e. 1948 sales 
complete in- 
mortgage or 





VARE AGE 
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G 
5M $21.95 


5M $21.95 
unruled 

5M $13.95 
10 days. 
YFIELD, KY. 
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DONLEY’'S 


POPULAR PRICED LINE 


HOUSE PAINTS 
@ $1.45 gal.* 


ROG Wig 
WOODENWARE 
MORNING GLORY—our latest creation 








© 

@ 265 — It's new—it's colorful—it's in demand everywhere. For the 

ENAMELS ... 2.25 gal. kitchen ... den... dining room. Feature it as a salad 
bowl . . . fruit bowl . . . table center piece. Also, ever- 


WRITE FOR COLOR CARDS AND PRICE 


Lsses on oun coment Ue. popular Charm String and Cherry Ripe — open stock 


patterns. 
Prices quoted zone | within 300 miles 
of Cleveland; slightly higher fer dis- a> Zar 6 


tant points. 


e@ CLEVELAND 5, OHIO 





Saiesmen note: Some choice 
tervitories open — write. 


DONLEY PAINT CO. 


2421 McKINNEY TZTATLE 
DALLAS 4, TEXAS 


























“ROYAL joint FASTENERS 


— PRE-SOLD VIA NATIONAL ADVERTISING! 







STON 


ROLLER SKATES 


t rE 
WAYS TO PROFITS a IN THE 

IN-DEMAND SIZES! Firs. POPULAR PRICE a 

SEE YOUR JOBBER—- OR CONTACT— = MARKET FOR COMPLETE 


INFORMATION 


INC. 


INDEPENDENT METAL STRAP CO., 
ESTABLISHED 1907 » 232 THIRD ST., BROOKLYN 15,N. Y. 


KINGSTON PRODUCTS CORP., Hwd. Div. A-2, Kokomo, Ind. 

















Keep In Touch With The “OPPORTUNITIES” In The Trade — 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales-" 
men, retailers and retail salesmen all use the medium that covers and con- 


tacts the hardware trade most thoroughly—Hardware Age. They know that 
There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recog- 
nized leader for bringing buyer and seller, employer and employee to- 


gether for many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, 100 East 42nd St., New York 17, WN. Y. 


(Classified Opportunities Dept.) 
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There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today. 


MINUTE MOP (0. 


i3 E.23 rd. St. 
CHICAGO 16 ILL. 









For the easy way 
to quick profits on 


See the advertisement opposite pages 
34-37 in this issue on 
B. F. Goodrich Garden Hose 











Over 25,000 retail a stores serviced 
through blished well-rated lesale dis- 
tributors give your pane consistent nation- 
wide sales. No credit risk .. one contact 
with Tru-Test meons a _ complete over-all 
g program for 














and 
you. Write today for details. 


DIVISION OF OAKES & COMPANY 
T RU ¥ T ES 650 S. CLARK ST., CHICAGO 5, ILL. 


Genuine DOMES of SILENCE 
SLIDE SILENTLY — SOFTLY — SMOOTHLY 


50c SET - 15¢ SET - 10c SET SAVE FURNITURE G 
FLOORS-CREATE QUIET 


Name ‘'Domes of Silence'’ 
on each genuine Glide. 


Domes of Silence 
Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


Ask your Jobber. If he is not suppliod write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 
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AMERICAN SMELTING AND REFINING COMPANY 








Schulles 


*Reg. U. S. Pat. Off. 
The MODERN 
Precision Level 
with Pre-Adjusted 
Spirit Vials 
Schultes Spirit Vials are adjusted at Factory. 
Anyone can insert Vials on spot to accuracy of 1/10 of 1°, 
A great seliing point to user! Eliminates bother of returning Levels to 


factory for repair. 
e@ Interested in handling complete line? Write for details. 


SCHULTES LEVEL, ‘INC. 


17403 GABLE e DETROIT 12, MICHIGAN 


* Schultesleved 


*PATENTED AND PATENTS PENDING 



























A free flowing and easy-to-use ACID CORE 
SOLDER for automotive and general work. 
You don’t have to add any flux . . . the 
flux is in the solder. Comes in all com- 
mercial sizes and quantities. 


Sederittel 


METALS DIVISION 





WHITING, INDIANA (CHICAGO) 


STEEL FENCE POSTS 


"U" flanged posts with self-fastening 
lugs. No Staples Required. 


DEALERS!, if your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 














Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 


—_Tt 








PICTURE 
HANGERS 


TATE = 


Closet Rod Brackets * Wardrobe Loops 
Cup Hooks + Push Pins 


Friction Catches * Shower Curtain Hooks 
Picture Wire+ Coiled Wire*Spooled Wire 


e.u.|ATEco. 






Estab. 











251 Causeway St. 
BOSTON, MASS., U.S. 
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fast-sel boss Ol i, catalog -- * "° HAND AND POWER 
ilabl d the Caste : 

Avai dil obligation. % MOWERS — BUILT 
— finished i b * FOR SERVICE AND 
durably DURABILITY — 
SOLD TO DEALERS 
THROUGH JOBBERS 

GRIPTROL ! 

The amazing, 

new Homko 

feature — fin- 

gertip control 

through the 

handle grips. 


TRULY A 
QUALITY 
PRODUCT 















STOVE DIVISION — ERIE AVE. & F STREET— PHILA. 34, PA. 





Homko Products for Home Comfort 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. > Des Moines, lowa 









Now! BIG PROFITS with this complete 
WRENCH DEP’T. 











Build PROFIT with CENTRAL P 





, 


No. 76 
METCO 
Dispensing 
Display 
Assortment 


Striking metal rack contains 


Years of precision manufactur- 
ing are behind every Central Stand- 
ardized Drive. Your customers know 
and appreciate this quality in pulleys 
that gives dependable per- 
formance on every appli- 
cation. 


%& Diamond bored to + CENTRAL 


itn tie dabiidie, STANDARDIZED DRIVES 


homes, farms, wh ge - 
mpm (5) (a5) “> 
‘ 4 E ~ 


AS 
SF ffs) <4 / 
@ & @ 





76 fast-moving wrenches in the most 

popular sizes for SHOP, FARM, HOME and AUTO 

use. No duplication of sizes. Finest Metalite tool steel, heat ee 

treated for extra strength. Rust-resisting nickel chrome finish. Sell on sight! ee ORDER THIS POWERFUL 
ee SELLING DISPLAY FROM 


ll $6720 nny $4360 YOUR JOBBER TODAY! 


Complete assortment of 27 pulleys 
right at your fingertips. 


WRITE FOR LITERATURE 





DIVISION METAL ENGINEERING CO. 
134 NORTH LA SALLE STREET * CHICAGO 2 
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HARDWARE AGE, MARCH 24, 1949 
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